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Year after year MultiKopy Carbon Papers and Star Brand Type- 
writer Ribbons gain in popularity. Their dependable quality 
wins confidence for your store. They are nationally advertised 
to bring you more new business. Take advantage of this pro- 
motion by identifying yourself as the store that carries Webster's. 
Feature and display the products and your profit picture 
will be brighter in the months to come. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer 
cial stationery dealers and 
many of the largest corpora 
tions in the United States 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago; IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
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ADVERTISEMENTS 








Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Acco Products, Inc. 118 
Ace Fastener Corp. 129 
Acme Visible Records, Inc 97 
Adams, Henry T., Mfg. Co 198 
Aigner, G. J., Co. 175 
Allen & Co. 197 
Allen Calculators, Inc. 158 
Allen-Wales Add. Mach. Corp...202 
Allied Carbon & Ribbon Corp...200 
All-Steel-Equip. Co. 31 
Alma Desk Co. 183 
Amer. Autmtic. Elec. Sales Co. 175 
Amer. Hair & Felt Co. 30 
Amer. Number. Machine Co 201 
Amer. Photo Laboratories 186 
Amer. Writing Machine Co. 113 
Ames Supply Company 92 
Anderson-Hickey Co., Inc. 194 
Art Metal Construction Co 119 
Art Steel Co. 154 
Atlas Duplicator Supply Co 152 
Automatic File & Index Co 173 
B 
Bankers Box Co. 94 
Barkley, C. L., & Co 185 
Bassick Company 116 
Bates Mfg. Co 121 
Beach Publishing Co 200 
Bentson Mfg. Co 182 
Bickett, L. M., Co. 144 
Billings, John G 9()2 
Bright Chair Co 166 
Bristow, Stanley R 201 
British Stationer 203 
Brown, L. L., Paper Co 153 
Browne-Morse Co. 200 
Buckeye Ribbon & Carbon Co...193 
( 
Cel-U-Dex Corp 198 
Chicago Venetian Blind Co. 196 
Clarotype Co., The 199 
Cleveland Container Co 178 
Cloyes Gear Works 199 
Codo Mfg. Corp ° 198 
Collier-Keyworth Co 172 
Columbia Rib. & Car. Mfg. Co. 87 
Columbia Steel Equipment Co...151 
Cook, The H. C., Co 191 
Corona Typewriter R85 
Corry-Jamestown Mfg. Corp 147 
Cramer Posture Chair Co 196 
Crown Ribbon & Carbon Co 201 
Currier Mfg. Co 110 
Cushman & Denison Mfe. Co...199 
D 
Daco Card & Index C: 201 
Darnell Corp 137 
Dawn Mfg. Corp., The 203 
Dick, A. B., Co. a3 
Ditto, Ine. 167 
Domore Chair Co 174 
Doppelt, Chas., & C 191 
Downey, C. L., Co 166 
: E 
Eaton Paper Corp 109 
Efficiency Equipment Co 2902 
Ehrlich Upholstery Works 169 
Elliott Address. Mach. Co. 150 
Elliott-Fisher Back Cover 


services in resolving any disagreements 


through the journal. 


offer their 
KF 
Faultless Caster Corp 200 
Fotocopist Corp. of Amer 126 
Fritz-Cross Co. 170 
Fulton Specialty Co 192 
G 
Gaylo Mfg. Co 192 
General Fireproofing Co 83, 8Y 
Globe-Wernicke Co. 157 
Graff, Geo. B., Co. 182 
Guide System & Supply Co. 138 
Gunlocke, W. H., Chair Co 143 
H 
Hall-Welter Co 203 
Hano, Philip Co 184 
Hanson Scale Co 200) 
Harding, Milo, Co 191 
Harriman-Wells Products Co.....200 
Harter Corporation, The 128 
Heyer Corporation, The 205 
Higgins, Chas. M. & Co., Inc.....179 
High Point Bd. & Chair Co 165 
Hileo Corp. 120 
Hotchkiss Sales Co. 107 
Hunt, C. Howard Pen Co 170 
I 
Imperial Desk Co 171 
Imperial Mfg. Co. 148 
Imperial Methods Co. 14 
Indiana Desk Co 184 
Industrial Tape Corp 127 
Ink Specialties Co 180 
Interstate Metal Products Co. — 180 
Interstate Rib. & Carbon Corp. 202 
Invincible Metal Furniture Co. 149 
J 
Jasper Chair Co 108, 112 
Jasper Office Furniture Co 165 
Jasper Seating Co. 191 


Johnson Chair Co. 183 


Joyee, Edward J., Filing Co 177 


K 


Kilian Mfg. Corp. 


L, 
Leopold Co., The 
Lyon Metal Products, Ine 

M 
Macey Co., The 
Manifold Supplies Co. 
Markilo Co. 
Markwell Mfg. Co. 
Mashek, Frank & Co 
Massillon Wire Basket Co. 
Master-Craft (S-\. Loose Leaf 

Div.) 114, 

Meilicke Systems, Ine 
Meilink Steel Safe Co. 
Melind, Louis, Co. 
Metal Office Furniture Co. 
Meyer & Wenthe 


Desk Co, 
The 
Co 


Michigan 
Mimeograph, 


Mitchell Binder 


Mittag & Volger, Inc. 
Modern Account System Co. 
Moore Push-Pin Co 
Morse, J. S., Typewriter Co 
Multipost Co 
Murphy Chair Co. 160, 
Mutschler Bros. Co 
N 
Nat'l Brief Case Mfg. Co 
National Business Show Co 
Nat'l Passbook & Supply Co. 
Nat'l Vuleanize. Fibre Co 
Neva-Clog Products, Ine. 
New Indiana Chair Co. 
Northwest Metal Products Co 
Nucraft Furniture Products 
0 
Old Town Ribbon & Carbon Co 


Oxford Filing Supply Co 


Mfg 
Co 


Pacific Cb. & Ribbon Co 
Paper Container Mfg 
s Key-Imperial Mfz. Co 


Peerl 
Steel Equip Co 


Mfx. Co 


Peerless 


Pelouze 


which result 


176 


168 

S4 
201 
186 
195 


203 


115 
198 
159 
202 
100 
195 
174 
83 
200 
171 
9/9 
202 
198 
195 
161 


196 


162 
102 
202 
201 
111 
184 
199 


16? 


155 
123 
148 
179 
198 





THE SERVI 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 


of its various 
practically every member 


personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 


office equipment, supplies 


any article wanted, puts man and job together, pre- 


pares advertising copy, 


agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 


other form of destruction, 


tin which is mailed frequently to leading manufac- 
turers, 


CE BUREAU 


In the execution 
this bureau calls upon 
of the staff. It answers by 


names of manufacturers of 


furnishes list of desirable 


S. A. lines, and in many 


are broadcasted in a bulle- 








from relations established 


Phillips Process Co 199 
Pronto File Corp. 132 
Q 
Quality Park Envelope Co. 96 
R 
Regal Typewriter Co. 164 
Reliable Tw. & A. M. Corp. 198 
Remington Rand Ince. 140 
Rex-O-Graph Co. 177 
Rishel, J. K. Furniture Co. 169 
Rivet-O Mfg. Co. 198 
Roberts Numbering Mach. Co...134 
Roberts, Weldon, Rubber Co....178 
Rockwell-Barnes Co. 101 
Royal Metal Mfg. Co. 163 
Royal Typewriter Co. 204 
Ss 
St. Johns Table Co. 173 
Sanymetal Products Co., Inc.....189 
Seat, Dr., Chemical Co. 203 
Shaw-Walker Co. 114, 115 
Sheaffer, W. A., Pen Co 93 
Shepherd Chair Co. 198 
Sheppard, C. E., Co. 190 
Sherman-Manson Mfg. Co. 156 
Shipman-Ward Mfg. Co. 125 


Sikes Co., Ine., The 95 


Sloane, W. & J. 145 
Smith, L. C., & Corona Type- 
writers, Ine 85 
Speed Key Mfg. Co. 199 
Speed-O-Print Corp. 187, 88 
Speed Products Co. 141 
Standard Office Products Co. 190 
Stationers Loose Leaf Co. 36 
Storms, H. M., Co. 176 
Sturgis Posture Chair Co. 117 
Sundstrand Back Cover 
Superior Type Co. 172 
Supersine Co. of America 199 
1 
Technygraph, The 185 
foledo Metal Furniture Co. 146 
Triner Scale & Mfg. Co. 195 
rroy Sunshade Co 139 
russell Mfg. C 181 
t 
Ulrich Planfiling Equipment 
Co 197 
Underw. Elliott-Fisher 
Back Cover 
Union Rubber & Asbestos Co...199 
U. S. Tw. Ribbon Mfg. Co. 194 
Universal Office Equipment Co. 201 
Universal Paper Products Co...189 
‘ 
Vail Manufacturing Co. 133 
Van Dyke Industries 98 
Varat, Murray, Co. 201 
Victor Adding Machine Co 135 
Victor Safe & Equipment Co. 200 
w 
Warshaw Mfg. Co. 192 
Webster Chicago Co 181 
Webster, F. S., Co. 2 
Weis Mfg. Co. 103, 4, 5, 6 
Wiggins, John B., Co 203 
¥ 
Yawman and Erbe Mfg. Co 124 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation 


Account Files 


Modern Account System Co 202 
Adding Machine Parts 

Amer, Writing Machine Co 

Ames Supply Co. 


Works 
Mfg. Co 


Cloyes Gear 
Shipman-Ward 





Adding Machine Rolls & Paper 
Rockwell-Barnes (Co 0 


Adding Machines 
Allen Calculators, Inc 158 
Allen-Wales Add. Mach. Corp 202 
Remington Rand, In 140 
Sundstrand over 
Vietor Adding 


Adding Machines (Stylus) 
Reliable Typewr. & A. M 


Adding Machines, Rebuilt & Used 
Morse, J. S., Typewr. Co 
Reliable Typewr. & A. M. ¢ 
Univ. Office Equip Co 201 


Back ¢ 
Mach. Co 


( 198 


Adding Typewriters 


Underwood Elliott Fisher Co 


Addressing Machines 
Elliott Address. Mach. Cx 150 


Addressing Machines, Used 
Univ. Office Equipment (Cc 201 


Adhesives 
(See Inks 

Arch and Clip Board Files 
Amer.-Aut. Elee. Sales ‘o 
Cushman & Denison Mfg. (« 
Globe-Wernicke Co 
Rockwell-Barnes Co 101 
Shaw-Walker Co 114, 115 
Yawman & Erbe Mfg. Co 124 


Autographic Registers 
Hano, Philip, Co. 1X4 


Kilian 


Adhesives, et 


Bearings for Drawer Slides, ete 
Mfg. Co 19 


Banker's Note Cases 
Art Steel Co 154 
General Fireproofing Co RX. 8 
Globe-Wernicke Co l 
Victor Safe & Equip. Co 


Bank Passbooks & Check Cases 
Nat'l Passbook & Supply 


Co 20 


Billing Machines 
Remington Rand, Ine 
Underwood Elliott Fisher Co 
suck Cover 


Binders, Catalogue and Periodical 


Acco Products, Inc 118 

Aigner, G. J Co. 175 

Mitchell Binder Co 200 

Shaw-Walker Co 114. 11 
Binders, Permanent Storage 

Adams. Henry T., Mfg. ¢ 198 

Bankers Box Co 94 

Shaw-Walker Co Bid, O28 
Binders, String 

Bankers Box Co 94 
Blank Books 

Rockwell-Barnes Co 01 


Blue Print and Plan File Cabinets 








All-Steel-Equip Co 131 
Anderson-Hickey Co 194 
Art Metal Construction Co 119 
Art Steel Co 154 
Browne-Morse Co 200 
Columbia Steel Equip. (« 151 
Corry-Jamestown Mf¢ Corp 147 
General Fireproofing Co SX Ro 
Globe-Wernicke C¢ 157 
Peerless Steel Equip. (¢ 179 
Shaw-Walker Co ee 
Ulrich Planfiling Equipment ¢ 197 
Yawman & Erbe Mf Co 124 
Bond Boxes 
Art Steel Co 154 
General Firenroofing Co && go 
Globe-Wernicke (¢ l 
Book Cases 
All-Steel-Equip. Ce 131 
Alma Desk Co 183 
Art Metal Construction Co 119 
Browne-Morse Co 00 
Corry-Jamestown Mfg Corp 147 
General Fireproofing ¢ SX Ro 
Globe-Wernicke Co. “¥4 
Macey Co The 68 
Peerless Steel Equip. (Ce 179 
Shaw-Walker (« I Lin 
Weis Mfg. Co 10 } f 
Yawman & Erhe Mfg ar 124 
Book Rings 
Adams, Henry T Mfg. (« 8 
Bookkeeping Machines 
Underwood Elliott Fisher (« 
Rack ( 


Box Letter File 

Art Steel Co 
Globe-Wernicke 
Rockwell-Barnes 

Weis Mfg. ¢ 103 


Brief and Zipper Cases 
Doppelt, Chas., & C*¢ 
Mashek, Frank, & Co 
National Brief Case Mfg. Ce 

Walker Co 
Murray Co 


Shaw 


Varat, 


Business Shows 
National Business Show Co 


Calculating Devices 
Meilicke Systems, Inc 
Reliable 


Calculating Machines 
Allen Calculators Inc 
Allen-Wales Add. Mach. Co 
Sunastr 


Victor 





Adding Mach, Co 


Calculating Machines, Used 
Morse, J. S., Typewr. Co 
Reliable 
Universal Office Equip. Co. 

Carbon Papers 
See Ribbons and Carbons 

Card Index Boxes and Trays 
All-Steel-Equip Co 
Art Metal Construc 
Art Steel Co 

Mfg. Co 

Steel Equip. Co 

Corry-Jamestown Mfg. Corp 

General Fireproofing Co. 

Globe-Wernicke Co 

Guide System and Supply Cc 

Methods Co 
Metal Furn. Co 

Metal Office Furn. Co 

Peerless Steel Equip. Co 

Walker Co 

Warshaw Mfg. (Cx 

Weis Mfg Co 103 

Yawman & Erbe Mfz Co 


Business (Book Form) 
ins Johr B Co 


tion Co 


Bentsor 


Columbia 


Imperial 
Invincible 


Shaw 


Cards, 
Wige 


Cash Boxes 
Art Steel Co 
General Fireproofing Co. 
Casters. Caster Bearings, Slides 
sassick Co 
Darnell Corp 
Faultless Caster 
Mfg. Corp 


Corp 


Kilian 


Celluloid Envelopes 
Markilo (Ce 


Chair trons 
Sassick Co 


Collier-Keyworth Co 


Office 

Chair Co 

Posture Chair Co 
Chair Co 
Upholstery Works 
Fireproofing Co. 

H., Chair Co. 


Chairs, 
sright 
Cramer 
Domore 
Ehrlich 
General 
Gunlocke, W 
Harter Corp 
High Pt. Bad. & 
Interstate Metal 
Jasper Chair Co. 
Jasper Seating Co. 
Johnson Chair Co 
Lyon Metal Products 
Metal Office Furniture 
Murphy Chair Co 
New Indiana 
Royal 


shaw 


Chair Co 
Products (¢ 


Ine 
Co. 


Chair Co 





Shepherd P 
Sikes Co In The 
Sloane, W. & J 

s Pe Chair Co 
Metal Furn. Co 


Sunshade Cc 








Chairs, Folding 
Gaylo Mfg. (« 
Royal Metal Mfg. Co 


Chairs 
Amer 
Bright 


(Posture) 
Aut I 


Chair Co 


Typewr. & A. M. C 


Back C 


Typewr. & A. M. C 


&8 


114 


1 


108 


160 


114 


158 
202 


over 


198 
198 
901 


max 


‘% 


De 3 > te ee tO LF 
PrmwuocoSowx-s 


154 


Ro 


200 


196 


201 


Sikes Co Ine rhe a5 
Sturgis Posture Chair Co l 
Toledo Metal Furr Co Lis 


Check Protectors & Writers 
Hall-Welter Co 203 


Check Protectors & Writers, Used 


Morse, J Ss Typew? Co 198 

Reliable Typewr. & A. M. ¢ 19 
Checks, Stamped Metal 

Meyer & Wenthe 195 
Coin Bags, Trays and Wrappers 

Art Steel Co 154 

Downey, C. L cr 16 
Copyholders 

Acco Products, Inc 118 

Amer Aut. Elec. Sales (<¢ 175 

Dawn Mfg. Corp The 203 
Costumers 

Globe-Wernicke Co rhe 157 

Peerless Steel Equip. Co 179 

Royal Metal Mfg. ¢ 163 

Shaw-Walker Co 114, 115 

Sanymetal Products (« 189 

Troy Sunshade Co 139 


Cushions and Pads, 
Bickett, L. M Co 144 
Shipman-Ward Mfg. Co 12 


Dating Stamps 











Amer Number Macet Co 201 
Bates Mfg. Co 121 
Fulton Specialty Co 92 
Melind Louis ¢ 202 
Meyer & Wenthe 195 
Rivet-O-Mfg. Co 198 
Superior Type ¢ 172 
Desk Lamps 
Dawn Mfg. Corp 203 
Van Dyke Industries 98 
Desk Pads & Tops 
Aigner, G J Co 
Amer Aut. Elee. Sales Co 175 
Desk Pending-Letters Holders 
Acco Products, Inc 118 
Desk Pen & Ink Sets 
Sheaffer, W \ Pen Co 92 
Desk Signs 
Supersine Co. of America 199 
Desk Trays 
Aigner, G. J Co 175 
Art Metal Construction Co. 119 
Art Steel Co 154 
Automat. File & Index Co 173 
Corry-Jamestown Mfg. Corp 147 
Currier Mfg. Co 110 
General Fireproofing Co Rx. 29 
Globe-Wernicke Co 157 
Imperial Methods Co 142 
Peerless Steel Equip. Co 179 
Shaw-Walker Co 114, 115 
Weis Mfg. Co 103, 4, 5, 6 
Yawman & Erbe Mfg. Co 124 
Desk Work Distributors 
Art Steel Co 154 
Sristow, Stanley R 201 
Globe-Wernicke Co 157 
Lyon Metal Products, Inc 122 
Victor Safe & Equip. Co 200 
Weis Mfg. Co a, 4. & § 
Desks 
Alma Desk Co 183 
Art Metal Construction Co 119 
Art Steel Co 154 
Automat. File & Index ¢ 173 
tentson Mfg. Co 182 
Srowne-Morse Co 200 
Columbia Steel Ea ( 151 
Corry-Jamestown Mf Corp 147 
General Fireproofing Co ax. go 
Globe-Wernicke Co. 157 
Imperial Desk ¢ 171 
Indiana Desk (* 184 
Invincible Metal Furr Co 149 
Jasper Office Furr ( 1645 
Leopold Co The 176 
Macey Co The 168 
Metal Office Furniture ¢ 100 
Michigan Desk Co 174 
Peerless Steel Equiy ( 179 
Rishel, J kK Furniture ¢ 169 
Royal Metal Mf ( 163 
Shaw-Walker Co 114. 15 
Sloane, W & Jd 145 
Troy Sunshade (< 139 
Victor Safe & Equity ( 200 
Yawman & Erbe Mfg, ¢ 124 
Dictating Machines, Used 
Morse, J. 8 Typewr. Co 198 
Drinking Cups, Paper 
Paper Container Mf Ce 123 
Universal Paper Pr cts ( 189 
Dupl. Mach. Engineering 
Billings, John G 202 


Duplicating Machines & Supplies 


Amer. Writing Mach. Co........ 118 
Atlas Duplicator Supply Co.. 152 
Columbia Ribbon & Carbon 
Mfg. Co. aT 
Dick, A. B., Co 8&3 
Ditto, Ine 167 
Elliott Address. Mach. Co. 150 
Harding, Milo Co 191 
Heyer Corporation, The 205 
Hileo Corp. 120 
Ink Specialties Co. 180 
Mimeograph, The 8&3 
Manifold Supplies Co ‘ 84 
Mittag & Volger, Ine. 171 
Rex-O-Graph Co. 177 
Shipman-Ward Mfg. Co 125 
Smith, L. C., & Corona Typewr &5 
Speed-O-Print Corp. 187, 88 
Technygraph, The 185 
Victor Safe & Equip. Co 200 
Duplicating Machines, Used 
Morse, J. S.,. Typewr. Co 198 
Universal Office Equip. Co 201 
Envelope Openers 
(See Letter Openers) 
Envelope Sealers 
Elliott Address. Mach, Co. 150 
Multipost Co., Ine 195 
Envelope Sealer-Cancellers 
Multipost Co. Ine 195 
Envelopes 
Globe-Wernicke o 157 
Quality Park Envelope Co 96 
Envelopes, Celluloid 
Markilo Co 201 
Eradicators, Ink 
Heyer Corp., The 205 
Erasers, Rubber 
Roberts, Weldon. Rubber Co. 178 
Exhibitions, Office 
Nat'l Business Show 102 
Expense Books 
Beach Publishing Co 200 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 121 
Rivet-O-Mfg. Co. 198 
Fanfold Centinuous Forms 
Hano, Philip Co. 184 
File Boxes, Collapsible Corrugated 
Bankers Box Co. 94 
Barkley, C. L., Co 185 
Globe-Wernicke Co. 157 
Guide System & Supply Co. 138 
Oxford Filing Supply Co 99 
Weis Mfg. Co 103, 4, 5, 6 
File Boxes, Metal 
Adams, Henry T., Mfg. o 198 
Art Metal Construction Co. 119 
Art Steel Co. 154 
Currier Mfg. Co 110 
Corry-Jamestown Mfg. Co. 147 
Globe-Wernicke Co., The 157 
Peerless Steel Equip. Co 179 
Pronto File Corp 132 
Rockwell-Barnes Co 101 
Shaw-Walker Co 114, 115 
Vietor Safe & Equip. Co 200 
Filing Cabinet Ball and 
Roller Bearings 
Kilian Mfg. Corp 196 
~ Filing Cabinets, Insulated 
Shaw-Walker Co 114, 115 
Victor Safe & Equip. Co 200 
Filing Cabinets, Metal 
All-Steel Equip. Co 131 
Anderson-Hickey Co. 194 
Art Metal Construction Co 119 
Art Steel Co. 144 
Autmte. File & Index Co 173 
Bentson Mfg. Co 182 
Browne-Morse Co 200 
Columbia Steel Equip. Co 151 
Corry-Jamestown Mfg. Corp 147 
General Fireproofing Co 88, ao 
Globe-Wernicke Co 57 
Invincible Metal Furn. Co 149 
Macey Co., The 168 
Metal Office Furn. Co. 1M 
Northwest Metal Products Co. 199 
Peerless Steel Equip. Co. 179 
Pronto File Corp. 32 
Remington Rand, Ine 140 
Shaw-Walker Co 114, 115 
Vietor Safe & Equip. Co 200 
Yawman & Erbe Mfg. Co 124 
Filing Cabinets, Wood 
Globe-Wernicke Co 17 
Imperial Methods Co 14° 
Weis Mfg. Co 103, 4, 5, & 
Yawman & Erbe Mfg. Co 124 
Filing Supplies 
Acco Products, Inc 118 
Aigner, G. J., Co 175 
Art Metal Construction Co. 119 


THE CLASSIFICATIONS 


(Continued on page 6) 
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THE CLASSIFICATIONS 


(Continued from page 


Barkley c lL & Co 15 
trowne-Morse Co. 
Corry-Jamestown Mfg 
Jaco Card and Index 
General Fireproofing Co. QR Tr) 
Globe-Wernicke Co 

Guide System & Suppiy Co x 
Imperial Methods Co 142 
Macey Co The 

Metal Office Furn. Co 
Oxford Filing Supply Co " 
Pronto File 


to i% 


Corp 132 
Quality Park Envelope Co " 
Rockwell-Barnes Co 
Shaw-Walker Co 114, 115 
Victor Safe Equip. Co 
Warshaw Co 

Weis Mfg 
Yawman 


« 
Mfg 
Co 10 i ( 
& Erbe Mfg. ¢ 124 
Filing Tables 
Toledo Metal Furniture Co 14 
Finger Pads 
Speed Products Co j 


Folders 


(See Filing Supplie 

Fountain Pens 
Sheaffer W \ Pen ¢ 

Gummed Cloth Rings 
Graff, Geo. B Co 
Warshaw Mfg. Co 192 


Gummed Tape 
Industrial Tape t'orp 9 


Card Signals 
Hq. C Co Ine l 
Geo. B Co a2 


Safe & Equipment ¢ 


Index 
(ook 
Graff 

Victor 


Index Tabs 
Aigner G J Co 
tarkley, ©. L 
Cel-U-Dex Corp 
Globe-Wernicke Co 
Guide System & 
Markilo Co 2 
Shaw-Walker Co ] 
Victor Safe & Equipment Co 

Adhesives, Ete 

Welts Prod 

Charles M 

Specialties Co 

Louis, Co 

Mfg Co. 

Ww A 

Superior Type ¢ 

Union Rubber 


Inks, 
Harriman 
Higgins 
Ink 
Melind 
Rivet-O 
Sheaffer 


Inkstands 


Cushman & Denison Mfg ( ; 


Intercommunicating Systems 
Webster-Chicago Co 1s 


Pencils 
Per ‘ 


Leads for Mechanical 
Sheaffer Ww \ 


Leather Goods 
Doppelt, Chas 
Mashek Frank, & 
Nat'l Brief Mfg. ¢ 
Varat Murray ( 0 


Leather Upholstered Furniture 
Bright Chair Co He 
Ehrlich Upholstery Works 
Jasper Chair Co 108 
New Indiana 


& Co ' 


Case 


Chatr 


Letter Openers 


Multipost Co Inc 19 


(See Desk Trays 


Letter Trays 


Letterheads 
Wiggins, John B Co 
Library Equipment 
All-Steel- Equip 
Art Metal Construction (C« 
Art Steel Co 14 
Corry-Jamestown Mfg Corp 14 
General Fireproofing (Co 
Globe-Wernicke Co 
Macey Co The 
Peerless Steel 
Shaw-Walker 
Yawman & 


Equip. ¢ 
Co 1t4 
Erbe Mfg. Co 194 


Lithographed Continuous Forms 
Hano, Philip, Co 184 


Lockers and Storage Cabinets 
All-Steel-Equip. Co 
Anderson-Hickey Co 
Art Metal Construction Co | 
Art Steel Co 14 
Rrowne-Morse Co 
‘‘orry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Interstate Metal Products Co 
Invincible Metal Furn. Co 
Lyon Metal Products, Inc 
Macey Co The 
Metal Office Furn. Co 
Shaw-Walker Co 


Yawman & Erbe Mfg. (« 124 


Loose Leaf Books & Systems 
Adams, Henry T Mfg. Co 
Aigner, G. J 
Master-Craft 

Leaf Div 
Sheppard, The €. E.. Co 190 
Stationers Loose Leaf Co 
Trussell Mfg. Co 


Co 
(S-W Loose 


) 114 17 





Loose Leaf Sheet Covers, Celluloid Buck Ribbon & Cart ( } 
Aigner Pi Soe GO (od Meg Corp is 
Markilo Co 20 ( Th i kh. & ¢ Mfg. Co x7 

(1 Rib. & Car. ¢ 

Loose Leaf Metals and Devices ' skal mae Ca 1s 
Adam Henry 7 \if ‘ , ite thie i Carsen Ces ~ 

Mail Distributors M fo Supplies Co x 
Bristow Stanley K Mittag & Volger Ine 
Giobe-Wernicke (¢ ’ I Rib. & Carbon Co ’ 
Victor Safe & Equipment ¢ Car. & Rib. Mfg. Co 

Peerl Key-Imperial Mfg. Ce . 

Manifold Business Forms _ anlage . 
Hano, Philip, Co ‘ t Rar In i 

Map Tacks Royal Typewriter Co Ir 20 
Graff, Georg B or x ~ man-Ward Mfg. Co ) 
Moore Push-Pin Co v1 > lL. « Corona Tws 

* So i M ce 

Matched Office Suites ’ El Fisher Co 
Art Metal Construction ¢ ’ lack ¢ 
General Fireproofing ‘ XN x , re Fem esen Ril Mi ( 
Globe-Wernicke Co \ | S 
Leopold Co., The 
Macey Co The < Rubber Bands 
Royal Metal Mfg. Co Kol Rubber ¢ 8 
Shaw-Walker Co ' ! Rubber Stamps 
Sloane, W. & J i ge “% 202 
Troy Sunshade Co \ & Wenthe 

Memorandum Books Rubber Type Outfits 
Rockwell-Barnes (% | . Snecialty Co 
Trussell Mf Co x aes rype ¢ 

Memorandum Devices Safes 
Bates Mfg. Co Art Metal Construction Cc 119 
Bristow Stanle R 4) General Fireproofing ¢ wR aT 
Currier Mfg Co { G rnicke Co 

Mending Tape Mace ( The : 16s 
Industrial Tape Cor Meilink Steel Safe Co rhe 
Warshaw Mfg. ( K gton Rand, Ine 10 

s v-Walke Co 1l4 ll 

Message Holder Victor Safe & Equipment Co 200 
Joyee, Edw J. Filir Co } ma & Erbe Mfg. Co 24 

Moisteners Scrapbooks 
Rivet-O-Mfg Cx ‘ Globe-Wernicke Co 

Numbering Machines Weis Mfg. Co 103, 4 
Amer. Number Mach. ¢ 20 Secretary Desks 
Bates Mfg. Co Art Metal Construction Co 
Melind, Louis, Co 2 General Fireproofing Co 88, 8 
Roberts Numbering Machine ¢ G Wernicke Co l 

Office Partitions and Railings Peerless Steel Equip, Co moners 
Globe-Wernicke ( Shaw-Walker Co 4 

Pads, Figuring Shelving 
Rockwell-Barnes \ll-Steel-hquiy Co 

Art Metal Construction ¢ l 

Paper \ Steel Co 
Brown, L. L., Paper ¢ Browne-Morse Co ") 
Kator Paper Cory 4 Jamestown Mfi Cort 
Rockwell-Barnes | . General Fireproofing Co. RR. é 

Paper Clamps G e-Wert leke Co 
Acco Products. Inc 8 syon Metal Products, Ine , 

\ T 16S 

Cushman & Denison ¢ " Macey (¢ The 
Hunt, C. Howard, Pen ¢ Shaw-Walker ( ' 

Paper Clips Signs, Office, Bidg., etc 
Acco Products, Inc . . rsine Co. of America 
Cook, H. C ‘ d Smoking Stands, Office 
Cushman & Denison ¢ a” " , - 

K il Metal Mfg ( 

Fulton Specialty Co ’ 

Graff, George B Ce x Sorting Devices 
Vail Manufacturing (« Br Stanley R 20 

er } 0 L1i 

Paper Fastening Machines ; Es A ~ ea 
Ace Fastener Corp ve een 
Amer. Autme. Electric Sales ¢ Stamp Affixers, Postage 
tates Mfg. Co ‘ Multipost ¢ lr 
Hotchkiss Sales Co : 

Markwell Mfg. Co x Stamp Pads 
Neva-Clog Products Inc Bates Mfg Co ! 
Speed Products Co I tor Specialty Co 19 
Victor Safe & Equip. Co *) Me Louis, Co 202 

. Mie & Wenthe 19 

Paste (See Inks Adhesives. Et \ lips Process Co 199 

, 1 

Pencil Sharpeners Rt ‘ Oo Mfe Co se 
Graff, George B., Ce x Rockwel Bar es CO oho 
Htunt, C. Howard, Pen Co 170 Superior Type Co ate 

Victor Safe & Equip. Co 200 

Pencils, Mechanical 

Sheaffer, W \ Pen Ce Stands for Office Machines 
\ Stes Equip Co 

Pens ‘. Supply Co ys 
Hunt, ¢ Howard, Pen ¢ Anderson-Hickey Co 1% 

Photo-Copying Equipment Art Steel Co l 
Fotocopist Corp f Ar ‘ ry-Jamestown Mfg Co 14 

Genera Fireproofing Co 88, 80 

Picture Hooks Globe-Wernicke Co 157 
Moore Push-Pin Co { Harte Corp 128 

Pins and Pin Containers pecriees Brest Seep. <a soi 
Vail Mfg. s n-Manson Mfg « 15 
; Shipman-Ward Mfg. Co 12 

Platens, Typewriter St rd Office Products Co 19% 
Amer. Writing Machine Co | Sturgi Posture Chair Co l 
Ames Supply Co ’ I } Metal Furniture Co ti 
Shipman-Ward Mf 
het : : Staple Extractors 

Postal Scales Ace Fastener Corp ? 
Hanson Seale (C¢ 200 ’ ' 

Pelouze Mfe. Co ' Staples and Stapling Machines 
Shipman-Ward Mf Co \ e Fastener orp 
Triner Scale & Mf Co Bate Mfg. Co 

Hotehk Sales C« 

Price & Sign Markers Markwe Mfz. Co 
Superior Type Co N Clog Products, Inc 

Publishers s i Z duc ts Co 
British Stationer " anufacturing o ! 

Punches Stenographer's Note Books 
Acco Products, In¢ 1s zvOte —— 
Bates Mfg. ( , itg. Co 8 

Globe-Wernicke Co Storage and Transfer Cases 
Mitchell Binder Co \ Henry T Mig. ( is 

Push Pins \ a I quip. Co. 13 
Moore Push-Pin ( \ Construction C 

\ Stee a 

Ribbons and Carbons Bankers Box Co ’ 
Allen & Co Rarkley, ¢ L, & ( 18 
Allied Carbon & Ribbon Co 200 R n Mfg. Co 
Amer. Writing Machine (« | Morse Co 201 
Ames Supply Co Ste Equip. ¢ 














Cor Jamestown Mfg. Corp 
Efficiency Equipment Co 
General Fireproofing Co SS 
Globe-Wernicke Co 

(;suide System & Supply ¢ 
Imperial Methods Co 

I neibl Metal Furn. Co 

Ma Co The 

Metal Office Ftrn. Co 

Peerless Steel Equip. Co 
Pronto File Corp 
tockwell-Barnes Co 

Shaw P ce 114, 
Weis Mfg. Co 103, 4, 
Y an & Erb Mfg. Co 
Tables 

Art Metal Construction Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
Gereral Fireproofing Co &R 
Globe-Wernicke Co 

l Metal Products, Inc 
Macey Co. The 

Mutschler Bros. Ce 

Peerless Steel Equipment Co 
Shaw-Walker Co. 114 
s Johns Table Co 

Victor Safe & Equipment Co 
Tabulating & Statistic Machines 
Remineton Rnd In 
Telephone Accessories 

Bates Mfg Co 

Victor Safe & Equipment Co 
Telephone Stands 

Art Metal Construction Co 

\ Steel Co 

General Fireproofing Co 88 
Globe-Wernicke Co 

Interstate Metal Products Co 
Peerless Steel Equipment Co 
Shaw-Walker Co 114 
Yawman & Erbe Mfg. Co 
Thumb Tacks 

Graff, George B Co 

Moore Push-Pin Co 
Ticket Holders 

Vail Manufacturing Co 
Trimming Boards 

Amer Photo Laboratories 
Type, Typewriter 

Amer Writing Mact Co 

Ames Supply Co 
Shipman-Ward M Co 
Typewriter Cleaning Material 
Amer. Writing Mach. Co 

Ames Supply Co 

Claretype Co. 

& Volger, In 
Mfs Co. 

Chemical Co 
Shinman-Ward Mfg. Co 
Webster F Ss Co 

Typewriter Cushion Keys 
me Writing Macl Co 
Ames Supply Co 
Peerless Key-Imperial Mfg. Co 
Shipman-Ward Mfg. Co 
Speed Key Mfg Co 














Typewriter Cushion Knobs and Bases 


Amer. Hair & Felt Co 

Amer. Writing Mach, Co 

Ames Supply Co 

Bickett, L Co 

eerless Key-Imperial Mfg. C 

Shipman-Ward Mfg. Co 
Typewriter Parts and Tools 

Amer Writing Mach Co 

Ames Supply Co 

Shipman-Ward Mfg a 
Typewriters, Mfrs. of 

Corona Typewriter 

Ret ton Rand, Ine 

Royal Typewriter Co 

Smit s << & Corona Tws 

Tnderwood Elliott Fisher Co 

sack 

Typewriters, Rebuilt and Used 

\mer Writing Mach Co 

\lorse : 2 Typewr. Co 

K Typewriter Co 

Reliable Tw. & A M. Corp 

Shipman-Ward Mfg Co 
Veretian Blinds 

Chicago Venetiar slind Co 
Visible Systems Equipment 

Vome Visible Records Inc 

Aigner G J Co 

Art Metal Construction Co 

Automatic File & Index Co 

Globe-Wernicke Co 

Re ngton Rand, In 

Shaw-Walker (« 1 

Sheppard, ¢ k Co 

Stationers Loose Leaf Co 

Victor Safe & Equip. Co 

Yawman & Erbe Mfg. Co 
Waste Baskets 

\ Steel Co 

Cleveland Container (Ce 

Corry-Jamestown Mfg Corp 
General Fireproofing Co 

Globe-Wernicke Co 

Massillon Wire Basket Co 

Meta Office Furn Co 

N Vuleanized Fibre Co 

Nt ift Furniture Products 

Peerless Steel Equipment Co 

Shaw-Walker Co 
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VANIER Ye): eye 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60 


SITUATIONS WANTED 


SERVICE MAN with thirty years’ experience seeks position as shop 
foreman. Has worked on all makes of typewriters and adding machines. 
Well versed on other office equipment. Has served as manager of shop. 
Well equipped to give best results. Can furnish excellent references. 
Address E-320, care Office Appliances, Chicago 

SALESMAN, DIVERSIFIED EXPERIENCE, thoroughly familiar with 


commercial stationer’s problems, and at present employed, desires change 


and wishes to represent in Metropolitan New York a well rated manu- 
facturer. Prepared to devote entire time and energy to representing 
line. Address E-316, care Office Appliances, 100 E. 42d St.. New York. 


OFFICE SUPPLY AND EQUIPMENT MAN with twenty years expe- 
rience, would like a connection, with a reliable stationer Age 43 
Capable as manager, buver, or outside sales. Can furnish Al references. 


Address E-319, care Offices Appliances, Chicago. 

SALESMEN WANTED 
IF YOU ARE NOW selling to offices, we have a product that will 
prove to be a very profitable sideline. It quickly becomes a major line. 


Fxclusive territories are available. Box S-219, care Office Appliances, 


Chicago. 


WANTED EXPERIENCED Typewriter, Calculating Machine and 
Dictaphone selesman. Must have successful selling record and at least 
three years’ experience in selling these types of office machines. Apply 
P. O. Box 2814, Honolulu, Hawaii. 


FULL OR PART-TIME COMMISSION SALESMEN to represent manu- 


facturer of high grade line typewriter ribbons and carbon paper. Sev- 
eral territories open, presenting unusual opportunities for experie need 
men. Write S-220, care Office Appliances, Chicago 


YOUNG. aggressive inside salesman, complete knowledge loose leaf, 
Ohio dealer Address S-223 Office Appliances, 


filing supplies by care 


Chicago. 

TRAINED MIMEOGRAPH Combination Salesman with knowledge of 
stationery items. Excellent opportunity in Ohio. Address 5-222, care 
Office Appliances, Chicago. 


COMBINATION MECHANIC-SALESMAN WANTED 


OPENING for an additional typewriter repair man, experienced on 
leading makes, with knowledge of adding and office machines. Youre, 
neat appearing. first class mechanic with ability to sell preferred. Old 
established typewriter, office equipment and supply store. City 30,000. 


Replies confidential. Answer fully. Address S-221, 


Chicago 


Southern Michigan. 
care Office Appliances, 


SUPERINTENDENT WANTED 


FACTORY SUPERINTENDENT for old, established company manu 
facturing wood desks. Must have experience in Management and pro- 
duction costs, also thorough knowledge in manufacturing wood office 
furniture. State full experience past 10 years; age; salary required 


Address S-212, care Office Appliance Chicago. 


MECHANICS WANTED 


WANTED—AN EXPERIENCED adding machine mechanic for office 
machines company in city in Penna. of about 100,000 population. Would 
desire a man with five (5) years experience or more References must 
be furnished. Address S-214, care Office Appliances, Chicago 

WESTERN TYPEWRITER and Office Appliance dea'er seeking serv- 


ices of all-round trained mechanic to take charge of service department. 


Prefer young man, well trained, energetic, ambitious to get ahead 
Connections permanent Give full experience and training in first 
letter. Application confidential Address S-213, care Office Appliances, 


Chicago 


REPRESENTATIVES AVAILABLE 


SALESMAN covering entire southern territory representing a manu 


facturer of chairs and one of desks is in a position to handle one more 
line. Will consider furniture or furniture accessories such as desk 
utilities, filing supplies or like products Well known by the trade 
Active in association activities. Ready to do a good job for some one 
seeking southern coverage \ddre E-313, care Office Appliances 
Chicago 

SALES ORGANIZATION « ering the state of California with a staff 
of seven men, and maintaining offices both in San Francisco and L« 
Angeles, is in a position to take on additional agencies. Has specialized 
in mail room equipment for the past twenty-five years. Is now inter- 
ested in folding machines and allied lines, as well as printing presses 
and accessories Address E-314, care Office Appliances, Chicago 


p 


NORTHERN CALIFORNIA FACTORY Representative established 21 
years, now handling 4 well-known Mechanical Office Appliances desires 
representation one additional device to utilize valuable established 
contacts. Has adequate Sales and Service Staff. Expects visit East in 
August. Address E-318, care Office Appliances, Chicago. 


STRONGLY ESTABLISHED FIRM (70 years) selling retailers through 
strongly entrenched sales force in United States and Canada want good 
item to add to line to se!l book and stationer trade. Must be exclusive. 
Address E-315, Office Appliances, Chicago. 


“are 
SALESMAN covering western Washington, interested as manufacturers 
representative, Washington and Oregon, office machines experience— 
prefer mechanical equipment. E-312, care Office Appliances, Chicago. 


Furniture Trade in Metropolitan 
Tables. Address E-317, care Office 


SALESMAN well known to Office 
New York desires line of Desks and 
Appliances, Chicago 
REPRESENTATIVES WANTED 
REPRESENTATIVE WANTED to contact dealers in Florida, Georgia 
and Alabama with complete line of steel filing cabinets and steel execu- 
tive and general office desks, including a popular, exclusive item. Write 
mentioning lines now handled to S-215, care Office Appliances, Chicago. 


BRANCH OFFICE-WAREHOUSE SPACE TO RENT 
MANUFACTURER serving stationery trade 
warehouse space, or both, in the Central 
competing manufacturer in the same industry. 
for concern seeking distribution with low overhead cost. 
care Office Appliances, Chicago. 


wishes to share office, small 
West, with another non- 
Attractive proposition 
Address S-218, 


RETAIL BUSINESS FOR SALE 
FOR SALE Commercial 
departments of prosperous 
Fine climate and schools 
edness and enjoying business. 


Pen and Gift Shop 

California city of sixty thousand. 
location, fine lease, free of indebt 
Owner desires putting in his entire 
time on Office Furniture and will stay in same location with buyer to 
further guarantee continuation of established trade. Stock and fixtures 
approx. thirty thousand. Box S-216, care Office Appliances, Chicago. 


Stationery, Fountain 

store in 
Excellent 
nice 


FOR SALE 
investment 
Chicago. 


southern city. $10,000 
care Office Appliances, 


fast growing 
Address S-217, 


Stationery Store in 


$5,000 cash required 
SALES LETTERS 


LETTERS WILL BUILD SALES—For years I have built letters that 
pull sales. You need them more than ever now. Send me your data for 
new letters or unsuccessful letters for reshaping. Particulars on request. 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 


FOUNTAIN PEN REPAIRING 


Pencils, Desk Sets, etc. Repaired—uually 12 to 24 


ALL MAKES Pens, 
hour service. Standard prices. Welty Pen & Repair Co., 38 So. State 
St., Chicago 
DICTATING MACHINE PARTS 

COMPLETE AND VARIED STOCK No order too smail. When you 
need parts, write Central Dictating Service, 2632 N. Western Ave., 
Chicago. Management G. Koep 

DUPLICATING MACHINE PARTS 






NEW PRICE LIST of parts for the Mimeograph machine now ava'lable. 
Special attractive prices on all rubber parts for the Mimeograph. Write 
for catalogue and price list Mimeo Repair Co., 395 Broadway, New 
York City 
ADDING MACHINE PARTS, TYPE, ETC. 
NEW PRICE LIST of Marchant parts now available. New low prices 
on adding machine feed rolls by the dozen. Write for prices now. 
I. A. Dehn, Jr., 1643—101st Ave., Oakland, Calif. 
FOR SALE AND WANTED TO BUY 

ELLIOTT-FISHER MACHINES—Burroughs—Moon Hopkins—Adding 
Machine Calculating Machines—bought and sold Chicaxo Office Ap- 


iance Co., 529 S. Wells St., Chicago 


WANTS AND FOR SALE—Continued on page 8 





WANTS 


AND FOR SALE—Continued from 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 


roughs and Monroe Calculators, Typewriters 
Teeter-Warsh Co., 849 N 


bought and sold. 


Wis. 


BURROUGHS, 


ing Machines, 


MOON-HOPKINS 
and everything in the office machinery 
we will «uote the highest 


serial number and 
Office Appliances, 


BURROUGHS 
dex. All types 


Co., 644 Liber 


FLLIOTT-FISHER machines, calculating 


ty 


Duplexes, Moon Hopkin 


Inc., 326 Broadway, 


office machines bought 
Avenue, Pittsburgh, | 


all office equipment, bought and sold 
Milwaukee, Wis 


Caswell Bldg., 


HEADQUARTERS 
Rough or rebuilt 


for Dictaphone, 


machines, wholesale « 


ment, 415 N. State St., Chicago. 


Elliott-Fisher, 


New 


Me 
a 


Ediphone 


r 





machine 
Milwaukee 


Account- 
model 
Internationa! 





Kar- 
Typewrit« 


machines 


ylinder 
Equip- 





OFFICE APPLIANCES 


DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought and sold—-Wholesale, Retail--Write us Chicago Dictating Ma- 
hine Co., 28 S. Wells St., Chicagx 


DICTA PHONES—EDIPHONES—established 1923 Largest stock—all 
Write for prices of machines and our Cleartone Cylinders. 
235 Fifth Ave., New York, N. Y 


mo 
American Dictating Machine Co 





ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
s, Typewriters, Adding Machines Write for FREE Money 
Making Cireular. Pruitt, 527 Pruitt Bldg., Chicago. 


KARDEX, ACME, all makes used visible filing equipment. Thousands of 
panels, books, always on hand. Special service 


econditioned cabinets, 
ale. Get our quotations. Chas. S. 


and prices to dealers for purchase or 


Nathan. Inc., 548 Broadway, New Yor} 


KARDEX ACME, POSTINDEX, ete., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full coopera- 
tion to dealers. Commercial Card System, 395 Broadway, New York City 





MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 


writer ribbons Established over ten years Write us, save money 


Lewis Co., 413 W. State St., Milwaukee, Wis. 
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Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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NEW TRADE LITERATURE 








(Catalogues, pamphlets, broadsides, folders and other publicity 


material recently re'eased) 
which fea 


All-Steel-Equip Company, iInc...A new fifty-page catalogue 


tures the firm's new lines of dead storage files and counter tops and 
panel backs has been issued to the trade by the All-Steel-Equip Company 
Aurora, Ill. It is listed as the No. C-1l Printed on high-grade glossy 


paper, the catalogue includes an attractive color arrangement on ever) 
page, with each illustration in olive green against a circle done in a 
lighter shade. The entire line of A-S-E filing equipment is presented and 
each piece is accompanied by descriptive text matte? giving all particu 
lars of construction, sizes available, et 


A special feature of the catalogue is the index which is based on the 
size of forms to be housed in the files. The file type is given, then the 


size sheet accommodated and the dimensions. This is followed by col 
umns which then tell the catalogue and page reference Iwo pages are 


combinations available in the various 
A-S-E improved stacking device for its 


available to the dealer on request 


devoted to substitute drawers for 
files and another page shows the 
line of dead storage files, Copies are 

Chicago Venetian Blind Company.A 24-page venetian blind manua! 
which contains specifications, standards and design data of exceptional 
use to dealers has recently been published by the Chicago Venetian Blind 
Company, Michigan avenue and Thirty-ninth street, Chicago, Ill. A_ fore 
word, addressed to architects and merchants, describes the value of the 
booklet in the following words: “This new manual is presented in the 
belief that it will give a simplified but complete presentation of Chicag: 
venetian blinds. It is intended to furnish basic information on the design 
and construction of blinds, and to assist and instruct in the proper method 
of measuring, Copies of the manual are available 


to dealers on 





ordering and installing.” 
request 


Addressing Machine Company. A new thirty-six page 
booklet entitled “The Dawn of a New Era in the Address Machine In 
dustry” in which an interesting treatment of the company’s line is the 
feature, has been published recently by The Elliott Addressing Machin 
Company, Cambridge, Mass. Replete with illustrations. the booklet is 
a well written and informative history of the Elliott addressing machine 
from its inception and tirst patents up to the present time Copies are 


ivailable to dealers on request 


The Elliott 


The Globe-Wernicke Co. An attractive new combined catalogue and pric 
list covering the Globe-Wernicke stationers line of office accessories has 
just been mailed to the trade. according to H. ¢ Anderson, general sale 
manager. It contains fifty pages and is attractively illustrated throughout 


The Interior Steel Equipment Company. A new, thirty-two page cata 
logue has recently been issued by the Interior Steel Equipment Company 


3252 East Sixty-ninth street, Cleveland, Ohio, which illustrates and de 
scribes the firm's lines of storage shelving and parts bins for stores 
libraries, offices, factories and tool rooms. Numerous views of the variou 


issist in securing the 


lines of stee 


shown to 
company’s 
of preparation and will be 


shelving are 


types and arrangements of 
catalogues on the 


proper units Additional 
lockers and office equipment are in 
ivailable to dealers in a short time 


process 


The National Brief Case Manufacturing Company.—A new brief case 
l largest ever produced by the firm, has just 


catalogue, described as the 

been announced by the National Brief Case Manufacturing Company, 
12-532 South Peoria street, Chicago. Handsomely done in two colors 
the catalogue shows the various multiple pocket cases and zipper port 
folios in the natural colors of the leather. Many new and modern case 
are pictured in the book, in all price ranges. Copies will be sent t 
dealers on request. 


L. C. Smith & Corona Typewriters, Inc. An attractive new folde 
showing in color all of the models manufactured by the company has 
recently released to the trade by L. ¢ Smith & Corona Type 
writers, Ine Svracuse ae Printed by the four-color process, the 
folder is featured by an extra large illustration of the Corona portable 
with colored arrows ledding from the various parts of the machine t 
illustrative text in the margins. The back page is left with a blank space 
for dealer imprint 


been 


Stancard Mailing Machines Company. A twenty-four page booklet en 
ithd “How Standard’s Fluid Process Lowers Copy Costs’’ has recently 
been published by the Standard Mailing Machines Company, Everett, 
Mass The booklet describes in detail the operation of the duplicator 
ind shows the latest models. It is printed throughout in two colors 


entitled 


Underwood Elliott Fisher Company. A sixteen-page booklet 
Qualifica 


Patty Perfect’ and dealing with the answer to “What are the 
tions of a Good Secretary?” has recently been published by the Underwood 
Elliott Fisher Company, New York, N. Y. The character “Patty Perfect” 
was the outstanding feature of a contest entry by Miss Charlotte Westberg 
University of Minnesota senior, which won her the first prize of the UEI 
sponsored contest, the five-millionth Underwood standard office typewriter 
More than 10.000 papers were submitted on the subject of “What = are 
the Qualifications of a Good Secretarv?”” The company has cleverly tied-ir 
the Patty Perfect with its advertising and all through the booklet the 
mythical young lady appears, in different poses and accompanied by excerpt 


from Miss Westberg’s paper. Copies are available to dealers 


> 


Current Corporation Reports 


{ N. Cahill 
venetian blind 
as compared to sales for the same 
Backlog of unfilled contracts and orders at 
largest in the company’s history. 


president of the 
sales for the first quarter of 1940 at 649.53S 
period in 1939 of 318 678 square feet 


March reported a 


Chicago Venetian Blind Company, rep 
Pinal 


Square ee 


1940, Is 


The Colson Company, Elyria, Ohio, makers of stainless steel furniture 
and other items, has reported net profit for 1989 of $331,881, equal t: 
$7.18 a common share, after allowing $79,256 for income tax. The com 
pany is in the unique position of having non-interest bearing debentures 
and non-dividend preferred stock outstanding, as a result of agreements 
reached at time of reorganization, Since 1985, the company has increased 


cash from $10,692 to $178,704, and total current assets from $571,739 to 
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Liability reductions include a cut in debentures from $447,739 





$1,235,515 

to $137,703 and elimination of $153,161 mortgage notes and $11,875 escrow 
igreement AK 

HEM—CLASS 


distributors and retailers (Chicago) 


Horder’s, Ince office 
nd wholly owned subsidiaries today reported net income of $201,594 for 
l share. This compares with 


he year ended January 31, equal to $1.61 per 

i net income of $140,825 in the preceding year, or $1.13 a share. Net 
tiles of the company totaled 73,666,053 for the year as against $3,280,314 
in the previous year Current assets as of January 1, 1940, including 
$169,084 amounted to while current liabilities were 
$-73,79 This compares with cash of $173,419, current assets of $974,592. 
ind current liabilities of $245,790 at the end of preceding year Inven 
573,95 $497 24 Daily News, March 29 


equipment 


cash $1,081,097 


Chi igo 


ries were $573,959, against 


40.) 


Machine Company, Oakland, Calif.-For quarter 


Marchant Calculating 


nded March 31, net income $225,001 1 99 cents a capital share; for same 
1930 quarter net income $168,894, or cents a share (New York Herald 
lribune, April 19, 1940.) 

The W. A. Sheaffer Pen Company, Fort Madison, Towa, last month 


reported to stockholders an increase of over a million dollars in sales for 


the year ended February 29, 1940 Net profits, after providing for all 
taxes and other reserves, increased to $744,294.77 from $691,111.54 the 
year, and share of common stock increased to 


previous earnings per 
$4.66 from $4.30 the year before [he ratio of current assets to current 
6.24 to 1 as compared to 6.09 to 1 the previous 
stockholders during the fiscal year 
$2.00 paid the 
assets to 


liabilities increased to 
yea Dividend payments to 
smounted to $3.00 per share, an increase of $1.00 over the 
annual statement shows an increase in 
Current assets after all reserves and charges 


common 


vear before rhe 
322.70, up $271,198.18 


156.99 Cash is 


$4,167 
ount to & Tl shown as $827,914.99. 





BUSINESS OPPORTUNITIES 





Lines Wanted Abroad 


E. Colakides, 27 
merchant 


Rue Tewfik 


Egyptian Merchant Seeks Stationery Lives. 
has ex 


Alexandria, Egypt, a general commission agent and 
pressed an interest in American products for distribution in the Near 
East Complete proposals from manufacturers of the following items 
desired Adhesives, arch and clip board files, ribbons and carbons 
card index boxes and travs, celluloid envelopes, desk travs, display 
hook envelopes, eraser rubber, fountain pens, inks, inkstands. leather 
goods, leather upholstered furniture memorandum books, paper, paper 
imp paper clips, pens, smoking stands, office storing devices, stamp 
pad tvpewriting cleaning mats, tvpewriter parts and tools All arrange 
nent should be made through Henry J. Leseberg, P. O sox 7032, 
Richmond, Va who is authorized agent of the Egyptian firm 


Marketing Company, located 
market for a number of 


General 


Supply Lines Wanted for Burma. 
t ) India, is in the 


it ») Barr street, Rangoon, 
rticles for office use including envelopes, adhesives. arch and clip board 
files, binders, brief cases, ribbons and carbons, filing supplies, fountain 
pens, ink stands, inks, paper clips and fasteners, and other office utilities 
r} coneern has been buving largely from Germany and is seeking to 
eplace German products with goods of American manufacture. References 
have not been given but the company states that it intends to make 
rangements for payment in New York against shipping documents 
lhe mpany’s requirements in one particular type of supply indicates 
it the business in some lines at least should mount up to important 


Wanted Here at Home 
New Stationery and Office Supply Department Established. The Benjamir 


Franklin Press, In 1 Broadway vrovidence, R is organized a 
ind office supply division and is interested in receiving catalogues 


stationery 


ind price information from manufacturers The company has been in 
the ting business for ten years and has an extensive list of customers 
M ing should be addressed to Anthor R. Lioce, vice-president 


> 


Foreign Trade Opportunities 


nerican firms and individuals may obtain the names and 


dresses of the foreign firms meking these inquiries upon application 


Bureau of Foreian & Domestic Commerce or any district 
or cooperative office. 


Eevpt Agence, isk for No. 6459 


rik Writing Alexandria 
Pencils, Penholders ind Pen Points, Cairo, Egypt, Ageney; ask for 
N @457 
Adding Machines, 10-key, Paramaril Surinam, Purchase and Ageney; 
for No. 6518 
OfM\ce Equipment and Stationery Supplies. Including Efficiency Machines 


Apparatu Loose-leaf Books, and Pen Points 
Purchase or Agence isk for No, 6517 

Humacao, Puert . Agency; ask 
Stationery Supplies, Stencil Paper. and Ink for Duplicators 
Purchase and Ageneyv: ask for No. 6518 
Fountain-Pen Nibs, Alexandria, Egypt. agency; ask for No. 6621 
Fountain Pen Parts, Bars, and Gold Pen Points, Alza, 
rebase isk for No. 6667 


Filing Equipment, Dictating 
Java 


Supplies, 


Semarang 


for No. 6520 
Paramaribo 


Stationery 
Surinan 


Galalith in Spai 


I'vpewriter Ribbons and Carbon Pape Winnipeg. Canada, purchase or 
gency isk for No. 6608 

Office Appliances and Supplies, Meiler Switzerland, purchase; ask for 
N H74 

( iting hines, cash registe combined adding machines and 
ish register ind portable typewrite: Malmo, Sweden, purchase; ask for 
N ed 

Oftice ipplies, San Salvador El Salvador igencyv:; ask for No. 69 

St onery (fountain per pened tapling machines, rulers, files, paper 
lip ind carbon paper.) Singapore Strait Settlements, purchase and 
we isk for No. 6929 

Office classifving. stapling, and pert iting machine ind pencil sharp 
eners Istanbul, Turkey wweney ask for No. 7037 

Stationery supplies (inks, pencils irbon paper, typewriter ribbons 
glue nd folders), Caire Egypt, ag is for Ne #07: 
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PATENTS 


Copies of patente shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





















2,194 553 





2,189,935. Tabulating Machine. A engl a 
field, Coldwater, and Magnus H. Johanson, ochester, 

N. Y.; said Johanson assignor to said Blomfield. Ap- 2.189935 939 
plication May 24, 1938, Serial No. 209,800. Granted 218993 
February 13, 1940. 

2,189,939. Tabulating Machine. Benjamin D. Cham- 
berlin, Rochester, N. Y., assignor to Frederick C. Blom- 
field, Coldwater, N. Y. Application June 10, 1939, Serial 
No. 278,518. Granted February 13, 1940. } 

2,194,553. Duplicating Machine. Hubert Jagger, Chi- 
cago, Il., assignor to Ditto, Incorporated, Chicago, III.. / 
a cornoration of West Virginia Application January 
11, 1939, Serial No. 250,280. Granted March 26, 1940 j/* 

2,194,697. Shipping Tag. Raymond E. Fleming, Phil- / 
adeiphia, Pa., assignor to National FiberstoK Envelope in 
Co., Philadelphia, Pa., a corporation of Pennsylvania / rs 
Application May (1, 1939, Serial No. 272,959. Granted 
March 26, 1940. 

2,194,723. Ink Supply Means. Archie D. Robinson, 
Westfield, Mass. Application January 24, 1939, Serial 
No. 252,570. Granted March 26, 1940 

2,194,955. Eraser Shield. Donald Southwell Richard- 
son, London, England. Application February 7, !939, 
Serial No. 255,094. In Great Britain March 9, 1938 
Granted March 26, 1940. 

2,195,157. Visible Index Card Holder. Max Vogel, 
Bridgeport, Conn. Application December 5, 1938, Serial 
No. 243,918. Granted March 26, 1940 

2,195,241. Posture Chair. Roy A. Cramer and Jesse 
F. Cramer, Kansas City, Mo. Application November 22, 
1937, Serial No. 175,766. Renewed February 2, 1940 
Granted March 26, 1940 

2,195,491. Duplicating Device. Alfred Marchev, La 
Grange, Itll., assignor to Ditto, Incorporated, Chicago, 
1ll., a corporation of West Virginia. Application July 
24, 1937, Serial No. 155,443. Granted April 2, 1940 : sn 

2,195,606. Combined Typewriting and Computing Ma- © ie 














’ : } ¢ 5 
chine. John Toggenburger, Bogota, N. J., assignor to Fe aie | 2 oe : . wl P * ‘ 
Underwood Elliott Fisher Company, New York, N. Y =} 7\\h et J === -—) 
a corporation of Delaware. Application October 25 ee" |. os 7 2.195 782 “sot. S 
1933, Serial No. 695,081. Granted April 2, 1940 same So mm ‘ aT : ad 


2,195,782. Typewriter Attachment Paimer Perritt, 
San Francisco, Calif. Application March if, 1939, ~ 21395 943 { 
Serial No. 261.253. Granted April 2, 1940. 2195491 2,195,606 , 

2,195,943. Visible Filing Unit. Clarence W. Straubel. ‘ : 
Youngstown, Ohio, assignor, by mesne assignments, to 
Acme Visible Records, Ine., Chicago, IIl., a corporation 
of Delaware. Application November |, 1938, Serial No 
238.267. Granted April 2, 1940. 

2,196,179 Portfolio, Case. and the Like Charles 
Doppelt, Chicago, Ill. Application February {!, 1938, 
Serial No. 189,954. Granted April 9, 1940. 

2,196,207. Manufacture of Metal Writing Pens. Al 
bert G. Frost, Philadelphia, Pa., assignor to The 
Esterbrook Steel Pen Manufacturing Company, Camden 

J.. a corporation of New Jersey Application July 
|, (935. Serial No. 29,262. Renewed December 16 
1938. Granted April 9, 1940. 

2,196,335. Typewriter Attachment. Benton E. Dubbs 
Kokomo, ind. Application October 10, (938, Seri<! 
No. 234,237. Granted April 9, 1940 

2,196,437. Typewriting Machine. George F. Handley 
Glendale, N. Y., assignor to Royal Typewriter Com- 
pany, Inc.. New York, N. Y., a corporation of New 
York. Application August 28, 1937, Serial No. 161,514 
Granted April 9, 1940. 

2,196,461. Dry-Sealing Envelope Vineent E. Hey- 
wood, Worcester, Mass., assignor to Usited States 
Envelope Company, Springfield, Mass., a corporation 
of Maine. Application May 20, 1936, Serial No. 80,820 
Granted April 9, 1940. 

2,196,482. Package for Carbon Paper Robert R 
Taylor, Burlington, N. J., assignor to Underwood Elliott 
Fisher Company, New York, N. Y a corporation of 
Delaware. Application December 30, 1936, Serial No 
118,310. Granted April 9, 1940. 

2,196,720 Dictating Machine Switch Theodore H 
Beard azxd John E. Renholdt, Bridgenort, Conn., as- 
signors to Dictaphone Corporation, New York, N. Y 
a corporation of New York. Original anoplication June 
24, 1933, Serial No. 677,447, now Patent No. 2,071,278 
Divided and this application January 16, 1937, Serial 
No. 120,924. Granted April 9, 1940. 

2,197,036. Duplicating Machine. Frank Ronald Ford, 
Small Heath, Birmingham, England Application 
September 21, 1938, Serial No. 230,934 In Great 
Britain September 25, 1937. Granted April 16, 1940 

2,197,067. Stencil Device Adolph Buschow, New 2, 196482 
York, N. Y. Application January 6, 1939, Serial No 
249,553. Granted April 16, 1940 

2.197.071. Loose Leaf Binder. James Cooper, Solvay 
and Gerhard H. J. Baule, Syracuse, N. Y.. assignors 
to Hall & McChesney, Inc., Syracuse, N. Y., a cor 
poration of New York. Application January 7, 193°, 
Serial No. 183,874. Granted April 16, 1940 

2,197,097. Ink Pad for Duplicating Machines. Robert 
A. Dalton, Bridgeport, Conn., assignor to Remington 
Rand tInc., Buffalo, N. Y., a corporation of Delaware 
Application September 8. 1938, Serial No. 228,9°5 
Granted April 16, 1940. 

2,197,164. Line Indicator Bonnie E. Van Alstyre 
San Francisco, Calif. Application September 20, (93° 
Serial No. 230,844. Granted April 16, 1940 

2,197,354 Guide for Vertical Files Charles B 
Ulrich, Jamestown, N. Y Application November 29 
1937, Serial No. 177,040. Granted April 16, 1940 

2,197,628. Writing Device Jeremiah W Albin 
Babylon, N. Y. Application May !3, 1939, Serial No 
273,390. Granted April 16, 1940 

2.197.678. Loose Leaf Book and Tray or Baseboard 
for Use Therewith Henry Thomas Bigg and Samuel 
Henry Sunderland, Beckenham, England, assigzors to 
Perey Jones (Twinlock) Limited, Beckenham, Kent 
England, a corporation of Engtand. Application March 
29, 1937, Serial No. 133,696. In Great Britain May |! 
(936. Granted April 16, 1940 


DESIGN PATENTS 
119,932. Design for a Pencil Clip or Similar Article 119932 


Alexis V. Lapteff, New York, N. Y., assignor to The 4 

Esterbrook Steel Pen Manufacturing Co., Camden, N. J.. e 19735 2 197 628 2 197678 
a corporation of New Jersey Application August 3! 
1939, Serial No. 86,990. Granted April 16, (946 








2,196,461 


2,192 097 2.197164 
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HUGH McCORD S. A. CHRISTENSON 





Nashville Products Co., Sioux Falls Bk. & Staty. Co., 
Nashville, Tenn. Sioux Falls, $. Dak. 
President First Vice-President 








at 
J. J. RITTERSKAMP, JR. E. B. LAIRD L. W. ELLIS 
Washington U Quad Shop, University Bookstore, Students’ Supply Company, 
St. Louis, Mo. Columbus, Ohio Syracuse, N. Y. 
President Second Vice-President First Vice-President 





Executives of Associations in the Field of School Equipment and 
Supplies.—A special “‘school”’ section begins on page 32, con- 
cluding with a report of the recent convention of the National 
Association of College Stores. It is regretted that portraits of 
J. W. Gledhill, Gledhill Brothers, Inc., Boston, Mass., second 
vice-president; W. A. Parker, Ideal School Supply Company, 
Chicago, IIl., treasurer, and Frank Bruce, recording secretary of 
the National School Supplies & Equipment Association were not 
available at the time of going to press. 
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1 * esmen cal Training in 


SKILFUL USE OF SELLING TOOLS 
Like , a Craftsmen, hey Whast Use “hea hat Tit the Job 


HE tools of the salesman, like 
the tools of the mechanic, are 

many and varied. The mechanic, 
however, must acquire the skill 
and ability to use only the tools 
of his trade; while the salesman 
is often called upon to use the 
tools best suited to the job at 
hand, selecting them from an 
ever-increasing number of tools. 

A salesman may be called upon 
to use a tool comparable to the 
fine drill used by a jeweler in 
doing work of a delicate nature, 
and in the next hour he needs 
to use the drive of the sledge- 
hammer or the power of a pile- 
driver. Nevertheless, those en- 
gaged in selling, can learn con- 
siderable by watching the me- 
chanic at work. A mechanic, when 
given a job to do, first sizes up 
the work to learn the specifica- 
tions and then selects the tools 
with which he can best perform 
the task. 

If a carpenter is commissioned 
to build a chest, he sets about to 
select the lumber, he methodically 
saws the boards, and fits them to- 
gether in a fashion that produces 
what was ordered. While this is a 
definite and tangible activity, and 
selling is of an intangible nature, 
there is still much in common 
between the salesman and the 
mechanic or the carpenter. 

Let us first consider specifica- 


By ATWELL JACKSON 
Sales Consultant 
Chicago, Ill. 


¥ 


tions. The specifications given a 
mechanic are not unlike the ob- 
jectives of a salesman, as they 
both represent the finished state. 
Without specifications a mechanic 
would be helpless, and without 
an objective the salesman is just 
as helpless; yet, lacking the con- 
crete form and substance that the 
mechanic’s specifications contain, 
the salesman usually goes along in 
wonderment and hope on a hit or 
miss basis. This the mechanic 
could never do. 

When a salesman has a definite 
objective for each call, then—and 
then only—will he provide himself 
with the equivalent of the me- 
chanic’s blue print or specifica- 
tions. When a salesman calls upon 
a prospect or customer with a 
definite idea as to what he wants, 
then his chance of finishing what 
he started is measurably in- 
creased. He completes what his 
specifications call for. 

Salesmen in the office equip- 
ment business who call merely to 
“call” will obtain just what they 
go after, and that is information 
usually of no banking value. 


But when a salesman sizes up a 
job and the prospect, and makes 
an analysis of the wants or needs 
of the prospect, he has laid out 
definite specifications for his call. 
He has made a definite object of 
call, a definite purpose for work- 
ing, and he is likely to get definite 
results from his efforts. 

It is no more difficult for a 
salesman to call upon a prospect 
with a definite objective in mind 
than it’is to call without an objec- 
tive. In fact, it is less difficult, 
for, lacking a specific objective of 
call, the salesman is like a me- 
chanic lacking specific instruc- 
tions or specifications. 

At the point-of-sale, too, the 
salesman finds guidance from his 
friend, the carpenter. When a car- 
penter wants to make the chest, 
after he has measured and fin- 
ished his lumber to size, he selects 
the proper tools with which to do 
the work. When he drills the holes 
for screwing the chest together 
HE AUGERS. He does not argue 
with the lumber. If the wood is a 
little tough, he either selects a 
drill of harder substance or sharp- 
ens the one he has. He does not 
turn away and hunt some other 
boards to work upon. 

So should the salesman choose 
his selling tools when he sizes up 
the opportunity for selective sell- 
ing. The tools that an equipment 





14 


salesman should have and know 
are represented by the various 
folders, catalogues, broadsides and 
other sales aids provided by his 
company and the manufacturer. 

These sales tools should be used 
with care; for in his work if the 
salesman uses the tool with the 
hammer blow to open up his sale, 
he is liable to crash the prospect. 
He should use the augering type 
of material to get the first bite, 
then keep at it until the proper 
time for the hammer blow. Sales- 
men using catalogues and broad- 
sides as sales aids should consider 
the use of this material with due 
care, for when used in the manner 
in which it was conceived to be 
used it works, but when used in 
the wrong way it is like using the 
wrong tool. 


Arthur Frederick Sheldon, 


father of all of the sales training 
courses, nearly forty years ago de- 
veloped what is known as the 
mental law of sale. This law is to 
make a presentation in accordance 
with the prospective buyer’s natu- 
ral thought sequences in arriving 
at a decision to buy. Mr. Sheldon’s 
formula is today a _ universally 
adopted principle in the advertis- 
ing and selling fields. It calls for 
(1) ATTRACTING FAVORABLE 
ATTENTION, (2) AROUSING IN- 
TEREST, (3) CREATING DESIRE, 
(4) STIMULATING AND OBTAIN- 
ING ACTION. 

This, in fact, is a rule of pro- 
cedure definitely specifying the 
steps usually necessary in consum- 
mating a sale. It is a general set 
of specifications that can be ap- 
plied to any selling job. Whatever 
selling tools the salesman may use, 
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he should select them in their 
proper order of usefulness to en- 
able him successfully to complete 
each stage of his job. 

The salesman should remember 
that skill with any tools comes 
from constant use, thoughtful 
study, and determined effort to 
improve. 

Salesmen should not expect to 
get results by taking their sales 
aids—in the form of catalogues, 
literature, samples, and even their 
products —and merely showing 
them, expecting the prospect to 
figure them out. Every salesman 
should take time to become fa- 
miliar with his sales aids and learn 
how to use them. It does not re- 
quire much time. Successful sales- 
men have become familiar with 
their tools and are adept at using 
them. 


A, esmanship Tabloids 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The fourth of a series of twelve articles being on 


COLD CANVASSING—A GOLD MINE 


HE cold canvass—store to store 
and office to office calls—discovers 
many warm prospects. Statistics 
show that a good salesman will se- 


cure an order in a certain average 


number of such calls. 


Many salesmen work only upon 
leads and would rather take a dose 
of castor oil than do a cold canvass. 


One 





One day he decided to see what kind 
of business was in there. To his sur- 
prise he found twenty old typewriters 
in use and he walked away with an 
order for twelve machines. 

newspaper reporter walks 
along the street, looks around and 
sees nothing. Another going along 
the same street knows something has 


Ot course, leads are the cream of selling. But 
the skimmed milk business of the cold can- 
vass, secured on spare time from “leads,” 
added to “cream” sales, accounts for the suc- 
cess of many salesmen. Knowing that cold 
canvassing, in which there is little competition 
or price cutting, is neglected they reap rich 
harvests. 

A salesman for a large adding machine con- 
cern asked to be moved to another territory 
as he had “‘sold all possible prospects” in the 
old. Another man was given his old field. 
Across the street from this adding machine 
factory was a large office building in which 
the old salesman knew there were no more 
prospects. The new salesman not knowing 
that spent his first week canvassing every of- 
fice in that building and placed eighteen ma- 
chines on trial making five sales—all to people 


the first salesman knew were not prospects. 
Al Block in the Chicago Journal of Com- 

merce tells of a typewriter salesman who passed 

an old run-down building for fifteen years. 


happened in this neighborhood. He interviews 
the corner policeman or store keepers and digs 
up a story. Likewise the order taker who 
depends upon leads and the order getter who 
does cold canvassing. The former waits for 
some one to hand him an order, the latte, 
knowing all business concerns are prospects at 
times keeps on calling and soon lands a 
sale. 

Don’t get discouraged and stop calling upon 
prospects who turn you down. They are still 
prospects. If you neglect them other salesmen 
will get the business when they are ready to 
place it. 

What are you doing to get more business 
Are you fighting or marking time? Acting or 
hoping? Planning or dreaming? 1940 will 
reward fighters only. If you expect any mir- 


? 


acles this year, you will have to be your own 
miracle man. Cold canvassing brings miracu- 
lous results. 

Being everlastingly on the job, digging up 
new prospects, beats carrying a rabbit’s foot. 
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OFFICE MACHINES IN THE U. S. CENSUS BUREAU.—tLeft: A few of the Bureau’s card sorting machines. Right: Elec- 
trically operated unit tabulators. Inset: Artist’s drawing of the new United States Census building to be erected in Washing- 
ton, D. C. The Bureau will occupy the first four floors. 


Smportance of Nlice Equipment 


TO THE FEDERAL GOVERNMENT 
Part it of a Shree Article Series 


NOTHER part of the Com- 
A merce Department which 
definitely pays for itself —and 
makes a snug profit—is the un- 
Government-like institution mis- 
labeled the Experimental Labora- 
tory of the Division of Machine 
Tabulation of the Bureau of the 
Census. Some name! This four- 
teen word title, spreading its ver- 
biage like the storied chestnut 
tree, is a fine example of the lit- 
erary style beloved by the meticu- 
lous scholars and technicians who 
form the permanent personnel of 
the Government. New Deal, Old 
Deal or Square Deal, they stay 
with the Government almost from 
the cradle to the grave; they are 
the cement that holds it together 
by providing the continuity. 

The Experimental Laboratory, a 
typical stronghold, is literally a 
machine shop, a manufacturing 
establishment. It is located in the 
basement of the grandiose Palace 
of Commerce, built by former 
President Hoover. In this factory 
a group of devoted and skilled 


By ARNOLD KRUCKMAN 
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mechanic technicians build mar- 
velous machinery for the Federal 
Government and for the state 
and municipal governments, and 
for great private organizations. 
The misleading name is a sur- 
vival of the days when Dr. Hol- 
lerith was blazing the trail. In 
Government things quickly harden 
into precedent and _ traditional 
form, for which reason it is diffi- 
cult even to change names. If a 
private manufacturing establish- 
ment were to call itself an Experi- 
mental Laboratory, the Federal 
Trade Commission would promptly 
order that the _ establishment 
cease and desist a practice which 
the Federal Trade Commission re- 
peatedly has defined as mislead- 
ing. 

The original Experimental Lab- 
oratory belonged, personally, to 


Dr. Hollerith. He had patented 
his inventions and privately con- 
tinued to improve them and to 
devise new ones. In 1906 the Bu- 
reau of the Census differed with 
Dr. Hollerith over prices; and 
then the Bureau proceeded to set 
up its own Experimental Labora- 
tory and appointed Harry H. 
Allen as head of the group em- 
ployed to devise and build the 
Census machinery. Mr. Allen was 
succeeded, presently, by Charles 
W. Spicer; and after Mr. Spicer, 
came Eugene M. LaBoiteaux, well 
known in the office appliance in- 
dustry. When Mr. LaBoiteaux left 
the Government service for pri- 
vate industry he was succeeded 
by Robert Duncan, the present 
acting head. During active Census 
periods Mr. Duncan heads a group 
of forty-five to fifty highly profi- 
cient technicians and mechanics. 
During the off years the staff con- 
sists of twenty to twenty-five 
handpicked experts. They have 
the choice of the finest tools and 
materials for their work, and in 


: 

’ 

‘ 

‘ 

’ 

' 

' 
“ 

oh 

: 

: 

' 
| 

Ee 


— + eee eee meee ewan ewe tS 





16 


producing machines for the Gov- 
ernment they are not hobbled by 
the rigid economic checks that re- 
strict private industry. Workers 
are eager to get training in the 
Experimental Laboratory. After a 
time almost invariably they secure 
well paid jobs in private factories. 
The Census Bureau is rather 
proud of its alumni among the 
technicians in the office appliance 
industry. 

The Experimental Laboratory 
occupies a space of about 45 x 120 
feet. It has three large lathes, 
six bench lathes, and many other 
apparati and appliances that fa- 
cilitate the execution of delicate 
machine work. Its_ inventions 
often are patented, chiefly to pro- 
tect the Government against pi- 
ratical litigation. It has been 
found, frequently, when Govern- 
ment machines are not patented, 
some person will apply for a pat- 
ent and go to the Courts to col- 
lect. The main business of the 
Experimental Laboratory is to 
make tabulating machinery for 
large scale operations. For this 
Census the Laboratory has addi- 
tionally made fifteen gang punch- 
ers, forty-two sorting machines 
and forty-six tabulators. This 
brings the total of the machinery 
used by the Government to com- 
pile the 1940 Census to 1,300 card 
punch machines, fifteen gang 
punchers, 1,000 verifiers, 100 sorting 
machines, sixty adding tabulators 
and forty-five unit tabulators. 
The unit tabulator is the corner- 
stone of the whole modern Census 
system. The Hollerith idea re- 
mains the essence of the Census 
machine, although the appliance 
has been refined and improved 
and expanded to such an extent 
that it appears to be a new thing. 
Like the original Hollerith tabu- 
lator it remains the only machine 
in the world built primarily to 
tabulate population data. 


Office Equipment Used by Census 
Bureau 


The business machinery used at 
Washington in this Census weighs 
over 1,500,000 pounds, and requires 
three floors of a new Government 
building for its exclusive housing. 
Some of it spills over on three 
additional floors which also house 
various sections of the Census 
staff. All of the section of the 
building used by the Census was 
specially designed for the accom- 
modation of its machines, and was 
specially wired for their compli- 
cated electrical operation. The 


story of all these machines, told 
in previous issues of OFFICE APPLI- 
ANCES, is an amazing chapter in 
the fairy tale of modern business. 

There are between seventy and 
100 persons in the permanent 
Census. staff in Washington. 
Watching them make the 400 mil- 
lion cards that will fill the steel 
files of the 1940 Census recalls 
mass production on the line at an 
automobile factory. It is logical to 
agree with the Division’s chief, 
George B. Wetzel, that the job 
could not be done without ma- 
chines. Mr. Wetzel was a clerk in 
the records section in 1900. He 
came very close to those who al- 
most were drowned in the Census 
flood before the machine days. It 
is easy to realize that without 
these machines this stupendous 
1940 Census job would require the 
services of at least fifteen to 
twenty-five times as many people. 

In addition to the electrical ma- 
chinery the Census in Washington 
uses 1,000 ordinary typewriters, 
and employs at least another 
3,000 persons to do typing and 
other work. Thus, without ma- 
chines, the Capital Census staff of 
7,000 would have to be somewhere 
between 100,000 and 200,000 per- 
sons. It requires little reflection to 
recognize that, aside from eco- 
nomic problems, this army of 
workers would create serious prob- 
lems of office space and facilities 
and supplies. 


Expansion of Government 
Agencies 


The Government owns millions 
upon millions of dollars worth of 
land and buildings in Washington, 
and, to the joy of the local land- 
lords, it pays upwards of $4,000,000 
each year in rent for office space 
in the Capital. But as old agen- 
cies expand and new agencies 
come into existence the pressure 
for more room becomes so great 
that the Social Security Board 
was forced to find offices for al- 
most half its personnel 35 miles 
away, in another city. It placed 
its accounting and tabulating staff 
of 5,000 in Baltimore. The prob- 
lems of this section of the Social 
Security agency are much the 
same as the tabulating and re- 
cording problems of the Census 
Bureau. Keeping detailed books 
on the activities and movements 
of the tens of millions of workers 
who shift around in these nervous 
times is an extraordinary job. 

Social Security officials con- 
sulted Robert Duncan. and the 
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Census Experimental Laboratory 
built for the Social Security Board 
gang punchers, sorting machines, 
unit tabulators, adding machines 
and other equipment. The Social 
Security people now possess over 
100 of these machines, almost as 
many as the Census Bureau itself. 
The Social Security also has a 
number of bookkeeping and cal- 
culating machines either  pur- 
chased or leased from _ private 
companies. They tell you quite 
candidly that without business 
machines their payroll costs 
would be staggering. Approxi- 
mately 7,000 Social Security em- 
ployes, in all parts of the coun- 
try. are engaged in keeping rec- 
ords and disbursing funds. It is 
estimated, without the machines, 
there would be at least 70,000. 

Some Government statistician 
lately has confounded Senator 
O’Mahoney by calculating that 
without the advantage of the 
usual office appliances the Fed- 
eral Government alone would be 
obliged to employ at least 10,000,- 
000 persons solely in its civil busi- 
nesses. Senator O’Mahoney, chair- 
man of the Monopoly Committee, 
suggested that the business unit 
which discards some machinery 
in favor of human labor should 
be rewarded with a compensating 
reduction in tax exactions. Sen- 
ator O’Mahoney was entirely igno- 
rant of the fact that Government 
is able to function effectively on 
its present magnificent scale only 
by the use of machinery. The 
Federal Government is, as we 
know, the user, by far, of more 
labor-saving machinery than any 
other unit in the world. 


Office Machines in the Treasury 
Department 


Mr. Morgenthau’s Treasury De- 
partment has a section known 
formally as the Electric Book- 
keeping and Accounting Division. 
They say it has saved the Govern- 
ment the expense of erecting an- 
other Treasury building. The divi- 
sion has unit tabulators, gang 
punchers, and all the familiar ac- 
counting machinery. But it is par- 
ticularly proud of the _ twelve 
check-inserting machines which 
write seventy checks in a minute, 
and, at the same time, insert the 
checks with two additional en- 
closures in envelopes, at the rate 
of seventy operations in a minute. 
They also have check-signing ma- 
chines which produce _ 10,000 
signed checks in an hour, equal to 

(Turn to page 151, please) 
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SEPARATE DEPARTMENT SPEEDS 
DUPLICATOR SALES 


By ARNOLD ERIKSEN 
Eriksen’s, Inc. 


Toledo, Ohio 


y 


RIKSEN’s has been selling du- 

plicating equipment and sup- 
plies since 1924, and during the 
past fifteen years has followed 
closely the changes in the dupli- 
cating machine, stencil, and ink 
fields. Our purpose in this depart- 
ment has been to supply the trade 
with efficient equipment to per- 
form at low cost the services for 
which duplicators are used. 

Our business is office equipment 
and supplies, ranging from type- 
writers, adding and calculating 
machines, to office furniture, filing 
equipment, safes, and supplies. In 
addition to our Toledo store we 
maintain offices in Columbus, Cin- 
cinnati, and Cleveland, through 
which our own _ trade-marked 
“Viking” line of carbon paper, 
ribbons, and office supplies are 
distributed over the state of Ohio. 
These lines are manufactured to 
our own specifications. 


Separate Duplicator Department 


We have a separate department 
in the business devoted exclusive- 
ly to duplicating work, and this 
has proved a profitable division. 
Our Mr. Donald Hill is manager of 
this department and is assisted by 
Richard Geringer. 

Stencil duplicating calls for spe- 
cialty selling in a territory that 
is large enough to support a sep- 
arate department. Our experience 
has convinced us that by giving 
specialty selling treatment to du- 
plicators and supplies, such a plan 
works out better for both the seller 
and the user. 


After making the sale of the 
duplicator, our salesman. gives 
special instruction to the operator. 
He fully trains the person in the 
wide application of the equipment, 
and assists him or her in becom- 
ing thoroughly familiar with the 
machine, cutting of the stencils, 
and the completion of a good job. 
This insures satisfaction for the 
customer and that helps greatly 
to keep the equipment in use. The 
supply business, of course, means 


A Recent Eriksen Window Display Featuring Speed-O-Print Duplicators and Supplies. 


a source of further revenue for the 
dealer. 

Sales of supplies, following the 
sale of the duplicating machine, 
make this business profitable. 
Therefore, it is important to the 
dealer and his organization to do 
all they can to keep the duplicator 
running and in constant use—or 
as nearly so as possible. By keep- 
ing in close contact with all cus- 
tomers, and many other users, a 
steady flow of orders for supplies 
can be developed. 

We maintain a service on all 
makes of duplicating machines, 
including stencil and type dupli- 
cators. This repair service to the 
Toledo and Northwestern Ohio 
trade has been a large factor in 
the continued success of Eriksen’s. 

Other items that go hand in 
hand with duplicating work, and 
which we carry in stock for im- 
mediate delivery, are impression 
rollers, cloth pads, correction fluid, 
lettering guides, styli, writing 
plates, scopes for artwork, etc. 

Also, we carry a machine for 
successfully making photographic 
stencils and reproducing from 
black and white prints almost 
anything you can imagine. This 
includes facsimile letterheads, 


+= 


¥ 


_ 





photographs of individuals, com- 
plicated office forms, and other 
similar things which it may be 
desirable to duplicate. 


Store Display and Promotion 


Most of our sales-getting ac- 
tivities are those carried on by the 
efforts of our sales representatives. 
Our store trade, however, is in- 
creasing. We have a permanent 
display prominently located in our 
store, where we make demon- 
strations and show duplicating 
machines and supplies. 

We devote about two months of 
the year to displaying, at inter- 
vals, in our windows our fine line 
of these machines and working 
materials. We have two large 
windows and we alternate displays 
with our other prominent lines. 


Our duplicator windows always 
produce some new _ prospects, 
which means additional sales. We 
consider these displays very good 
advertising, and support them 
with some advertising in news- 
papers and local periodicals, large- 
ly school papers. 

The policy of this firm has al- 
ways been to give good service 
and be fair in our dealings at all 
times. 
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GENTLEMEN— 
MEET ISABEL 


In your ear the brr-b-brr-brr of the 

ringing signal. After a long wait a bored voice, 
“Good morning, Jinx Press... (a wait, during which 
clicking sounds tell you the receiving operator is not 


OU DIAL. 


listening) .. . Good morning, Jinx Press .. . Mr. Jinx? 
One moment, please.” Long pause... “I’m ringing 
Mr. Jinx.” Another pause ... you make doodles on 


your scratch pads. The circles you are working on 
take on something of the expression of Eddie Cantor’s 
eyes... . “One moment, please.” Eddie Cantor takes 
on arms, legs, large hands. . “Mr. Jinx does not 
answer. I'll try to locate Mr. Jinx.” Clicking and clack- 
ing disturb your doodles. On the other end of the wire 
you hear the bombing of Shanghai with full sound 


effects. Much waiting. A voice, not Mr. Jinx’s voice. 
“Hello.” You, “Hello, Mr. Jinx?” Voice. “Just a 
moment please.” Loud clicking of hook. Another 


voice, “Operator.” The voice, “This party wants Mr. 
Jinx.” The other voice, “O, isn’t Mr. Jinx down there? 

. . Just a moment, party, I’m trying to locate Mr. 
Jinx.” Brrrr...A new voice, “Hello.” The operator, 
“Fred, is Mr. Jinx down there?” “Wait a minute... 
(off stage voice, “Mr. Jinx, this is for you.”) here you 
are, party.” Above the remote hubbub, “Jinx speaking.” 
...A glance at your watch tells you that all this has 
consumed a matter of three or four minutes. You 
would have sworn it was fifteen. A glance at your 
scratch pad shows you a gallows. At the end of a taut 
rope is a girl, a telephone receiver dangling at the 
end of a cord in her hand. Because this is not your 
experience when calling us, OUR customers like Isabel. 
That’s why we like Isabel. 

We don’t know when we became aware of Isabel. 
Some years ago she came to work as our switchboard 
operator. If she had been other than a good operator 
we would have noticed it right away. We would have 
been upset by the bungling of our own calls. We 
might have been irritated if her voice had been rasp- 
ing or had she been unpleasant in any other way. As 
it was, our calls were put through quickly and with 
a minimum of disturbance. We hardly realized that 
her voice was low and pleasing. We took little notice 
of the polite, “Sir” she frequently tacked on to her 
sentences. We just took courtesy and efficiency for 
granted. Then one day a customer said to us, “Who 








MISS ISABEL BECKER 


is that girl on your switchboard?” “Her name is Isabel, 
why?” “Well,” said our customer, “I certainly like 
the way she handles my calls.” That interested us, 
so, when we got back to the plant we checked on all 
the details and found Isabel had been with us sev- 
eral months. We had always been much concerned 
about the speed and skill of our Linotype operators, 
about how free of errors their strings were. We had 
always checked our output carefully for quality. But 
we had never thought about the importance of the 
girl who stands between ourselves and our customers 
in ninety-five per cent of all our dealings. It wasn’t 
long before other customers, here and there, made 
similar comments about Isabel. We learned that she 
always seemed genuinely sorry if the man asked for 
was not available, and inquired if anyone else could 
We learned that the mechanics of our switch- 
board never shattered the eardrums of those who 
called us. We found that Isabel recognized the voices 
of our customers, and that they liked to hear, “Just a 


moment, Mr. Robinson.” We became telephone oper- 
ator conscious in calls we made to other firms. 


serve. 


We 
made mental notes of how other operators handled our 
calls. We checked the time wasted by operators who 
didn’t just know what it was all about. And the more 
we heard of other operators, the more we valued Isabel. 


From the “‘Monogr iph,”’ published by The Inland Press, Inc., Chi- 


Til.) 


THE COME-BACK SPIRIT 


An old friend of mine of World War days was Tommy Ryan, world champion middle 
weight pugilist from 1897 to 1907. Well past middle age, he was touring the army 
camps, giving boxing demonstrations and doing an act with a 190-lb. dumb-bell. 
Tommy was more than 35 years old when he won his first championship. He was past 
46 when he was called upon to defend his championship against a Mexican challenger. 
At that time he was traveling out of St. Louis for a shoe manufacturer and the W.C.T.U. 
petitioned the governor to call off the bout because, as Tommy put it, "Poor old 


Tommy Ryan was going to be murdered by that Mexican greaser."' 


But the Mexican 


was beaten handily in half a dozen rounds. Today we call a man of 35 an old man in 
athletics and 45 is ‘way beyond the fighting age. But there must be cases when it is 
more in the man than in his years. When | hear a man declaring he has passed the age 
of usefulness in his work, | always think of Tommy Ryan and his fight with the Mexican. 
—Frank Farrington. 
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Experience BY ee eh O 


BUILDING SALES THROUGH SERVICE 
Suggestions for Printing and Stationery Salesmen 


N looking back over my many 

years of selling printing, office 
supplies and equipment (I have 
sold these lines for more than ten 
years) several ideas have occurred 
to me that any salesman might 
well use. 

I always make it a point to be 
as friendly as possible with every 
member of an organization. Even 
the office boy, if he is ambitious, 
may soon be able to influence an 
order. 

New employes or newcomers to 
a city are well worth cultivating 
as they appreciate expression of 
interest and if a salesman is 
“first” in his line to call it is much 
easier for them to remember him. 
A stranger in a strange city is al- 
ways glad to make new friends 
and he will certainly reciprocate 
at the first opportunity. 

This also applies to new firms 
going into business. By trying to 
get their initial order and make 
them feel without question that 
their “credit” is good, gains a last- 
ing customer, if proper service is 
given subsequently. 

The granting of credit to a new 
account is naturally a matter of 
quick investigation. Try to be sure 
about their credit before the first 
call. If it’s “OK” let them take it 
for granted that their ability to 
“pay” is not questioned. 

Most salesmen who read this 
publication sell printing and, since 
I am more familiar with printing 
than any other line, I will stress 
this line, although the same ideas 
may be used in most any field. 


Meeting Competition Without 
Price Cutting 


Today printing is highly com- 
petitive, with numerous mail order 
houses and many local firms spe- 
cializing in low priced work. In 
our own case, we have three city 
salesmen in a city of 60,000 popu- 
lation, although there are twenty- 
six local printers, including four 
large shops and twenty or more 
so-called “bedroom” printers or 
one-man organizations who go out 


By W. L. McFARLING 


W allender-Pennington Company 
Decatur, Ill. 
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and sell an order, then print it 
themselves. 

We have always been able to 
maintain our volume and grad- 
ually increase it, yet we never fea- 
ture “cut price” printing. There 
are certain items where price is 
not the controlling factor and it 
pays to keep this in mind. For ex- 
ample, everyone appreciates an 
attractive letterhead embodying a 
new, appealing design, and it can 
usually be sold without the “price” 
factor entering in. The same 
thing is true of a broadside or an 
attractive folder. And there is a 
growing demand for machine 
bookkeeping forms, and_ the 
“price” salesmen haven’t made 
much headway. 

Always contact the department 
heads in large organizations. For 
example, the shipping clerk can 
often swing orders for labels, tags, 
bills of lading, etc. The auditor, 
or chief accountant, always knows 
in advance about new accounting 
forms and the sales manager often 
has ideas for new forms. Helpful 
suggestions often help to secure 
the initial order, which is always 
the most important one. The 
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same is true of the purchasing 
agent, the office manager and 
often the storekeeper or stock 
man. 

It pays to keep informed on new 
legislation, particularly on Social 
Security, as new forms are re- 
quired for keeping payroll records 
that open up new fields for print- 
ing. 


Short Term Specialization Pays 


It pays to specialize to a certain 
extent for a certain period. For 
example, make a list of all the 
large factories who use time 
clocks. They all use time cards, 
and the big volume is on two or 
three standard types. 

Another good idea is to feature 
envelopes, both standard and spe- 
cial sizes and kinds. By thinking 
and talking envelopes for a week 
or two until the entire territory is 
covered, a lot of orders and nu- 
merous prospects for the future 
will be secured. 

The same plan may be worked 
on continuous forms and manifold 
forms. For example, every large 
retailer doing a credit business 
uses receipt books. In our case, 
we have developed a big volume, 
in fact, we are selling the majority 
of the department stores and 
large users in our community. 

There is a lot of competition on 
register forms, but as a represen- 
tative of a local institution, the 
dealer’s salesman is in position to 
secure the business against out- 
side organizations. 

The same ideas may be applied 
to office supplies, such as staplers, 
ribbons, carbons, typewriter keys, 
etc. By specializing on staplers 
and staples, we have on two or 
three occasions secured more vol- 
ume in one week than we nor- 
mally enjoy the balance of the 
year. At transfer time, everyone 
is interested in filing supplies and 
storage equipment. It pays to fea- 
ture these items in season. Con- 
centrated sales effort often results 
in a few weeks’ volume equaling 
total sales for the rest of the year. 
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a. G. Seals Company fe P ial ensiilien Profitable 


N many cases, the stationery store 

which does not make a deter- 
mined drive for spring leather 
goods business in connection with 
general appearance improvement 
is passing up a good percentage 
of potential business, according to 
the S. G. Adams Company, St. 
Louis, Mo. Each year, the Adams 
organization does a handsome 
volume of business in small per- 
sonal leather goods items, which 
demonstrates conclusively that 
tying-in with seasons closely is a 
profitable procedure. 

There are three kinds of poten- 
tial customers to be looked for in 
merchandising personal leather 
goods in the spring months, ac- 
cording to Walter J. Ruedy, of the 
S. G. Adams management. First 
is the vacationist who plans ahead 
for this annual event, and usually 
buys new billfolds and memo 
books for his trip. Second is the 
business man who has a general 
“housecleaning” in connection 
with spring, and along with ren- 
ovating his office, replaces his per- 
sonal leather goods items with 
new ones. Third, there is the 
well-dressed man who buys new 
clothing in the spring, and can 
be sold new billfolds, keycases 
and other leather items to round 
out his new outfit. 


Promotion Begins With Spring 


S. G. Adams continually makes 
the most of this season with a 
window display policy which be- 
gins immediately following the 
break of cold weather when 
motorist, business man and home- 
owner alike begin thinking of the 
appearance of everything allied 
with their interests. At this time, 
_Wwhen department store windows 
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are filled with new clothing, the 
Stationery store chimes in with a 
timely display of small personal 
leather goods in its main window, 
which is close to some of the city’s 
larger department stores. The 
display is purposely trimmed to 
play up the newness and often- 
overlooked fashion trends of the 
goods on view—such features as 
new thin billfolds, new leathers, 
monogrammed key cases and 
pocket memo books. Unusually 
careful touches also are part of 
the display—such as laying out 
billfolds to contrast light and dark 
leathers, and turning several in- 
side out to demonstrate their fine 
finish and special features. 

“The well dressed man of today 
is equally particular as to how his 
billfold and memo book appear as 
his watch chain or other personal 
jewelry,” it was pointed out. “Style 
is a feature which should be given 
the limelight at this time, in order 
to bring the average business man 
around to realizing that the sta- 
tionery store is the logical place 
at which to purchase personal, as 
well as business leather goods.” 

The general spring promotion 
begins at no specific time; but 
always contiguous with the advent 
of better weather. The best meth- 
od “to get goods going,’ as Mr. 
Ruedy expressed it, is to make an 
appeal to those who use leather 
goods frequently in summer, and 
continue the drive as long as 
possible. 

Briefcases, scrapbooks, memo 


books, some loose leaf products, 
billfolds and key cases are the 
lead items for several weeks, and 
are likewise given a style twist in 
display merchandising. The brief 
case, aS an integral part of the 
professional man’s equipment, is 
one of the strongest items, and is 
shown in as many styles as the 
stock will allow—usually a dozen 
types, in varicolored leathers and 
handsome new finish. “Appear- 
ance Is an Asset!” is a slogan 
which has shown Strong sales ap- 
peal. Fashion mention is always 
a strong selling point, and the 
store keeps that factor uppermost 
in selling the well-dressed profes- 
sional or business man. Thus, 
Adams makes it evident that the 
customer who makes a point of 
new apparel and “housecleaning” 
in the spring should carry it over 
to his leather goods. 

Summer vacationists represent 
another field in which style of 
leather goods can be made a para- 
mount issue. Scrapbooks in hand- 
some leathers, new memo books 
and small items such as key cases 
and pocket containers are dis- 
played with bright colors and 
other “props” which suggest re- 
sorts and summer _ vacation 
months. During this time em- 
ployes of the store put on an in- 
tensive suggestion campaign, un- 
obtrusively making certain that 
every prospect looks over the style 
features of whatever leather goods 
items are concerned, and playing 
up the desirability of new develop- 
ments. With this continual pro- 
gram, backed up by normal stu- 
dent purchases, the S. G. Adams 
Company has made spring leather 
good sales an outstanding annual 
event. 
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AFAPHE Application of Func- 

tional Compensation” is a 
pretty big sounding title for what 
I have to say, so let’s put it a little 
more bluntly and _ interestingly 
into a double question. Are whole- 
salers doing what they are getting 
paid for—or—are they getting 
properly paid for what they are 
doing? 

My interpretation of the five 
key functions of wholesaling are 

1—Selling Function 

2—Credit Function 

3—Warehouse Function 

4—Educational Function 
5—Anticipatory Buying 

The wholesaler must realize that 
the extent to which he is willing 
to perform each function that is 
expected by the manufacturers 
whom he serves, entirely governs 
the extent that he can rightfully 
claim and receive a functional dis- 
count. No manufacturer can, how- 
ever, afford to pay a functional 
discount to any wholesaler in any 
amount exceeding that which any 
one of these five important func- 
tions would actually cost him in 
his own direct selling efforts. 

I think the wholesaler’s road is 
forking and he must choose 
whether to continue following the 
practices of commonly known 
“service wholesaling” or to choose 
the path of more specialized effort. 
Specialized wholesaling, to per- 
form these functions for selected 
manufacturers, has a great future 
in our country, but to enjoy that 
success the wholesaler cannot be 
burdened with antiquated meth- 
ods that have grown under the 
service wholesaling regime. It will 
take new inspiration, enthusiasm 
in selling and modern methods 
capable of competing with the 
other selling specialists, such as 
the direct-selling manufacturers 
today. The idea of service whole- 
saling has made order takers out 
of many good wholesale salesmen; 
and if wholesalers want to main- 
tain selling effort and_ selling 
reputation with their sales forces, 
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Eastern General Manager 
W. A. Sheaffer Pen Company, 
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they must set the pattern for their 
own organization in their own 
organization stock and merchan- 
dising program. 

The credit function I place sec- 
ond most important because of 
the importance of wholesalers 
handling the many thousands of 
accounts whose credit to manu- 
facturers operating on a national 
basis is not sufficient to warrant 
good relations. 

The warehouse function would 
normally fall into fourth position 
were it not for the fact that in 
markets that are a long haul 
from the point of manufacture 
and in strategic market distribut- 
ing points, the warehouse function 
does increase its importance be- 
cause of the saving of freight in- 
volved in the handling of straight 
carload lots and re-distributing of 
L.C.L. shipments. For the markets 
that are in close proximity to the 
manufacturer’s own factory, and 
key warehouse points, the ware- 
house function is not so impor- 
tant, and in those areas the edu- 
cational function, which has been 
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listed as fourth, becomes a much 
more important function. 

The wholesale salesman can do 
much to educate retailers and 
salespeople not only in the art of 
displaying, but that more impor- 
tant function, the art of selling, 
servicing the product, and the 
handling of claims or repairs. 

The fifth function, Anticipatory 
Buying, not only enables the man- 
ufacturer to equalize his manufac- 
turing runs and stabilize his labor 
requirements, but it can also im- 
prove the wholesaler’s position 
and increase his importance as a 
distributing outlet for any manu- 
facturer. Desire to increase turn- 
over is most natural but it can be 
carried to the point where the 
practice replaces a function of the 
wholesaling business. 

Manufacturers feeling that the 
wholesalers have slipped badly in 
one or more functions, have found 
it necessary to market their own 
products, performing all of these 
functions that normally have been 
carried by a wholesaler, and that 
once having established them- 
selves in a most successful way to 
handle both the independent re- 
tailers and large syndicate busi- 
ness, these manufacturers are re- 
luctant to give up any portion of 
this business in a trusting way to 
any other type of distributor to 
handle for them. 

A manufacturer is becoming 
more and more of a specialist; 
and, sitting where we are, it looks 
as though distributing might well 
become more specialized as time 
goes on. We must remember that 
many years of advertising to the 
public have done things to them. 

In the first place, it has ac- 
quainted the public with values, 
since we must recognize that the 
quality of advertising has im- 
proved steadily year after year 
and it has become more factual, 
and the public is more and more 
able to discriminate between false 
and reliable advertising. 

(Turn to page 155, please) 
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AN OFFICE PLANNING SERVICE 
Survey SFittewed by Definite Suggestions Gets O, er 


UR office furniture depart- 

ment has functioned for the 
past several years on the theory 
that an office should be planned 
carefully from the standpoint of 
where the units will be placed and 
what size they should be to fit the 
room before the selection of items, 
such as desks, tables, chairs, files, 
cabinets, etc., is made. Without 
this knowledge of the customer’s 
needs, the dealer’s service to him 
cannot be all that he should ex- 
pect. 

We find it profitable to study 
the buyer in his trend of selection 
on the composite designs of fur- 
niture, and often offer him sug- 
gestions that bring out the period 
style that would best create the 
atmosphere with which he wants 
to be surrounded while carrying 
out his daily tasks. 

Few men have much of an eye 
for color. Their choice generally 
is confined to the elementary 
hues, such as reds, greens and 
blues. Usually they are willing to 
leave color selections to a person 
in whom they have confidence. 
Consequently, it is important to 
have a trusted employe brought in 
for the purpose of selecting 
leather shades and general tones 
of finishes on the furniture as 
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well as the wall coverings, floor 
coverings and other details seem- 
ingly unimportant to the man 
who sits in the swivel chair. 
There is a definite upward trend 
in the betterment of offices. That 
is to say, business men are becom- 
ing increasingly conscious of the 
fact that they are judged by their 
surroundings. A fine home, a fine 
car, a well dressed family, all 
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point to success. Too often a 
man’s office is equipped with units 
that tear down this fine impres- 
sion and strip him of some of the 
happiness to which he is entitled. 
Pride of ownership is what keeps 
new cars on the street; causes 
new and finer homes to be built. 
Why not have the business man’s 
office, the source of all these pos- 
sibilities, brought into the pic- 
ture? 

Catering to the urge for better 
surroundings in business, we have 
designed our furniture depart- 
ment so that it will lift the stand- 
ard of thinking in terms of “office 
interior” for the professional and 
business man in our territory. 

Our furniture display rooms are 
divided into two parts: the wood 
items on the lower main display 
floor, and the steel and _ school 
equipment items on the second 
floor, which is reached by a few 
stairs. There is also a drafting 
room for floor plans and design- 
ing of offices located conveniently 
for the customer. It is there that 
we try to figure how to get four 
desks into a room where there 
should be only two and Still main- 
tain traffic lines and _ proper 
lighting. 

The lighting in our display room 
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is of the latest type; fluorescent, 
with a modern touch to the fix- 
tures to help carry out the general 
idea of the streamline tempo of 
today. This type of lighting brings 
out the texture in leathers, woods 
and finishes, and gives to these 
materials a fine appeal to the 
buying eye. The walls are of wood 
paneling finished in a light honey 
brown, which gives the proper 
contrast to the furniture finishes. 
These are of walnut and mahog- 
any with the exception of one 
suite which is in driftwood gray, 


befitting its modern lines. A nice 
selection of light oak desks of 
various types is also on display. 

Office pictures are also part of 
the stock. These are hung upon 
the walls and are priced to sell. 
We find that many times these 
pictures help to sell a prospect on 
the idea that we are anxious to do 
a complete job of furnishing his 
office, rather than sell him a desk 
from catalogue and let it go at 
that. Picture selling as a part of 
the office equipment business is 
worth cultivating. 
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On the fourth floor, and shut 
off tight in one corner, we have 
our refinishing department. Here 
more planning has equipped us to 
finish both wood and steel units 
with high and low pressure spray 
guns. There are three men con- 
stantly employed in this depart- 
ment, which, incidentally, used 
over 200 gallons of lacquer during 
a six month period, despite the 
fact that we have never adver- 
tised to the public that we have 
this service to offer. 
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YEAR-ROUND FURNITURE SALES 
Appeal fo Unge for Tladaentuatiiis Clicks 


HE Spring of 1940 offers the 

office furniture salesman his 
best chance for profit in the past 
ten years provided he carries to 
his prospective customers the 
same message that has made the 
automobile merchandisers the big- 
gest selling unit in the country, 
namely—he must convince his 
customers that there is something 
new, better and more modern in 
office furniture. He must be able 
to show his prospect the difference 
between old style office furniture 
and the new equipment just as the 
motor car salesman does when he 
drives up his bright new car and 
parks it beside his prospect’s old 
jallopy, according to Claude My- 
ers, Jr., Myers Office Furniture 
Company, Kansas City, Missouri’s 
largest specialists in the office fur- 
niture business. 

In explaining why this Spring 
offers special opportunities for the 
salesman who convinces his clients 
that “period” office furniture is 
out of date, Mr. Myers said that 
manufacturers have now perfected 
the modern or streamlined equip- 
ment. It is in enough good offices 
that it can no longer be called a 
fad. It offers leg room, rounded 
corners, utility, ventilation, sim- 
plicity, less weight and blends with 
modern decorations. 


Sells Modernization 


His company’s sales policy, Mr. 
Myers says, is to sell the idea of 
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modernizing rather than mer- 
chandising just a chair or desk. 
To accomplish this end the com- 
pany has arranged its huge dis- 
play room so that upon entering 
the store the customer first sees 
the very newest furniture com- 
plete even to a streamlined foun- 
tain pen on the desk. Beyond this 
modern display in smaller num- 
bers are the period pieces—Flo- 
rentine, Lombardy and Adam 
desks. Many customers, in the 
more conservative brackets, will 
always want this latter type of 
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furniture, he says, but they are a 
very small group. The office furni- 
ture salesman’s big market is just 
beginning to be touched, just be- 
ginning to be sold on the idea that 
office furniture goes out of date 
the same as a motor car or hat 
does. 

To convince and sell this larger 
market, Myer salesmen carry to 
office executives the story that of- 
fices must be kept in harmony 
with present day architecture. 
That the office furniture of ten 
years ago matched the ideas and 
decorations of that time but is as 
out of date today as a 1929 auto- 
mobile. They explain to their 
prospects the conveniences of new 
furniture, the silent drawers, the 
rounded corners that defy nicking 
and are easy on the Shins, the 
simplicity and utility and the 
prestige modern equipment gives 
the prospect with his own custom- 
ers who are always quick to make 
comparisons with the competitor’s 
office down the hall. Myer sales- 
men sell him the idea of modern- 
ization and by selling him the idea 
they sell him complete suites in- 
stead of a piece or two. 

According to Mr. Myers, his 
company operates on the idea that 
there is too little competition in 
the office furniture business rather 
than too much. He says that too 
many firms stick to selling the old 
trade items rather than new, that 
price alone has in too many cases 
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become the selling point and as a 
result the office furniture market 
has not generally cultivated its 
best field, that of selling the new 
models. 

This he charges partially to the 
manufacturers who he says have 
not advertised and promoted the 
sale of their new items to the ex- 
tent that other industries have. 
The condition may be overcome, 
according to Mr. Myers, by co- 
operative promulgation of the 
theme: “It Pays to Modernize 
Your Office.” 

The Myers organization, which 
sells a large volume of office furni- 
ture in Kansas City and vicinity, 
frankly believes that the more 
competition encountered from 
rival firms in selling the idea of 
modernizing the better the Myers’ 
business will be; for, as the idea 
spreads it will build itself up just 
as it has in other industries such 
as wine, home decorations, build- 


SIKES CHAIRS PROVIDE COMFORT 
AND EFFICIENCY FOR EMPLOYES OF 
THE AMERICAN BRAKE SHOE AND 
FOUNDRY COMPANY.—AIll the chairs 
in this large installation are Sikes 
X71%2Y-3, supplied in Durogreen to 
match the color of the steel desks. The 
chairs are equipped with Koolcushion 
seats, Fixed-Floating seat mechanisms 
and five-point protection. The installa- 
tion was made by Berry, Dickie & Stet- 


tier, Inc., New York City. 


ing, clothes, home appliances and 
motor cars. And once the office 
executives are sold on the idea, 
sales should increase 500 per cent 
and the margin of profit grow 
considerably over that made in the 
low-bidder process of selling staple 
items. 

Although Myers use newspaper 
and direct mail advertising, the 
Salesmen themselves carry out the 
bulk of the sales promotion activ- 
ities. Among the better prospects 
are new companies, and firms in 
buildings that are new or have 
recently been remodeled. It is to 
these prospects that Myers’ mod- 
ernizing theme carries the most 
weight. 

The sales talk in this instance 
is: Why not have your office fur- 
niture match your office? It 
stands to reason that a 1925 desk 
or filing cabinet doesn’t go with 
a 1940 air conditioning unit. One 
of the two is out of place and it 
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isn’t the air conditioner. Then 
the salesman goes on to the other 
points of comfort, utility and 
cleanliness, proving to the pros- 
pect that modern, scientifically 
constructed equipment more than 
pays for itself in increased ef- 
ficiency. Kept always in the fore- 
ground is the idea that a new 
customer’s first impressions are 
lasting impressions, that if the 
prospect is to convince his custom- 
ers that his business service is 
up-to-date, he must give them an 
up-to-date appearance for their 
first impression of him. 

The selling of the moderniza- 
tion idea works, Mr. Myers says, 
for since they began this type of 
selling their business has not only 
increased fifty per cent, but they 
have proved to their satisfaction 
that offices, sold on the idea, will 
throw out their old equipment and 
install new from the front door 
to the back. 
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UNIQUE DESIGN OF CUSTOM- 
BUILT FURNISHINGS FOR EXEC- 
UTIVES’ OFFICES, CHICAGO 
VITREOUS ENAMEL PRODUCT 
COMPANY, CICERO, ILL.— 
Above: Private office of D. B. Wal- 
ters, vice-president and general 
manager. The desk is an unusual 
combination of working surface 
and conference table. It is equipped 
with built-in letter trays and re- 
cesses for telephone and direc- 
tories. The filing cabinet, sur- 
mounted by a radio, fireproof. The 
brown and teal blue of the furniture is in pleasing color har- 
mony with the walnut and zebra wood walls of Flexwood. 
Windows of Louvrex acid etched glass are backed by metal 
venetian blinds for light control. The ceiling is lined with 
Acousti-Celotex tile. 

At right: Office of William Hogenson, president. The spe- 
cially designed furniture is of natural walnut. Leather pieces 
are tan and burnt orange, and the draperies of two shades of 
tan. Walls are of teak Flexwood with an applied gold leaf 
trim. 

All the furniture in both offices was designed by Roy Blass, 
Chicago architect, and executed by the Garland Furniture 
Company, Chicago. The fluorescent desk lamps and all light- 
ing fixtures were also designed by Mr. Blass. 





PART OF A “LEOPOLD EQUIPPED’ 
BUILDING.—One of the offices of the 
Ansul Chemical Company, Marinette, 
Wis., in the firm’s new building which is 
equipped throughout with furniture of 
The Leopold Company, Burlington, lowa. 
The equipment shown is the Streamline, 
which together with the Leopold Century 
and other suites is standard in the Ansul 
building. Light walls, venetian blinds 
and a light floor covering set off the 
furniture in an attractive manner. 





METAL FURNITURE CONTRIB- 
UTES TO EFFICIENCY OF MAN- 
UFACTURER’S GENERAL OFFICE. 
—All of the metal equipment in 
the offices of the Chicago Vitreous 
Enamel Product Company, pictured 
above, was made by The Metal 
Office Furniture Company, Grand 
Rapids, Mich. Finished in pleasing 
green, the desks are equipped with 
tops of green linoleum. 

The floor in the general office is 
Tile-Tex asphalt tile in green mar- 
ble-ized effect with black marble- 
ized border. Walls are light coral and the ceiling is sound 
proofed with white Acousti-Celotex. The lighting fixtures were 
made and installed by Mutual Metal Manufacturing Company, 
Chicago. All wiring is housed in a raceway base and under- 
floor conduits. 

Completely air conditioned by a thermostatically controlled 
system, the office is provided with purified air at all times. 
Venturiflo outlets were supplied by the Barber-Coleman Com- 
pany, Aurora, Ill. Architectural porcelain enamel was applied 
by the Porcelain Product Company, Cicero, Ill. 

Roy Blass, the architect who designed the private offices and 
their furnishings, also conceived the plan of the general 
offices. 
by Hedrick-Blessing) 


(All three photos 





26 


TWO GLOBE-WERNICKE DESK IN- 
STALLATIONS.—(Top) These Globe- 
Wernicke Co., special fixed platform 
typewriter desks were installed in the 
classroom building of the University of 
Arkansas, Fayetteville, Ark. The desks 
have four legs, Masonite tops and 
bronze bindings and brown Duro-Velv 
finish. The installation was made by 
the Parkin Printing & Stationery Com- 
pany, Little Rock, Ark. (Lower) These 
desks were put in service in the busi- 
ness administration classrooms of the 
university and have the same qualities 
as those in the top picture. 
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SHAW-WALKER EQUIPMENT INSTALLED.—(Left) Hand- 
some, walnut-grained matched furniture and equipment of The 
Shaw-Walker Company completely equip the office of W. 
Hodgman & Son, contractors, Fairmont, Minn. The Fire-File 
provides 24-hour a day fire protection and the S-W organized 
desk and table offer the maximum of working space and 


spreading of blueprints, etc. Installation by Hyde Typewriter 

Company, Shaw-Walker representatives, Fairmont, Minn. 

(Right) Shaw-Walker files protect 70,000 credit history rec- 

ords in the offices of the Fargo-Moorhead Retail Credit Asso- 

ciation, Fargo, N. D. This battery of Fire-Files was installed 
by Office Specialties Company, Fargo, N. D. 





THREE VIEWS OF A RECENT Y AND E IN- 
STALLATION.—Furniture and equipment man- 
ufactured by the Yawman and Erbe Manufac- 
turing Company, Rochester, MN. Y., was chosen 
recently by the Dime Banking & Loan Associa- 
tion of Rochester, N. Y. At right: The Y and E 
Styled Executive directors’ table in the asso- 
ciation’s board room. (Lower left) Customer's 
side of the counter and (lower right) work side 
of the counter showing two of the Y and E 
Styled Associate steel desks. All equipment, 
including the counter, is finished in the Y and E 
Neutra-Tone gray. 








GENERAL FIREPROOFING STEEL SHELVING AND RADIO 


RECORDING FILES.—(Left) GF shelving wherein small parts 
in relatively small quantities are housed in sloping boxes of 
three sizes, the boxes being placed on sloping shelves running 
downward from front to rear. By this method the capacity of 
the boxes is increased by reducing the angle of repose of the 
parts stored. Parts of larger dimensions are stored in the boxes 
shown at right. (Right) This clever arrangement was worked 
out for storing transcribed programs in radio station WFMJ, 
Youngstown, Ohio. Recordings are held in standard recording 
envelopes numbered to correspond with the 5 by 3 cards. Letter- 
size Super-Filers store ten-inch records and ledger size are used 
for twelve-inch records. 














EDITORIAL 


Machines and Employment 


© THE current study of the relationship be- 
tween unemployment and the use of machines 
in all fields of American activity conducted by 
the Temporary National Economic Committee 
(so-called monopoly committee) is bringing to 
public attention, through testimony of industrial 
heads, that rather than being a basic cause of 
unemployment machines make more jobs, raise 
wages, and reduce hours of work. 

If when the findings are completed the com- 
mittee has maintained the constructive attitude 
reflected at the outset of its undertaking by the 
chairman, Senator Joseph C. O’Mahoney, the 
group will recommend the encouragement in- 
stead of the penalizing of this factor in American 
economy which has contributed so much to the 
successful side of the system. In his address at 
the stationers’ Chicago convention in 1938, Sena- 
tor O’Mahoney said, “We approach this study 
in a spirit of helpfulness toward business, and 
not in a spirit of hostility.” 

Among the impressive facts to be considered 
are those given in hearings at Washington last 
month. Speaking of the effect of machines upon 
agricultural workers, Mr. Fowler McCormick, 
vice president of International Harvester Com- 
pany, said the development of the low cost trac- 
tor, the mechanical corn picker, and similar de- 
vices in the last decade had tended to shorten 
the farmer’s working hours and lighten his job, 
rather than cause unemployment. He pointed 
out that the United States would not be the in- 
dustrial nation it is now had not labor-saving 
farm machinery released millions of farm resi- 
dents for urban jobs, while assuring production 
of plenty of food for the entire nation. 

Thomas J. Watson, president of International 
Business Machines Corporation, said of business 
firms, “By the use of machines we have been able 
to shorten working hours and at the same time 
increase wages and reduce the price of manu- 
factured goods, resulting in the highest stand- 
ards of living in the world.” 

Conceding that there may be some specific in- 
stances where machines have been responsible, 
he asserted they have not caused unemployment 
in general. Mr. Watson cited the following ex- 
amples of the increase in office workers since the 
introduction of machines: 

“In 1870, before the typewriter, only 2,100 of 
every 1,000,000 persons were engaged in office 
work. Now 33,000 per million are so employed. 
In 1890, before the accounting machine, there 


were 159,000 bookkeepers and accountants. In 
the year 1930 there were 931,000.” 

The committee will find ample substantiation 
of these facts in the government’s own files. In 
fact, access to them should be easy, for the mem- 
bership of the committee includes representa- 
tives of six departments and agencies—including 
the Department of Commerce and Bureau of 
Census. 

Anent this question is some interesting infor- 
mation contained in a document released to the 
press by the Bureau, summarizing the back- 
ground of the 1940 Decennial Census. There is 
this summary of the result of mechanization of 
the production industries: 

“As machinery and mass production cheap- 
ened the cost of farm and manufactured prod- 
ucts, and increased their production, greater 
emphasis was placed on distribution and selling. 
Clerical work and service pursuits vastly ex- 
panded and so did professional service and public 
service.” (Italics our own.) 

In 1930 the clerical occupations included 43,- 
000 collectors, 931,000 cashiers and accountants, 
1,997,000 clerks (not including clerks in stores), 
and 811,000 stenographers. The number of 
clerks and kindred workers has doubled since 
1910—to approximately eight million employes. 
And we know that business machines in great 
variety are enabling the majority of them to 
perform their duties with dispatch, precision, 
and economy. 

Then follows this significant statement: 

“If the producing industries, such as agricul- 
ture and manufacturing, employed the same ra- 
tio of workers today, as they did in 1870, approx- 
imately twelve million additional workers would 
now be absorbed by those industries. This fact, 
however, is not to be construed as ascribing pres- 
ent unemployment conditions to advances in 
technology. It may as well be argued that if 
such advances had not taken place, resulting in 
increased production and lower costs to the con- 
sumer, the very large expansion of employment 
in the service industries might not have oc- 
curred.” (Italics our own.) 

The committee has already begun to learn 
some amazing facts about the indispensability 
of machinery to the Federal Government in func- 
tioning effectively on its present extensive scale. 
The illuminating article entitled “Importance of 
Office Equipment to the Federal Government,” 
on pages 15 and 16 of this issue of OFFICE APPLI- 
ANCES relates that a Government statistician has 
confounded Senator O’Mahoney by calculating 
that without the advantage of the usual office 








MAY, 1940 


appliances the Federal Government would be 
obliged to employ at least ten million persons 
solely in its civil business. This absorbing arti- 
cle, the first part of which appeared in the April 
number, reveals the Government as the world’s 
largest user of labor-saving machinery. 

The committee chairman’s suggestion that the 
business unit which discards some machinery in 
favor of human labor should be rewarded with 
a compensating reduction in tax exactions is 
hardly encouraging to the economy to succeed 
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in the way it has demonstrated its ability to suc- 
ceed: which is to produce more, profitably, at 
less cost so more people can buy and in turn 
more employes can be hired. 

Whether in the operations of state, commerce, 
or industry—wherever speed, accuracy and econ- 
omy are required—certainly the instrumentali- 
ties of the office equipment industry are the sup- 
porting part of the superstructure. One cannot 
contemplate efficient, profitable business without 
them. 


HERE AND THERE 


FACTORY EMPLOYE PAINTS 
PORTRAIT OF HIS BOSS 

Theodore Cappetti, an employe 
in the paint department of the Royal 
Metal Manufacturing Company 
Chicago, Ill., is an artist of excep 
tional ability. And just to prove it 
he recently painted a portrait of his 
poss, Irving Salomon, president of 
the company. 

Mr. Cappetti is a Hollander who 
came to the United States sixteen 
years ago. Unable to exist on art 
alone, he got a job with Royal Metal 
where his dexterity with brush and 
oils came to the attention of Mr. 
Salomon who -has since secured a 





BUSINESS SHOW FEATURES 
PATENT CELEBRATION 

The business machines industry 
played an important part in the re- 
cently completed celebration com- 
memorating the | 50th anniversary of 
the United States patent system, the 
climax of which occurred on April 
10, when a gala banquet for |,200 
guests was held at the Mayflower 
hotel, Washington. 

Among those representing the in- 
dustry on the United Statest Patent 
Law Sesquicentennial Committee 
were Thomas J. Watson, president, 
International Business Machines Cor- 
poration, and Colonel Edward A. 


number of commissions for the ar 
tist. Mr. Cappetti studied at the 
Royal Dutch Academy and was a 
pupil of Johann De Voss. 
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MR. CAPPETTI IN ACTION.—Irving 
Salomon, president of the Royal Metal 
Manufacturing Company, sits for his 
portrait being painted by Theodore 


Cappetti. 
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Deeds, president, The National Cash 
Register Company. 

A fashion show was staged at the 
banquet by eleven of the most fa- 






COOPER WHIPS FIFTY POUNDS OF FIGHTING FURY!—Frank Cooper, president of 

the Codo Manufacturing Company, Chicago, was the first this season to bring home 

proof of his ability as a deep-sea angler in the shape of a 50!/,-pound sailfish, seven 

feet, one inch in length, taken recently off Miami, Fla. The capture is verified by a 

certificate of the Miami Sailfish Club and both fish and certificate can be seen in Mr. 

Cooper’s office at 509 South Franklin street. Shortly after the fishing trip Mr. Cooper 
was involved in a traffic accident which was reported in the April issue. 
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mous and beautiful “magazine cov 
er’’ girls in the world, each gowned 
to represent one of our great indus 
tries. Miss Georgia Carroll, report 
ed to be the most photographed 
mode! in the United States, repre 
sented the business machines indus 
Try. The skirt »¢ her aown was made 
of blue chiffi n with an overtone mo 
tif of adding machine streamers, the 
bodice covered with cash register 
keys, and her sleeves made of 





NEITHER OF THEM GET IT!—When hockey teams of Underwood Elliott Fisher 
Limited, and the Underwood Elliott Fisher Manufacturing Company, both of Toronto, 
Canada, played a tie game of 4-4, neither won the trophy but instead was “awarded” 
a handle of the cup apiece until such time as one or the other demonstrates a 
superiority in another game. Joseph L. Seitz, new president of both companies, 
is shown here apportioning the “handles” to rival Captains Johnny Brazier (left) 
of the Underwood Elliott Fisher Manufacturing Company Limited, and Bob Harrison, 
Underwood Elliott Fisher Limited. 








lience and was a creait to the ir well represented. Exhibitors includ 
justry she represented. ed International Business Machines 
A warade of inventions exhibit Corporation, The National Cash 
eld in the Commerce buildina au Register Company, The Pitney 
Ftorium from April 8 to 14. proved Bowes Postage Meter Company 
: striking example of cooperatior Remington Rand, Inc., Monroe Cal 
“MISS OFFICE MACHINE.”’—Georgia ite De dicekens incl. pmeniaieal sting) Machine Company: the 
Carroll, noted model, attends patent Ss : : 4 1 ; ; 
system celebration as representative 'hrough the peration of the Unit Marchant Calculating Machine 
of the office machine industry. Adding ed States Patent Office, the Bure eompany, and Burroughs Adding 
machine streamers, cash register keys of Foreian and Domestic Commerce Machine Company. 
and paper = —o of other a f the Department of Commerce and 
Miropriate dress for the occasion. members of industry, an exhibit wa: FAREWELL TO "GYP" 
set up that was attended by approx Friends of Ed. Little, sales man 
paper used in large busine: ma mately 30,000 pe pie and acclaimed yaQer The Wabash Cabinet Com 
chines. Her hat also was studded by the press as the finest thing of it pany, Wabash, Ind., received printed 
with business machine keys. She wa kind ever seen in Washington. ynnouncement last month of the 
nthusiastically greeted by the au Here, t business machines were jJeath of Gyp, a little dog which had 








GF CAGERS CLOSE BRILLIANT SEASON.—The basketball team of The General Fire- 

proofing Company, Youngstown, Ohio, have just closed a season with a brilliant record 

of having won nineteen out of twenty games, the losing game going to the opposing 

team by only one point. (Standing L. to R.) Coach Schaursu and Players Dobran, Susor, 

Jones, James, Fine and Manager Schultz. (Seated, L. to R.) Players Yank, Brusco, Birk- 
holtz, captain; Gayge and Wheaton. 
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been part of the Little household 
for more than fifteen years. 

At Mr. Little's annual ice cream 
party to the children ot Wabash 
Gyp was, next to ice cream cans and 
cake boxes, the center of attraction. 
For the ice cream parties and his 
qualities of character Gyp was a lo 
cal celebrity. And beloved of hi 
master. . 





A BIRD ENTERTAINS A GOOSE 


For a week last month Seattle 


people had an opportunity to view 
a goose in the window of the John 
L. Bird Company store. Mr. Bird 
was captain of a team iciting 
members for the Washingtonians 

prominent 
His team lost. He was made tempc 
rary custodian of the club's mascot 


3 goose. Its name was Gus unt 


ivic service Organization. 


aid an egg one day and the nam 
vas changed to Gussie. A sign in the 

ndow read, "This is my penalty. 
ym wet nurse to Gus the Goose f 
failing in the membership drive 
the Washingtonians. Help, help! 
need a member." The goose drew 
an interested audience and did help 
Mr. Bird in his membership activ 


Both Mr. and Mrs. Bird par 
ticipated in the highly successtu 
regional convention held in Seattl 


April 12 to 14. 





HUDSON BECOMES MAYOR OF 
MUSKOGEE 

When S. B. Hudson, president and 

treasurer of the Star Printery, dé 

ided to run for mayor of his city 


Muskogee, Okla., he did it like he 


Joes everything else—in a big way! 


Mr. Hudson entered the race on 


a harmony program and when the 


sunted he had run up 
1 five-to-one majority over his op- 

onent. Not only that, but the entire 
‘people's harmony" slate of council- 
men which he headed went into office 
with an impressive majority. 


ballots were 





ONE TYPEWRITER EQUALS FOUR 
YEARS OF HAIRCUTS 


Fred Von Gunten, office machine 
dealer of Berne, Ind., will have his 
hair cut for the next four years with- 
out paying a cent! 

Last month Mr. Von Gunten sold 
a typewriter to a local barber, agree- 
ing to take payment for the machine 
in haircuts. At the rate of one clip- 
ping every two weeks, the men fig 
ured it will take four years of hair 

Lipping to complete the deal.—AK 





N. T. O. M. D. A. CONVENTION COMMITTEE 


Front row: John Mooney. Ames Supply Co., Detroit; Bill Tuft. 
Highland Park Typewriter Exchange; Ed. Snyder, Wholesale 
Typewriter Co., finance chairman; O. A. Olson, Typewriter 
Service Shop. convention chairman; Floyd Ketcherside, Buck- 
land Van-Wald Co., sub-chairman; Izzy Nestor, Nestor Type- 
writer Exchange. Second row: Marvin Swain. American Writ- 
ing Machine Co.; Tom Riendl, Peerless Key-Imperial Manu- 
facturing Co.; Mr. Monaghan, Michigan Typewriter Exchange; 


Larry Jacobs, Buehler Office Equipment; Mr. Marin, Ames Supply 
Co.; John Stifler, R. C. Allen Adding Machine Agency. Rear 
row: Charles Van Wald. Buckland Van-Wald Co.; Bill Rheam, 
Wolverine Typewriter Co.; Mr. Dulin, Dulin Calculators; 
Harold Thomas, Sables Office Outfitters; Mr. Scott. Scott Type- 
writer Co.; Fred Joyner, Highland Park Typewriter Exchange. 
The convention is scheduled to be held at the Book Cadillac 
hotel, Detroit, Mich., July 22, 23 and 24. 








Students of the New School in Bartlesville, Okla., Put the Jasper Chairs in the Library to 
Good Use.—The installation, consisting of ninety-four chairs, was made by A. B. Mayberry, 
Claremore, Okla. 


SCHOOL EQUIPMENT 


and 


SUPPLIES SECTION 


Courses of instruction designed to provide adequate training for entry 
into the business world are integral parts of the curricula of the majority 
of the higher educational institutions of today. Office practice courses 
are significantly gaining in popularity. Students are afforded opportunity 
to make practical application of their theoretical training by using modern 
office machines, furniture, filing equipment and supplies. Where limita- 
tions of space prevent installation of an extensive variety of "practice" 
equipment, manufacturers’ catalogues are frequently used as reference 
text books. 


It is the purpose of this special section to emphasize the importance 
of business schools and reveal the extensiveness of the market for office 
equipment they represent. The first five articles are by teachers of busi- 
ness subjects. The remaining eight discussions are concerned with oper- 
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ating methods of school supply stores. We commend the articles to the 
attention of readers, for we are confident that they contain food for 
thought, out of which may come mutual benefit for manufacturer, dealer, 
and business school. Careful perusal will prove a profitable procedure. 


The Use of Office Appliances in 
College Training for Business 


Consul aad equipment of 5 SS ae Compared 


FFICE APPLIANCES have 

proven a valuable aid to bus- 
iness training in many collegiate 
schools of business. Educational 
courses that use office machines 
and equipment may be classified 
in three groups: 

(1) Those designed to give the 
student a general proficiency in 
all office machines and a market- 
able skill in at least one type of 
machine. 

(2) Those developed to give the 
student who has elected an ulti- 
mate career as a commercial 
teacher a general understanding 
of the operation of each type of 
office equipment. 

(3) Those designed to develop 
the student’s knowledge and rea- 
soning power in some general field 
in which the office appliance is a 
helpful but incidental device that 
facilitates performance of the 
work in course, or is necessary to 
an understanding of course mate- 
rial. 

The vocational aspects of train- 
ing in the use of office equipment 
are not infrequently embodied in 
courses in Office Practice both for 
commercial teachers and for job 
seekers, as part of a general Secre- 
tarial Studies program. The train- 
ing of potential job seekers is of 
course more specific and detailed 
in the handling and manipula- 
tion of the machine. Such inten- 
sive training is a particularly 
valuable type of course in the 
adult education programs offered 
by many colleges and universities 
in their evening and extension 
schools. 

The presence in the curriculum 
of courses aimed at the more spe- 
cific training of students in the 
use of office equipment will depend 
largely on the underlying educa- 


By ROBERT P. BRECHT 


Assistant Professor of Industry, 
Wharton School of Commerce & 
Finance, University of Pennsylvania, 


Philadelphia 
y 


tional philosophy of the college or 
university. 

The difficulty over the past ten 
years of getting employment with- 
out some specific vendable capac- 
ity has undoubtedly led many 
educational institutions to em- 
phasize increasingly the special- 
ized, vocational course. This ten- 
dency is noticeable in a number 
of fields. The belief is held that 
the student with such training, 
together with the additional un- 
derstanding and background the 
college can supply, is put in an 
exceptionally strong competitive 
position both in securing a job and 
in growing on the job. 

A Contrast in Training Programs 

A good illustration of the ex- 
tremes of approach to this educa- 
tional problem is found by com- 
paring the curriculum of the Uni- 
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versity of Pennsylvania with that 
of the Drexel Institute of Tech- 
nology, both Philadelphia institu- 
tions. 

Drexel Institute offers a four- 
year course in Secretarial Studies 
or Commercial Teaching, which 
leads to the degree of Bachelor of 
Science, and a two-year secre- 
tarial course, leading to a certifi- 
cate. Courses are offered in type- 
writing and office practice. 

The latter includes filing, the 
use of duplicating machines, dic- 
tating and transcribing machines, 
and bookkeeping billing machines. 
The equipment used consists of 
sixty-four typewriters of various 
makes, eight dictation transcrib- 
ing machines, one dictating ma- 
chine, one shaving machine, one 
dictating machine for voice tests, 
one stencil duplicator, one spirit 
duplicator, and an individual fil- 
ing set for each student. 

In connection with courses of- 
fered in accounting, the following 
equipment is used: one bookkeep- 
ing machine, three adding ma- 
chines and five calculators. 

Miss Ivy Monk, who is in charge 
of the work in office practice at 
Drexel Institute, outlines their ob- 
jectives in the following: “We first 
aim at the development of those 
habits and traits that are most 
desirable in office workers in their 
business relations with others... . 
Our second aim is to develop a 
general skill on each type of office 
equipment, and, in at least one 
line, a specific skill of marketable 
value.” 

Since specialization is so defi- 
nite a part of the Drexel training, 
Miss Monk’s experience in select- 
ing equipment is interesting and 
authoritative. She emphasizes 
three factors or tests in selecting 





office equipment for training pur- 
poses: (1) the extent to which the 
machines are used in business, (2) 
the number of operators required, 
and (3) the type of student capa- 
ble of mastering their use. 

In contrast, no course aimed to 
develop vocational proficiency is 
offered at the University of Penn- 
sylvania. In the School of Educa- 
tion courses in Clerical Practice, 
Typewriting and Transcription are 
offered for students who want to 
qualify to teach office practice and 
typewriting. Additional subjects 
offered in course to those training 
as commercial teachers are the 
Teaching of Typewriting and the 
Teaching of Office Practice. 

The equipment available for 
these teachers in training consists 
of fifteen typewriters, one stencil 
duplicator and an_ illuminated 
drawing board, one gelatin film 
duplicator, one dictating machine 
and transcriber, one calculator, 
one adding machine, and miscel- 
laneous filing equipment. Addi- 
tional machines are rented from 
time to time when required. 

In addition, students who take 
certain courses in statistics, fi- 
nance, and accounting in the 
Wharton School of Finance and 
Commerce are given general in- 
struction in the use of a limited 
number of office machines in the 
Statistical Laboratory, under the 
direction of Dr. Parker Bursk. 
The equipment available in the 
“lab” consists of twelve calculat- 
ing machines of various types, two 
adding machines, and one book- 
keeping machine. More than 500 
students put these machines to 
good use during the academic 
year. It must be remembered that 
the machines are facilitating de- 
vices, a necessary adjunct to the 
rapid performance of the compu- 
tations and work of the course 
The student, therefore, receives no 
intensive training in their use to 
develop the sort of speed and dex- 
terity he would have to possess to 
hold a job. 

Two more illustrations will suf- 
fice to show the variety o7f prac- 
tices followed by educational in- 
stitutions. 

The School of Commerce, Ac- 
counts and Finance of New York 
University offers in its Depart- 
ment of Secretarial Studies a va- 
riety of courses in office practice, 
which include general training in 
filing and the use of such office 
machines as typewriters, duplicat- 
ing devices, transcribing and dic- 
tating machines, adding ma- 


chines, calculating machines, and 
bookkeeping machines. 
of limited equipment facilities, it 
is found necessary to emphasize 
group rather than _ individual 
training, although where the lat- 
ter is necessary it is accom- 
plished through careful schedul- 
ing of students to the different 
machines during the academic 
year. 

Also, a course in Machine Ac- 
counting Methods is offered in 
which general training is given in 
the use of mechanical accounting 
devices applicable in various types 
of business enterprises. In this 
school, too, students in Statistics 
are taught the use of various types 
of calculating devices. Finally, in 
the School of Education of New 
York University, several courses in 
office practice are offered to stu- 
dents who are training as com- 
mercial teachers. 

The School of Business of Co- 
lumbia University offers an inten- 
sive training course in stenogra- 
phy and typewriting, designed 
primarily for college graduates 


Educational Problem Involved 


The intensive training of stu 
dents in the use of office appli- 
ances involves one of the most 
fundamental problems in educa- 
tion: Should the university or col 
lege attempt to train specialists, 
to prepare students for specific 
business activities and occupa- 
tions after graduation, or should 
it confine itself to preparation for 
business in broad terms, develop- 
ing the student’s analytical pow- 
ers and mental resourcefulness? 
Vigorous proponents may be found 
on both sides of the problem. 

In a verbal nutshell, protagon 
ists of specialization find support 
for their position from business 
men who quite frequently criticize 
collegiate business instruction be- 
cause the student upon gradua- 


Because 
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tion is unable to step into even a 
relatively simple job without a 
great deal of specific training. 
They believe, too, that a college 
student equipped with specific 
abilities and the tempering influ- 
ence of a broader understanding 
of what makes the economic 
watch tick furnishes business with 
a wealth of rich material, whose 
potential growth on the job will 
add much to the intangible assets 
of an enterprise. Finally, they 
argue that a student armed with 
a marketable skill can launch his 
business career so much more 
readily and quickly in these un- 
certain times than one who lacks 
such acquired training. 

Opposing this point of view are 
those who believe that it is the 
function of a university or college 
to accomplish two ends in busi- 
ness training: training in analysis 
and training in expression. All in- 
formation aspects of the educa- 
tional process are subordinate and 
incidental to these ends. In addi- 
tion, others point out that, with 
respect particularly to the ques- 
tion of training in the use of office 
appliances, there are available in 
most communities many schools 
which specialize in training ma- 
chine operators. To duplicate this 
work is therefore indefensible. 
The important facilitative role 
played by office appliances in the 
modern drama of business life is 
definitely recognized by most col- 
legiate educational institutions 
The fact that many schools of 
business provide no training op- 
portunity for acquiring market- 
able skills is neither a failure to 
recognize the importance of that 
role nor a deliberate slurring of 
that importance. It springs rather 
from the conviction that four or 
five years is not too great a pe- 
riod of time in which to perform 
properly the function peculiar to 
instruction on the collegiate level. 





Assembly Room, Western State Teachers’ College, Kalamazoo, Mich.—Chairs 
were made by the Murphy Chair Company, Owensboro, Ky., and installed by 
Kalamazoo Office & School Service, Inc. 
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The Machine Room at K. B. U., with Students Practicing on the Extensive Variety of Equipment Available to Them. 


Office Machines in the 


Private Business School 


INMAN BUSINESS UNIVER- 
SITY, representative of the 
typical private business school, 
offers up-to-date, well-equipped, 
and well-organized courses in of- 
fice machines. The K.B.U. Machine 
Department is equipped with the 
following office machines and ap- 
pliances: 
Typewriters—Royal, Underwood, 
Remington, and L. C. Smith. 


Transcribing Machines — Dicta- 
phone and Ediphone. 


Stenotypes. 

Teletypes—Western Union Sim- 
plex Printer and Teletypewriter. 

Duplicating Machines — Mimeo- 
graph and Multigraph duplicator. 

Graphotype, Addressograph, 
Checkwriter, check protector, 
numbering machine, telephone 
switchboard, public address sys- 
tem, recording time clock, and 
voice recording machine. 

Adding Machines Burroughs, 
Sundstrand, Monroe, and Allen- 
Wales. 

Calculators — Burroughs, Comp- 
tometer, Monroe and Marchant. 

Billing and Bookkeeping Ma- 
chines—Elliott-Fisher, Burroughs 
bank and commercial posters, 
Moon-Hopkins, National Cash 
Register poster, and International] 
card punching machine. 


By HELEN SHERWOOD 


Machine Accounting Department, 
Kinman Business University, 
Spokane, Wash. 
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We aim to check each of these 
machines at the close of each 
school session, to be assured of the 
fact that every appliance is in 
perfect working condition when 
the student is ready for his labora- 
tory or practice period. 

The following books are used 
as texts: 

Manual of Instruction for 
Burroughs Calculator, Operating 
Principles for the Underwood 
Sundstrand Keyboard, Burroughs 
Adding Machine Short Cuts, The 
Keys to Rapid Addition for Bur- 
roughs, Monroe School Manual of 
Instruction, Elliott-Fisher Machine 
Operation, Burroughs Typewriter 
Bookkeeping Machine Operating 
Instructions, Demonstration of the 
National Installment Posting Ma- 
chine, Western Union Simplex 
Printer Service, How to Use Tele- 
typewriter Exchange Service, and 
our own text, The Adding and Cal- 


culating Manual. We also use our 
K.B.U. forms, sets, and other sup- 
plies for all instructional purposes 
for the billing and bookkeeping 
machines. 


Machine education must satisfy 
the consumer, or it will fail mis- 
erably. Just as no one plan of 
machine instruction is suitable for 
all schools or colleges, so, no one 
course can be recommended to 
train for the different levels of 
accomplishment. For instance, it 
would not be wise to insist upon 
turning out only operators highly 
skilled on all machines; not so 
much because the market might 
become flooded, but because it 
would be highly expensive and 
would take years of training to 
attain this goal. On the other 
hand, if we did not turn out a 
limited number of expert opera- 
tors, many of our students would 
fail to hold their positions, de- 
velop inferiority complexes be- 
cause of the latter; and our train- 
ing schools would be considered 
responsible for this deplorable 
situation. 

In our machine training at 
K.B.U., therefore, we have two 
very definite aims in mind, and 
consequently offer two different 
types of courses. The first is to 
give operating knowledge of each 
or every machine in our depart- 
ment to the student who desires 
to do general office work, which 
may include part-time work on 
one or more of the various ma- 
chines. The second is to tarn out 
the highly-efficient person, or 
commercial expert. In both cases, 
of course, we use the same ma- 
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chines and identical supplies, the 
differentiation being only in the 
number of hours spent in study- 
ing and practicing the actual 
appliances themselves, and the 
additional appliances made. The 
latter course is offered not only 
to train the one-machine special- 
ist, but also to give usable skill 
at standard production speed on 
several of the adding and cal- 
culating machines; or, in some 
cases, on every machine in the 
department, if time and funds 
permit. 

In our operating knowledge or 
informationai course on the add- 
ing machines, the work offered in- 
cludes the Burroughs short-cut 
addition and Sundstrand touch 
addition, subtraction, multiplica- 
tion, and division by the reciprocal 
method. The student completes 
the work outlined in the adding 
machine manuals at his own rate, 
and applies his knowledge ac- 
quired to recording and computing 
statements. 

If, on the other hand, the 
operator wishes to make the add- 
ing machine his specialty, he 
spends many more hours of prac- 
tice on similar and more difficult 
material. 

The following work is covered 
for the acquainting course on the 
Burroughs calculator, Comptom- 
eter, Monroe calculator, and 
Marchant calculator: addition 
(touch method for the Burroughs 
and Comptometer), subtraction, 
four methods of multiplication, 
division, and practical exercises 
applying the four fundamental 
processes;, such as, extending in- 
ventories, checking invoices, and 
figuring payrolls. 

The would-be highly-trained 
person on the calculator will study, 
in addition to the processes listed 
above, discounts, percentages, pro- 
rating, foreign exchange, insur- 
ance, interest, lumber, oil, and 
grain; and make numerous addi- 
tional applications. 


Students enrolling in the bill- 
ing and bookkeeping courses per- 
form the keyboard exercises 
suggested in the manuals and they 
complete the practice-sets fur- 
nished them. They do this re- 
gardless of whether they wish to 
become skilled operators or to ob- 
tain merely sufficient knowledge 
to operate the machines ac- 


curately when necessary. 
Instruction offered to the opera- 


tor of the Graphotype, Addresso- 
graph, Teletype, and Stenotype— 
in fact, to the operator of all our 
machines not included in the 
above discussion — aims to train 
the expert. For, we maintain that 
by preparing our students for the 
most exacting positions, we need 
have no qualms or misgivings 
about their handling the less im- 
portant or the part-time tasks. 


Machines and Supplies Used in 
Commercial School Office 


In the business office of our 
school we use the typewriter, 
Stenotype, adding machine, cal- 
culator and Comptometer, num- 
bering machine, cash register, re- 
cording time clock, Mimeograph, 
Multigraph, Addressograph, 
Graphotype, Teletype, and check- 
writer. Not considering the type- 
writer and cash register, probably 
the three most used machines for 
performing daily routine matters 
are: the duplicator, Graphotype, 
and Addressograph. 

The duplicator is used to pro- 
duce several of our texts and 
pamphlets for instructional pur- 
poses in the classroom, as well as 
for a great variety of forms and 
communications for administra- 
tive purposes. The Graphotype 
keeps our fireproof mailing list 
up-to-date, and the Addressograph 
greatly reduces the time and ex- 
pense usually required for address- 
ing large quantities of envelopes, 
cards, notices, and labels. 


How Machine Training Correlates 
Hand With Brain 


The fact that there is a very 
definite codrdination between the 
human mind and muscle is most 
clearly portrayed in the machine 
operator. His eye must pick up 
the figures, a stimulus must re- 
late the same to the brain, and 
then carry the impulse back to the 
fingers operating the machine. 
The formation of these connec- 
tions, because of frequent repeti- 
tion, is certain to quicken the re- 
action time of the mind and de- 
velop alertness on the part of the 
operator. In other words, he will 
attain the power of absolute 
mechanical attention and con- 
centration, which, in turn, is cer- 
tain to carry over to any other 
work he may wish to do with his 
hands, because of the fact that 
his mind is previously trained in 
that specific channel. 
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The student who earnestly ap- 
plies himself to machine opera- 
tion develops, as a normal out- 
growth from the distinct skills 
attained, the feeling of pride in 
good workmanship, and a keen 
interest in habitual accuracy in 
everything he attempts. He learns 
how to think quickly and logically, 
how to attain accuracy not only 
in production but in technique of 
figuring, how to follow directions 
meticulously; and, finally, how to 
list these results neatly and at- 
tractively, whether his project be 
one in calculations, bookkeeping, 
or typing. 

Among the worthwhile practice 
or study procedures and methods 
which are attained from cal- 
culator operation, we must list: 
the complete understanding of 
proper relationship of numbers, 
the knowledge of decimal or frac- 
tional equivalents, and the various 
short-cuts of figuring; such as, 
accumulative multiplication as a 
means of figuring interest and 
discount, and the reciprocal 
method of division. 


Value of Being Trained to Use 
Modern Business Tools 


The fact that new machines and 
methods are constantly replacing 
the old in modern office routine 
renders it a necessity for students 
to get a practical working knowl- 
edge of machine operation and 
methods, by enrolling in courses 
offering instruction on them. 

In many cases the operating 
skill required in office machine 
courses is directly responsible for 
the student’s first office position; 
because a number of outstanding 
employers consider this market- 
able-machine-knowledge a requi- 
site for all applicants. Then, too, 
there is the problem of the stu- 
dent who lacks the aptitude to 
become a good secretary or ste- 
nographer, who often makes a 
name for himself by his excellent 
mastery of office machines, which 
is usually followed by prompt 
placement and a good salary. 
Likewise, there is the student who 
can’t write shorthand, who with 
proper training takes perfect dic- 
tation with the Stenotype. In other 
words, we feel that commercial 
education without proper instruc- 
tion and training in the operation 
of mechanical office equipment is 
inadequate to the needs and de- 
mands of this modern mechanical 
age. 
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Vocational School Methods and Equipment 
ee ganized With Vsew of Meeting Sr Thod 





Bookkeeping and Billing Machines in 


HE objectives of the office ma- 

chine courses in the Milwaukee 
Vocational School are the same as 
the general objectives of the entire 
institution: namely, to give try- 
out courses, to give preparatory 
courses, and to give trade exten- 
sion courses to those who at pres- 
ent are on jobs or wish to add to 
their previous training. 

Represented in the office ma- 
chines courses are those types of 
machines which, as shown by sur- 
vey, are used in the community. 
The objectives of the school, as 
mentioned above, are to give 
young folks and adults opportuni- 
ties to try out the trades and vo- 
cations, to prepare for them, and 
to extend their education in their 
present lines of work. Shaping the 
curriculum to the needs of the 
student has been an aim of the 
Milwaukee Vocational School. This 
principle is followed as closely as 
Surveys, organization of curricu- 
lums, physical possibilities, and 
budgets will permit. In instances 
where all machines could not be 
afforded, we try to meet instruc- 
tion demands with machines that 
would serve as types which permit 
a large amount of the transfer of 
training from one machine to 
another. 

The courses were organized in 
consideration of the standards 
desired by business offices and the 
length of time required to meet 
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these standards. The student hour 
cost has been kept to a minimum 
by demanding prerequisites to of- 
fice appliance courses. Employers 
and students have been served 
more efficiently and economically 
by entrance prerequisites. For in- 
stance, knowledge and _ skill in 
arithmetic is a preparation for 
training in use of the calculating 
machines. If the student is poor 
in arithmetic, he or she must take 
a course in this subject before go- 
ing on with the calculator. Or if 
the student is only average, he or 
she must take arithmetic at the 
same time that the Calculating 
Machine Course is taken. 

Typing is a prerequisite for the 
Multigraph, Mimeograph, Ditto, 
Dictaphone, Ediphone, and those 
billing and bookkeeping machines 
using the standard typewriter 
keyboard. In this latter case the 
requiring of prerequisites is sig- 
nificant as there is some personal 
value in learning to type on a 
typewriter, whereas there is little 
value in learning the keyboard on 
the bookkeeping or billing ma- 


chines that have a standard key- 
board. In learning on the type- 
writer the student learns on a 
machine which costs one-eighth 
to one-tenth the cost of a book- 
keeping machine. Thus it can be 
readily seen that in demanding 
prerequisites the student is better 
served, student hour cost is re- 
duced, and more students can be 
accommodated per unit. 


Calculating Machines 


Most of our equipment has been 
bought gradually, so that we are 
representing all models which are 
being used in offices of the com- 
munity. The office machine classes 
in the Milwaukee Vocational 
School are divided into three 
groups: the Calculating Machines; 
the Secretarial Office Appliances, 
and the Billing, Bookkeeping and 
Accounting Machines. Represent- 
ed in the first group are the Bur- 
roughs calculator, the Comptome- 
ter, the Marchant calculator, and 
the Monroe calculator. 


Secretarial Office Appliances 


Listed among the Secretarial 
Office Appliances Courses is in- 
struction on the standard makes 
of typewriters, which are used in 
teaching Secretarial Typing. The 
Dictaphone and Ediphone Courses, 
known as the Voice Machine 
Courses, include instruction on the 





A Corner of the Office Machine 
Training Room 
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three units; namely, the dictating 
machines, the transcribing ma- 
chines, and the shaving machines. 
Also listed under Secretarial Office 
Appliances are courses in the 
following duplicating machines: 
Mimeograph, Multigraph, and the 
Ditto machines, using both the 
direct and gelatin processes. 


Billing, Bookkeeping, and 
Key Punch Machines 


The Billing, Bookkeeping, and 
Accounting Machine Courses in- 
clude instruction on the Burroughs 
typewriter billing computing ma- 
chine, the Elliott-Fisher, using 
both direct subtraction and indi- 
rect subtraction, the Underwood 
bookkeeping machine, and the 
Remington Rand _ bookkeeping 
machine. 

In the same room with the 
bookkeeping machines, courses are 
given on the electric key punch 
and verifier, using the equipment 
of the International Business Ma- 
chines Corporation. Also used in 


the billing and bookkeeping ma- 
chines room are the Duplex Sund- 
strand, and full keyboard adding 
machines, such as the Burroughs 
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These adding machines are used 
in checking and balancing the 
posting. 

Permanent records and wax rec- 
ords are used in the Voice Machine 
Courses. Stencils, Mimeoscope, 
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and styli are used in the Mimeo- 
graph Courses. Carbon paper, pen- 
cils, and inks are employed in 
teaching the gelatin type and in- 
direct type of Ditto duplicator. 
Use of different kinds of type, as 
well as the setting by hand and 
by fork is taught in the Multi- 
graph Course. 

The calculating machines classes 
use the regular company text- 
books, attaching guides to point 
out the lessons in the course which 
need emphasis in this community. 
The classes in billing and book- 
keeping machines use statements, 
ledger sheets, and proof sheets 
patterned after those used in the 
offices of the largest users of the 
various machines in this com- 
munity. 


The adequate representation of 
machines used in the community, 
taught by experienced teachers, 
enables students to enter business 
offices without apprentice instruc- 
tion, relying on the knowledge 
and skill acquired in school. 


Elgin High Features Group Teaching 
Fishes of Office Thaining faites Dependent Upon Fae eile 


N its curriculum planning, the 

modern high school includes in 
its business education department 
a course in office training. When 
organizing such a course, consid- 
eration is given to the time ele- 
ment and the personnel likely to 
be enrolled. A suggested pro- 
gram is that of a one-semes- 
ter office training course, one 
period in length, from eight- 
een to twenty weeks. The stu- 
dent enrolling in this course 
is expected to have had some 
basic courses in the business 
department and have mas- 
tered typing, as well as hav- 
ing had work in either sten- 
ography or accounting, or 
doth. 

Through arrangement of 
equipment and well-organized 
procedure, the student quickly 
senses the business-like at- 
mosphere of his surroundings. 
He is shown that habits and 
techniques taught today will 
also be used tomorrow. In ad- 
dition to the textual instruc- 
tion and class practice, real- 
ism can be injected into the 
training through the perform- 
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George W. Peck, Office Practice Instructor at the 
Elgin High School, Elgin, Ill., and a Group of Stu- 
dents Observe a Demonstration of Filing Equipment. 


ance of various outside projects 
assigned the office training class. 
Further reference to this will be 
made in later paragraphs. 

Individual and group instruc- 
tion has many advantages over 
“class-unit” methods in this work. 
The great need for a variety 
of machines makes prohibitive 
the cost of providing an aver- 
age sized class of thirty to 
thirty-five with the necessary 
equipment that would permit 
the students to move from one 
assignment to another as a 
complete unit. 

The “class-unit” approach 
can best be utilized in discus- 
sions and demonstrations of 
office procedures and tech- 
niques which do not involve 
individual use of equipment. 
Rotation of groups of students 
from one type of project work 
to another has proven a very 
effective method of instruc- 
tion. 

For convenience of rotation, 
the class may be divided into 
three groups. To one group 
the title “File Clerks” is given, 
to a second, “Calculating and 
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Accounting Machine Operators,” 
and to a third, “Secretarial or 
Clerical Workers.” Each group is 
headed by a chairman who is di- 
rectly responsible to the office 
manager—the teacher. 


Filing Instruction 


The “File Clerks” receive in- 
struction in the principles of in- 
dexing and filing. If possible, a 
basic text should be selected for 
reference and each student should 
be well grounded in indexing and 
filing rules and in the correct 
techniques involved. A clear un- 
derstanding is gained through dis- 
cussion and practice in the use of 
the various types of filing, dif- 
ferent systems of filing, and filing 
equipment. 

While it is essential that the 
student becomes thoroughly fam- 
iliar with the rules and principles 
of filing, it is equally important 
that he be made to see their actual 
application. Hence, contact with 
the high school office (where both 
visible and invisible files are main- 
tained on a very systematic basis) , 
practice in the office training lab- 
oratory, and assistance in the 
library and schcol_ treasurer’s 
office prove invaluable experiences 
in the students’ training. 

Through these contacts and ex- 
periences the “File Clerk” is better 
able to visualize many of the me- 
chanics of the filing routine so 
aptly discussed by filing author- 
ities. The cross-reference sheets, 
folders, guides, tabs, follow-up de- 
vices, etc., take on a definite 
meaning. The clerk learns that the 
card index has only a _ limited 
value and why it would be disas- 
trous to slip clippings into a folder 
unattached. He also sees the folly 
of removing filing contents with- 
out correct “out’’ insertions. The 
underlying principles of filing are 
much the same in all situations, 
and from a practical standpoint 
variations arise to fit the particu- 
lar needs of the specific office for 
which the system is established. 


Training on Calculating and 
Accounting Machines 


The training of the students 
while on the calculating and ac- 
counting machine assignments 
needs to be made “extensive” 
rather than “intensive.” It is pos- 
sible that in one semester devoted 
to general office training a student 
may become well acquainted and 
skilled in the manipulation of a 
particular type of calculating ma- 
chine, but it is not reasonable to 


expect that he shall become an 
expert in all types. In the time 
spent, however, it is justifiable to 
expect a general familiarity with 
a variety of types. 

While on this unit, the student 
Should gain a working knowledge 
of the key-driven and crank-con- 
trolled calculating machines, the 
full keyboard, the ten-keyboard 
and the tape-recording types. He 
should have an understanding of 
bookkeeping or accounting ma- 
chines based upon the typewriter 
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and those based upon the adding 
machine. 

The part these different types 
of adding, listing, and calculating 
machines play in a business office 
is an important topic of discus- 
sion. The student should be in- 
structed in the advantages of cer- 
tain types of machines over other 
types for particular tasks. Not all 
machines serve the same purpose. 

All companies furnish manuals 
of instruction for the operation of 
their machines and provide edu- 
cational materials; such as texts, 
tests, charts, diagrams, etc. These 
can be used to advantage in the 
course of study set up for office 
training. Where limited finances 
prevent purchase of one of each 
type of machine, it is still possi- 
ble to compare various types. For 
example, instruction can be given 
in the characteristics which the 
adding machine has in common 
with average bookkeeping and ac- 
counting machines that are fun- 
damentally based on the former. 


Clerical Training Also Made 
Practical 


The projects of the clerical or 
secretarial group should give fur- 
ther practical application to the 
students’ training. The making of 
programs, year books, and reports 
for parent-teacher associations, 
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civic clubs, music and literary 
societies furnish such material. 
This work, of course, is done on a 
non-profit basis and for non- 
profit organizations. The school 
system is also served by this group. 

The student may be assigned 
straight copy work, tabulating, 
charts, and other typing material. 
He may be given duplication proj- 
ects, which provide practice in 
cutting a stencil and reproducing 
copies or making master copies of 
materials and duplicating them. 

In the performance of these 
tasks the student learns the cor- 
rect tools and supplies to be used. 
As an illustration, he learns that 
the number of copies determines 
the kind of duplicating machine 
to be used. If the job requires but 
a few copies, the gelatin or liquid- 
base duplicator is the proper ma- 
chine. However, should a quantity 
be required, and permanency of 
the recorded copy be desirable, he 
will then use the stencil or type 
cuplicating machine with the 
proper paper. 

In this group, practice occurs in 
performing other general types of 
secretarial tasks, as well as oper- 
ating the dictating equipment. It 
is desirable that all three units of 
the dictating equipment be avail- 
able to the student, but it is not 
absolutely essential. If the tran- 
scribing unit is available in the 
office training laboratory, with a 
number of instructional records, 
and the other two units—the 
dictating and shaving machines— 
are available in the high school 
office, a satisfactory program can 
be worked out. 

Assignments should be made 
flexible enough so that those stu- 
dents who have had no stenog- 
raphy can be given projects not 
calling for this skill. All, however, 
should be instructed in the opera- 
tion and care of duplicating and 
dictating equipment even though 
this group assignment covers but 
a few weeks. The office training 
program should encourage devel- 
opment of abilities along such 
techniques, processes, machines, 
etc., for which the student might 
show a particular aptitude. 

A visit to a business office gives 
a practical summarization of office 
training to the student. These 
visits should be prearranged with 
the office managers of the local 
business establishments. The stu- 
dent should then write a semester 
paper recording his observations 
and construct a diagram, showing 
the arrangement of the office, the 
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kinds of machines used, and a 
discussion of the purpose that 
each serves. Where opportunity 
permits, the routing of several 
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NNUNCIATION HIGH 

SCHOOL, under the direc- 
tion of the Sisters of the Most 
Holy Sacrament, Sister Mary 
Patrick, M.HS., principal, affiliated 
with the State Department of 
Education, Baton Rouge, La., of- 
fers its students three courses: 
Academic, Commercial, and Gen- 
eral. The majority elects the com- 
mercial course. 

Our Commercial Department 
takes care of all students from the 
Freshmen, Sophomore, Junior, and 
Senior classes. 


Typing Offered Four Years 


Typing is offered to all for four 
year. Beginners learn to type with 
the aid of rhythm records. One 
“listening in’? would suppose that 
a dance in physical education was 
being conducted, but when ap- 
proaching nearer he would observe 
that a class of wide-awake fresh- 
men was typing in perfect time 
with the electric phonograph. The 
piece might be in march time or 
waltz time. We find that rhythm 
in typing is most essential for 
both speed and accuracy. We im- 
press upon our students that these 
two qualities are of prime impor- 
tance—goals to be _ striven for 
tirelessly. 

The first two years are primarily 
devoted to fundamentals and cor- 
rect manipulation. During this 


time the budget system prevails. 
There are cabinets in the typing 
room with separate compartments, 
where each student may keep her 
work on file. 


business papers should be traced 
through the office. 

Students possessing particular 
aptitudes and abilities, who have 







For the next two years the stu- 
dents use the typewriter for the 
greater part of their class assign- 
ments. Transcription of letters 
becomes a daily routine. The aim 
is to have each letter a mailable 
one. 

We have thirty typewriters in 
use throughout the day. We use a 
variety of machines (Remington, 
Royal, L. C. Smith, Underwood, 
and Woodstock), in order that our 
students will familiarize them- 
selves with all models and adapt 
themselves to the mechanism of 
each. We have individual tables 
for each typewriter and slanting 
supports for the books. 

Freshmen students thrill over 
the privilege of pursuing a course 
in typing. At the end of the first 
semester the ‘“freshies’’ have ac- 
quired a moderate speed, and vie 
with each other in turning out 
perfect copies for the bulletin 
board. 

In connection with the fresh- 
man commercial course, Library 
Science is offered. This course 
gives the student a knowledge of 
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completed the course’ require- 


ments are given opportunity to 
develop efficiency in specialized 
phases of office training. 





Top: Office Prac- 
tice Room, equip- 
ped with latest 
type of machines. 
Bottom: A typical 
typing class. 


library etiquette. Students are 
taught to use the card catalogue 
and all materials in the library. 
All freshmen must take this course 
in order to meet the four-year 
reauirements for graduation. 

Two years of Shorthand and 
Bookkeeping are offered. Again, 
we use the electric phonograph 
for dictation in shorthand classes. 
Bookkeeping desks of a modern 
type are found in the junior and 
senior classrooms. Practical train- 
ing in Bookkeeping includes the 
use of work books and practice 
sets complete with business pa- 
pers. A two-year course thorough- 
ly acquaints our students with 
fundamentals, and imparts an 
ability to handle such work in- 
telligently. 

Courses in Office Practice and 
Secretarial Science are offered to 
Seniors. We use automatic copy- 
holders for secretarial work. 

Annunciation High can boast of 
a fully equipped Office Practice 
Room, where senior students re- 
ceive training for the business 
world. These students prepare and 
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publish the school paper, The 
Herald. This affords them a splen- 
did opportunity for becoming effi- 
cient in cutting stencils and oper- 
ating a stencil duplicating ma- 
chine. This Office Practice Room 
is the headquarters for most of 
the business activities of the 
school. It is here that the stu- 
dents are taught to operate a type 
duplicator, a calculator, and to 
take dictation from the dictating 
machine. 

It is also part of the seniors’ 


tasks to file all records for the 
principal’s office: cumulative cards 
for both high school and grammar 
school, health cards, etc. They 
learn to catalogue books accord- 
ing to the Dewey Decimal System, 
and can thereby assist the 
librarian in her many duties. 

Students learn to use the tele- 
phone by answering the daily calls 
to the school. 

All work is done under com- 
petent supervision. Emphasis is 
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placed on the skills necessary for 
intelligent discharge of duties in a 
business office. 

In consequence of our modern 
equipment and careful organiza- 
tion, we feel sure that our stu- 
dents are receiving a thorough 
training which will enable them to 
fill their places in the business 
world efficiently. 

Sister Mary Patrick, the writer, 
and Miss Ruth C. Norton super- 
vise the work of the commercial 
students. 


College Store Merchandising Practices 
Department Groupings cul Methods Oe 


OUR stores constitute the retail 

outlets at Duke University. These 
are (1) the Men’s Store, located 
in the Union on the west or men’s 
campus; (2) the Woman’s Store, 
located on the east or women’s 
campus; (3) the Hospital Store 
located in the wing of the hospita! 
that houses the medical school; 
and (4) the Haberdashery, located 
also in the men’s Union. 

The Men’s Store is the principal 
division, not only serving the men 
students but also supplying the 
Hospital and Woman’s stores with 
most of their general merchan- 
dise. By general merchandise is 
meant papers, inks, fountain pens, 
notebooks, adhesives and fountain 
supplies. The specialty items, 
however, are ordered by and 
shipped directly to the store in 
which they are to be sold. These 
special items are bought to meet 
the needs peculiar to the particu- 
lar group of customers the store 
chiefly serves. To clarify this 
statement, it is necessary to con- 
sider each unit separately. 


Departments in Men’s Store 


The Men’s Store is divided into 
five departments: 

1. BOOK DEPARTMENT. 

In this department any student 
will find at the opening of each 
semester textbooks required in his 
respective courses. The first se- 
mester begins the latter part of 
September and the second semes- 
ter begins the first of February. 
Summer school begins the second 
week in June. In addition to text- 
books, this department carries 
dictionaries, a complete line of 
outlines, current fiction and best- 
seller reprints. These books are 
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displayed openly so that they may 
be examined freely. 

2. SPORTS DEPARTMENT. 

Gymnasium regalia and related 
items are offered by this depart- 
ment in considerable variety. The 
merchandise includes sleeveless 
shirts, trunks, supporters, athletic 
hose, and tennis or gym shoes; 
handballs and gloves; tennis 
rackets, tennis balls, racket covers 
and presses. A racket re-stringing 
service is available. Then, there 
are golf balls, Ping-pong sets, nov- 
elty felt animals, felt banners, 
pennants, pillows and blankets. 

3. TOILET GOODS DEPART- 
MENT. 

Here the men can obtain shav- 
ing supplies; dental accessories; 
soaps; hair preparations; adhe- 
sives and bandages; cathartics; 
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mild sedatives; cold remedies, and 
cleansing tissues. 

4. FOUNTAIN DEPARTMENT. 

This department specializes in 
food and tobacco products consist- 
ing of milk drinks; ice cream; 
sandwiches; fruit drinks; peanut 
butter crackers; fountain carbo- 
nated drinks; candy bars; chew- 
ing gum and mints; coffee; and 
fruits. In the tobacco line we 
carry all well-known brands of 
cigarettes; cigars; chewing and 
pipe tobacco. 

5. MISCELLANEOUS DEPART- 
MENT. 

General student supplies are 
carried in this department. These 
consist of stationery; typewriter 
and thesis paper; drawing paper; 
notebooks; notebook fillers and 
work separators; pencils; fountain 
pens; inks; lamps; desk pads, and 
blotters. 

The increasingly popular port- 
able typewriters are handled in 
this department, which features a 
complete typewriter repair ser- 
vice. Associated lines include type- 
writer stands; ribbons; carbon pa- 
per; covers for term papers; brief 
and zipper cases, and study 
stands. 

Additional items are blue books 
used for examinations, class rec- 
ord books; rules; slide rules; mu- 
cilage and miscellaneous adhe- 
sives; rubber bands and erasers; 
filing boxes and cards; paper 
bands and clips; clip boards; 
glass slides and boxes; laboratory 
aprons; forestry laboratory sup- 
plies; zoology dissecting kits and 
laboratory supplies. 

Other things and services com- 
prise souvenirs and jewelry bear- 
ing the college seal; campus pho- 
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tographs and etchings; post cards; 
greeting cards; luggage and car 
stickers; magazines; boxed can- 
dies; book ends; pipes and smok- 
ing accessories; picture framing 
service; picture developing serv- 
ice; photo albums; cameras, and 
miscellaneous photographic sup- 
plies. 


Merchandise Sold in Duke’s Other 
Three Stores 


In addition to small quantities 
of these items listed for the Men’s 
Store, the Woman’s Store carries 
women’s personal items, sport 
shoes, silk stockings, and a com- 
plete line of cosmetics. The fact 
that the Engineering and Art 
Schools are on the women’s cam- 
pus makes it necessary for this 
store also to carry drawing sets; 
drawing boards and paper; as- 
sorted angles; T squares; slide 
rules; water colors; brushes; color 
boxes, and other equipment use- 
ful to engineering and art stu- 
dents. 

Like the Woman’s Store, the 
Hospital Store has a small stock 
of the items listed for the Men’s 
Store, and, in addition, a stock of 
those items useful to its particular 
class of purchasers—the students 
and faculty of the Medical School. 
Typical of these articles are blood 
instruments; dissecting sets; lab- 
oratory coats and aprons; pen 
flashlights, and a complete line 
of medical books. These books, 
displayed on an open shelf, are 
readily accessible to anyone inter- 
ested in examining them. 

The Haberdashery is practically 
an independent unit in itself. 
Carrying a complete line of colle- 
giate wearing apparel, it empha- 
sizes as its policy the wish to sat- 
isfy the tastes of the individual. 
In keeping with this policy it sells 
only made-to-order clothing. The 
shoe department is unique in that 
the manager himself designs the 
sport shoes, specifying the color 
combinations and the quality of 
leather to be used on a specified 
last. Shirts are also tailored ac- 
cording to our specifications. Other 
haberdashery items consist of 
dress and conventional jewelry, 
ties, collars, socks, garters, belts 
and suspenders, slacks and sweat- 
ers, underwear, rain and reversible 


A Portion of the Main Establishment of 
Duke University Stores, Durham, N. C. 
—tThe extensiveness of the store could 
not be revealed in one photograph be- 
cause counters, showcases and pillars 
prevent taking an all-inclusive picture. 


coats, and key chains. Manufac- 
turers inform us that we sell more 
key chains than any other single 
retail outlet in the United States. 


Store Purchasing Period 


I have listed the merchandise 
handled in our various stores in 
order to relate more conveniently 
our sales promotion methods. The 
great variety in the types of our 
merchandise surprises most Sales- 
men and manufacturers. We have, 
therefore, found it best to begin 
the purchase of our fall merchan- 
dise in April at the buying con- 
ference of the National Associa- 
tion of College Stores. Many com- 
petitive lines of college goods are 
displayed there, a circumstance 
which gives the store buyers an 
excellent opportunity to compare 
price and quality. A good many 
of our items, however, are bought 
on bids that are submitted to us 
through the Purchasing Depart- 
ment of the University. Orders for 
small quantities of assorted goods 
are placed from time to time 
throughout the summer months. 
Moreover, a thorough check is 
made in each department on Au- 
gust 1, and any needed goods not 
already bought are ordered at this 
time. Throughout the school year 
each department is checked for 
stock shortages at the end of each 
month; by this means at least a 
sixty-day supply of all staple 
merchandise is kept on hand. 

Our rush periods are, of course, 
at the opening of each semester 
and of summer school. The actual 
dates are September 15-November 
1, February 1-March 1, and June 
1-June 20. Business is about av- 
erage during the remaining 


months except mid-summer, which 
is slow, the least active period 
being from July 15 to Septem- 
ber 15. 
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Because we have approximately 
3600 students and about 400 fac- 
ulty members rushing to us for 
supplies at the opening of school, 
it is impossible for us to display 
our wares adequately at this time. 
Most of the required supplies are 
sold within two weeks; conse- 
quently our displays have to be 
planned carefully and changed 
often. 

The freshman class assembles 
one week before the upper-class- 
men, in order that they may ad- 
just themselves to their new sur- 
roundings and also take divers 
placement examinations. During 
the first three days of this orien- 
tation period it has been the pol- 
icy of the stores to place on dis- 
play articles desirable in furnish- 
ing the rooms and supplies neces- 
sary to cheerful surroundings. 
Among the most popular of these 
are lamps, study stands, desk 
pads and blotters, felt pennants, 
blankets, stickers, pictures of the 
campus, seat cushions, smoking 
stands and smoking accessories, 
college jewelry and toilet articles. 
Another feature at this time is in 
the stationery department; here 
pens, pencils, inks and stationery 
bearing the college crest are dis- 
played. 

The latter part of the orienta- 
tion period is given to the promo- 
tion of equipment for classroom 
work. This includes notebooks in 
which a pad of plain paper, a pad 
of lined paper, and work separa- 
tors have already been inserted; 
spiral notebooks; brief and zipper 
cases; required gymnasium equip- 
ment; pens, pencils, and inks. 

In connection with this last it 
may be of interest to note that 
each clerk is required to carry a 
repeating pencil which can be 
sharpened with the thumb. In 
the process of figuring, the clerk 
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purposely breaks the point to 
demonstrate the ease with which 
the lead is expelled. 

The economy in buying quality 
notebooks is also pointed out to a 
customer. He is told that a leather 
notebook of good quality will last 
an entire four years, whereas a 
cheaper grade of book can be 
used for only a comparatively 
short time. We stress the econ- 
omy of buying large bottles of 
ink, good quality drawing instru- 
ments, dissecting sets—in fact, 
quality goods in general. 


The second week of _ school 
brings the upper-classmen and 
graduate students back to the 
campus. Therefore it becomes 
necessary to feature legal note- 
books and special equipment for 
legal work; laboratory equipment 
for botany and zoology students; 
engineering equipment; and sup- 
plies for art students. Lists of 
these required items have been se- 
cured from the professors prior to 
the school opening; thus we can 
pack these items in unit form to 
save time in passing them out as 
they are called for by the stu- 
dents. In addition to what is re- 
quired, we suggest lab aprons, 
large slide boxes, lens paper, pen- 
cils of several degrees of hard- 
ness, knife handles in which razor 
blades can be inserted, magnify- 
ing glasses, and certain other ma- 
terials useful but not required. 


Subsequent to the first two 
weeks of school, we begin to pro- 
mote sales on personalized sta- 
tionery and fraternity stationery, 
and to re-emphasize room fur- 
nishings, portable typewriters, 
greeting cards, and other miscel- 
laneous items. 





After school has gotten under 
way, football season becomes the 
main subject on the campus. It is 
fitting at this time to display on 
those week-ends when we have 
home games items of interest not 
only to students but to friends 
and visiting alumni. Featured ar- 
ticles include souvenirs and cam- 
pus scenes. It has been our cus- 
tom to arrange ample feeding fa- 
cilities and food supplies for the 
visitors who overrun our campus 
when attending such _ athletic 
events. 

Displays in all the stores are re- 
arranged every three days until 
after Thanksgiving. At this time 
Christmas merchandise is put on 
display, the most important items 
being jewelry, campus pictures, 
etchings and Christmas cards 
bearing actual photographic 
scenes. In order to increase indi- 
vidual sales, we personalize Christ- 
mas cards on a sliding price scale. 
Beyond a given quantity, we per- 
sonalize free of charge. 

Ten days after the end of the 
Christmas holiday, examinations 
begin. At this time the sale of ex- 
amination books, pens, pencils 
and inks is again emphasized. At 
the beginning of the second se- 
mester, the routine is similar to 
that at the opening of school, with 
the omission of freshman week. 
The next occasion to call for spe- 
cialization is St. Valentine’s Day. 
Candy sales are promoted for this 
occasion, red-colored, heart- 
shaped boxes of candy being ex- 
hibited throughout our stores and 
windows. We also offer a complete 
line of Valentine cards, both com- 
ical and sentimental. 

At Easter the season’s cards, 
appropriate boxes of candies, and 
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other gifts suitable for mothers 
and sweethearts are featured. On 
Mother’s Day, candy packed in 
sewing boxes, candy dishes, bas- 
kets, and in various other attrac- 
tive ways is our main feature. 
Also appropriate Mother’s Day 
cards and gifts are displayed. 

At Commencement, we empha- 
size gift items suitable as presents 
to graduates and souvenirs that 
are bought by the parents, alumni, 
and friends. 

At the opening of summer 
school we display a less expensive 
grade of school supplies. Our fea- 
tured stationery is in small 
packets because the duration of 
summer school is only six weeks 
per term. 

It is fitting, I think, to conclude 
with some mention of our credit 
and advertising policies. We op- 
erate our stores for the conven- 
ience of the students and faculty; 
we do not, therefore, solicit busi- 
ness outside the campus. Because 
the students have suffered from 
unreliable salesmen selling infe- 
rior goods, the school does not 
now permit salesmen to canvass 
the dormitories. Students buy 
either from our stores, from sales- 
men who have been granted per- 
mission to display in our stores, 
or from city merchants. Our sales 
are conducted on a cash basis in 
every department except the Hab- 
erdashery. Here credit is extended 
to those students whose parents 
have authorized it in writing. 

Our stores advertise in all stu- 
dent publications and in some 
programs. The bulk of our adver- 
tising is done in the semi-weekly 
college paper, where we take ap- 
proximately a quarter page in 
each issue. One-page advertise- 
ments are run in the student di- 
rectory, the college yearbook, and 
the football programs. From time 
to time we advertise in the cam- 
pus drama programs, in the liter- 
ary and comic magazines, and in 
other student - activity programs. 
Most of these advertisements are 
of a general nature and are given 
to provide financial assistance to 
these student organizations. The 
college paper and the magazines, 
however, carry advertisements to 
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promote our sale of seasonable 
merchandise. 

Our most effective advertising 
is probably done through our open 
displays inside our stores and in 
our display windows, which open 
on the corridor leading to the bar- 
ber shop, bank, and post office. 
The exhibits in these windows are 
changed at frequent intervals and 
are attractively decorated with 
seasonable merchandise. 

Advertising has proved to be of 
exceptional value to the Haber- 
dashery. The dates for showing 
the manufacturers’ lines of shoes 
and for the visits of the tailoring 
houses’ representatives are pub- 
lished in the papers. Special 
showings of shoes are made in the 
fall and spring to promote sales 
in this department. Our tailoring 
houses make two showings in both 
the fall and the spring. The first 
fall showing is to emphasize fall 
Styles; the next concentrates on 
Christmas suits. The early spring 
showing is to introduce spring 
styles and materials, and the sec- 
ond to promote sales for Easter 
clothing. 

Our Haberdashery thrives on 
fads. College boys seem to like 
the ultramodern and _. original 
style of dress. Among the out- 
standing items popularized on our 
“ampus by fads have been the 
pork pie hats, knit ties, tab shirts, 
plaid flannel shirts, sports shoes 
of our own design, key chains, 
and many other accessories. 

The manager of the Haberdash- 
ery is noted for his advice on for- 
mal attire, and it is through this 
medium that we have developed 
an unusual but successful way of 
advertising formal clothes and ac- 
cessories. On the week-ends that 
dances are held on the campus, 
the Haberdashery window, which 
is on the main corridor to the 
post office, is appropriately deco- 
rated with fraternity colors and 
displays of studs, ties, collars, 
dress shirts, evening scarves, and 
other apparel indispensable to the 
well-dressed college man’s ward- 
robe. 

In the foregoing paragraphs I 
have attempted to mention some 
of the intricacies of the manage- 
ment of a college store. Because, 
however, the character of college 
business is undergoing continuous 
change and because few colleges 
have exactly the same calendar, 
it is practically impossible to offer 
an outline that can be of more 
than a very general value in pre- 
senting ideas on the operation of 
a college store. 
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Cornell Co-op’s Fountain Pen and Stationery Departments (lower picture) and Photo- 
graphic Department (upper). In the inset is R. C. Avery, manager. 


Co-op Offers Broad Service 


By R. C. AVERY 


Vanager, 


Cornell Co-operative Society, 


Ithaca, 


HE Cornell Co-op store, oper- 
7 ated by the Cornell Co-opera- 
tive Society, has been a going 
institution since its founding in 
1895. It was incorporated in 1905. 
Although our organization is pri- 
marily interested in the sale of 
text books and student supplies, 
we maintain several other depart- 
ments and a full-time selling 
force. 

Principal lines in our store in- 
clude text books, stationery, foun- 
tain pens and pencils, typewriters, 
photographic materials, athletic 
goods, and the usual run of col- 
lege student supplies. 

We have made a definite effort 
to serve the students as the source 
of supply of a complete line of 
writing materials. All makes of 
portable typewriters, for instance, 
are available. Standard typewrit- 
ers are rented and serviced, al- 
though we do not have an agency 
for standard office machines. 

One of the views shown of the 
store reveals our display of foun- 
tain pens and mechanical pencils, 


N. Y. 


given a location of prominence. 
Adjacent to this is the stationery 
department, a section of which 
may be seen in the picture. 

We believe in employing the 
principles of good merchandise 
display, and an effort is made to 
maintain an appealing atmos- 
phere throughout the store. Be- 
sides the displays on the counters 
and inside the glass showcases, 
some stock on the shelves is ar- 
ranged for attractive display. We 
use inner display windows and 
tables for the display of seasonal 
goods and special sale merchan- 
dise. As we have considerable 
traffic through the store, these 
special displays seem to get a lot 
of attention and result in substan- 
tial sales volume. 

For outside promotion of sales, 
our advertising is confined to the 
student publications, including the 
student newspaper. Occasional 
mailings are sent to faculty mem- 
bers and the fraternities and 
clubs. 

The busiest seasons of our year 
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are at the opening of the fall 
term, in September, and the be- 
ginning of the spring term, in 
February. As we have a regular 
summer school at Cornell, the 
store has another busy period 
during the month of July. 


During these peak seasons, we 
recruit additional help from the 
students. Our full-time staff is 
sufficient to handle the business 
through the remainder of the 
year. 

Of course, we prepare for the 
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heavy seasons by expanding our 
stock to meet the increased de- 
mands. Planning well in advance 
facilitates giving the best possible 
service at the term openings, 
when it is especially important to 
the students. 


The Cross Roads Store on the Campus 
Catering fo or Toads Requires a Variety of et 


ENERALLY speaking, the col- 

lege student supply store 
came into being through the 
necessity of serving in the most 
convenient manner a group of 
persons buying in a specialized 
field. Out of the sale of a few 
text books to a small group of 
students has grown the present 
store —a “general merchandise 
store’, as the term is known in the 
South. Such a store serves a small 
community with all its needs. 

In addition to text books and 
hundreds of various school sup- 
plies, the college store now sells 
such things as sports wear, toilet 
articles, college stationery, type- 
writers, cameras, candy, tobaccos, 
and magazines—all those many 
items so attractive to young peo- 
ple. It also operates a soda foun- 
tain and sandwich bar. In dealing 
with both professor and student 
the manager must be in part pro- 
phet, seer, and father confessor. 


Georgia Tech College Inn 
Operating Methods 


For an insight into the works 
of such a store, to see what makes 
the wheels go ’round, let me give 
you a running look at our Georgia 
Tech College Inn. 


if 


By J. H. LESTER, JR. 


Vanager, 
Georgia Tech College Inn, 
Atlanta, Ga. 





MR. LESTER 


Our store is located on the 
campus and serves both day and 
night schools. The enrollment is 
approximately three thousand in 
day school and one thousand in 
night school. We are open from 7 
a. m. to 10 p. m. six days each 
week, and it is therefore necessary 
to employ two complete staffs. 

The personnel is possibly our 
biggest problem, for no store could 








afford a payroli large enough to 
employ sufficient full-time clerks 
to do the job we face, the majority 
of our sales being made between 
classes and during vacant periods. 
This situation causes unpredict- 
able and unbalanced work peaks. 
We employ thirty-five regular full- 
time people and thirty to forty 
part-time, depending on the sea- 
son of the year. These part-time 
employes are taken from the stu- 
dent body, our selection being 
made from hundreds of applica- 
tions. 

After careful investigation and 
a prayer that we have made the 
best selection, we give the student 
specific job instructions and turn 
him over to the head of his de- 
partment to receive further train- 
ing and to become familiar with 
the department’s stock. Regular 
store meetings for further train- 
ing and instruction in selling are 
held for the entire personnel. Con- 
stant supervision and training are 
required to avoid costly error. 

By the end of each school term 
we have some semblance of an 
organization, and then all too soon 
graduation is upon us and the 
tedious process is in large part to 
be done over. 

In this constant battle against 
part-time employe turnover lies 
the difference between profit and 
loss. However, even here we feel 
some satisfaction in that to a large 
number of young men we give 
vital training and experience 
which will be of practical value 
later on in regular industry. 


Purchasing and Merchandising 
Problems 


In purchasing for the students 
of a technical school, textbook 
and technical supply specifications 


Well Displayed Merchandise Catches 
the Eyes of Georgia Tech Students. 
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are drafted by the faculty. Then 
comes the job of fitting the avail- 
able material to these specifica- 
tions. The decisions to be made 
require innumerable conferences 
between faculty members and 
management to adjust the quality 
required by them to the prices 
students can and will pay. The 
desire on the part of the profes- 
sors to encourage the use of high 
quality materials is the result of 
their wish to teach the student 
quality workmanship. On _ the 
other hand, the student, ignorant 
of quality standards and forever 
short of money, wishes to buy the 
cheapest possible equipment. This 
difference in viewpoint brings up 
our number one merchandising 
problem. 

Two factors—rigid minimum re- 
quirements in the purchase of 
supplies, and publishers’ protected 
prices on books—deprive us of the 
latitude in buying enjoyed by the 
average merchant. Therefore, we 
cannot stock the cheaper mer- 
chandise with which the average 
student tries to get by. The re- 
sult is an unsavory reputation of 
exorbitant prices and an antag- 
onistic attitude in the mind of 
the student, which is most diffi- 
cult to overcome. 

This can in part be offset by 
providing attractive miscellaneous 
merchandise and maintaining a 
soda fountain with popular prices. 
We have found that institutional 
advertising pays good dividends in 
combating suspicion and ill-will. 
Another obvious answer is in hav- 
ing clerks properly trained in han- 
dling their customers. 

Buying the hundreds of items is 
controlled through complete stock 
records. Our stock clerk is con- 
stantly taking inventory, and at 
the end of each thirty days we 
have a count on all articles in 
stock. With the knowledge gained 
from these records and from the 
estimates of anticipated student 
registration, we are enabled to 
buy with some degree of intelli- 
gence and to carry a minimum 
stock. Thus we have a higher 
turnover, reduced loss from dam- 
aged goods, lower prices, and a 
better return on investment. 


Seven Peak Periods 


Georgia Tech, in addition to its 
regular summer and fall enroll- 
ment, has what is known as a Co- 
operative group of students; that 
is, those who go to school six 
months and work six months in 
alternate 


three-month periods. 


The regular students are on the 
semester basis. This course ar- 
rangement causes seven peak pe- 
riods in our year. These are as 
follows: the first and last of July, 
the middle and last of September, 
the first of January and February, 
and the last of March. 

Our advertising and special sales 
programs revolve around these pe- 
riods, and, of course, around 
Christmas. The only advertising 
done other than that in student 
publications is bulletin board 
posters. These posters are of great 
importance to us because our cen- 
tral location on the campus gives 
us an exceptionally heavy store 
traffic. Our window and store dis- 
plays are worked out to corre- 
spond with the printed advertise- 
ments. For the preparation of 
these displays we frequently em- 
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ploy professional agencies. In 
addition, we depend upon good- 
will word-of-mouth advertising to 
reach all of the students. 

In the final analysis, the college 
store came into being as the result 
of certain student needs, and is 
successful only in so far as it 
meets these needs to the satisfac- 
tion of the student. 

The measure of success achieved 
by the Georgia Tech College Inn 
has resulted directly from the 
loyal effort of the store personnel 

white and black—to create for 
the student whatever service he 
wishes, regardless of traditional 
rules. It is the student’s own 
store, and it is the earnest desire 
of the management and all the 
employes courteously and _ effi- 
ciently to live up to their slogan, 
“We serve every student need”. 





Combination Counter and Display Cases in the Follett Store Where Writing Imple- 
ments, Lamps and Engineering Supplies Intrigue Student Interests. 


Store Layout Is Important 


By R. W. VANDERHOEF 


Follett’s College Book Store, 
Champaign, Ill. 


N our particular business and 

location we have two major 
busy seasons: one at the opening 
of the first semester in the last 
week of September, and the 
other at the opening of the sec- 
ond semester, the first week of 
February. We also have two 
minor busy seasons, which come 
during the holiday period in De- 
cember and the opening of the 


Summer school session, the last 
week in June. 

As to the preparation for our 
two major busy seasons, it neces- 
sitates clearing our entire floor 
space of open display and mak- 
ing a horseshoe shaped counter 
arrangement which facilitates 
serving customers rapidly. Our 
biggest volume is obtained through 
the sale of text books, which are 
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placed in stacks at the rear of the 
store and in book shelves along 
the sides. They are sectionalized 
by departments—such as Engi- 
neering English, and History— 
with each section clearly labeled 
by a list of the books used in 
every course of the department. 


The supplies are similarly ar- 
ranged with an attempt to have 
related items together. For in- 
Stance, notebooks, note paper, 
and classifiers will be in one 
group, while all items for engi- 
neering drawing will be dis- 
played in another group, etc. 


These two rush periods require 
the increase of our sales force to 
from twenty to twenty-five extra 
people. They must be trained in 
the relatively brief time of three 
or four days. Due to this short 
training period, most of the reg- 
ular employes must spend a ma- 
jor part of their time directing 
the extra help. 


Our sales force spends prac- 
tically no time on outside solici- 
tations, because we are catering 
to a more or less fixed market. 
I feel, however, that the field is 
wide open for activity of this sort 
and, like everything else, it re- 
quires time to develop. 


We do not feature any type- 


writers or office appliances, main- 
ly because of the lack of space. 

Our main methods of attract- 
ing trade to the store are window 
displays, direct mail, advertising 
in all campus newspapers, and 
the use of blotters or rulers 
passed out to the students on the 
street. 

Our program of window dis- 
play and store display is organ- 
ized on the basis of a University 
calendar, featuring items that fit 
in with the various events taking 
place. For example, during the 
football season we always feature 
school pennants and souvenirs ap- 
propriate to the season. At the 
end of the school year we always 
stress the material needed by the 
students in compiling their vari- 
ous reports and theses. Supplies 
offered then include typing pa- 
per, carbon paper and typewriter 
ribbons, as well as topic binders 
and other items of a _ similar 
nature. 


Cash Customers 


Most of our Selling is done to 
cash customers, in the _ store; 
however, we are finding it more 
and more profitable to build up 
a customer list to fill up a gap 
during our vacation periods, 
while the students are away. 


School Seasons Determines 
= « ets | a ae Su Keadily 


By HARRY WRIGHT 


Manager, 
School and Office Supply Department, 
University Supply Store, 
University, Ala. 


HE school and office supply 

business of the University Sup- 
ply Store at the University of Ala- 
bama is conducted in four sea- 
sons; namely, the first semester of 
the regular session, the second se- 
mester of the regular session, the 
first semester of summer school, 
and the second semester of sum- 
mer school. 

The heaviest business comes at 
the beginning of the first sem- 
ester of the regular session. 
Consequently it is necessary to 
have our largest inventory at 
this time. At the opening of the 
school year the students buy 
their notebooks, fountain pens, 
drawing sets, stationery, reading 
lamps, book ends, typewriters, 
pencils, erasers, and many other 
supplies that are needed. 

The beginning of the first se- 
mester likewise brings us a very 
good volume in sales of office sup- 
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It is rather difficult completely 
to cover the various problems 
that arise in a business of this 
sort, because we do seventy-five 
per cent of our total year’s vol- 
ume within a period of four 
weeks. Obviously, such a pro- 
gram requires operating at maxi- 
mum efficiency during that time. 
In order to handle this volume, 
we plan to use one clerk to every 
two feet of counter space. This 
gives us as near to the maximum 
efficiency as we have been able to 
obtain to date. 

Despite this efficiency, an op- 
portunity for improvement in 
salesmanship results from the 
peak periods. Our sales people 
are so busy trying to fill the im- 
mediate needs of the customers 
that they cannot take the time 
to get as Many plus sales as they 
should. 

There is one phase of merchan- 
dising in the college store which 
I am convinced can be developed 
to a marked degree and that is 
the use of open display. This, 
however, requires a great deal 
more space than the average col- 
lege store has available. I would 
like to hear from anyone who 
can furnish any genuinely satis- 
factory solution to this trouble- 
some problem. 


Lines Pushed 
al Udeles P. srinds 


plies. Faculty members then start 
the new semester with a new set 
of files and they usually need a 
number of other items for their 
offices. 

After the big rush in the early 
part of the first semester, business 
becomes steady. During this period 
we usually spend a great deal of 
effort promoting the sale of spe- 
cial items. We solicit office supply 
business, and feature novelties, 
stationery, greeting cards, and 
gifts. During the football season 
we sell Many souvenirs, pennants, 
and other appropriate things. 

On November 15, we begin fea- 
turing Christmas gift items. This 
is a very good season for us but 
we must start early and finish 
early, as the students leave the 
campus about four or five days 
before the holiday. 

After the Christmas vacation, 
business is usually slow. The stu- 
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Glass Show Cases Plus Open Displays 
Stimulate the Impulse to Buy in the 
University Supply Store, University, Ala. 


dents are then very busy prepar- 
ing for mid-term examinations. 
When the examinations start we 
do a substantial business in sup- 
plies essential in taking the ex- 
aminations. 

The second semester begins 
after the mid-term examinations, 
and business is again good. After 
the second semester rush is over 
we feature supplies and gifts. 
These include special gifts for 
St. Valentine’s Day, Easter, Moth- 
ers’ Day and Fathers’ Day. 

The second semester of the reg- 
ular term is usually over about 
May 25, and summer school starts 
about June 10. For the period of 
about two or three weeks there is 
no business at all. 

The summer school business 
usually lasts from June 10 to Au- 
gust 25. We have less than half 
as many students here for sum- 
mer school as we have in the reg- 
ular session, so business is a great 
deal slower. During the summer 
period we try to offset this by 
devoting considerable time to so- 
liciting office supply business. Of 
course we are then also making 
preparations for the big rush at 
the opening of the fall term. 

We feature school supplies and 


office supplies in our show win- 
dows the first two weeks of school, 
stationery the next week, and then 
rotate the merchandise of the 
other departments through the 
term. 

When we get a special item we 
usually give it extra attention by 
displays in the store and window, 
and through suggestions made by 
our sales people. We also endeavor 
to display every item that we 
carry, and urge the staff to sug- 
gest things to meet possible needs 
or appeal to the fancy. 

Our school and office supply de- 
partment renders the students 
and faculty many services. These 
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include the free use of a public 
telephone, a package wrapping 
service, the convenience of a tele- 
graph branch office, and the 
source of supply of postage stamps 
and bus tickets. We cash checks, 
provide a handy pencil sharpener 
and a bottle of ink for refilling 
fountain pens, supply blotters, and 
help the students and faculty by 
other means. 

Every person connected with the 
store is expected to make it as 
convenient for the students as 
possible. Our policy is to serve 
them in every reasonable way, so 
they will make our store their 
headquarters. 


Layout and Staff Flexibility Essential 
Methods of Mecting Peal Fe . , ee | éF oF, 


HE Indiana University Book- 

store opened at its first loca- 
tion on the top floor of Wylie Hall 
in 1890. From this small begin- 
ning in a classroom, it has ex- 
panded until it now occupies three 
floors in the East Wing of the In- 
diana Memorial Union building, 
located on the campus. 

The Bookstore’s present location 
was opened to the public in April 
1932, after many years of planning 
and study of store layout by Ward 
G. Biddle, then manager and now 
comptroller of the University. Due 
to the peaks in business with 
which a college store is confronted 
three or four times each year, it 
is necessary to have a _ layout 
which can be expanded to accom- 
modate an increase both in mer- 


By H. W. JORDAN 


Manager, 
Indiana University Bookstore, 
Bloomington, Ind. 





MR. JORDAN 


chandise and number of sales 
people. We have found that with 
our layout we are able to meet 
these peak situations with relative 
ease. 

The main floor, as shown in the 
accompanying sketch, is divided 
into three general sections. The 
east side contains student sup- 
plies, university souvenirs, type- 
writers, athletic apparel, candy, 
tobacco and magazines. The cen- 
ter section includes fountain pens, 
jewelry, and stationery. And the 
west side includes the textbooks, 
art supplies, greeting cards, and 
gifts. 

Because of the various require- 
ments of the many departments 
in a university, it is necessary for 
a college bookstore to handle a 
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wide range of merchandise. A defi- 
nite attempt is made to segregate 
these items in such a manner that 
they will be easily accessible to the 
customer and also grouped with 
related merchandise. The arrange- 
ment also tends to distribute the 
traffic evenly throughout’ the 
store. The center showcases divide 
the traffic to the east and west, 
with a portion of the crowd as- 
cending the main stairway imme- 
diately behind this group of show- 
cases. 

This stairway leads to the mez- 
zanine, which houses the Fireside 
Bookshop, a popular spot for cus- 
tomers where they may either 
rent or buy the latest trade books. 
Traffic through this department 
has been increased by the month- 
ly art exhibits which are shown 
in the galleries adjoining the Fire- 
side Bookshop. Traveling exhibits 
are shown here continually and 
visitors will always find many 
people making use of the lounge 
facilities provided in the galleries. 

On each side at the foot of the 
main stairway, display tables are 
placed, which tie in with the mer- 
chandise shown in the front win- 
dows located on each side of the 
main entrance. The main office is 
located at the rear of the store 
and offers charge accounts and a 
check cashing service. 


Ground Floor Provides 
Overflow Space 


The ground floor of the Book- 
store is reached by the stairway 
in front of this office. The Uni- 
versity Ticket Office, Branch Post 
Office, Lost and Found Depart- 
ment, and a large sales room are 
located on this floor. The sales 
room acts as a safety valve for 
peak seasons. For example: all 
apparel is sold here in the fall, 
because of the large demands in 
this department when new stu- 
dents arrive. At Christmas time 
the enlarged greeting card and 
gift wrap departments are ar- 
ranged here. It is also used as a 
room for distributing academic 
apparel at commencement time. 

The receiving room and main 
stock rooms carrying the surplus 
of merchandise are located on the 
ground floor. From here the stock 
is transferred to the emergency 
stock rooms on the main floor. 
With this system of layout a sales 
person can serve his customer 
without leaving his station, inas- 
much as there is the front stock 
which is supplied by the emer- 
gency stock room immediately be- 
hind his department. 


Large orders for merchandise 


are placed in April and May pre- 
ceding the fall opening and are 
shipped beginning July 1. The 
shipping instructions spread over 
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a two months’ period, so the mer- 
chendise can be arranged in the 
various stock rooms without diffi- 
culty. 


With the amount of selling 





Looking Down One of the Two Principal Aisles from the Main Entrance Toward the 
Business Office of the Indiana University Bookstore, Bloomington, Ind. 
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MAIN 
ENTRANCE 


Floor Plan of the Indiana University Bookstore. By grouping related merchandise 
and allocating demand merchandise to different parts of the store, traffic flow 


during peak periods is facilitated. 


Note the several cash registers conveniently 


located, and the emergency stock rooms which are used during rush seasons. 
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Space which we have, we are able 
when business is at its lowest to 
completely “cover” the main floor 
with only three sales people. How- 
ever, at peak times we have in- 
creased this number to sixty with- 
out any overcrowding of the aisles. 
Four cash registers are so ar- 
ranged on the main floor that 
each department can be serviced 
without any difficulty. 

The wall cases on each side con- 
tain drawers and cabinets for 
merchandise. Immediately above 
are attractive display cases, indi- 
rectly lighted. These displays are 


changed weekly, as are the other 
showcases and the outside win- 
dows. 

Attractive displays, high quality 
merchandise, and clean goods are 
among the reasons for the large 
volume of business transacted in 
this store. The counters are kept 
free of merchandise, except for 
small group displays allowing each 
item to stand out and Sell itself 
rather than being crowded among 
large mass displays. 

Three-fourths of the staff mem- 
bers of the Indiana University 
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Bookstore are student employes 
who are working their way 
through the university. These em- 
ployes are hired by the hour and 
become very valuable salesmen 
after receiving the special train- 
ing offered by the Bookstore. 

I believe that the success of any 
retail store is dependent upon 
having the proper merchandise 
easily accessible to the customer 
and attractively displayed. With 
this in mind we are continually 
on the alert, rearranging depart- 
ments wherever we find it advis- 
able. 


Students and Business Men Are Served 


Cited, Wen SM fo fheces; Sihals 


HE business of this college 

store, which serves the students 
of the University of Minnesota, is 
highly specialized on a depart- 
mental basis. The book depart- 
ment is operated by the Minnesota 
Book Store, while the stationery 
department is run under the name 
of Crane’s Office & School Supply 
Company. On the campus we are 
known as Crane’s Student Supply 
—‘Where Collegians Buy.” 


School and Office Supplies 
Handled to Advantage 


We find that our office supply 
business works in very well with 
student supplies, for there are a 
number of items in office utilities 
required by the students and fac- 
ulty. While the volume of busi- 
ness in these lines is not great 
enough to justify maintaining a 
stock of office supplies just for 
the university trade, this demand 
makes a profitable combination 
for our office supply business. 

The bulk of this volume is ob- 
tained by our salesmen who are 
calling on present and prospective 
office equipment customers in the 
business “loop.”’ No outside solici- 
tations are made, however, for our 
school supply business. 


Both portable and _ standard 


Part of the Seven Hundred Neo Classic 
Chairs Furnished to the New Library of 
the University of Colorado.—The Con- 
tract was handled by the W. H. Kistler 
Stationery Company, Denver, Colo. 


By JOE CRANE 
Crane’s School & Office Supply Co.. 
Minneapolis, Minn. 


¥ 


typewriters are included in our 
line. Our scope of service also 
covers typewriter repairs and ma- 
chine rentals. 

The busy seasons of the year 
naturally surround the opening 
dates of each term at the uni- 
versity. Here, at Minnesota, we 
are fortunate in that the courses 
are based on the quarter system 
and, therefore, we have three term 
openings instead of the two which 
many other schools have under 
the semester system. Also, our 
summer school has two openings 
instead of one. 

In preparation for these sea- 


Pondiedl in ive 


sons, contact is made with many 
of the professors, from whom we 
secure information for specialized 
materials needed for the different 
courses. Successful selling of a 
great number of school supplies 
depends largely upon the infor- 
mation one can secure from the 
professors or instructors. The gen- 
eral school supply lines are 
stocked up for these terms in ac- 
cordance with the sales experi- 
ences of the previous years. 

Sales are heavier in the fall 
opening. They are less in the win- 
ter opening, and again smaller in 
the spring opening. The first of 
the two summer sessions is the 
better. A large drop in business 
is common during the second ses- 
sion, as there are fewer students 
in attendance and but a limited 
number of courses offered. 

In the promotion of sales, our 
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only special selling campaigns are 
held at the opening of each term 
and during the Christmas shop- 
ping period. 

Our window display schedule is 
arranged to enable us to take ad- 
vantage of the seasonal merchan- 
dising opportunities. Attractive 
displays of student supplies are 
featured during the busy term 





opening periods. At Christmas 
time gifts, stationery, and Christ- 
mas cards are offered in attrac- 
tive window trims. In between 
times we show typewriters, sta- 
tionery items, and office supply 
merchandise. 

Concerning methods of attract- 
ing trade, we advertise in the uni- 
versity daily paper, magazines, 
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college programs, etc. This is sup- 
plemented by the use of direct- 
by-mail advertising. We maintain 
a mailing list made up from the 
student address book, with the 
help of names we acquire from 
stationery orders, typewriter sales, 
service, and machine rentals. 
All our over-the-counter busi- 
ness is conducted on a cash basis. 


fi: Merchandising Suggestions From 









Attractive Home of the Campus Supply Store, Kent, Ohio. 


ITUATED adjacent to the 

beautiful vzrounds of Kent 
State University, at Kent, Ohio, 
the Campus Supply Store handles 
almost everything the students 
and faculty need in supplies, ex- 
cepting their text books, which are 
sold by the university. 

We handle portable typewriters 
with more or less success, and 
have the agency for two leading 
makes of these machines. We do 
not carry the standard size ma- 
chines, however. The _ portables 
are offered both for sale and rent. 
Our rental charge is 25 cents a 
day, $1.00 per week, or $3.00 per 
month. With proper sales effort, 
we are able to turn many of these 
rentals into sales. This gives us a 
fair turnover on the machines and 
enables us to keep new machines 
on hand most of the time. 


A Few Result-Getting Ideas 


Among the items with which we 
have done unusually well is the 
composition duplicator. Our pur- 
chase of these duplicators last 
year amounted to 140 units, with 
a corresponding number of cans 
of refill. This business is possibly 
peculiar to our particular type of 
school, which offers a course in 
the training of teachers. 

Slide rules in the cheaper grades 
sell well for us, along with some 
drawing instruments, triangles, 
drawing boards, and curves. These 
are used in the engineering 
courses at the university. 

Small office equipment sales are 


limited to items used by faculty 
members and the offices of the in- 
stitution. 

We have had a lot of success 
with our engraving machine, us- 
ing it to engrave stationery, foun- 
tain pens, and other articles. As 
a sales promotion stunt, we en- 
grave a box of stationery each 
month with the initials of some 
person attending the university. 
This is placed in our window with 
a sign inviting the individual 
whose initials correspond to those 
on the box of paper to come in 
and get it, free. We have found 
that this idea produces a great 
deal of interest and good-will ad- 
vertising. 

Greeting cards have likewise 
proved a very good line for us. 
They are profitable and are a 
means of increasing the _ store 
traffic. Our branch post office, 
which provides the students with 
convenient mailing facilities, 
serves the same purpose. 

Our pricing policy is to keep our 
resale prices as reasonable and at- 
tractive as possible. It is very 
hard to convince the students 
that our prices are as low as those 
of the chain stores, but we have 
tried to do a job on this. We fre- 
quently check the prices at the 
downtown stores. In several in- 
stances, we have had our suppliers 
furnish us with specially packed 
merchandise to enable us to com- 
pete with the five and ten cent 
stores. 

For example, we sell a special 


Successful Experience 


By COL. R. L. DONAGHY 


Campus Supply Store, 


Kent, Ohio 


packing of 3x5 file cards, 125 
count, priced at ten cents. We 
have found that we can do this 
and still maintain a very nice 
margin of profit. School supply 
stores in other communities may 
adopt this suggestion to advan- 
tage. 

Our advertising is coordinated 
with the university activities and 
the season—including the weather. 
Incidentally, ear muffs were very 
popular here last winter, and we 
featured them in a window dis- 
play and newspaper advertising. 


Successful Mailing Piece 


A mailing piece which has pro- 
duced some very fine results for 
us is a letter of welcome sent to 
each newly registered freshman at 
his home in the early fall. The 
message appears on a four-page 
letterhead supplied by one of the 
portable typewriter manufactur- 
ers. On the inside are advertise- 
ments of the company’s two lead- 
ing models. The text of one of 
these letters to new students is 
reproduced in connection with 
this article as a suggestion to 
those who may be interested. 

We endeavor to tie our store in 
with the activity interests of the 
students, and the windows are 
trimmed accordingly with both 
appropriate and seasonable mer- 
chandise. We make a special point 
to arrange store displays to stress 
at the point of sale the goods 
shown in the windows. We find 
that our interior displays deliver 
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twice the punch when coordinated 
with our window advertising, and 
vice versa. 

Our biggest job is to get ready 
for the opening of each semester, 
with a proper stock of merchan- 
dise. To have sufficient stock on 
hand of the right merchandise to 
take care of the demand at these 
periods is a real problem in itself. 
We try to keep records of various 
items sold at the semester open- 


ings and at the various special 
sales seasons, to guide us in our 
buying. 

Contrary to what might be ex- 
pected, we do not have the prob- 
lem of students loafing in the 
store. We find that by running a 
nice store, well lighted and prop- 
erly manned, the students respect 
it and they act as ladies and gen- 
tlemen when treated as such. A 
couple of years ago we completely 
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refixtured our store, and put al- 
most everything under glass. It is 
equipped with very fine illumi- 
nated wall display fixtures and’ 
ample glass show cases, which are 
also lighted. 

We try to operate a good store 
at fair prices and to treat every- 
one courteously. Our customers 
are expected to treat us in the 
same manner, and they do this to 
a gratifying degree. 


= 


LETTER OF WELCOME TO NEW STUDENTS 


CAMPUS SUPPLY STORE 
104 South Lincoln Street 


Dear Freshman: 


Kent, Ohio 


We are certainly glad you have decided to come to K.S.U. to get your 
college education. You will find it a very wonderful university, with a beau- 
tiful campus, fine buildings, and a faculty which is anxious and willing to help 


you get the most out of the time you spend here. 


We, too, wish to welcome you and tell you about our place in your coming 
college life. We have the student supply store right next to the campus, 
where you will find most everything you need in the way of supplies, except 
the text books which are sold by the University. We have a branch post- 
office in our store, where you can mail your letter and packages without 
carrying them down town. We will be glad to cash your checks (after proper 
identification, of course) and we sell the note books, fillers, stationery, foun- 
tain pens and pencils, gym suits, shoes, etc., which you will need. 

We are here to serve you, and one of the first things you should do after 
arriving in Kent is to come into our store and get acquainted with our 
manager, Miss Gallaway. She will be only too glad to help you in anyway 


she can. 


This store depends on the students for its trade, so you may rest assured 
that we will be only too glad to see you, make your acquaintance, and serve 
you to the best of our ability. 

We will be looking for you in a few days, and you will come knowing 
that you have a friend here if you want one. 
and a desk blotter for you, on which there will be no charge. But, as the 
supply is limited, we ask you to bring this letter to the store with you and 
exchange it for them—so we will be sure everybody will get the book cover 


and blotter reserved for him. 


Also we have a book cover 


Yours very truly, 


CAMPUS SUPPLY STORE 


Roy L. Donaghy 


College Store Convention in Chicago 


(Other officers pictured on frontispiece, page 12) 


EATURED by an attractive exposition 

of merchandise and a series of well- 
balanced meetings, the annual conven- 
tion of the National Association of Col- 
lege Stores was held at the Palmer House 
in Chicago, April 22 to 25. 

The convention was called to order on 
Monday (22nd) by President James J. 
Ritterskamp, Jr., who sprung a surprise 
on the assembled delegates and their 
ladies when he unexpectedly called to the 
speakers’ table, Charles P. Garvin, gen- 
eral manager of the National Stationers 
Association. Mr. Garvin’s appearance, 
however, was preceded by an address of 
welcome delivered by Convention Com- 
mittee Chairman Harry Chumley. 

Mr. Garvin spoke only briefly and told 
his listeners of just completing a 13,000 
mile trip across and around the country 
to attend regional meetings of the N.S.A. 
He told the delegates that the object of 





J. O. LOTT 


Executive Secretary 


every book and college storekeeper is to 
make a living and “Keep democracy 
working.” This, the speaker said, was a 
job—maintaining democracy—the book 
and college man could do better than the 
Stationer because, by the nature of his 
busines, he daily came in contact with 
young men and women who are prepar- 
ng to go out into the world soon on their 
own behalf. He ended by reading an 
amusing description of the requirements 
of a salesman. 

Following a brief address on the activ- 
ities of the association and a summary of 
the organization’s work during the past 
year by Executive Secretary J. Oliver 
Lott, the next speaker was introduced 
as Ray V. Schumacher, National Blank 
Book Company. He spoke on “Manufac- 
turer-Dealer Cooperation for Greater 
Sales.” 
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Mr. Schumacher said it was, always had been and 
always will be the object of reliable manufacturers 
to cooperate to their fullest extent with dealers. But, 
he explained, a great deal depended on the dealer. 


“There are dealers today who get up and do some- 
thing when they feel something should be done,” the 
speaker declared, “while there are others who prefer 
to sit back and pass judgment. The dealer who is 
progressive and wants to get ahead knows that the 
reliable manufacturer of goods he, the dealer, wants 
to sell will help out in every way. 

“He knows the reliable manufacturer takes display 
space at these conventions, that he extensively adver- 
tises his products where the public can see and read 
about them. He Knows the advertising program is to 
raise sales.” He added, the manufacturer spends a con- 
siderable amount of money on window displays, letter 
inserts, blotters, etc., all of these items being placed 
at the disposal of the dealer. 

Before the morning session ended the visitors were 
shown a motion picture recently produced by the 
United States government and entitled “Know Your 
Money.” This movie was manufactured for the pur- 
pose of telling storekeepers and business men how to 
detect counterfeit money when they come in contact 
with it. 

Other speakers and their subjects on the program 
included: John Y. Beatty, editor of The Rand-McNally 
Bankers Monthly, “The Customer’s Interest in Mod- 
ern Merchandising”; Harold W. Jordan, Indiana Uni- 
versity Bookstore, “The Second Survey of College 
Stores”; Mason Smith, Marshall Field & Company, 
“Some of Today’s Problems in Retailing”, and R. E. 
Lucas, Missouri Stationery Company, “Membership and 
the Development of the District Plan.” 

The exhibition held on the fourth floor of the Palmer 
house, was well attended throughout the entire con- 
vention and contained nearly seventy booths. Among 
those exhibiting their products were the following 
companies, products shown and the men in attend- 
ance: 


Acco Products, Inc., Long Island City, N. Y.—Fasteners, folders, covers 
punches, clamps and paper clips. William J. Boyd and Walter Joyce 


G. J. Aigner Company, Chicago.--School indexes, desk pads, index tab 
bing, celluloid envelopes, et« Elmer Krumwiede 

American Lead Pencil Company, Hoboken, N. J.--Several grades of 
pencils featuring the Venus line 

Blackwell-Wielandy Company, St. Louis, Mo. This firm was represented 
by Godfrey Hartnell showing Wire-O notebooks, fillers, binders and col 
lege stationery. 

Buckeye Ribbon & Carbon Company, Cleveland, Ohio. Typewriter ribbons 
and inked ribbons for other office machines, carbon papers, duplicating 
inks, stencils, non-drying modeling clays in all colors and steel pencil files 
with hangers 

Charles Doppelt & Company, (hicag: Leather goods, zipper ring binders, 
brief cases, zipper envelopes and utility kits Charles Doppelt, G M 


Kraker and M. M. Hirsch 


“ 


Acco Products, Inc. 118 Dick, A. B., Co. 83 
Acme Visible Records, Inc. 97 Ditto, Inc. 167 
Adams, Henry T., Mfg. Co. 198 Domore Chair Co., Inc. 174 
Aigner, G. J., Co. 175 Doppelt, Charles, & Co. 191 
Allen & Co. 197 Fritz-Cross Co., The 170 
Allen Calculators Inc. 158 Fulton Specialty Co. 192 
Allen-Wales Add. Mach. Corp. 202 General Fireproofing Co. 88-89 
Allied Carbon & Ribbon Co. 20 Globe-Wernicke Co. 157 
All-Steel-Equip. Co. 131 Guide System & Suppiy Co. 138 
Alma Desk Co. 183 Gunlocke, W. H., Chair Co. 143 
Amer. Autmtc. Electric Sales Co. 175 Harding, Milo, Co. 191 
American Photo Laboratories 186 Harriman-Welts Products Co. 200 
Amer. Writing Machine Co. 113 Harter Corporation, The 128 
Art Metal Construction Co. 119 Heyer Corporation, The 205 
Art Steel Co., Inc. 154 Hiaains, Chas. M., & Co. 179 
Atlas Duplicator Supply Co. 1§2 High Point Bd. & Chair Co. 165 
Autmtc. File & Index Co. 173 Hilco Corp. 120 
Bentson Mfg. Co. 182 Hunt, C. Howard, Pen Co. 170 
Bright Chair Co. 166 Imperial Desk Co. 171 
Brown-Morse Co. 700 Imperial Methods Co. 142 
Buckeye Ribbon & Carbon Co 193 Indiana Desk Co. 184 
Clarotype Co., The 199 ink Specialties Co., Inc. 180 
Codo Mfg. Corp. 193 Inter-State Ribbon & Carbon Co. . 202 
Columbia Rib. & Car. Mfn. Co. 7 Invincible Metal Furniture Co. 149 
Columbia Stee! Equipment Co 151 Jasper Chair Co. 108-112 
Corry-Johnstown Mfa. Corp 147 Jasper Office Furniture Co. 145 
Cramer Posture Chair Co. 194 Jasper Seating Co. 19! 
Crown Ribbon & Carbon Co 20) Johnson Chair Co. 183 


Here Endeth the School Equipment and Supplies 
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Eagle Pencil Company, New York and Chicago.—Eagle lead pencils and 
mechanical pencils for every use 

Eastern Tablet Corporation, Albany, N. Y.—Writing tablets, pads, note- 
books, Mult-o ring loose leaf sheets, etc. Clarence H. Mills and Morris 
David. 

Ellingsworth Manufacturing Company, Chicago._-Duo-Tang report covers, 
desk work distributors and portfolios, Carl W. Ellingsworth and Grenville 
Davis. 

Esterbrook Pen Company, Camden, N. J.—Complete line of fountain pens 
and writing points. 

Finch & McCullouch, Aurora, Ill—The Memory Masterpieces line of 
calendars and desk sets, and other types of calendars. W. L. MeCullouch, 
G. W. Reinhardt, E. Grennan. 

Gregg Publishing Company, Chicago.—Spiral composition and memo books, 
stenographic books, ring book fillers, plain and ruled pads, typing paper, 
index cards, sketch books and fountain pens. W. Gregg Fry and Irving 
J. Agins, 

Charlies M. Higgins & Company, Inc., Brooklyn, N. Y.—Full line of Hig- 
gins inks, pastes, mucilages, ete. Harry Tehan. 

Marks Manufacturing Company, Chicago.—Several models of office lamps 
and student lamps in all sizes and types. G. A. Marks and 8. N, Tobor. 

Frank Mashek & Company, Chicago.—Ring binders, portfolios, secretary 
cases and other leather goods products. 

National Blank Book Company, Holyoke, Mass.—Ring books, ringfolio 
covers, fillers, subject indexes, law record books, tumbler wireboard note- 
books, ete. A. E. Farr, R. P, Towne, R. V. Schumacher, T. H. Hanson, 
J. P. Hawker and L. Rose. 

National Brief Case Manufacturing Company, Chicago.—Brief cases, note- 
books, portfolios and other leather goods items. 

Osborn Paper Company, Marion, Ind.—Loose leaf binders, fillers, school 
and commercial ream papers, composition books, memo books, college seal 
package papers and envelopes, ete. J. A. Osborn. 

The Parker Pen Company, Janesville, Wis.—Fountain pens, mechanical 
pencils, desk sets and Quink, the Parker writing fluid. George W. Whiteside. 

Remington Rand, Inc., Buffalo, N. Y.—Remington portables featuring 
the Quintuplet educational keyboard with which can be written eight 
languages. J. H. Schroeder, M. A. Kansteiner, J. M. Hackney, F. M. 
Echoff and R. C. Bushnell. 

Rytex Company, Indianapolis, Ind.-Social printed stationery in many 
styles and sizes. M. J. Hammel and Harry J. Dettra. 

Sanford Manufacturing Company, Chicago.—Penit ink for all fountain 
pens, blue black inks for administrative offices, adhesives, etc. C. W. 
Lofgren and R. P. Carpenter. 

W. A. Sheaffer Pen Company, Fort Madison, lowa.—A complete line of 
Sheaffer products including fountain pens, pencils, ensembles, erasers, Skrip 
Grip, leads, liquid pastes and mucilage and Para Lastik. Grant Olson. 
Ned Fish, Graham Orr, W. W. Garrison, Thor Gardner and Richard 
Mulhaupt 

Smead Manufacturing Company, Hastings, Minn.—A complete line of 
filing supplies and equipment and a series of modern files. 

Stein Bros. Manufacturing Company, Chicago, Ill.—Line of zipper ring 
binders, brief bags, brief cases and student zipper portfolios. These 
products were in genuine top grain cowhide, split cowhide and artificial 
leather. E. R. Manning, E. B. Mason, E. B. Stein and Seymour Cohen. 

Swan Bindery Company, Chicago.— Loose leaf binders, photo albums and 


scrap books 
Trussell Manufacturing Company, Poughkeepsie, N. Y.—Ring books, in- 
cluding the Press-To, and Multo in many colorful bindings, memorandum 


books, Cushion-Edge books and Wire-O books. Jack Kennedy, Gene Mitchell 
and Claude Conger 

The Wahi Company, Chicago, Ill.—Fountain pens, automatic pencils, desk 
sets, ink, ete 

L. E. Waterman Company, Newark, N. J.—Waterman fountain pens, 
pencils and inks. C. L. Birmingham, 

Wilson-Jones Company, Chicago.—Loose leaf covers for student note- 
books; student bound notebooks, Zippit ring portfolios, student wallets, 
ruled pads, bookkeeping blanks, etc. George Cormack, Harry Calvin, 0. U. 
Olsen, and E, P. Tardy 

The entertainment program was equally good and 
furnished the delegates and ladies with many hours 
of fun and amusement, including sight-seeing trips, a 
baseball game, shopping and a dance. The event came 
to an official end on Thursday evening with the an- 
nual banquet. 


Section 
ugh such merchandise 

Leopold Co., The 176 Royal Typewriter Co. 2ns 
Lyon Metal Products, Inc. 122 St. Johns Table Co. 73 
Macey Co. 168 Shaw-Walker Co. 114-115 
Manifold Supplies Co 84 «= Sheaffer, W. A., Pen C. 93 
Mashek, Frank, & Co. 195 Shepherd Chair Co. 198 
Metal Office Furniture Co. 100 Sheppard, C. E., Co. 190 
Meyer & Wenthe 195  Shipman-Ward Mfg. Co. 125 
Michigan Desk Co. 174 Sikes Co., Inc. : bi) 
Mimeograph, The 83 Smith, L. C., & Corona Typewriters 

Mittaq & Volger, Inc 171 Inc. 85 
Murphy Chair Co. 160-161 Speed Key Mfg. Co. 199 
Nat'l Brief Case Mfg. Co. 162 Speed-O-Print may pee é set 
Nat'l Vulcanized Fibre Co. 201 Stationers Loose Leaf Co. aoe 
New Indiana Chair Co. 184 wate nf vd ee c 117 
Old Town Rib. & Carb. Co. 9 er ne ae gg 0. ia. 
Pacific Cb. & Ribbon Mfg. Co. 155 Toledo Metal Furniture Co. 146 
Peerless Key-Imperial Mfg. Co. 148 Trussell Mfq. Co. ial 
Peerless Steel Equip. Co. 177 Underwd. Elliott-Fisher Back Cover 
Phillips Process Co. 199 «YS. Tw. Ribbon Mfg. Co. 194 
Pronto File Corp. 132, Van Dyke Industries 98 
Regal Typewriter Co. 164 Varat, Murray Co. 20! 
Reliable Tw. & A. M. Corp. 198 Victor Adding Machine Co. 1% 
Remington Rand Inc. 140 = Victor Safe & Equipment Co. 200 
Rex-O-Graph Inc. 177 Webster, F. S., Co. 2 
Rishel, J. K., Furn. Co. 169 Webster-Chicago Co. 181 
Rockwell-Barnes Co. 101 Weis Mfq. Co. 103- 104-105-106 
Royal Metal Mfg. Co 163 Yawman and Erbe Mfg. Co. 124 
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A large pair of shears was the key with which Mayor Tobin of Boston officially opened the New England Business Show in 
Mechanics’ Hall last month. Above Mayor Tobin, with Frank E. Tupper, president of the National Business Show Company 
beside him, stands ready to snip the tape while the crowd stands behind him, awaiting admittance. 


BOSTONIANS CROWD NEW ENGLAND 
BUSINESS SHOW 


Govern or 


N one of the exhibition halls of 
i the Mechanics’ building in Bos- 
ton, Mass., fifty-five of the indus- 
try’s leading concerns, collaborat- 
ing with the National Business 
Show Company, presented to New 
England business people a repre- 
sentative showing of office equip- 
ment, machines and_= supplies. 
Boston was there at the opening 
gun at 1:00 p.m. on Monday, 
March 25, and stayed until the 
lights went out on Friday evening, 
March 29. At ten o’clock Friday 
night, the demonstrators were as 
busy as they were any time dur- 
ing the week 

Mayor Maurice J. Tobin of Bos- 
ton and his retinue were at hand 
to cut the tape to declare the 
show open for visitors. The cere- 
mony was especially symbolic of 
the business show, for every ar- 
ticle on the fioor was devised for 


the purpose of cutting the red 
tape of business procedure. The 
mayor was enthusiastic as he 
made a quick trip around the 
show, expressing his gratification 
that sixteen of the firms exhibit- 
ing were New England concerns 
That Boston’s mayor was good 
copy was indicated by the bril- 
liant flashes of photographers 
wherever he turned. 

Tuesday was “Governor’s Day” 
and Governor Saltonstall of Mas- 
sachusetts honored the show with 
his presence. His Excellency evi- 
denced considerable interest in 
the show, in the manufacturers 
and in their products. As the 
flashlights boomed about him, he 
listened intently to demonstrators 
while they put their products 
through their paces. Compliment- 
ing Frank E. Tupper, president of 
the National Business Show Com- 


om Mayor { Jest Big Exposition 


pany as he left, he added, “New 
England actually has come back, 
though personally I felt it never 
went very far away. I am happy 
to see such evidence of increasing 
prosperity and business solidarity.” 

The weather, always a factor in 
determining the attendance, was 
generally reasonable, although the 
first two days no one was quite 
certain what might happen next. 
It was apparent that the people of 
Boston and the surrounding areas 
have become quite used to that 
uncertainty, at least as far as 
their determination to see the 
show was concerned. From a brisk, 
blustering beginning the week 
ended in a mild, gentle spring 
shower 


Visitors Display Interest 


The daily press was especially 
helpful in arousing and keeping 
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the interest instigated by the 
timely and persistent efforts of 
the show management in codpera- 
tion with the exhibitors. Many a 
demonstrator spoke of the keen 
interest of the visitors, who were 
courteous and attentive. That 
cold, indifferent, “what-do-I-care” 
glance that cools the ardor of the 
most conscientious demonstrator 
was conspicuous by its absence. 
Truly Boston business people were 
keenly interested in their business 
show. As a natural consequence, 
exhibitors were jubilant over their 
foresight in having a part in the 
event. The most frequent com- 
plaint heard was that the boys 
were so busy they weren't able to 
get a breathing spell. Several told 
of calls they made at the insis- 
tence of visitors in the morning 
hours when most of those who 
were at it from one to ten would 
have preferred to have rested. 
However, complaints of that cate- 
gory come under the heading of 
blessings. 

The exhibition hall was attrac- 
tively bedecked with draperies 
and bunting. The exhibits pre- 
sented a careful and judicious use 
of all the pleasing trends of mod- 
ern display. The layout of the 
show was such as to provide the 
maximum ease for the crowds to 
wander about at will or “to do” 
the show systematically aisle after 
aisle. Individual exhibitors are to 
be complimented highly on tke 
effective use they made of their 
displays. They provided ample 
room so real crowds could gather 
around their demonstrations with- 
out running the hazard of falling 
over other parts of the exhibits. 
The appearance of the show bore 
the unmistakable stamp of that 
experienced and able showman, 
Mr. Tupper, and his associates. 


UNUSUAL SLANTS AT THE NEW ENG- 
LAND BUSINESS SHOW IN BOSTON. 
—(Top left) Governor Saltonstall of 
Massachusetts visits Dit and To. The 
Ditto twins “Dit” and “To” are Elaine 
and Eileen MacNeil. (Upper right) C. H. 
Prentice, Boston manager, Underwood 
Elliott Fisher Company; Vida K. Carey, 
sister of Marie L. Carney, author, dis- 
cussing some parts of the latter's book, 
“The Secretary and Her Job.” (Lower 
left) Left to right, Dorothea B. Dubois, 
Dennison Manufacturing Company; 
Dorothy May Sinton, Employers’ Group; 
Adelia M. Spear, Dennison Manufac- 
turing Company. (Lower right) Mayor 
Tobin of Boston chats with H. P. Elliott 
in the Elliott Addressing Machine Com- 
pany’s booth. 


Once more the office equipment 
industry demonstrated conclu- 
Sively to the business world that 
the industry was able to cope with, 
and even anticipate, their busi- 
ness problems—that gradually, yet 
surely, the inventive genius of this 
industry is routing that eternal 
bugaboo, error, and eliminating 
the costly red tape that impedes 
the natural progress of business. 
In fact, the advances made in the 
few short years the business has 
been known as an entity have the 
ring of a fairy tale. To observe 
how systems, machines and sup- 
plies have been so combined as to 
handle the most complex types of 
business procedure is a revelation 

an accomplishment to which 
every Man and woman working in 
this industry has made important 
contributions and for which he 
and she should have justifiable 
pride. 

The office equipment industry 
continues its streamlining of busi- 
ness. That manufacturers in this 
field are conscious of the effect of 
eye-appeal in the acceptance of 
their products is demonstrated 
anew. Though efficiency is and 
must be the vital factor of con- 
sideration in the production of 
anything in this field, eye-appeal 
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does much to smarten up the 
business home and to produce 
that inherent pride of possession. 
The use of color is stimulating. 
Designing is now patterned on the 
very latest lines of the moment. 
Machines are being “cleaned up” 
and fully encased, their sound in 
operation is being radically re- 
duced—their efficiency is being in- 
creased tremendously. So year by 
year the industry steps out ahead, 
showing business how it can oper- 
ate more efficiently with speed, 
speed and more speed the domi- 
nant note. 

Speed writers displaying their 
wizardry on their typewriters were 
always surrounded by an eager 
and wholly appreciative audience. 
The mechanical efficiency of their 
flying fingers, coupled with their 
complete concentration, enabling 
them to typewrite at high speed 
and answer questions from the 
onlookers, made a hit with the 
crowds. It was a most interesting 
display of human abilities. Albert 
Tangora in the Royal exhibit and 
George Hossfield in the Under- 
wood display were the speed writ- 
ers that “packed them in.” In the 
International Business Machines 
Corporation booth an _ operator 
made a dramatic presentation of 





et a a ee oe ee en EES LY 


ee 














Thorp & Martin Co. 

2. Royal Typewriter Co., 
Inc. 

3. Dictaphone Sales Corp. 

4. International Business 
Machines Corp. 

me Postage Meter Co. 


the uniformity of her touch on an 
electric typewriter. A small glass 
of water was strapped on each 
wrist and the operator typed at 
high speed with hardly a ripple of 
the H:O. This stunt seemed to im- 
press people no end. 

The Ditto twins, the Misses 
MacNeil from one of Boston’s sub- 
urbs, well publicized by the press, 
were the center of much interest. 
Dit and To as they were known, 
attained real efficiency on the 
Ditto copying machines. 

The Dictaphone transcription 
speed and accuracy test was also 
a highlight. Here, numerous Dic- 
taphone operators of Boston and 
surrounding areas were put 
through their paces for a solid 
hour. The concentration of these 
girls working right in the very 
midst of crowds of people was 
most enlightening. Their produc- 
tion emphasized one of Dicta- 
phone’s salient features. 

Another impressive display and 
one which occupied several booths 
in a row was that of The Elliott 
Addressing Machine Company, 
Cambridge, Mass. Here, with a 
corps of attendants and demon- 
strators on hand, was a complete 
showing of the various types and 
sizes of addressing machines man- 
ufactured by the company. The 
crowd of spectators which visited 
the display witnessed the first offi- 
cial showing of the new Elliott 
Addresserette, a hand-operated 
addressing machine which is pic- 
tured and fully described else- 
where in this issue. 


“See” Their Voices 


The New England Telephone & 
Telegraph Company had an ar- 
rangement whereby visitors could 
listen to their own telephone 
voices. One spoke into the mouth- 
piece of the hand set for a brief 
moment. The speech was trans- 
ferred to a recording machine and 
came back to the speaker in a mo- 
ment. It was interesting to observe 
the reactions of individuals to the 
sound of their own voices over the 
‘phone. This feature was part of 
a campaign conducted by this 
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Underwood Elliott 
Fisher Co. 

Monroe Calculating Ma- 
chine Co. 

Ditto, Inc. 


National Postal Meter 
Co. 
Standard Register Co. 


by Fay Foto Service) 


telephone company to teach busi- 
ness people the knack of using a 
selling telephone voice. To fur- 
ther the idea, a talking movie was 
provided for the entertainment 
and education of show visitors. Its 
title, “A New Voice for Mr. X,” is 
indicative of its character. The 
telephone voice is important to 
modern business and the company 
is performing a very valuable 
service to business in this educa- 
tional program. 

The Dictaphone Corporation 
presented a premiere showing of 
their new, amusing and instruc- 
tive talkie, “What’s an Office, 
Anyway?” Well conceived and 
well performed, the circumstances 
portrayed bring out events which 
have been a part of everybody’s 
business experience. 

Oxford Filing Supply Company 
presented everyone who passed 
their booth with a handy folder 
to carry literature they picked up 
on the tour up and down the 
aisles. It was an excellent device 
for publicizing Oxford products. 

In all the exhibits the machines, 
systems, equipment and supplies 
showed definite evidence of devel- 
opment. Some were entirely new, 
making their first bow to the pub- 
lic, such as the new Dual Selector 
Autotypist—the Cameo model Dic- 
taphone—the Rex-O-Graph liquid 
duplicator of Rex-O-Graph, Inc.— 
Pre-Pak continuous forms of At- 
lantic Register Company—Elec- 
trofile of Albany, N. Y.—Desk 
model Ediphone of Thomas A. 
Edison, Inc.—self-set decimal sys- 
tem on the Marchant calculating 
machines—the Feature loose leaf 
binder by National Blank Book 
Company—the new Omni-Meter 
postal machines by National Pos- 
tal Meter Company, etc. 

Friday evening, the winning 
contestants of the Dictaphone 
transcription speed and accuracy 
contest were presented with cash 
awards as well as emblems in ap- 
preciation of their prowess. J. W. 
Anderson, manager of the Boston 
office, made the opening speech, 
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in which he expressed the appre- 
ciation of his company for the co- 
operation of all who took part and 
congratulated all upon the splen- 
did showing they made. The ac- 
tual presentation was made by 
Edwin M. Robinson, professor of 
management of Boston University. 
The winning contestants and their 
records were as follows: 


First—Dorothea B. Dupuis, Den- 
nison Manufacturing Company, 
400.70 net lines per hour. 

Second—Dorothy May Sinton, 
employers’ group, 383.70 net lines 
per hour. 

Third—Adelia M. Spear, Den- 
nison Manufacturing Company, 
340.30 net lines per hour. 


By Friday evening at ten o’clock 
the 1940 New England National 
Business Show was _ history—a 
success from every angle. Boston 
and New England had seen a fine 
demonstration of the products 
which make industry’s “wheels go 
‘round.” Exhibitors had had a 
courteous, attentive and interested 
audience for all five days—had se- 
cured numerous leads to new busi- 
ness—had actually closed some 
business. They are to be congratu- 
lated upon their foresight and 
their industry in collaborating 
with Mr. Tupper and his asso- 
ciates in producing a show of this 
caliber in New England. Its suc- 
cess adds a new chapter in the 
long list of successes of Mr. Tup- 





OFFICE APPLIANCES 


per and the National Business 


Show. 
Thanks 


OFFICE APPLIANCES is grateful to 
Lionel G. H. Palmer for the splen- 
did General Fireproofing furniture 
used in its booth during the show 

and to the Royal Typewriter 
Company, Inc., for the loan of a 
portable—and to Harry Selig of 
Fay Foto Service, whose photo- 
graphic skill is evidenced in the 
pictures that accompany this 
story. 

The Fay Foto Service of Boston 
is to be congratulated on the 
splendid pictures taken at the 
show and which appear on pages 
54, 55, 56, 57 and 59. 


The Business Show Exhibits 


ADDRESSOGRAPH-MULTIGRAPH CORPORATION, 
Cleveland, Ohio, and Boston, Mass., demonstrated Ad- 
dressograph applications for payroll, selling, mailing, 
selecting, shipping, routing and inventory work. The 
Multigraph division displayed many of its duplicating 
and folding machines, both hand and electrically oper- 
ated. The booth was in charge of P. V. Ward, Addresso- 
graph sales agent, Boston, and Ray Dagenais, Multi- 
graph sales agent, Boston. During the week the fol- 
lowing, Advertising Manager Arthur Davis, Assistant 
Sales Manager Addressograph Division Victor Cole, 
Sales Manager Multigraph Division Harry Hitchcock, 
and Eastern District Manager Addressograph Division 
Henry Miller, were seen in the exhibit. 

ADDRESSOGRAPH SALES AGENCY, Boston, Mass. 
—(See Addressograph-Multigraph Corporation.) 

ALLEN-WALES ADDING MACHINE CORPORATION, 
New York, N. Y., and Boston, Mass.—On display were 
adding, subtracting, bookkeeping, cash register, stand- 
ard statement and Duplex models, hand and electric, 
with or without direct subtraction. Mr. Anderson was 
in charge. 

AMERICAN AUTOMATIC TYPEWRITER COM- 
PANY, Chicago, Ill., and Boston, Mass.—This display 
featured the new Dual Selector Auto-Typist, demon- 
strating its two rolls and total capacity of 400 lines of 
electrically written typewritten material. William M. 
Schutz and Walter R. Washburn were in charge. 

AMES SAFETY ENVELOPE COMPANY, Somerville, 
Mass., displayed the Ames line of special envelopes and 
file folders. In charge was A. J. Fitzgerald, district 
sales manager. 

ATLANTIC REGISTER COMPANY, Waltham, Mass., 
displayed autographic registers, “Pre-Pak’” continuous 
forms, manifold forms, etc. Howard Lewis, sales man- 
ager, was in charge of the exhibit. 

ATWELL COMPANY, THE, Boston, 
Thomas A. Edison, Inc.) 

BALIAN & CO., INC.—(See Macey-Morris Company.) 

BEAUDETTE & COMPANY, Watertown, Mass., 
showed the Multistamp line of stencil duplicators, the 
Multifolder, Rex-O-Graph liquid duplicators and Rex- 
O-Graph gelatin duplicators. Joseph Beaudette in 
charge. 

BOOLE & COMPANY, JOHN H., Boston, Mass.—A 
display of advertising specialties in leather. Brent B 
Lowe, sales manager, was in charge. 

BOSTON UNIVERSITY, COLLEGE OF BUSINESS 


Mass.— (See 


ADMINISTRATION, Boston, Mass., explained the edu- 
cational functions of the University in preparing stu- 


dents for business administration. Dean Lord was in 
charge of this exhibit. 

DEWITT & COMPANY, A. K., Boston, Mass., demon- 
strated the Electrofile, an automatic, electrical method 
of selecting cards from files. The exhibit was in charge 
of A. K. DeWitt. W. S. Burke, vice president from the 
home office in Albany, was present all week. 

DICTAPHONE CORPORATION, New York, N. Y., and 
Boston, Mass.—The complete line of Dictaphone dic- 
tating machines and accessories available for display 
and demonstration was shown. The display featured 
the new Cameo models. The Dictaphone Telecord for 
conference recording was also demonstrated. J. W. 
Anderson in charge. 

DITTO, INC., Chicago, Ill., and Boston, Mass.—The 
entire line of Ditto gelatin and liquid duplicators was 
shown, ranging in price from $3.95 to $720. These ma- 
chines were demonstrated on straight run duplicating 
work and many other varieties of work. R. R. Haskill 
in charge. F. Gregor, Jr., advertising and sales promo- 
tion manager, was in constant attendance. 

DUN’S REVIEW, New York, N. Y.—Five large panels 
presenting enlargements of five features of the maga- 
zine, published by Dun & Bradstreet, Inc. H. C. Daych, 
advertising manager, in charge. 

EATON PAPER CORPORATION, Pittsfield, Mass.— 
(See Thorp & Martin Co.) W. G. Oliver of Berkshire 
Typewriter Paper Company Division was in charge. 

EDIPHONE, THE, Thomas A. Edison, Inc., West 
Orange, N. J., and Boston, Mass.—This display featured 
the new desk Ediphone and the latest model Edison 
shaver equipped with the Edison mercury switch and 
adjustable straight edge. A. Y. Atwell in charge. 

EHRLICH UPHOLSTERY WORKS, New York, N. Y.— 
(See Macey-Morris Company.) 

ELECTROFILE, Albany, N. Y.— 
pany, A. K.) 

ELLIOTT ADDRESSING MACHINE COMPANY, 
Cambridge, Mass., showed the full range of Elliott’s 
forty different models of hand and electric and auto- 
matic feed addressers and combination addressing and 
printing machines. H. P. Elliott in charge. Tim Thrift, 
advertising manager, was in attendance. 

FAY FOTO SERVICE, Boston, Mass.—Official pho- 
tographer of the show. Harry Selig was in charge. 

FRITZ-CROSS COMPANY, St. Paul, Minn.—(See 
Macey-Morris Company.) 

HERCO ART MANUFACTURING COMPANY, Meri- 
den, Conn.—(See Macey-Morris Company.) 


(See DeWitt & Com- 
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CELEBRITIES AND VISITORS AT THE NEW ENGLAND BUSINESS SHOW IN BOSTON, MASS. 


1. Underwood Elliott Fisher officials. William F. Arnold, gen- 
eral sales manager, and Alfred Jensen, accounting machine 
division sales manager. 

2. National Business Show Company men who staged the 
show. E. O. Tupper, secretary; Frank E. Tupper, president, 
and M. H. German. 

3. H.C. Closson and W. H. Beckwith, both of the Royal Type- 
writer Company, Inc. 

4. Back row: Paul Mayor and Stanley Llewellyn. Front row: 
Miss Lillian Come, R. H. Llewellyn, R. H. Llewellyn, Jr., 
and Mrs. Hazel Adams, all! of R. H. Llewellyn Company, 
Manchester, N. H. 

5. Frank A. Nuttal, director of sales training, Postage Meter 
Company. 

6. George Sanger, Charles Reynell and A. M. Bouges, all of 
Oxford Filing Supply Company. 


HOOSIER DESK COMPANY, Jasper, Ind.—iSee 
Macey-Morris Company.) 

HUNTER ELECTRO-COPYIST AGENCY, 45 Milk 
street, Boston, Mass.—A display of portable and com- 
mercial models of Hunter Electro-Copyist machines 
which furnish photographic copies. W. Page Bates was 
in charge. 

INTERNATIONAL BUSINESS MACHINES CORPO- 
RATION, New York, N. Y., and Boston, Mass., displayed 


7. Elwood M. Davis and Charles Jenks, Postage Meter Com- 
pany. 

8. In the Thorp & Martin booth. A. B. Coelln, Wilson-Jones 
Company; W. G. Oliver, Eaton Paper Corporation; J. P. 
Dacey, Wilson-Jones Company. 

9. George L. Hossfield shows C. H. Prentice, UEF Boston man- 
ager, some speed on the Underwood. 

10. Governor Saltonstall of Massachusetts exchanges pleas- 
antries with Albert Tangora in the Royal Typewriter Com- 
pany, Inc., booth. 

1l. F. Gregor, Jr., advertising and sales manager, Ditto, Inc. 

12. A visitor from Canada. W. J. Strachan, Business Supply 
Company, Fort William, Ontario. 

13. Lew Foster, Speed Products Company; Miss D. McCarthy, 
Thorp & Martin Company; C. W. Franklin, Wilson-Jones 
Company. 


and demonstrated electric accounting machines, time 
recorders, electric timing systems, fire alarm systems, 
watchman’s systems, ticketographs, sound distribution 
equipment, all-electric writing machines. H. E. Pim, 
Boston manager, was in charge. F. Farwell, sales man- 
ager, was seen during the week. 

JASPER CHAIR COMPANY, Jasper, Ind.—(See Ma- 
cey-Morris Company.) 

(Turn to page 166, please) 
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NEW MACHINES AND DEVICES | 





NEW DICTAPHONE TRANSCRIBING MACHINE 

Given the trade name of Cameo to match that of 
the company’s recently announced dictating machine, 
a new transcribing machine has been introduced to 





_ 


THE CAMEO TRANSCRIBING MACHINE 


the business world by the Dictaphone Corporation, 
New York, N. Y. 

Streamlined and possessing balanced proportions 
characteristic of the basic Cameo design, the new 
machine is considerably smaller and lighter than pre- 
vious models and occupies only 11% by 614 inches of 
desk space and weighs less than 18 pounds. 

A number of special features and improvements are 
incorporated in the Cameo transcribing machine, in- 
cluding the Dictaphone Nuphonic reproduction, em- 
bodying all the latest principles of acoustics; a newly- 
located indicator system, new and easily operated 
volume control, tone control with Bowden wire con- 
nection, automatic voice repeater, new hearing device 
hook and cylinder ejector lever. 

i ous 
MICHIGAN’S NEW TEACHER’S DESK 

The Michigan Desk Company, Grand Rapids, Mich.., 
has recently announced a new and efficient teacher’s 
desk which is marked by several unusual features. 


The usual book rack with which the teacher’s desk 
is equipped, 
kept in 


is eliminated in the new model and the 


books are a book cabinet where they are 





THE TEACHER'S DESK SHOWING SPECIAL BOOK SECTION 
OPEN.—(Inset) The desk with the book cabinet closed. 


free from dust. The cabinet operates on a steel rail 
making for easy accessibility at the beginning of the 
day’s work. At the end of the day the cabinet is run 


back into the pedestal and by a turn of a key securely 
locked. 

The interior follows the usual Michigan construc- 
tion, providing a maximum of strength and a guar- 
antee against sticking drawers regardless of climatic 
conditions. Steel cross file card trays are available 
for the drawers which provide considerable additional 
space. Linoleum tops are available and the desk can 
be had in any of the standard woods and finishes. 
The model illustrated is 50 inches in length by 26 
inches in depth with a book capacity of from 25 to 
30 volumes. 

iia a 
NEW TELEPHONE STAND BY GF 

The General Fireproofing Company, Youngstown, 
Ohio, has introduced to the trade a new telephone 
stand for the office which has been listed as the No. 
1624T. It is an addition to the company’s No. 1600 line. 

Built without drawers, the stand is available in olive 
green, walnut and mahogany finishes. The top is of 





THE NO. 1624T TELEPHONE STAND 


Width, 24 inches; height, 
height of shelf from 


Dimensions are: 
depth, 18 inches; 


Velvoleum. 
30% inches; 
floor, 15%. 

Rounded corners and a smooth finish protect cloth- 
ing and furniture, and slightly tapered leg ends add to 
the general attractiveness of the stand. 

<= _>-o—__ 
MASTER-CRAFT’S NEW PAYROLL CHECK 

The Master-Craft Corporation, Kalamazoo, Mich.., 
loose leaf division of The Shaw-Walker Company, has 
developed a new payroll check which meets the gov- 
ernment regulations (Social Security) regarding in- 
clusion of the employe’s name on the pay statement. 
It is not necessary to rewrite or recopy the name with 
the new method, but instead all is accomplished at 
one writing. Also the earning ledger can be posted 
and the payroll summary written in the same single 
operation either on machine or hand posting equip- 
ment. Copies are available. 

*—2> 

ELLIOTT ANNOUNCES THE ADDRESSERETTE 

The Elliott Addressing Machine Company, Cam- 
bridge, Mass., has introduced to the trade a new, hand- 
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operated addressing machine under the trade name 
of the Addresserette. 

The machine, made for the use of smaller organi- 
zations such as churches, clubs, stores and offices, 
where periodical addressing must be done with the 





THE ELLIOTT ADDRESSERETTE 


least delay, is said to operate eight times faster than 
the usual hand addressing. It is equipped with a 
hopper which holds sixty-five address cards. A lever 
moves these cards, one at a time to a place directly 
beneath an inked roller and a printing handle is then 
pulled down to imprint the address on the card upon 
the envelope being addressed. 

There is an adjustable guide for feeding different 
size envelopes or paper into the Addresserette. The 
ink roller, which is kept under a dustproof cover, is 
easily and quickly re-inked directly from an ink con- 
tainer. 

The cards used in the machine are stencilized di- 
rectly on the user’s typewriter or will be addressed 
by the company at a nominal charge. Each one is 
guaranteed to print 10,000 addresses. Literature on 
the Addresserette is available to dealers on request. 


— —--e___ 


NEW BATES PERFORATOR ANNOUNCED 


The Bates Manufacturing Company, 30 Vesey street, 
New York City, has announced to the trade a new type 
of perforator which embodies several important im- 
provements over previous models. 

The new perforator is equipped with an improved 
gauge lock which secures the gauge in any position. 
Instead of two ball-bearings the new design has made 





THE IMPROVED BATES PERFORATOR 


the hardened steel plunger itself conical in shape and 
lengthened to do away with the balls. Further details 
or illustrated literature will be furnished by the com- 
pany on request. 
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INTERSTATE METAL’S IMPROVED CABINET 

The Interstate Metal Products Company, Inc., 4401 
West Ogden avenue, Chicago, has recently introduced 
to the trade a new and improved stationery cabinet 
which is listed as the No. 6693 


ee 
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Made to meet all storage requirements the cabinet 
is equipped with four adjustable shelves with adjust- 
ing grooves one inch apart. Insulated doors eliminate 
all metallic sounds and are equipped with automobile 
type handles and a three-point locking device. 

The cabinet is all steel and has a recessed, black 
japanned base for added strength. It is designed and 
constructed for office, home, school or institutional 





THE CABINET NO. 6693 


use. Colors available are brown crackle, olive green, 
walnut and mahogany grain. Dimensions are 66 inches 
in height, 24 inches in width and 15 inches in depth. 
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NEW CHAIR LINE BY GUNLOCKE 
The W. H. Gunlocke Chair Company, Wayland, N. Y., 
has announced a new line of chairs and davenports 
in which the principal feature is an outstanding de- 
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THE NO. 2280S ARM REVOLVING CHAIR 


sign by Count Alexis de Sakhnoffsky. One of the new 
pieces, the No. 2280S chair, is presented here. 

All of the various numbers are smart and attractive 
in appearance and thoroughly practical. The wood 
chairs are novel in construction; all deeply saddled 
for roomy comfort while some are trimmed in leather 
with leather-upholstered backs. All, however, are 
marked by sleek lines which blend well with modern 
desks. 

The upholstered pieces are covered with colorful 
leather to match the spirit of design with a choice of 





62 


leather covering almost unlimited. Sturdiness and long 
life have been embodied in the building of the line 
with swivel mechanisms and casters made of the best 
procurable material. 

Further particulars will be furnished by the 
pany on request. 


com- 


illest catches 
NEW CHAIR LINE BY STURGIS 

The Sturgis Chair Company, Sturgis, Mich., has an- 

nounced a new line of office chairs to fit every busi- 

ness need and to be sold exclusively through office 





FOUR NEW STURGIS CHAIRS.—(Top, L. to R.) The Nos. 300 
and 335. (Lower, L. to R.) The Nos. 375 and 350. 


equipment dealers. The four items in the series bear 
the numbers 300, 325, 350 and 375. 

All four chairs are of tubular steel with joints neatly 
and sturdily welded. The swivel chairs are equipped 
with Bassick Flotilt irons and two-inch ball-bearing 
casters and the side chairs are equipped with Bassick 
rubber cushion glides. Seats and backs are upholstered 
in genuine leather, DuPont Cavalon artificial leather 
or mohair frieze fabric over thick, rubberized, resilient 
pads. There is a wide choice of color combinations of 
upholstery and enamels, of which metallic grey with 
black genuine leather is recommended by the com- 
pany for demonstration and display purposes. 

The chairs are attractive, well balanced in design 
and comfort and are in the reasonable price bracket 


cscs lal excise 
AMES ANNOUNCES NEW TYPE CLEANER 
The Ames Supply Company, 564 West Randolph 


street, Chicago, has announced to the trade a new type 
cleaner which has been given the name of True Mark 





THE “TRUE MARK” CLEANER 


and is featured by a specially constructed applicator 

The applicator is so designed that with it the user 
is able to reach the type from every angle when clean- 
ing it. The fluid, available in full two-ounce bottles, 
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is non-inflammable and does not deteriorate or evap- 
orate while being held in stock. 

The Ames company is restricting distribution to type- 
writer dealers to whom a limited special introductory 
offer is available. Additional details will be furnished 
promptly on request to the company’s home offices. 

I 
HARDING’S STENCIL SALESMAN’S CASE 

The Milo Harding Company, 617 Commonwealth 
Annex, Pittsburgh, Pa., has recently designed and per- 
fected a new leather case for the convenience of 
stencil salesmen. The company manufactures the 
Tempo line of stencils. 

he case is made of genuine rough-grain leather for 
extra durability and has a Talon zipper running across 
the top and down one side. Slip-in handles allow the 
case to be converted into the “underarm” type when 
pushed into specially prepared sockets for conceal- 
ment. Of bellows construction, the case has sufficient 
expansion to allow the carrying of several quires of 
legal length stencils and it is also fitted with pockets 





HARDING'S STENCIL CASE 


for legal and letter size copy paper, styli, circulars, etc. 
It is nominally priced. 
Further details may be obtained by writing to the 
company at the address given above. 
ine 


IBM’S ELECTROMATIC FORMSWRITER 


The International Business Machines Corporation, 
590 Madison avenue, New York City, has announced 
to the trade its latest development in the line of office 








THE IBM ELECTROMATIC FORMSWRITER 


machines which has been named the Electromatic 
Formswriter. 

The device, described as a completely automatic 
forms-writing machine, possesses an automatic carbon 
shift which creates new accuracy and speed in the 
preparation of a wide range of important business 
documents. Every mechanical operation is electrically 


powered and controlled by light touch Key depression. 
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The machine takes up the same amount of space as 
a typewriter. 

In using the machine the operator pinches the upper 
part of the form alone (not the carbon) which auto- 
matically fits into the pinching lever and then she 
pulls it forward. When the lever is pulled forward the 
carbon automatically retracts into the next set. When 
this retraction is made—which is instantly—the oper- 
ator replaces the lever in its formal position and the 
form automatically lines up for the next writing posi- 
tion. 

Further details will be furnished by the company on 
request. 

ia —->--— ~ 


GAYLO’S “UTILITABLE” OFFICE STAND 

The Gaylo Manufacturing Company, 820 North 
Michigan avenue, Chicago, has announced a new series 
of office machine stands under the name of the Utili- 
table, of which is shown here the dropleaf model. 

Made of steel, the Utilitable provides 476 square 
inches of usable top space with leaves open. With 
leaves dropped it can be reduced to 18 by 14 inches. 
Large, easy-rolling casters are standard equipment on 
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THE GAYLO UTILITABLE 


the entire line, which includes three styles, metal top, 
padded top and upholstered top. 

Dimensions of the model shown are: height, 26 
inches; top, 18 by 14 inches; leaves, 8 by 14 inches 
each; weight, 15 pounds. Colors available are ma- 
hogany, olive green and walnut. 

+ Oo 


UNION’S NEW PAPER CEMENT DISPENSER 


The Union Rubber & Asbestos Company, Trenton, 
N. J., has recently introduced to the trade a new type 
of dispenser for its line of Best Test paper cement. 





THE BEST TEST CEMENT DISPENSER UNIT 


The dispenser is also given the trade name of Best 
Test. 

The jar is equipped with a handy grip for opening 
and closing—which is done with a quarter-turn—and 
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has a sliding brush handle adjustable to any desired 
depth, thereby keeping the bristles immersed in the 
cement to keep them soft and pliable. The sliding 
handle also prevents an excess amount of cement 
being withdrawn. The use of the dispenser also per- 
mits the cap on the original container being kept tight 
to eliminate evaporation. 

A special feature of the dispenser is that the brush, 
which is of high quality, is removable for replacement. 
The unit is of sturdy construction and is equipped 
with rust-proof parts. 
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NEW DEVICE FOR COILING PHONE WIRE 


The Huff Company, Ann Arbor, Mich., has recently 
announced a new device named the Coilette, which 





THE COILETTE IN USE 


is used for coiling the wire running from the receiver 
of a telephone to the base of the instrument. 

The model shown is known as the Coilette De Luxe, 
but the firm also makes a smaller number for upright 
telephones which is given the trade name of Coilette 
Midget. Made of music wire, the device snaps on 
easily and cannot be shaken off. When the phone is 
in use the Coilette uncoils the cord at the slightest 
pull, and recoils it automatically when the receiver is 
replaced on its cradle. The device is rubber insulated, 
cannot mar furniture or desk or interfere with service, 
and is fully guaranteed. 


me 


SUPERIOR’S VARI-LINE KIT 
The Superior Type Company, 1800 West Larchmont 
avenue, Chicago, has introduced a new, popular priced 
rubber type outfit named the Vari-Line Printing Kit, 
which incorporates a number of unusual features. 
The Vari-Line Printing Kit enables the user not only 
to set up his own copy, but also to “set up” the holder 





THE VARI-LINE PRINTING KIT 


itself; spacing the adjustable type slots in any desired 
position, or removing the individual slots entirely and 
preserving the set-up for future use. 

Fonts of type in faces other than the 12-point all 
capital Gothic font furnished with the kit are avail- 
able, as well as other colors of pads, inks, slots, type 
cases, etc. 

The kit retails for $1.00 and includes all necessary 
equipment. 

—-<-  — 


LOOSE LEAF MEMO BY MODERN ACCOUNT 
SYSTEM COMPANY 
The Modern Account System Company, Auburn, 
Ind., has recently introduced to the trade a new desk 
item named the Loose Leaf Memo. The memo has a 
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three-fold purpose in that it accommodates 3 by 5 
inch sheets, serves aS a memo pad with a smooth 
writing surface due to the fact that the top section 





THE LOOSE LEAF MEMO 


telescopes over the base as each sheet is removed, and 
serves as a paperweight. 

The Loose Leaf Memo has a solid base with rubber 
feet to prevent marring furniture and eliminate slid- 
ing. The de luxe model has a chrome-plated metal 
top section. 

The standard unit is priced to sell for thirty-five 
cents complete with 100 sheets of bond paper. Refills 
are available either plain or printed with the individ- 
ual’s name. 


NEW FOLDING CHAIR LINE BY ROYAL METAL 

The Royal Metal Manufacturing Company, 175 North 
Michigan avenue, Chicago, has announced a new line 
of folding chairs which is featured by an inverted 





THE ROYAL METAL FOLDING CHAIR 


“Y” construction and several other unusual develop- 
ments. 

Light in weight, the chair is sturdily constructed 
and has undergone a series of tests to prove its 
strength, with the result that it is guaranteed for ten 
years against breaking down or coming apart. The 
seat is extra large and properly shaped while the 
chair is non-tipping, thus adding to the general safety, 
and is free of rough edges to avoid injury to clothing. 

The chair is available with a steel seat, upholstered 
seat or shaped, tempered Masonite seat. Masonite will 
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not peel, crack or splinter and is impervious to atmos- 
pheric changes. 


ei 





NEW TRANSFER CASES BY ART STEEL 

The Art Steel Company, Inc., New York, N. Y., has 
recently introduced six new steel transfer cases to 
accommodate letter, legal and invoice size papers as 
well as 3 by 5, 4 by 6 and 5 by 8 inch cards. 

A complete line of accessories such as follower blocks, 
sanitary and flush bases is included. 

The transfer cases are constructed of steel through- 
out and have the patented Asco hook-up feature which 
facilitates immediate stacking to any desired height 
without use of tools. Holes are provided for additional 
side-bolting for battery assembly. Each drawer has 
extruded card holder and drop handle, the drawers 





THE ART STEEL TRANSFER CASE SERIES 


gliding on runners in a sturdy, reinforced case. The 
finish is oven-baked olive green enamel. 
The price range is low. Each individual transfer 


case is packed in corrugated carton. 
=> —___ 
NEW STATIONERY RACK BY EFFICIENCY 
A new line of stationery racks has been announced 


by the Efficiency Equipment Company, Inc., 360 West 
Superior street, Chicago, in ten stock sizes and rang- 





EFFICIENCY’S STATIONERY RACK 


ing in price from $3.50. The series are designed with 
many combinations of shelves which may be spaced 
one inch apart or multiples thereof. The model shown 
is 95, inches wide, 101% inches high and has a No. 6%4 
envelope compartment and No. 10 envelope compart- 
ment. Just below these is a one-inch compartment 
for carbon papers and then two 2-inch and one 3-inch 
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compartments below that. It is made in legal and 
letter sizes. Made of steel the rack is available in a 
standard smooth office green finish, with krinkle wal- 
nut, green, mahogany, and gray at a Slightly addi- 
tional cost. Further details will be furnished on re- 
quest to the company. 
-—- + 
NEU’S NU-WAY SALES CHECK 

John H. Neu, 231 South LaSalle street, Chicago, has 
recently perfected and patented a new type of store 
sales check which has been given the name of the 
Nu-Way. 

The specifications of the Nu-Way sales check pro- 
vide for an adjusting memorandum carbonized and 
spotgummed top and bottom over the shipping label. 
In using the check, package wrappers need only paste 
the shipping label on the package, and the adjusting 
memorandum on the shipping label provides an ideal 
form for recording packers’ code numbers and a means 
for summarizing production by packers working on a 
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PATENT DRAWING OF THE NEU NU-WAY SALES CHECK 


bonus system. Other special features of the Nu-Way 
are given as follows: 

The adjusting memorandum provides an exact 
duplicate of the shipping label. Filing by street ad- 
dress and delivery route furnishes a complete record 
of package deliveries by days. Removal of the adjust- 
ing memorandum is easily accomplished by the truck- 
driver or helper, and after removal is filed alphabet- 


(Turn to page 159, please) 
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A NEW WRINELE IN ADVERTISING.—The Schell Typewriter 
Shop, 111 West Jefferson street, Fort Wayne, Ind., recently hit 
upon a novel method advertising its line of typewriters and 
office machines with a display window of a large department 
store. The Wolf & Dessauer department store was making a 
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The Guest Book 


Paul W. Cheney, sales manager, and Garry E. Dell, 
new Chicago district manager of the Southworth Com- 
pany, West Springfield, Mass., (story elsewhere) signed 
The Guest Book on April 9. In Chicago for the purpose 
of establishing Mr. Dell in his new territory, Mr. 
Cheney indicated that he was going to accompany 
Mr. Dell for some weeks, introducing him to dealers 
in their stores and at the various regional meetings 
of the National Stationers Association. Business was 
fine, Mr. Cheney wore his usual smile, and Mr. Dell 
was charged with enthusiasm for his new work. 


H. L. Gimmel, of Gimme! Brothers, San Francisco, 
Calif., signed the Guest Book April 12. Here on busi- 
ness, this was his first trip to Chicago. It was our 
pleasure last October to have the visit of his brother, 
Mr. C. L. Gimmel, who established the company in 
1909. Gimmel Brothers specialize in mailing room 
equipment and printing presses, having seven salesmen 
who serve the entire state. The firm has an office in 
Los Angeles as well as its headquarters in San Fran- 
cisco. 

Conrad A. Netzhammer, sales manager of North- 
western Furniture Company, Milwaukee, Wis., looked 
in upon us April 17. Enthusiastic over results of his 
latest sales contest, the novel details of which he con- 
sented to describe in an early issue of this journal. 
Visit was made short by necessity of his returning 
home for a meeting of Milwaukee Sales Managers’ 
Association, which will entertain an expected one thou- 
sand members and guests of the National Federation 
of Sales Executives, June 6 to 8. Last year Mr. Netz- 
hammer served as regional vice-president for district 
seven. He was one of the seven founders of the Mil- 
wauke group in 1921. Today it is considred one of the 
leading clubs of its kind. 


New York Guest Boeck 

Juan A. Curphey, Curphey & Jofre, Ltd., Santiago, 
Chile, called at the New York office of this journal 
on the afternoon of April 15. His firm represents 
L. C. Smith & Corona Typewriters Inc.; Addresso- 
graph-Multigraph Corporation and the Lanston Mono- 
type Machine Company. They are also in the photo- 
graphic business. Mr. Curphey, accompanied by Mrs. 
Curphey, has been in the United States for about two 
months, and it seems probable that he will not return 
to Chile for another two months. He is devoting most 
of his time to vacation enjoyment, weaving in business 
calls as opportunity arises. 





Spring showing of women’s clothes under a general theme 

of “Charm Goes to Business”, and to complete the picture 

and stress the “business” part of the show, the Schell organ- 

ization dipped into its stock and loaned out the machines shown 
in the above illustration. 
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TWO VIEWS OF THE KOCH BROS. 
STORE IN DES MOINES.—This_ well- 
known Iowa firm staged its annual busi- 
ness show on March 19, 20 and 21 and, as 
in previous years, drew a large crowd to 
see the latest in office supplies, equip- 
ment, machines and commercial station- 
ery. (Top) A section of the main floor 
which prominently featured pen, auto- 
matic pencils and ensembles of the W. A. 
Sheaffer Pen Company, Fort Madison, 
Iowa. (Lower) The office furniture depart- 
ment showing an imposing array of 
desks, chairs and equipment of the Gen- 
eral Fireproofing Company, Youngstown, 
Ohio. 


KOCH BROS. HOLDS BUSINESS SHOW 

A business show was held March 19, 20 and 21 by 
Koch Brothers, Des Moines, Iowa, at their store located 
at Grand avenue and Fourth street. 

Thirty-three nationally known manufacturers ex- 
hibited their products among whom were The General] 
Fireproofing Company, Acme Visible Records Incor- 
porated, Niagara Duplicator Company, McMillan Book 
Company and Thomas A. Edison, Inc. 

Over 1800 persons attended the show. Flowers were 
provided for the ladies and valuable awards were made 
each day with a fifty dollar “Pot of Silver” being pre- 
sented on the last evening. 

According to B. J. Bristoll, vice-president and gen- 
eral manager of Koch Brothers, “Our experience with 
this show proves conclusively that this is one of the 
most effective means for the retail office equipment 
dealer to acquaint the business people of his market 
with products available for present day business.” 


The Exhibitors 


Acco Products, Inc., Acme Visible Records, Inc., G. J 
Aigner Company, Bankers Box Company, The Bates 
Manufacturing Company, Commercial Furniture Com- 
pany, Doten & Dunton Desk Company, Thomas A. Edi- 
son, Inc., A. W. Faber, Inc., Friden Calculating Ma- 
chine Company, Inc., The General Fireproofing Com- 
pany, Hunter Electro-Copyist, Inc., Johnson Chair 
Company, Koch Bros., The B. L. Marble Chair Com- 
pany, McMillan Book Company, Neison Corporation, 
Niagara Duplicator Company, Orthograph Company, 
Ozalid Corporation, Sanford Manufacturing Company, 
Sengbusch Self-Closing Inkstand Company, The 
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Shakespeare Products Company, W. A. Sheaffer Pen 
Company, Smead Manufacturing Company, South- 
worth Company, Speed-O-Print Corporation, Standard 
Furniture Company, R. B. Valleau, Victor Adding Ma- 
chine Company, Wabash Cabinet Company, F. S. Web- 
ster Company, Wolber Duplicator & Supply Company. 
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SUMMER 
stationers a 


FLUORESCENT—COOL LIGHT FOR 

Fluorescent lamps give commercial 
“natural” for increasing summer sales, according to 
Van Dyke Industries, Chicago, who are urging office 
equipment dealers to stress the advantages of fluores- 
cent during the hot weather. 

Heretofore, summer sales of commercial lighting 
have been negligible principally because of the heat 
which radiated from the light. The coolness of fluores- 
cent lighting leads to the belief that such illumination 
during the hot weather would be a boon to workers. 

Pushing the sale of fluorescent lights during June, 
July and August appears logical. Business manage- 
ment, it is believed, will quickly accept the bene- 
fits of cool light when the temperature hovers in the 
90’s because the greater work efficiency contributed 
to by cool light will be obvious. 

It is also claimed that fluorescent is particularly 
advantageous where air conditioning is used because 
only a small amount of the light heat has to be 
dissipated by the air conditioning equipment. For 
these reasons, it is contended that fluorescent lighting 
makes a worth while department for summer promo- 
tion. 
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FEATURING DIXON PRODUCTS IN A 
BIG WAY.—When the Gregory, Mayer & 
Thom Company, 41-45 Cadillac Square. 
Detroit, Mich., recently decided to play 
up the Joseph Dixon Crucible Company's 
new Typhonite Eldorado pencil there 
were no half measures. Instead, the com- 
pany devoted an entire window to the 
new Dixon product with the result that 
this striking display caught the attention 
of hundreds of passersby. The effective 
arrangement of posters, products and fin- 
ished drawings put across the sales mes- 
sage in convincing fashion. 
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MAKING MILWAUKEEANS SENGBUSCH-CONSCIOUS.—This window of the Siekert 
& Baum Stationery Company, devoted entirely to products of the Sengbusch Self- 
Closing Inkstand Company. recently introduced residents of Milwaukee, Wis., to 
the many types of desk pen and ink sets manufactured by the firm which, too, is 
located in the Wisconsin city. Edward A. Mundt, manager of the Siekert & Baum 
establishment believes in careful study in window dressing because “a good-looking 
window gets attention and is not forgotten.” The displays shown in this window 
are all currently offered for dealer use by the Sengbusch Self-Closing Inkstand 


TOLD IN PICTURES 
WITH THE NEW 


Company. 





STOTT STORE STRESSES STEIN STOCK. 
—Charles G. Stott & Company, Inc., 
stationery and office supply store of 
Washington, D. C., recently made this 
fine display of visible sales portfolios 
manufactured by the Stein Bros. Man- 
ufacturing Company, Inc., 231 South 
Green street, Chicago. The window. 
arranged by “Happy” Bosworth, pre- 
sented several models of the Stebco 
sales portfolios with a number of attrac- 
tive illustrations used to show how the 
visible display portfolio protects its con- 
tents without detracting from its appear- 
ance. 
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MEETINGS—CONVENTIONS — DINNERS 





Ninth N. S. A. District Meets at New Orleans 


W. E. and G. C. Lowe to Govern District Next Year— 


Attendance Reaches 


Close to 200 Mark—Southwest 


Travelers Entertain Delegates at Dance 


ITH a total registration of 198 men and women 

representing practically every section of the 
south, the ninth regional convention of the National 
Stationers Association was held at New Orleans, La., 
on March 24, 25 and 26. 

The principal facts of the business sessions held for 
the visitors were given in the April issue of OFFICE 
APPLIANCES, aS were the list of speakers and the sub- 
jects allotted to them. 

Governor G. T. Buchanan and President Owen G. 
Bayless arrived in New Orleans in time to greet the 


visiting stationers on Sunday afternoon (twenty- 
fourth), at which time the registration desk was 
opened. Dealers, travelers and manufacturers and 


their ladies to the number of 140 registered on Sunday 


and William F. Gigliotti. These traveling men repre- 
sent industry manufacturers and come from all parts 
of the country, but when they get together down in 
Dixie they “throw” their parties in true Southern style. 
An informal dance from eight to twelve o’clock was 
not near enough time in which to enjoy the “Travelers’ 
Party” in the University room, so the young folks were 
sent to bed and the old folks rounded out the evening 
in the Friendship room. 

The ninth district meeting closed with one of the 
finest banquets ever held by a stationers’ organization 
in New Orleans. Two hundred thirty-seven stationers 
and their wives and sweethearts assembled in the 
grand ballroom of the Roosevelt at 7:30 p. m. on the 
twenty-sixth for a half hour of cocktails, music and 





CELEBRITIES AT NINTH REGIONAL CONVENTION BANQUET AT NEW ORLEANS. LA. 


(L to R) Edward L. Little, Wabash Cabinet Co.; Harry Tehan, 
Charles M. Higgins & Co.; Governor-Elect Willis E. Lowe, 
E. L. White & Co., Fort Worth, Tex.; Paul E. Burbank, Eaton 
Paper Corp.; J. Ogden Pierson, Dameron-Pierson Co.; Mrs. 
E. A. Keeling, Jamestown, N. Y.; G. T. Buchanan, regional 
governor; Mrs. Owen G. Bayless, Seattle, Wash.; Charles P. 


afternoon and the balance signed their names on Mon- 
day, to bring the total registration to 198. 

The convention opened for business on 
March 26, with Governor Buchanan presiding 
General Manager Garvin and President Bayless ably 
assisting. Nicholas Bauer, superintendent of the New 
Orleans public schools, welcomed the delegates. He 
very nicely tied in the stationery industry with educa- 
tion and won the applause of the gathering when he 
said that he numbered some of his warmest friends 
men of the industry. 

An excellent program had been arranged by the New 
Orleans committee and was carried through letter 
perfect. Amongst the highlights of the meeting was 
the address to dealers by President Bayless. President 
Bayless not only knows the ins and outs of the indus- 
try, but is able to impart his knowledge to his listeners 
in a forceful and charming manner. 

One feature of the meeting, introduced for the first 
time at a New Orleans stationers’ gathering, was an 
attendance prize. At the morning and afternoon ses- 
sion of each day a prize of $5 was given as an induce- 
ment to increase attendance, and it worked like a 
charm. The winner had to be present and the prize 
was not awarded until near the close of the session. 

Monday evening was devoted to an informal dance 
given by the Southwest Travelers Club, headed by a 
committee composed of R. D. (Dick) Lanham, Tom 


Monday, 
and 


Riley, Horace Hamilton, Tom McClure, James D. Pryor 


Garvin, general manager, N.S.A.; Mrs. G. T. Buchanan, Wichita 

Falls, Tex.; Owen G. Bayless, president, N.S.A.; Mrs. Morris E. 

Hansell II, New Orleans; Lyle Saxon, author; Mrs. Paul E. 

Burbank, Pittsfield, Mass.; E. A. Keeling, Art Metal Construc- 

tion Co.; Morris E. Hansell II, F. F. Hansell & Bros.; Guy C. 

Lowe, Office Supply Co., Jackson, Miss., lieutenant-governor 
elect. 


fellowship before partaking of a dinner fit for a king. 
At the head table, General Manager Garvin presided 
in his usual inimitable manner, ably assisted by Presi- 
dent Bayless and Governor Buchanan. Lined up at 
the head table to the right and left of Charlie were 
past President J. Ogden Pierson of the national asso- 
ciation and present First Vice-President Morris E. 
Hansell II of the national association, as well as the 
new governors of the ninth district, Willis E. Lowe 
and Guy C. Lowe. Also present at the head table were 
Vice-Presidents of the National Association, Harry 
Tehan and E. A. Keeling. Vice-President J. S. Sprott 
was unable to attend the banquet on account of having 
to leave for home earlier in the day. 

The dinner was interspersed with music and danc- 
ing, and after a few remarks by Charlie Garvin the 
banqueteers were treated to an address by Lyle Saxon, 
author of “Fabulous New Orleans” and other books on 
Louisiana’s early history. Mr. Saxon’s address was just 
enough to make one want to hear more about New 
Orleans from one who knows New Orleans; and then 
came the floor show—and what a show. Nowhere else 
in the country will one be able to witness the “French 
Can Can” as it can be done in New Orleans by six 
pretty New Orleans girls. There were also acrobatic 
tumblers, personality singers, tap dancers, a comedy 
team, a Dutch team and the gypsy tamborines, with 
an orchestra and a master of ceremonies blending in 
perfect harmony. 
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OFFICERS AND OTHERS AT EIGHTH REGIONAL MEETING BANQUET 


T. W. Osterloh, Joplin, chairman of the entertainment Charles P. Garvin, general manager of the N. S. A.; 
committee; Mrs. Osterloh; Walter Guy, Little Rock, Matt Dillon, retiring president of the Midwest Travelers 
eighth regional governor-elect; Paul E. Burbank, Pitts- Club; Owen G. Bayless, president, National Stationers 
field, Mass., vice-president, Eaton Paper Corporation; Association. 


Joplin Plays Host to Eighth Regional Convention 


Record Crowd Hears Walter Guy Elected Regional 
Governor — Kansas City Chosen for 1941 Meeting — 
Midwest Travelers Aid Convention Success 


EMBERS of the eighth district organization of the Tri-State lead and zine mining field in the Joplin 
National Stationers Association were given an _ vicinity, including excursions underground. Delegates 
opportunity to visit the famous Ozarks playgrounds also visited The Meeker Company plant in Joplin, 
region of southwest Missouri when they held their 1940 manufacturer of leather products and advertising spe- 
convention, March 29 and 30, at Joplin, Mo. cialties. Golfing privileges were afforded at the Oak 
Selection of Joplin as the regional convention site, Hill and Schifferdecker municipal courses, where na- 
incidentally, enabled the stationers to show their ap- tionally famous golfing professionals such as Horton 


preciation for the work accomplished by Gerry Man- Smith and Ky Laffoon got their start. 


ning, a vice-president of the National Association and 
operator of the Joplin Printing & Stationery Company. 
Headquarters was the Connor hotel, and approxi- 
mately 200 members of the association and the Mid- 
west Travelers Club were in attendance. 

Walter C. Guy of Little Rock, Ark., president of the 
Arkansas Printing & Lithographing Company, was 
elected regional governor. Officers of the travelers 
club selected were A. F. (Heine) Sengbusch of Kansas 
City, president; D. A. McDougall of Kansas City, first 
vice-president; Art Pfister of Hastings, Neb., second 
vice-president; Fred Pitt of Kansas City, secretary and 
treasurer, and Austin Waterbury of Kansas City, 
auditor. 

Kansas City was selected as the site for the 1941 
convention by both organizations. 

Of especial interest to delegates was a tour of the 





Lady guests were taken on a tour of the Ozarks 
region following a bridge luncheon. The itinerary in- 
cluded Pineville, Mo., where they inspected sets used 
in the filming of the Twentieth Century-Fox techni- 
color movie, “Jesse James,” and Noel, Mo., resort center. 

An inspirational address by Mr. Guy on “Don’t Sell 
Your Company Short” marked the opening convention 
session. The new governor pointed out that the aver- 
age business man is apt to overlook the importance of 
being associated with community and civic enterprises. 

Interest Is Paramount 

“If you don’t take an interest in your local institu- 
tions you are selling your town short,” he declared, 
stressing the theory that such a man also may be sell- 
ing both himself and his business short. Carrying the 

(Turn to page 173, please) 


ay 


i a= 


DISTINGUISHED GUESTS AT THE EIGHTH REGIONAL CONVENTION BANQUET 


Mrs. Owen G. Bayless, wife of the national president, Travelers Club; Mrs. R. C. Moore, Kansas City; R. C. 
Seattle: A. F. (Heine) Sengbusch, Kansas City, presi- Moore; Gerry Manning, Joplin, N.S.A. vice-president; 
dent of the Midwest Travelers Club; Mrs. Sengbusch: Mrs. Mark Farrar, Joplin; Mark Farrar, chairman of the 
Fred D. Pitt, Kansas City, secretary-treasurer, Midwest convention committee. 
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Stationers Gather at Denver for 10th District Meeting 


Jack Harper Elected Governor for 1941—N.S.A. Troupe 
Gets Big Welcome from Delegates—Next Convention 
Set for Albuquerque, N. M. 


TATIONERS from Wyoming, Colorado and New 

Mexico gathered at the Park Lane hotel, Denver, 
April 1 and 2 for the annual meeting of the Tenth 
District of the National Stationers Association. The 
program was supplied partly by the local committee 
and in part by General Manager Charles P. Garvin 
and his troupe, who trooped in the day preceding. 
W. R. “Jack” Harper of General Supply Company, Inc., 
was chosen governor for the ensuing year and his city, 
Albuquerque, N. M., was selected for the 1941 conven- 
tion. 

Both days were given over to serious discussions. 
For a lighter vein the Rocky Mountain Travelers gave 
a dinner and Mardi Gras the first evening. The sta- 
tioners’ dinner dance was held the following evening. 
Actually the entertainment, although unofficial, started 
March 31. F. B. Robinson, a stationer at Golden, Colo., 
invited all the early arrivals to his home, where he fed 
and provided afternoon and evening entertainment for 
about sixty people. 


The convention was called to order by Governor 
Lawrence Gillespie of Sheridan, Wyo. Earlier a session 
was held for dealers only, at which Owen G. Bayless 
gave his report as president and also some excellent 
ideas on management problems. 

Several sales educational movies were shown. One 
was the Eberhard Faber movie. “Two Cents Worth 
of Difference,” which has been referred to in a pre- 
vious issue. The other, furnished by the Mountain 
States Telegraph and Telephone Company, showed 
how to build business and good will by correct use of 
the telephone. 

The first convention talk was “Office Reflections,”’ 
by Roy E. Wells of Art Metal Construction Company. 
Our job, he says, is modernizing offices. The salesman 
can do a better job in that direction if he will lift up 
his shoulders and throw out his chest. Don’t refer to 
a salesman as one of our men. Tell what kind of a 
man he is. Let him know he is somebody. 

How can an office man, he asked, do a good job on 





DELEGATES AND THEIR LADIES POSE FOR THE CAMERA AT 10TH REGIONAL MEETING IN DENVER 


(Top) The happy crowd which accepted the invitation of F. B. 
Robinson, stationer of Golden, Colo., to gather at his home for 
a festive evening. (Lower) Visitors face the camera outside 
convention headquarters. Left to right: Alan Shields, Rust 
Craft, Inc.; George Wolcott, Wilson-Jones Company; Joseph 
Simmer, Wilson-Jones Company; George Seaver, Columbia 


Ribbon & Carbon Manufacturing Company; Matt Dillon, Asso- 
ciated Stationers Supply Company; Ed. Stivers, Sanford Manu- 
facturing Company; J. S. Sprott, The Globe-Wernicke Co.; 
Dorothy Werthman, organist at the Park Lane; Paul E. Burbank, 
Eaton Paper Corporation; Henry Bredow, Eaton Paper Cor- 
poration; Fred Schaefer, Sanford Manufacturing Company; 
George Thompson, W. H. Kistler Stationery Company. 
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TENTH REGIONAL CONVENTION DELEGATES FACE CAMERA AT DENVER, COLO., WITH SMILES 


l. J. S. (Jerry) Sprott, president, The Globe-Wernicke Co.; 
Erle Kistler, W. H. Kistler, W. H. Kistler Staty. Co., Denver; 
F. H. (Ted) Caswell, sales manager, F. S. Webster Co. 

2. W. R. (“Jack”) Harper, General Supply Co., Inc., Albu- 
querque, the tenth regional governor-elect. 

3. E. G. Hopper, Winfield’s, Inc., Grand Junction, Colo.; 
Claude Allen, The General Fireproofing Co.; Chuck Ken- 
drick, Kendrick-Bellamy Co., Denver; Herbert Johnson, 
Kendrick-Bellamy Co.; Charlie Robinson; H. V. Kirby, Ken- 
drick-Bellamy Co. 

4. A. W. Welch, Dennison Mig. Co.; Dick Healy, Santa Fe 
Book & Staty. Co., Santa Fe, N. M.; George Matheson, 
Colorado Stationers Association; Jack Ellis, F. S. Webster 
Co.; Glen Barclay and G. C. Lipp, W. H. Kistler Staty. Co.; 
E. G. Hopper, Winfield’s, Inc., Grand Junction, Colo. 

5. Herbert Riley, Out West Ptg. & Staty. Co., Colorado 
Springs; Roy E. Wells, Art Metal Construction Co.; Milton 
E. Sprenger, Out West Ptg. & Staty. Co.; John Robinson, 
W. H. Kistler Staty. Co., Denver; Leon Littlehale, Gibson 
Art Co. 

6. Will Hughes, Weis Mfg. Co.; Art Palmer, Boorum & Pease 


outmoded supplies and equipment? Instead of helping 
by trying to modernize his office we ask for an order 
for a clip or a pencil or a file. The relation of an office 
to a business he likened to that of the head to the 
body. It binds sales, production and service. He urged 
liberal use of color in modernization sales and color 
pictures of large or otherwise important installations 
as an effective means of securing new orders. 

Mr. Garvin gave his dramatic talk, “Over My Desk,” 


Co., snapped with their hats on and going places. 

7. Herbert Walsh, last year’s president of the Wis-Ill Club, 
Chicago; F. B. Robinson, Golden, Colo. 

8. Essley Grissam, Strong's Book Store, Albuquerque, N. M.; 
Raynes Davis, manufacturers’ representative. 

9. Bessie Horner, Journal Office Supplies, Pueblo, Colo.; Mrs. 
Alan Shields; Jack Ellis, F. S. Webster Co.; Hazel Ballou, 
Crews-Beggs Co., Pueblo; Jim Davison, manufacturers’ 
representative; Mrs. R. C. Dade, Denver; Herbert Riley, Out 
West Ptg. & Staty. Co., Colorado Springs; Mrs. Gus Lipp. 

10. Some of the ladies about to leave for luncheon at the Den- 
ver Country Club, which was followed by tea on the 
Burlington Denver Zephyr. 

ll. Ben Mandelbaum, Benjamin Staty. Co., Denver; Laurence 
Gillespie, Sheridan Staty. Co., Sheridan, Wyo.; Charles P. 
Garvin, general manager, N. S. A.: Gus Lipp, W. H. Kistler 
Staty. Co. 

12. Mrs. Jessie Naylor, Naylor's, Casper, Wyo. 

13. R. M. Moore, Dennison Mfg. Co.; Jim Davison, manufac- 
turers’ representative: G. M. Reischmann; T. W. McElroy 
and Louis M. Brown, Eberhard Faber Pencil Co. 


referred to in the report of an earlier meeting. Sta- 
tioners, he said, were purveyors of sight and health, 
the former through modern desk lamps, the second 
through posture seating. Then, with Paul E. Burbank 
of Eaton Paper Corporation to pull them out of the 
hat, he showed the many accessory lines which should 
be included in a sale of new equipment. 

Mr. Gillespie, who had turned the meeting over to 

(Turn to page 177, please) 























Twelfth District Meeting Held in Los Angeles 


More than 200 Visitors Register for Convention—Daniels 
Re-Elected President of Golden State Travelers—Honor 
Harry Morgan's Memory at Banquet 


ey regional convention of the Twelfth District 
N.S. A., held in Los Angeles on April 5, was one of 
keyed up attendance and enthusiasm. Although draw- 
ing only from Arizona and southern California, more 
than two hundred were registered. A full program was 
crowded into a single day, but the interest remained 
at high pitch from the time Governor Carl G. Grimes 
called the gathering to order until he adjourned the 
final session at ten o’clock in the evening. 

A feature of unusual interest was “The Dealer’s Own 
Filing System,” an illustrated talk by R. A. Jonas, Jr., 
of Oxford Filing Supply Company. His illustrations 
consisted of cartoons and charts which were especially 
appropriate. Too many dealers, he stated, sell modern 
filing systems but do not use them and therefore are 
hardly in a position to serve their customers ade- 
quately. He told of the merchant who had a two- 
barrel system, one marked “Do” for things to be done, 
one marked “Did” for things completed. A good way 
to learn is by doing. The use of up-to-date systems is 
valuable sales training. With the stationer’s multitude 
of items control records are essential. The dealer’s big 
six in filing he listed as sales invoices, sales orders, 
purchase invoices, purchase orders, catalogues, general 
correspondence. There must be some method of find- 
ing them readily. Two or more might be combined 
according to the size of the business. Some salesmen, 
he said, shy at selling systems, usually because 
they do not use them. If the dealer’s filing system is 
not in shape, it should be brought there at once for 
the wholesome effect on his own organization. 

President Bayless in his opening talk gave his report 
plus some pertinent observations about the industry. 
yeneral Manager Garvin gave his talk, “Over the 
Desk,” referred to earlier. He gets over an important 
sales message in a manner both dramatic and con- 
vincing. He dramatized the equipping of an office 
from the installation of a desk through the many 
utilities necessary to make the office a really efficient 
place of business 


J. S. Sprott, president of The Globe-Wernicke Co., 
spoke on “The Manufacturer and the Retailer’s Sales- 
men.” He said the manufacturers had no desire to tell 
the dealer how to run his business. They did have a 
genuine desire to codperate. He mentioned advertis- 
ing matter, direct mail, national advertising and helps 
of other sorts which the manufacturers employ to 
build up retail sales. He recommended careful analysis 
of those things which appear to be problems. There 
is no reason, he said, to worry about chain stores. It is 
impossible for the chain to give the service which the 
stationer always gives if the product is sold as a 
specialty. The relationship between stationer and busi- 
ness man, he stated, should be similar to that between 
physician and patient. 

“Store Impressions” was the title of a brief talk by 
F. H. (Ted) Caswell of F. S. Webster Company. For 
contrast he gave examples of both good and bad store 
display, cleanliness and orderliness. He referred par- 
ticularly to modern new stores in the South. Good 
window display, good lighting, good organization and 
cleanliness, he said, still spell success in the retail store. 

After Mr. Caswell’s talk the Eberhard Faber moving 
picture was shown. Then the travelers withdrew and 
a special meeting of the Stationers Association of 
Southern California was held. 


The Annual Banquet 

Because the program was crowded into one day it 
was necessary to have some of it at the banquet. Gov- 
ernor Grimes presided. He gave generous credit to the 
Golden State Travelers for their part in the real suc- 
cess of the day. Mr. Garvin, when called upon, asked 
those present to stand a moment in silent tribute to 
past-President Harry Morgan, who passed away last 
summer. He gave an extemporaneous talk on “Am I 
an American?” 

The principal speaker of the evening was Paul E. 





MEMBERS OF GOLDEN STATE TRAVELERS CLUB AT ANNUAL MEETING AT LOS ANGELES TO RE-ELECT 


DANIELS PRESIDENT OF THE ORGANIZATION 
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DELEGATES AND OFFICERS AT THE 
TWELFTH REGIONAL MEETING IN 


LOS ANGELES. 


. Joe Hale, manufacturers’ represent- 


ative; Mrs. Wilson Turner; Mr. 
Turner, Los Angeles News Co.; 
Watty Starr, Stationers Loose Leaf 
Company. 


S. Flatau, Parrot Speed Sales Co.; 
Larry Greene, General Paper Co., 
Los Angeles. 


District Governor Carl Grimes, 
Grimes-Stassforth Co.; Mrs. Grimes; 
E. C. Clifton, The Cooke & Cobb Co. 


. Russell M. Jones, W. A. Sheaffer 


Pen Co., vice-president, Golden 
State Travelers; E. R. Daniels, The 
Wahl Co., president, Golden State 
Travelers; Blake Lockard, Southern 
California Stationers Association, 
and secretary-treasurer, Golden 
State Travelers. 


. Charles P. Garvin, NSA general 


manager, J. S. Sprott, The Globe- 
Wernicke Co., and Paul E. Burbank, 
Eaton Paper Corp., in an animated 
conversation. 


. Atthe banquet. Ted Caswell, sales 


manager, F. S. Webster Co.; Owen 
G. Bayless, president, National 
Stationers Association; Mrs. Bay- 
less; Regional Governor Carl 
Grimes, and General Manager 
Charles P. Garvin. 


Franklin E. Rising, Cel-U-Dex Corp.; 
Mrs. Lute P. Thorbus, Thorbus Staty. 
Store, Huntington Park, Calif.; 
James L. Atkinson, Vernon Staty. & 
Ptg. Co., Los Angeles; Mrs. Ray 
Green, Green's, Inc., Long Beach; 
Lloyd H. Rogers, The Stationery 
Shop, Los Angeles. 


Homer Boyd, The Stationers Corp. 


Fred White, Arey-Jones Co., San 
Diego. 


Bob Smith, Hotchkiss Sales Co.; 
Jack Abbott, Ace Fastener Corp.; 
R. A. Jonas, Jr., Oxford Filing Sup- 
ply Co.; Willis H. Palmer, Jr., 
Boorum & Pease Co.; J. A. “Jack” 
Davis, Los Angeles Stamp & Staty. 
Co.; Franklyn O. Rhodes, Stationers 
Corp.; E. R. Daniels, The Wahl Co.; 
H. R. Van Deeven, Stationers Corp. 


. Tom O’Rourke, Savel Commercial 


Staty. Co.; Georgia Blankstein, Sta- 
tioners Corp.; Joseph A. Savel, 
Savel Commercial Staty. Co.; Ger- 
ald Horton, Wilson-Jones Co.; Elma 
Short, Stationers Corp.; Ebenezer 
Wallace, Southern California Sta- 
tioners; Guy L. Denison, Esterbrook 
Pen Co. 


Walter Funck, F. S. Webster Co. 


Charlie Garvin talks things over 
with Joe Schlarb, Stationers Corp.., 
and Ernest Wallace, manufacturers’ 
representative. 


. R. B. Gutsch, Oliver Pierce, Rene 


Pierce, C. G. Gregory, all of 
Gregory Fount-O-Ink Co. 
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Burbank of Eaton Paper Corporation. His address, ‘If 
It Can Be Sold in South America It Can Be Sold Here,”’ 
has been reported elsewhere. Because of the occasion, 
he enlarged upon the travelogue part by telling of 
interesting scenes and experiences. He told, too, of the 
rising demand for “crisp, sheer” papers and of the 
manufacturers’ efforts to popularize papers of fine 
qualities among women. He also remarked that in the 
countries to the south, stationers controlled about 
fifty-five to ninety per cent of that business. He 
inferred that the market was ripe for stationers here. 

The next day after the meeting members of the 
troupe had numerous engagements. They were invited 
to a luncheon given by Carl Grimes of Grimes-Stass- 
forth Company to his entire sales organization. Talks 
were made by Messrs. Garvin, Bayless, Caswell and 
Burbank. H. C. Lyles of Bates Manufacturing Com- 
pany and E. C. Clifton of Cooke & Cobb Company also 
were included. Mr. Grimes, unfortunately, could not 
participate because of the funeral of Mr. Stassforth, 
co-founder of the Grimes-Stassforth Stationery Com- 


pany. In his absence, Sales Manager R. F. Thomas 
presided. 
Golden State Travelers Club Meeting 
One of the largest and most enthusiastic annual 





APPLIANCES 


OFFIC! 


meetings of the Golden State Travelers Club was held 
Friday, April 5, at Hotel Alexandria, Los Angeles, in 
connection with the Twelfth District regional con- 
vention. 

In recognition of their successful efforts in increas- 
ing the club membership, Ernest R. Daniels of The 
Wahl Company, and Blake Lockard of the Stationers 
Association of Southern California were reélected by 
acclamation to their respective offices of president and 
secretary. Russell M. Jones of W. A. Sheaffer Pen Com- 
pany was elected vice-president. All three of these 
men were largely responsible for the successful Friend- 
ship room and banquet entertainment. 

Many social activities are planned by the club. A 
series of golf tournaments head the list to be held 
the second Thursdays in June, July and August. The 
committee in charge of these events is as follows: 
W. H. Palmer, Jr., Boorum & Pease Company, chair- 
man; George O. Morgan, Oxford Filing Supply Com- 
pany, and James W. Montgomery, Charles M. Higgins 
& Company, Inc. Dinner meetings are to be held the 
first Monday evening of each month. Other events to 
follow will be announced later. 


*—- 





TWELFTH REGIONITES ATTEND BANQUET IN SAN FRANCISCO’S MARK HOPKINS HOTEL 


Informal Stationers’ Meeting in San Francisco 


gathered in force at the Mark Hopkins hotel in 
San Francisco for a dinner and short program on the 
evening of April 9. The generous attendance included 
practically all the principal stationers in the area and 
representatives of a number of the eastern manufac- 
turers; also the traveling troupe of the N.S.A. The 
dinner was followed by musical entertainment, which 
in turn gave way to several speakers. 

Ed Wobber, president of Northern California Sta- 
tioners Association, opened the program by calling 
attention to prominent visitors and introducing one of 
them, Owen G. Bayless of Lowman & Hanford Com- 
pany, Seattle, president of the National Stationers 
Association. Mr. Bayless spoke briefly on observations 
in San Francisco and elsewhere on the convention cir- 
cuit. Stationers’ problems, he said, seemed to be the 
same everywhere. Stationery business in San Fran- 
cisco, he observed, reached a peak both in outside and 
inside activity. He spoke of the fine spirit evident 
among dealers and between dealers and manufac- 
turers. 

Mr. Wobber turned the remainder of the meeting 
over to Charles P. Garvin of N.S.A. Mr. Garvin intro- 
duced R. A. Jonas, Jr., of the Oxford Filing Supply 


cee bs from the San Francisco Bay region 


Company; Harvey Rockwell of Yawman and Erbe 
Manufacturing Company; J. S. Sprott, The Globe- 


Paul E. Burbank, Eaton Paper Corpora- 


Wernicke Co.: 


tion; F. H. (Ted) Caswell, F. S. Webster Company; 
Stanley Weigel, attorney and noted Fair Trade Act 
authority, and Jim Parsons, Smith Brothers, Oakland. 
Most of them spoke a few words. Mr. Rockwell and 
Mr. Garvin spoke on commercial stationery as a grow- 
ing business. Mr. Sprott told of great possibilities in 
the industry if manufacturers and dealers will work 
together to solve industry problems. “The West,” he 
said, ‘has been the leader in many ways. Continue to 
show us the way.” 

Mr. Burbank left most of the “commercial” out of 
his talk, but gave a most interesting travelogue on 
covering South America by plane, which to him as a 
former navy flyer is a natural and common means of 
transportation. He likened the beautiful harbor of 
Rio de Janeiro to the Golden Gate, the bay and the 
hills at San Francisco. 

Before adjournment Mr. Wobber told of a long dis- 
tance call from Jim Patrick of Patrick & Moise- 
Klinker Company, who expressed his best wishes for a 
delightful evening and regrets at his inability to par- 
ticipate, since he was “south of the border” on a 
vacation. 

Over the weekend preceding the meeting Mr. Wobber 
entertained members of the N.S.A. troupe at his de- 
lightful country home in Woodside. Comments of the 
visitors bear out a statement in the second paragraph 
of this report—Mr. Wobber is the host extraordinary. 
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Eleventh Regional Convention Honors Bayless 


Tuesday Elected Governor of District—Attendance Re- 
ported to Have Set Record for Seattle—''Troupadours” 
Get Big Welcome From Delegates 


TATIONERS of the Pacific Northwest turned out in 
large numbers to honor Owen G. Bayless, their 
local and national president as well, upon his return 
to Seattle for the regional meeting of the 11th district 
NSA which was also the thirty-first meeting of the 
Pacific Northwest Stationers Association. He and other 
members of the NSA troupe—‘“troupadours” he named 
them—had started at Hollywood, Fla., and had partici- 
pated in meetings in six cities before reaching Seattle, 
where a three day convention was held starting April 
12 at the New Washington hotel. Old timers said the 
attendance was the greatest in the history of the 
Pacific Northwest organization. 
The program was a full one but the interest seemed 





to increase as the sessions progressed. There was not 
a dull moment. The third day was a sales institute 
which consisted of sales talks, pictures and at the close 
distribution of a liberal supply of silver dollars to visit- 
ors who supplied correct answers on a quiz stunt 
worked out by the local stationers. 

The NSA troupe furnished part of each day’s activi- 
ties. Mr. Bayless gave his report and General Manager 
Charlie Garvin conducted parts of the program in his 
own effective manner. One afternoon was occupied 
entirely by the troupe. Paul E. Burbank of Eaton 
Paper Corporation spoke on “If It Can Be Sold in 
South America, It Can Be Sold Here.” F. H. (Ted) 
Caswell of F. S. Webster Company spoke on “Store 


LADIES AND GENTLEMEN OF THE ELEVENTH REGIONAL DISTRICT CAUGHT BY CAMERA 


l. Dick Newton, Business Equipment Bureau, Harter dealer 
and badminton expert. 

2. Clay McGrath, McGrath Staty. Co., Everett, Wash.; Frank 
Hanson, Zellerbach Paper Co.; Mark Gill, J. K. Gill Co., 
Portland: Humphrey Griggs, Griggs Staty. & Ptg. Co., 
Bellingham, Wash. 

3. Paul Burbank and Mrs. Norman Lincoln, Eaton Paper Corp. 

4. Art Hannes, Seattle Office Supply Co.; Mike Waters, 
Waters Specialties, Seattle; Cordell Smith, Wahl Co.; Clar- 
ence A. Larkin, Mittag & Volger, Inc. 

5. Harry McDermott, Clarke & Stuart Co., Vancouver, B. C.; 
Cordell Smith: Mrs. Frank Stuart; Frank R. Stuart, Clarke 
& Stuart Co. 

6. Mrs. C. C. Nunn, Seattle; Norm Cunningham, Arch W. 

Cunningham & Co., Boise, Idaho. 

Evan Harter, Harter Corp.; Walter Funck; Joseph D. Finn 

and Ted Caswell, F. S. Webster Co.; Jack Metcalf, Harter 

Corp.; H. C. “Hank” Lyles, Bates Mfg. Co. 

8. Jim Montgomery, Charles M. Higgins & Co.; Lloyd Wagner, 
Joseph Dixon Crucible Co.; George Morgan and R. H. 
Jonas, Jr., Oxford Filing Supply Co.; R. C. McColloch, 


ro 


Joseph Dixon Crucible Co.; T. H. Wright, Rite-Rite Mig. Co. 


9. W. Melior, Kenshaw’s, Spokane; Charles D. Yenney, 
Charles D. Yenney Co., Spokane. 


10. President Owen G. Bayless of NSA; Jim Ball, Kilham Ptg. 
& Staty. Co., Portland; G. Prescott Tuesley, Yakima Bindery 
& Ptg. Co., Yakima, Wash., governor-elect and new presi- 
dent Pacific Northwest Stationers Association; Ralph B. 
Ortel, Shaw & Borden Co., Spokane, secretary-treasurer, 
Pacific Northwest Stationers Association. 


ll. Owen G. Bayless, president, NSA: Emmett G. Lenihan, 
attorney who spoke at luncheon; Don D. Stewart, executive 
secretary, Pacific Northwest Stationers Association. 


12. Harper Jemison, McMinnville, Ore.; Henry Rasmussen, Ras- 
mussen Staty. Co., Vancouver, Wash. 


13. Darrell Ireland, Trick & Murray, Seattle; Al Croonenberghs, 
James D. Headley, Seattle; Dick Zeisler, Boorum & Pease 
Co.; C. Fred Christensen, Tacoma; Fred J. Tyssee, L. E. 
Waterman Co.; Richard G. Montgomery, J. K. Gill Co.; 
George Abelsett, Tacoma Office Supply Co.; J. L. Cooke, 
Salem Staty. Co., Salem, Ore.; W. IL. Needham, Needham’s 
Book Store, Salem; Jerry Le Cuyer, Everett Pulp & Paper Co. 
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DELEGATES AT ELEVENTH 
REGIONAL MEETING IN 
SEATTLE. 

l. E. L. Hudson, F. A. Robin- 
son, J. M. DeVee and Glen 
E. Thornton, Pacific Staty. & 
Ptg. Co., Portland; C. J. 

Schubert, Jr., mfrs. rep. 

2. C. T. Anderson, Minnesota 
Mining & Mig. Co.; W. M. 
Upham, Standard Paper Co. 

3. Claude A. Williamse, Amer- 
ican Pencil Co.; John Ed- 
wards and W. B. Duggan, 
Columbia R. & C. Mfg. Co. 

4. Officers of Oregon Trail 
Travelers. J. D. Finn, F. S. 
Webster Co., second vice- 
president; George Sim- 
mons,, Eberhard Faber Pen- 
cil Co.; first vice-president; 
Dick Zeisler, Boorum & 
Pease Co., president; F. C. 
“Chet” Williams, Yawman 
and Erbe Mfg. Co., retiring 
president. 

5. NSA Troupadours. Stand- 
ing: George L. Ruggles, 
Ruggles Staty. Co., Seattle; 
Ted Caswell, F. S. Webster 
Co.; Harvey Rockwell, Yaw- 
man and Erbe Mfg. Co.; 
J. S. Sprott, The Globe- 
Wernicke Co.; Paul Bur- 
bank, Eaton Paper Corp. 
Seated: Owen G. Bayless, 
Lowman & Hanford Co.; 
Charles P. Garvin, NSA 
general manager. All NSA 
Troupadours except Mr. 
Ruggles, who served as 
secretary-treasurer of the 
Pacific NS Assn. 

6. New officers of the Pacific 
Northwest Stationers Asso- 
ciation. Seated: G. Prescott 
Tuesley, Yakima Bindery & 
Ptg. Co., Yakima, Wash., 
president; James S. Ball, 
Kilham Ptg. & Staty. Co., 
Portland, vice-president. 
Standing: Ralph B. Ortel, 
Shaw & Borden Co., secre- 
tary-treasurer; Alvin K. 
Holmes, Seattle Office Sup- 
ply Co., vice-president; Don 
D. Stewart, secretary. 

7. C.F. Weaver, J. K. Gill Co., 
Portland; C. F. Evans, San- 
ford Mig. Co.; Lowell Jones, 
Pacific Staty. & Ptg. Co., 
Portland. 

8. Some of the ladies about 
to leave for a luncheon. 

9. Even four other troupers 
could not keep a good man 
down. Owen Bayless, J. S. 
Sprott. Ted Caswell and 
Paul Burbank trying to re- 
strain the enthusiasm of 
Charlie Garvin. 

10. Mr. and Mrs. W. J. Ortel: 
Ralph B. Ortel, Shaw & Bor- 
den Co., Spokane. 






AT RIGHT.—The delegates and ladies 
at the eleventh district's annual ban- 
quet which closed the convention. 


J. S. Sprott of The Globe-Wernicke Co. of Yawman and Erbe Manufacturing Company 
paper on “Color and Design in 


per Office Equipment,” showing increased sales opportuni- 
Harvey Rockwell (Turn to page 181, please) 


Impressions.” 
addressed the group on “The Manufacturer and the gave an important 
Retailer’s Salesman.” These talks have been reported 
in connection with earlier meetings. 








Seventh District Holds Fine Meeting at St. Paul 


Jerue Arranges Capital Program—Good Attendance is 
Feature of Convention—Cooper Elected President of 
Northwest Travelers Club 


NE of the best meetings in the seventh district 

was held at the Saint Paul hotel, St. Paul, April 
19 and 20. The arrangements committee under the 
chairmanship of Sterley Jerue of McClain & Hedman 
Company, St. Paul, and the publicity committee under 
Walter Pierce of Midland Stationery Company, Minne- 
apolis, with the codperation of the Northwest Travelers 
Club helped Art Grayston of Thomas & Grayston Com- 
pany of Minneapolis, regional governor, put on a 
highly successful convention. 

As usual, the NSA “troupadours” furnished an im- 
portant part of the program, although in St. Paul the 
committee provided excellent local talent which occu- 
pied the larger part of the sessions. J. S. Parrott of 
Matt Parrott & Sons Company, Waterloo, Iowa, was 
chosen governor for the succeeding year. The prin- 
cipal speakers were General Manager Charlie Garvin; 
Harold Hampton, past president NSA; J. C. Irvine, 
Willson Stationery Company, Ltd., Winnipeg; A. J. 
Walker, Farnham Stationery & School Supply Com- 


pany, Minneapolis; Claude Valleau, Globe Office Fur- 
niture Company, Minneapolis, and Paul E. Burbank, 
Eaton Paper Corporation. 

Governor Grayston called the first session to order 
and presented Julius L. Perlt of the St. Paul Associa- 
tion of Commerce, who delivered an address of wel- 
come. He added that it was necessary for business 
men to get together to find out what others are doing 
and pick up and adapt new, useful ideas. It is also 
good, he said, for everyone to get away from business 
for a few days. Mr. Grayston followed with a welcome 
on behalf of the stationers. He was gratified at the 
attendance and said the convention should be of bene- 
fit to all. The next speaker was Mr. Garvin. He told 
of the good meetings in which he had participated in 
the South and the West. The stationery business, he 
said, varies in different localities. In the West some 
have built up substantial volume in home utilities, He 
commented on the high type of men in the business. 
The majority of people met on the trip were going 





CAMERA CATCHES CELEBRITIES AT ST. PAUL REGIONAL CONVENTION 


Claude Tritschler, Office Specialties Co., Fargo, N. D.; Ed. 

F. Perkins, Columbia Ribbon & Carbon Mfg. Co. 

2. R. H. McGowan of Shaw-Walker Co., giving a sales talk to 
R. R. Kemske, Kemske Paper Co., New Ulm, Minn.; J. H. 
McKeever, McKeever Press, Aberdeen, S. D.; and Sterley 
Jerue, McClain & Hedman Co., St. Paul. 

3. C. H. Law, Boorum & Pease Co., and Phil Ackerman, 

Farnham Staty. & School Supply Co., Minneapolis. 

Outstaring the photographer. Standing: Herb Rummelhart. 

Megeath Staty. Co., Omaha; Hollis J. Stevens, F. R. Curtiss 

& Co., and Neva-Clog Products, Inc.; George Whiteside, 

Parker Pen Co. Seated: Fred Pitt, Wilson-Jones Co.; Charlie 

Garvin; Paul Burbank, Eaton Paper Corp. 

5. Walter Pierce, Midland Staty. Co., Minneapolis; J. C. Irvine. 

Willson Staty. Co., Winnipeg; R. R. Kemske, Kemske Paper 

Co.; W. B. Allen, Joseph Dixon Crucible Co.; T. H. Wright, 


Rite-Rite Mig. Co.; Arnold Berglund, Joseph Dixon Crucible 
Co. 


6. W.S. Read. St. Paul Book & Staty. Co.; Art Grayston, Thomas 


& Grayston Co., Minneapolis; M. D. Hasty, Sengbusch Sellf- 
Closing Inkstand Co.; Ed. M. Hansen and Bob Davies, Mil- 
ler-Davis Co., Minneapolis; B. Bristoll, Koch Bros., Des 
Moines. 


7. Tom Valleau, manufacturers’ representative; Frank S. Coop- 


er, Codo Mig. Co.; Cliff Cody and Jack Cody, C. F. Cody 
Co., Dubuque; John Pydlek, Blaisdell Pencil Co.; Harry 
Anderson, The Globe-Wernicke Co.; Nels Schreiber, Mes- 
senger Ptg. Co., Fort Dodge, Iowa. 


8. Jack Lenehan, Wilson-Jones Co.; Don Barber, Megeath Staty. 


Co., Omaha; Ted Caswell, F. S. Webster Co.; Pete Masterson, 
Acco Products, Inc.; Karl Kiesel, The Carter's Ink Co.; Bob 
Anderson, Sioux City Staty. Co., Sioux Citiy. 
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MORE CAMERA SHOTS FROM THE ST. PAUL REGIONAL MEETING 


l. E. M. Metz, Quality Park Envelope Co.; J. H. McKeever, 
McKeever Press, Aberdeen, S. D.; L. G. Pratt, L. G. Pratt 
Co., Fargo, N. D.; V. A. Hanson, Brown & Saenger Co., 
Sioux Falls, S. D.; E. F. Ahlquist, Quality Park Envelope 
Co.; F. L. Ransom, Educator Supply Co., Mitchell, S. D.; 
M. D. Hasty, Sengbusch Self-Closing Inkstand Co.; H. Ed. 
Cooper, McMillan Book Co. 

2. Willis Mohn, Holden-Kahler Co., Cedar Rapids, Iowa; John 
C. Krueger, F. S. Webster Co.; Art Shipley and Claude 
Tritschler, Office Specialties Co., Fargo, N. D.; John Cole, 
The Carter's Ink Co.; Walter Kahler, Holden-Kahler Co. 

3. O. J. Bertelsen, Bertelsen Bros., Minneapolis; Larry Hamm, 
The Pierce Co., Fargo; A. J. Walker, Farnham Staty. & 
School Supply Co., Minneapolis; K. R. Clark, Free Press 
Co., Mankato, Minn.; Herb Fall, Japs-Olson Co., Minneap- 
olis. 

4. John Dougherty and Ray Scott, Curtis 1000, Inc.; John Cole 
and Karl Kiesel, The Carter's Ink Co.; C. Scott Parnham, 
Corry-Jamestown Mfg. Corp.; Floyd Kongsvik, Curtis 1000, 
Inc.; B. L. Henderson, Art Metal Construction Co.; Claude 
Fleet, Eberhard Faber Pencil Co.; Frank Cooper, Codo 
Mig. Co. 

5. Charlie Regan (center), toastmaster at the banquet, just 
told a good one, with obvious effect on Fred Schaefer, 


places. Sales people attended the meetings for ideas 
they could get out of them. The dealer who is making 
money, he stated, is one that is selling goods that are 
consumed. Businesses succeed or fail according to the 
quality of their management. Then he gave the dra- 
matic presentation of possibilities in fitting out a desk 


Sanford Mfg. Co., while H. T. Griswold (left), president 
of Sanford, shows a more conservative reaction. 

6. James C. Irvine, Willson Staty. Co., Ltd., Winnipeg. with 
Harold J. Hampton, Indianapolis Office Supply Co., former 
president, NSA. Two of the principal speakers. 

7. H. Ed. Cooper, McMillan Book Co., president; Ed. Conlon, 
Rockwell-Barnes Co., first vice-president; Karl Castle, Weis 
Mig. Co., second vice-president; Bill Smith, Ace Fastener 
Corp., auditor; Roy Clarke, F. S. Webster Co., secretary- 
treasurer; M. D. Hasty, Sengbusch Self-Closing Inkstand 
Co., retiring president. Officers of Northwest Travelers 
Club. 

8. Claude Tritschler and J. E. Gaffaney, Office Specialties Co., 
Fargo. 

9. C. W. Talty, Poucher Ptg. & Litho. Co., Minneapolis; Al 
Nordstrom, Smead Mig. Co. 

10. L. Ed. Friedman, LePage’s Adhesives, Inc.; E. R. Man- 
ning, Stein Bros. Mfg. Co.; Ham. Hendrick, American Pen- 
cil Co. 

ll. Talent in the Travelers Club. Stanley Griebel, Yawman 
and Erbe Mfg. Co., accompanies Eddie Friedman, LePage’s 
Adhesives, Inc., through a difficult aria. 

12. Ed. F. Perkins, Columbia Ribbon & Carbon Mfg. Co.; Larry 
Ackert, Eaton Paper Corp.; Ed. Little, Wabash Cabinet Co. 


for a business Man in his attention-compelling ad- 
dress “Over My Desk.” 

Next Mr. Garvin introduced three past presidents 
of the association—Mr. Hampton, Mr. Walker and 
B. J. Bristoll of Koch Brothers Company, Des Moines. 


(Turn to page 189, please) 
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STATIONERS AND PUBLISHERS BOARD OF TRADE 
ANNUAL FORUM AND DINNER 


The credit managers and sales managers who at- 
tended the afternoon session of the annual forum and 
dinner of the Stationers and Publishers Board of Trade 
at the Hotel Biltmore, New York City, on Friday, April 
5, proved to all that they were a wide-awake crowd, 
eager to learn from each other and to assist each 
other. Executive Secretary Howard S. Sanders had 
made an exceedingly wise choice of a few burning 
questions for discussion. Chairman of the meeting 
George F. Griffiths proved particularly deft in nurtur- 
ing the discussion. 

In opening the meeting, Mr. Griffiths reminded the 
group of the increasing importance of credit men 
because more people are engaged in selling our mer- 
chandise today. It becomes harder to contact them 
and know them personally as we used to do. The 
rising cost of doing business resulting in decreased 
margins of profit makes it more important that credits 
be scrutinized more carefully. He said the Stationers 
and Publishers Board of Trade has been most suc- 
cessful in doing a great credit job for this industry. 
He closed his remarks reminding the group of their 
good fortune in having men who really know their 
business to address them. 

Harry W. Lynn, district sales manager of the Ester- 
brook Pen Manufacturing Company, upon introduc- 
tion, launched into his subject, “The Value of Credit 
Service to the Salesman” by emphasizing the inter- 
dependence of the sales departments and credit de- 
partments calling them very vital parts of business. 
The sales organization produces the orders; the credit 
department collects the money. In his opinion no sale 
is complete until the merchandise has been delivered, 
accepted and the money in payment is in the bank. 
So, the two departments must be in complete harmony 
of effort to assure success. A warning was interjected 
by Mr. Lynn to avoid making credit too cheap in our 
industry—so cheap that it might invite derelict mer- 
chants to enter. 

Mr. Lynn went on to emphasize the fact that sales- 
men had a grave and vital responsibility in assisting 
the credit departments and in keeping the relation- 
ship between the credit department and his customer 
cordial. Salesmen can assist credit departments by 
keeping the credit manager informed of any changes 
he may observe—by recognizing the scale of prices a 
merchant receives for his merchandise as an indica- 
tion of the merchant’s ability to pay his bills to the 
manufacturer and in assisting his customer in solving 
his financial problems. Salesmen must remember that 
if a customer fails they will have a hard job obtaining 
an equal business from the same territory and that 


79 


they have a definite responsibility in keeping the 
financial condition of their customers in good order. 
He reminded all that the Stationers and Publishers 
Board of Trade rendered an expert helpful service 
and advised salesmen to suggest merchants consult 
with the board. Past experience, Mr. Lynn stated, 
indicated that the board was not suggested until it 
was too late. To illustrate his point, he cited two cases 
where with the assistance of the board, good distribu- 
tors were helped through rough financial weather and 
were able to carry on. These instances he stated as 
proof that the salesman should concern himself with 
credits. He suggested that salesmen spread the word 
that the desire of the Stationers and Publishers Board 
of Trade was to perpetuate capably conducted busi- 
nesses. In conclusion, he emphasized the fact that 
the job of all was to keep capable people in business. 
That the sales department and credit department of 
the concerns in our business were in the habit of 
cooperating closely and anxious to increase that co- 
operation was evidenced by the discussion that fol- 
lowed Mr. Lynn’s address. 


Lauds Old Friends 


Herman Price, vice-president and general manager 
of Eagle Pencil Company, followed with an interesting 
discussion of “Credit Relations Between Manufacturers 
and Long Established Distributors No Longer Able to 
Pay Within Terms of Sale.” Speaking for his firm, he 
stated the belief that their old friends were their 
best friends. When these old friends get into finan- 
cial embarrassments as they sometimes do, his com- 
pany was inclined to be sympathetic and helpful any 
and every way. He admitted the selfish aspect of the 
motives, claiming that it was to their distinct advan- 
tage to preserve the merchant who knows and Sells 
their merchandise. Every effort is made to know the 
problems of their distributors and to assist them in 
every way they could. Mr. Price’s company policy has 
even gone so far as to back an old friend to the very 
limit of going down with him if he eventually went. 
Mr. Price continued with a suggestion that credit men 
and salesmen encourage distributors to seek the expert 
advice of the Stationers and Publishers Board of 
Trade, for an outside expert viewpoint is very advan- 
tageous to the distributor who often is so close to his 
problems that the solution is dimmed. It has been 
his experience that the honest merchant is usually 
very grateful for such helpful assistance. Mr. Price 
stated his belief that for a company such as his own 
a broad distribution is essential to capitalize on their 
advertising and promotional activities to the fullest 
extent. He reminded his listeners that a reasonable 
risk must be taken where a weak link in the distribut- 





CROWD AT THE STATIONERS AND PUBLISHERS BOARD OF TRADE DINNER DANCE 
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ing scheme existed. The credit questions he indicated 
were as complex as human nature. 

Following a discussion on this subject, the chairman 
introduced C. S. A. Williams, president of The Bates 
Manufacturing Company, who spoke briefly on the 
subject of uses and abuses of the cash discount. Upon 
this subject, too, the audience continued a lively 
discussion. 

Mr. Williams reminded that the Board of Trade was 
primarily an organization to collect and distribute 
information concerning the financial standing of re- 
tailers and their record of paying. With this informa- 
tion each member acted as his own judgment dictated. 
On the whole, he described all as being lenient with 
credit, weighing all the circumstances, taking into 
account sectional business conditions, special situations 
caused by floods, fires, etc., past habits of paying, even 
though temporarily slow, attempting to arrive at an 
intelligent opinion of the debtor’s inherent honesty, 
business ability and paying ability. He stated his be- 
lief, however, that the members of the Stationers and 
Publishers Board of Trade can, and should, take a 
more forceful stand in regard to the question of un- 
earned discounts. After all, the cash discount is merely 
a premium for making payment on or before a certain 
definite date, and not a part of the trade discount. 
Recently, an article appeared in OFFICE APPLIANCES 
covering this subject from the standpoint of the dealer. 
From this, and from conversations had with many 
friends in the retail business, he believed they, too, are 
anxious to have this habit of taking unearned dis- 
counts eliminated. 

With bank credit costing from 134 to 4 per cent 
today, Mr. Williams stated his belief that the cash dis- 
count is unnecessary and wasteful for any manufac- 
turer with plenty of capital. From a number of exam- 
ples he cited, it is apparent that the cash discount is 
becoming less and less a part of the general trade 
custom. The speaker expressed the hope that the time 
would soon come when the custom could be eliminated 
altogether from this trade. To make certain his belief 
was entirely understood, he emphasized the fact that 
if a merchant with an honest reputation cannot pay 
his bills promptly on account of some misfortune such 
as temporary financial stress, sickness, fire or flood, 
etc., his attitude would be entirely sympathetic, and 
the inclination would be to “play ball” with him indefi- 
nitely; but he did not believe any manufacturer should 
be asked to grant cash discount when the merchant 
cannot arrange to pay his bill within the time for 
which the cash discount is offered as a premium. He 
concluded with the observation that to take the un- 
earned discount is unfair to all other dealers who 
assume the terms are the same to all. 

A. L. Popper, attorney for the board, followed with 
a hurried explanation of several cases in which the 
board had had a hand mainly to help his listeners 
to be on the alert for signs in the balance sheets 
that point to success or failure. 

The afternoon session then adjourned for cocktails 
at which time the party was augmented by the arrival 
of the ladies and many other guests. A delectable 
dinner was served in the ballroom. A clever enter- 
tainment was provided. The chief hit of the evening 
was a skit entitled, “A Quiet Evening at Home,” in 
which Mr. and Mrs. Paul Buckwalter of the National 
Blank Book Company and Howard S. Sanders, execu- 
tive secretary of the board, assisted by Miss Dorothy 
South, a talented actress, appeared. 
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ILLINOIS BOOKSELLERS COMPLETE CONVENTION 
PROGRAM 

With a number of committees working under the 

general direction of President Daniel H. Hansen, the 

program of the twenty-fifth annual convention of the 
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Illinois Booksellers and Stationers Association has 
been completed. The meeting is set for May 6, 7 and 
8, at Rockford, IIl. 

Nicely balanced to provide both instructive and 
educational meetings and fun and recreation, the pro- 
gram will include the appearance of a number of men 
prominent in the industry who will deliver addresses 
of importance. On Monday, the opening day, no meet- 
ing will be held, but in the evening there will be a 
pre-convention party which will be in the nature of 
a “get-acquainted” gathering. 

The speakers and their addresses for the Tuesday 
and Wednesday morning sessions are as follows: 

Mr. Hansen, “Twenty-five Years, Fore and Aft”; 
Conrad A. Netzhammer, Northwestern Furniture Com- 
pany, Milwaukee, “Salesmen’s Compensation”; Charles 
P. Garvin, general manager, National Stationers Asso- 
ciation, “A Year Ahead’; Owen G. Bayless, president, 
N.S.A., “The Opportunity of a Stationer’; Paul E. 
Burbank, Eaton Paper Corporation, “If It Can Be Sold 
in South America, It Can Be Sold Here.” At a book- 
sellers’ round table forum, Hans Peter Treuenfels, 
Greystone Press, will discuss the American Booksellers 
Association Clerks’ educational plan, and Frank L. 
Magel, Book-of-the-Month Club, will speak on “The 
Cooperation Plan by the Book-of-the-Month Club and 
Booksellers as a Merchandising Idea in Present Day 
Book Selling.” 

At the Tuesday morning session the delegates will 
be given a showing of the new Eberhard Faber movie, 
“Two Cents Worth of Difference.” On Tuesday after- 
noon Mr. Garvin will conduct the Sales Institute, 
assisted by Harry Balch, Quality Park Envelope Com- 
pany; William J. Boyd, Acco Products, Inc.; William 
J. Dalton, Geyer’s Publications, and Herbert J. Walsh. 

Tuesday evening will witness the cabaret dinner- 
dance and floor show in the Rainbow room of the 
Hotel Faust. 

Wednesday afternoon speakers will be Albert R. 
Crone, of the R. R. Bowker Company who will discuss 
“Community Book Promotion”; Joe Meek, Illinois Fed- 
eration of Retail Associations, who will speak on 
“Breakers Ahead,” and Mr. Garvin, who will close with 
“Allied and New Lines for the Stationer.” 

The annual banquet will bring the convention to a 
close on Wednesday evening. 

oS - 


CHICAGO TYPEWRITER MEN GREET MR. FOLEY 


The guest of honor at the regular monthly meet- 
ing of the Chicago Typewriter Dealers Association, 
held Monday evening, April 8, at the Sherman hotel, 
was H. L. Foley, new manager of the L. C. Smith & 
Corona Typewriters Inc. branch in Chicago. Mr. 
Foley was introduced by A. B. LaFleur, also of the 
L. C. Smith organization, and a long time member of 
the association. 

Mr. Foley responded in fitting manner, commenting 
briefly on his appreciation of Chicago and the men in 
the territory who represent the typewriter industry. 

About twenty-five were present when the meeting 
was called to order at 8:30. President Jessogne called 
for reading of the minutes of the last meeting, which 
were approved without change. He then announced 
that the liquid refreshments of the evening were fur- 
nished by Earl Thompson, in celebration of Earl’s re- 
cent marriage. 

The picnic committee consisting of George Dinger, 
chairman; Frank Kline and N. J. Jessogne was ap- 
pointed. 

A general discussion ensued, out of which came a 
number of ideas for the committee to work into its 
program. 

Among those present was a visitor from New York. 
Upon introduction, Walter Button of the Wholesale 
Typewriter Company was greeted with applause. 

Adjournment followed soon to provide those present 
with an opportunity to indulge in card games. 
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ANTON P. POHL, JR 


THE LARGE CROWD WHICH ATTENDED THE NEW YORK OFFICE MACHINE DEALERS DINNER DANCE 


NEW YORK OFFICE MACHINE DEALERS 
DINNER DANCE 


The problem of finding adequate space for the mem- 
bers and friends of the Office Machine Dealers Asso- 
ciation of New York who wanted to attend the fifth 
annual dinner dance at the Hotel New Yorker, Satur- 
day, March 30, was a vexing situation which the com- 
mittee solved with some difficulty. The fame of this 
annual affair has spread afar. Four hundred and 
eighty were there, while another hundred were un- 
fortunately unable to secure accommodations—a 
rather unusual circumstance. 

As usual the committee had a good program begin- 
ning with a fine Maryland turkey dinner served in the 
New Yorker’s grand style. The guest of honor was 
Anton T. Pohl, Jr., A. T. Pohl Inc., retiring president 
of the association. 

After dinner a varied vaudeville entertainment was 
provided, and then dancing to the tuneful airs of 
Harry Lefcourt and his orchestra kept the crowd 
amused until close on to breakfast time the next day. 

Chairman William Purvin and his committee de- 
serve a real round of applause for the bang up job 
they did. 
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BOSTON TO GET FIRST REGIONAL MEETING 


The N.S.A. first regional district annual convention 
will be held at the Statler hotel, Boston, Mass., accord- 
ing to a statement issued last month by Regional Gov- 
ernor Rhys Llewellyn, R. H. Llewellyn Company, Man- 
chester, N. H. 

The meeting, which is scheduled for June 21 and 22, 
is in the hands of a committee appointed by Governor 
Llewellyn and consisting of members of the Boston 
Stationers Association, the Connecticut Valley group, 
the New England Travelers Club and the governor’s 
staff of colonels. In this manner practically all New 
England will be given a golden opportunity to do its 
bit towards making the convention one long to be 
remembered by those who attend it. 

Formalities and routine business will be disposed of 
on Friday (twenty-first) and at 1:30 that afternoon a 
program of importance to every dealer, salesman and 
manufacturer will be presented. The theme will be 
“Emphasis on Selling” and there will be some outstand- 
ing speakers to drive home to their listeners the points 
presented. 

Harking back beyond the “Gay Nineties” into the 
“Unusual Eighties,” the Friday night New England 
supper and entertainment is described by those in 
charge as something “very much out of the ordinary.” 
Many surprises will be offered, including a “heart- 
rending” drama entitled “The Stationer’s Daughter 
and the Traveling Salesman,” or “Truth Will Always 


Triumph.” Dancing will follow the entertainment 
program. 

On Saturday morning a meeting will be held exclu- 
sively for dealers and a discussion of the every-day 
problems met by them. The New England meeting will 
conclude with luncheon at 1 o’clock to give the dele- 
gates an opportunity to spend at least a half-day 


exploring Boston and surrounding territory. 
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THIRD REGIONAL PROGRAM COMPLETED 

An impressive and well-balanced program has been 
completed for the annual meeting of the National 
Stationers Association third regional district, sched- 
uled for June 14 and 15 at the Claridge hotel, Atlantic 
City, N. J. 

There will be two business sessions on the first day 
prior to which Regional Governor R. L. Thomas will 
be on hand to greet the delegates and their ladies. In 
the evening the Penn-Mar-Va Travelers Club, which 
is to hold its annual meeting on the thirteenth, will 
entertain the visitors with its “Nite Club of the Ski.” 

On the second day there will be a morning session 
only with the convention closing at noon to make 
room for the golf tournament in the afternoon and 
the annual banquet in the evening. 

Speakers on the program will include the following: 

Harvey Rockwell, Yawman and Erbe Manufacturing 
Company; William Block, Victor Safe & Equipment 
Company; Paul E. Burbank, Eaton Paper Corporation; 
Charles P. Garvin, general manager, N.S.A.; Howard 
Sanders, Stationers and Publishers Board of Trade; 
Dan Smith, Smith Printing Company; Thomas Stagg, 
Hoskins Company; W. H. Patterson, Johnstown Office 
Supply Company; Millard H. Jackson, Joseph Dixon 
Crucible Company; F. Burton Brewster, Boorum & 
Pease Company; Nelson Bushnell, Alvah Bushnell 
Company; Albert W. Williams, Stationers Guild of 
America, and Governor Thomas. 


————— eee 


N. A. P. A. TO MEET IN CINCINNATI 


The twenty-fifth international convention of the 
National Association of Purchasing Agents will be held 
at the Netherlands Plaza hotel, Cincinnati, from June 
3 to 6. The event will include the business exposition 
which is known as the Inform-A-Show. 

Several manufacturers of office equipment, ma- 
chines and equipment will exhibit their products in 
the Inform-A-Show, including the following: 

The American Crayon Company, Sandusky, Ohio; 
Ault & Wiborg Carbon & Ribbon Company, Inc., Cin- 
cinnati, Ohio; Autopoint Company, Chicago; Columbia 
Ribbon & Carbon Manufacturing Company, Inc., Glen 

(Turn to page 146, please) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and tke staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades 
; Street, 


6 St. Bride 


issociation of Great Britain and Ireland, 
London, E. C. 4. 


Mr. Vincent Jackson, who served in the Royal Flying Corps during the World 


War, has been granted a commission in the R. A, F. 
will be connected with the administration department. 
Jackson’s work “for the duration.” 


over Mr. 


London, 2nd April, 1940. 

The focus of attention is now on the export trade 
and the British manufacturer section of the office 
appliance industry is concentrating attention on over- 
seas trade and every effort is being made to cooperate 
with the Export Council of the Board of Trade in the 
drive to capture overseas markets. It is understood 
that its powers are very considerable; it recognizes 
the desirability of working through existing trade 
associations and the importance of the export mer- 
chant’s expert knowledge, and its aims and plan of 
action cover the majority of points deemed essential 
to the success of the campaign. The Council’s policy 
and machinery must be judged by increase in exports 
and the avoidance of undue hardship to home trade 
in the increase of raw materials needed for the export 
drive. For the purpose of coordination of effort, ex- 
port groups of industries are set up, and in this con- 
nection a combined meeting of the Office Appliance 
Trades Association, Stationers’ Association, British 
Typewriter Manufacturers’ Association, and Allied In- 
dustries, was arranged, when the Council’s experts 
advised on the procedure necessary in the formation 
of an export group for the industry. 

* * - 

There is a tendency to inveigh against the powers 
that be and the measures they have introduced as 
part of their plan to put industry on a wartime basis. 
The need for these measures is fully appreciated, but 
the methods of achieving the aims tend to be criti- 
cized. The theory is markedly good but bears signs of 
having been conceived by minds not acquainted with 
more than a knowledge of the broader aspect of 
industry and having need of consideration by the 
business mind knowing the routine and detail of 
industry, and, furthermore, able to apply it to a 
It must however be acknowl- 
is being done to help the 


successful conclusion. 
edged 


that the utmost 


volunteer service, where he 
Mrs. Elliott will take 


British manufacturer sell to overseas markets, they 
on their part actively codperating and taking the 
long view of the position they will build up, not so 
much for the immediate moment but in relation to 
the after the war period. In Canada and the U. S. A. 
there are great possibilities for future business, as 
well as Latin American republics, Holland and the 
Scandinavian countries. 
a * * 

The industry has its difficulties, but not nearly the 
difficulties originally anticipated, and there has been 
much good-will propaganda, advertising being mainly 
based on this. Long credits and discounts have largely 
been discontinued, cash being of much greater moment 
than credit, this needing considerable tact and diplo- 
macy in the change-over and the utilizing of the good- 
will existing between traveller and customer. 

* * * 

t is suggested that when the war is over there will 
be a change in selling methods. Glibness of adver- 
tising and high pressure selling, having got on the 
nerves of the customer, will be replaced by more 
sincere and quiet methods. In the post-war period, 
the successful firms will be those who have maintained 
contact with customers and retained their good-will 
during the war period, that by adopting improved 
selling office methods, employing well-trained sales- 
men, they will thus overcome the difficulties of the 
new conditions. 

* * * 

Imperial News this month gives details of the types 
of business men in and around the countryside of 
Aberdeen. They state there are three different and 
distinct types—the Highlander, courteous, often poor 
though proud; the Lowlander, canny, reserved, clever 
at his business and relishing a bargain and will haggle 
over the price almost for the pleasure of it; the 

(Turn to page 92, please) 
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By the time you’ve smoked a 


cigarette ....... 








the Mimeograph duplicator 





\ could get out 500 copies of 
> something to 


IY make and / or save you money 


Those copies might be product an- 
nouncements that would launch 500 sales... 
or simplified accounting forms that would 
save 500 pennies every day. You get out 
such things with the Mimeograph duplicator 


without detours, and with pride in their looks. 


A simple survey would bring to light 


a lot more problems it could serve too. 


There’s now a complete family of 
Mimeograph duplicators in four price brack- 
ets... They are the culmination of a four- 
year program of modernization, which more 


than ever makes them the world’s standard 
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of office duplication. 






a 


They are streamlined in looks, stream- 
lined in engineering, streamlined to make 


Just eight or ten minutes ago the stack and/or save money for your business. Get the 


of finished work in the hands of the full story from the local Mimeograph dis- 
101 lady was jus rlea 1 the brain . ; 7 
ee tributor listed in your ’phone book. A. B. 
of her boss—that's how quickly you can ¢ 


work with the Mimeograph duplicator! Dick Company, Chicago. 




















Mimeo 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, 





registered in the U. S. Patent Office 
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FORTY-FOUR YEARS 
Se ee 
OF PROTECTING 
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OUR CUSTOMERS’ 
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WORDS... 
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OFFICE APPLIANCES 


WIS-ILL CLUB NOTES 
Edward Deacon and Fred M. Coleman, Jr., are new 


members of the Wis-Ill Club elected March 29. Mr. 


Deacon is with George E. Fox & Company; Mr. Cole- 
man with Boorum & Pease Company. 
= os ~ 

The April twelfth luncheon meeting was a little 
longer than usual because William Austin, a repre. 
sentative of The Plan for Hospital Care was on hand 
to explain the services of the plan. He made a concise, 
interesting talk and then answered a number of ques- 
tions propounded by those present. Approval of the 
club’s participation seems evident, although no offi- 
cial vote was taken at the meeting. 

” * ~ 

Indications are the plan is being considered by many 
members. Forms have been sent out and are return- 
able by May 7, and, if adopted, the plan will go into 
effect on May 22. se 

The club voted to sponsor a “Wis-Ill Club Night” 
which will consist of a dance in connection with a 
“House of Friendship” at the fifth regional meeting 
in the Hotel Lincoln in Indianapolis on the night of 
May 10 (Friday). Because the event is expected to be 
one of the largest meetings held to date in that region, 
it will give the club a fine opportunity to “show itself” 
and incidentally add substantially to the membership. 
The committee chosen for this event is Harry Balch, 
chairman, Quality Park Envelope Company; Harry 
Nichols, Weis Manufacturing Company; Ray Eichen- 
laub, Service Steel Products; Herb Walsh, manufac- 
turing representative; Henry Block, General Pencil 
Company; Bill Cox, Carters Ink Company; Matt Dim- 
mitt, Wilson-Jones; E. L. Thompson, Eagle Pencil Com- 
pany; Charles Underwood, Fulton Specialty Company; 
Charles Mueller, Joseph Dixon Crucible Company and 


Charles Consodine, former club president. 
<_< 








| AN AIGNER DEALER AID.—The G. J. Aigner Company, 503 
| South Jefferson street, Chicago, is offering to its dealers this 
| handsome, black streamlined metal container for holding cel- 


luloid envelopes. Built to hold thirty envelopes, the case meas- 
ures 6 by 9!/, by 8 inches. It was designed for counter use and 
is expected to add materially to the dealer's sales of celluloid 


envelopes manufactured by Aigner. 
—? © —_—_—— 


OOM AND HERRERA CELEBRATE 5TH YEAR 
The Economy Office Supply Company, 40-50 Market 
avenue, N. W., Grand Rapids, Mich., this month is 


| celebrating its fifth anniversary of the concern’s 


founding by J. C. Oom and Cy Herrera. 

The firm was started by the two men shortly after 
they left the Tisch-Hine Company on May 13, 1935, 
and has grown steadily ever since. The official celebra- 
tion of the anniversary will be held between May 20 
and 25, during which time the company will offer a 


| number of specials. 


A large and impressive stock is carried by the organ- 


| ization, including Boorum & Pease blank books and 
| loose leaf devices; Meilink safes; Indiana desks; Mar- 


ble & Shattuck chairs; Steiner’s Old Mill papers; San- 
ford inks: Imperial ribbons and carbons; Imperial 
Methods filing supplies; Blaisdell pencils and Guild 
products. 


MAY, 1940 85 





NEW FREEDOM 
FOR SECRETARIES 


with the NEW Siper Speed 


LCSMITH 


... the finest typewriter in our history 


Ask for free demonstration... branch offices and dealers in all principal cities 
L C SMITH & CORONA TYPEWRITERS INC * SYRACUSE, NEW YORK 


* 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF 





NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH 


IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 
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FAUSTMANN CELEBRATES 30 YEARS WITH ROYAL 

April 25 marked the thirtieth anniversary with 
the company of E. C. Faustmann, president of the 
Royal Typewriter Company, Inc., who is recognized in 
the typewriter industry as a progressive, astute leader. 
On the occasion of his anniversary of thirty years of 
service with his company, the entire organization 





E. C. FAUSTMANN 


congratulations and best 


tendered its wishes to its 
chief. 

tarting as a clerk in the accounting department in 
1910, Mr. Faustmann early laid the foundation of his 
remarkable career with Royal. It was in 1919 that he 
was given the treasurer’s post after making an excel- 
lent record in the previous nine years. Further recog- 
nition followed when in 1927 he was made executive 
vice-president of the firm. Only two years later, in 
1929, he was elected president. 

During the ensuing years, under his capable and 
talented leadership, Royal achieved new highs in sales 
and production—new records which were progres- 
sively broken. Through his active business adminis- 
tration his company has made consistent and steady 
gains especially in the domestic market. 

The entire Royal Typewriter Company joined the 
many friends and associates of Mr. Faustmann in best 
wishes to him on the eve of his anniversary 


ee 

COLUMBIA MOVES NEW YORK AND MINNEAPOLIS 
OFFICES 

The Columbia Ribbon & Carbon Manufacturing 


Company, Glen Cove, N. Y., last month announced the 
removal to larger quarters of its New York City offices 
and Minneapolis, Minn., branch. 


The New York City offices have been transferred to 
58-64 West Fortieth street, where the company will 
occupy the entire ninth floor. Facilities are so ar- 
ranged in the new quarters that in addition to pro- 
viding greater convenience for customers and sales- 
men, a much faster delivery service will be placed in 
operation. 

Increasing business of the company in the Minne- 
apolis section brought about the move of that branch 
to 200 Plymouth building, where, according to Branch 
Manager E. F. Perkins, twice the space of the old loca- 
tion is available, with better lighting, ventilation and 
shipping facilities provided. 

nal csi 
CUSHMAN & DENISON IN NEW HOME 

The Cushman & Denison Manufacturing Company, 
makers of a large number of office items, recently 
moved to larger quarters at 133-135-137 West Twenty- 
third street, New York City. The firm was formerly 
located at 241-243 West Twenty-third street. 

The company manufactures one of the largest lines 
of office supplies in the industry, including such num- 
bers as binder clips, carbon papers, card holders, stamp 
pads, time stamps, sponge cups, sealers, check pro- 
tectors, clips, dating machines, pliers, pen racks and 
trays, dating machines, fasteners, inkstands, mailing 
caps, moisteners, numbering machines, pens, oil cans, 
pins, files, clips and a number of others. 


EXCUSE US. PLEASE 


In an illuminating article by H. U. Bittman, sales 
manager, A. W. Faber, Inc., Newark, N. J., in the April 
number, under the title “For the Benefit of All Let’s 
Give the ‘Bid’ the Bounce!” the word “not” was inad- 
vertently omitted from the last sentence in the para- 
graph ending at the top of the third column on page 
13. The sentence should have read “But a bid which 
is an invitation to quote on specific merchandise, or 
a bid which is a quotation offering to sell something 
to some one is not properly labeled when identified as 
such.” Without the word “not” the sense of the sen- 
tence was contrary to the general theme of Mr. Bitt- 
man’s fine discussion. The “sin of omission” is sin- 
cerely regretted. 











See 

In the April issue appeared a story in which it was 
stated that a cocker spaniel, “My Own Toni,” owned 
by W. A. Wirtz, of Little Rock, Ark., was adjudged best 
of 4,000 entries in a recent New York City dog show. 
This statement was incorrect, the honor having been 
bestowed upon “My Own Brucie,” grandsire of the 
dog owned by Mr. Wirtz. 
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eTOTZ OFFICE Bee UIPMENT CoO. 


Easton, Pa. 


——— 
% “ Ae 


we 


YOU ANT 


MODEL OF 


L, bumbts | 


MORE THAN 


TRIPLE 


THE BUSINESS 


MAYBE STOTZ’S LETTER WILL HELP YOU! 


HE following letter, written by the Stotz Office Equipment Co., Easton, Pa., tells of a ribbon 
and carbon sales success that you, too, may be able to achieve with the cooperation of 
Columbia. 
“In 1935 we were doing what we felt was a fair job of selling another brand of carbon and 
ribbons. At that time a Columbia Ribbon & Carbon Company representative called on us. He 


assured us that we would more than double our business and 





LA ASSAD IIA 


(here rrrrere: 











thereby increase our earnings on carbon papers and typewriter 


MARATHON 
ribbons through greater volume obtained through a nationally TYPEWRITER RIBBONS 
advertised product, backed up with consistent, uniform quality eS ae oe a fi 

, 4 timably importan Im all tine 
of merchandise. We finally took on the line and in the period gery ME Pcs, They 
f , , illine and bookkeeping ey 
of a year had almost tripled our carbon and ribbon business. e 2 grate sane 
‘ copie at one writing 
Since then we have increased this figure and today are proud i sehen of loagee 

P . ee 9 Marathon i the ribbon of longer 
to be one of the many satisfied Columbia dealers. ee nee 


If this sounds interesting. get in touch with Columbia and let 


us tell you the rest of the story. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office and Factory: Glen Cove, L. L, N. Y. 


New York Sales and Export: 58-64 W. 40th St. 
Kansas City, Mo.: Dwight Bldg. 


Factories: Milar Italy: / lov Englane Sydney, Australia 





Silk Gauze 


Maralbon 













COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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Duty-Matched Seating for 

@e THE ENTIRE OFFICE, OFFERS UN- 

@ PARALLELED SALES OPPORTUNITIES 

on | 


for those Who 





Contact Customers 


THE GENERAL FIREPROOFING COMPA Np Proa 
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* Sales these days to business are mainly dependent 
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upon the ability of office equipment to promote staff 






and executive efficiency. GoodForm Adjustable Alumi- 
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Comfort Master num Seating meets this requirement as expertly as radio 
DeLuxe for the : ; 
Guiding Heads meets modern needs in the matter of communication. 







of Business. 








Through five-point adjustability. ..GoodForm Chairs 
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are made to fit each individual and the duty he performs. 






Comfortably seated, physical and mental energy is 






better directed to accomplishing the work to be done. 












Fatigue is lessened... restlessness minimized... the 
No. 3129 performance value of the indiyidual to his company 
Comfort Master 
for Management. materially increased. 











This worth-while...cost-reducing... improvement 






can be achieved in every department. There is now a 






GoodForm Adjustable Chair for every office worker 






...from machine operator to guiding head. That’s 






important news to both you, and those to whom you 

















— 1940 in the seating division 


oe No. 3257 j 
|. Comfort Master Jr sell. Tell it... phone it...write it. That’s ‘ 
| < for Heads of Depart- ; 
bi? 7 ments and Divisions. the sales success formula for a 
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of the office appliance field. 
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4 No. 2121 No. 2123 
: For Office Pro- For the Typists and 
duction Workers Machine Operators 












Products by GF: METAL DESKS, ALUMINUM CHAIRS, FILING CABINETS 





PRFES, STEEL SWELVING, STORAGE CABINETS, FILERG. £0 eee 
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THREE SMITH-CORONA SALES STAFF 
CHANGES MADE 

Vice-President J. B. McCormick of L. C. Smith & 
Corona Typewriters, Inc., last month announced three 
important changes in the Smith-Corona sales organi- 
zation. 

On April 1 James H. Sait was promoted to the man- 
agership of the Portland, Ore. branch. Mr. Sait has 









a 


J. H. SAIT 


A. H. FOXCROFT 


served the company as manager of the Spokane 
branch since January 7, 1929. This new appointment 
is a recognition of his successful conduct of that 
branch during the past ten years. 

A. H. Foxcroft has been appointed manager of the 
combined Spokane and Seattle branches as of April 1. 
On April 30 the Spokane branch began operating as a 
district office under the Seattle office. Mr. Foxcroft 
has had a long and successful experience with the 
company, having formerly been manager of three im- 
portant branches, Milwaukee, Detroit and Chicago. 

Paul M. Winship was promoted to the managership 
of the Cleveland branch from the Portland, Ore 





P. M. WINSHIP 


branch as of April 1. Mr. Winship first entered the 
employ of the Company in 1925 as salesman at the 
Seattle branch. He was later transferred to Portland, 
Ore. and has continued there until the present time 
His promotion is in recognition of his record as man- 
ager of the Portland branch. 


—+—~< a 


MRS. AMES INJURED IN FALL 


Mrs. C. H. Ames, vice-president of the Ames Supply 
Company, Chicago, who is in charge of the New York 
office, is confined to the Methodist hospital, Brooklyn, 
suffering a hip injury brought about by a fall in her 
home. Mrs. Ames is definitely on the road to recovery 
but will be forced to remain inactive for a time 


OFFICE APPLIANCES 


NEW A. B. DICK OKLAHOMA DEALERSHIP LINE-UP 
COMPLETED 


The A. B. Dick Company, Chicago, has recently com- 
pleted a new dealership line-up in western and central 
Oklahoma. Formerly handled by one Oklahoma dis- 
tributor, this territory has been divided among three 
distributors with definite territories. 

The Southwestern Stationery & Bank Supply, 413 
C avenue, Lawton, has been appointed distributor in 
twenty-three southwestern counties, with L. B. (“Bill’’) 
Stites in charge of the Mimeograph department. Mr. 
Stites, who received training in the A. B. Dick Com- 
pany’s factory, has been selling and servicing Mimeo- 
graph duplicators and other Mimeograph brand prod- 
ucts for the past eight years. Territory assigned to 
the Lawton firm includes the following counties: 
Beckham, Caddo, Carter, Comanche, Cotton, Custer, 
Garvin, Grady, Greer, Harmon, Jackson, Jefferson, 
Johnston, Kiowa, Love, McClain, Marshall, Murray, 
Pontotoc, Roger Mills, Stephens, Tillman, and Washita. 

The Ponca City branch of the Southwestern Sta- 
tionery & Bank Supply was appointed distributor in 
eighteen northwestern and north central counties, in- 
cluding: Alfalfa, Beaver, Blaine, Cimarron, Dewey, 
Ellis, Garfield, Grant, Harper, Kay, Kingfisher, Major, 
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HAROLD RICH 


L. B. STITES 


Noble, Pawnee, Payne, Texas, Woods, Woodward. In 
charge of the Mimeograph department of the Ponca 
City branch is Harold Rich, formerly of Oklahoma 
City. Mr. Rich has been selling and servicing Mimeo- 
graph duplicators for the past four years. 

On February 1, The House of Wren, First street and 
Broadway, Oklahoma City, was named distributor in 
Oklahoma City and seven central counties, with H. H. 
Hickey in charge of the Mimeograph department. 

Downs-Randolph, 14-20 East Seventh street, Tulsa, 
continues as distributor in the remaining twenty-nine 
counties in eastern Oklahoma.—EVH 


<=>." 
CRIKELAIR TO REPRESENT L. L. BROWN 


David J. Crikelair of Los Angeles, Calif., has been 
appointed Pacific Coast representative of the L. L. 
Brown Paper Company, Adams, Mass. 

Mr. Crikelair is well-known in the paper industry 
on the Coast, where his entire business career has been 
devoted to the marketing of paper. For a number of 
years, he was associated with the Los Angeles division 
of the Zellerbach Paper Company and was also identi- 
fied with that company in Portland and Phoenix, hav- 
ing served recently as manager of the latter division. 
His experience also embraces sales work with other 
Coast paper merchants. 

During the World War, Mr. Crikelair enlisted in 
the Signal Battalion organized in Los Angeles and 
served with the 316th Field Signal Battalion of the 
famous 9lst Division. He will have his headquarters in 
Los Angeles but will extend cooperation on L. L. Brown 
papers throughout the eleven Pacific Coast States. 
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1940's Fourth Successive SCOOP 
AMES LEADS AGAIN with the 
New No. 5 Genuine Celluloid 
Key-card 
with Green Feature Keys 


This new, genuine celluloid Key-card is not 
only long-wearing but color fast. It will 
not fade or discolor. All cards are semi- 
punched. They are for ALL parents. 
Characters are the modern, “extra” legible 
thin Gothic style. 

These new No. 5 Keys add a lot to the ap- 
pearance of any machine. Key-glasses are 
unnecessary. Order at least a dozen sets 


today—see what they do toward giving a 
“modern” look to re-built and overhauled 
machines. 


2 AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 

564 West Randolph Street 
Chicago, Illinois 

Telephone Franklin 1946 


Home Office: 


Foreign Offices 
and Branches: pncianp, Longs, Ltd., 80 Queen Street 
. London, E. C. 4., England 
Tel.—City 1621 
MEXICO, L. Gomez, Jesus Carranza No. 28, 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 
Branches: ATLANTA—1I1 Pryor Street 
Tel. Walnut 2443 
DALLAS—206 Lane Street 
Tel—2-8894 
NEW YORK CITY—37 
Tel.—Barclay 
SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Murray Street 
7-2191 


Offices and Agents 


Boston—Ames Supply Agency Minneapolis—Precision Platen Co 
136 Federal Street 126 South Third Street 
Te!l.—Hubbard 6895 Tel.—B. R. 6482 
ci nnati—Peter Paul Service New Orleans—Peter Paul Mech. Ser 


509 St. Charles Street 
Tel.—Magnolia 1205 
Philadelohia—Liberty Typewriter Co 
132 South 1ith St 
Tel.—KIN. 0417 
Standard Tyoewriter Co 
129 Fifth Avenue 
Tel.—Atlantic 0342 
St. Louvis—Fletcher Typewriter Co 
06 Pine Street 
Tel.—Main 0843 
Seattie—Seattie Platen Mfg. Co 
91 Spring Street 
Tel. Et. 1576 
Washington—General Typewriter C 
o.c 806 F. Street. N. W 
Tel.—NA. 2249 


808 Main Street 

Tel.—Parkway 0866 
Cleveland—Typewriter & Supply Co 

1006 Superior Ave., N. E 

Tel.—Main 0136 
Denver—J. S$. Stah! & Co 

926 Seventeenth St 

Tel.—Main 1024 
Detroit—John J. Mooney Co. 

169 W. Jefferson Street 

Tel.—Cherry 0355 
Indianapolis—King Typewriter Exch 

207 Massachusetts Ave 


Pittsburgh 


Tel.—Lincoin 9470 


Los Angeles—Ames Supply Agency 
524 S$. Spring Street 


Tel.—Michigan 0259 
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OFFICE APPLIANCES 


(Continued from page 82) 

Aberdonian, bearing little resemblance to the type 
familiarized by the comic papers, knowing the value 
of money and willing to spend but not waste it, hard- 
working, industrious and generous in a good cause. 
Disaster to the salesman who mixes the types. You 
daren’t get mixed but must identify the type of man 
you are facing. 

Nothing new to report in the industry but the sta- 
tionery trade advise of a new special purpose pencil 
named the “Chinagraph” British made in several col- 
ours, for writing on glass, highly polished metal and 
similar surfaces.—SSE 


(Editor’s Note —Readers of this section of Office Appli- 
ances will be interested to learn that Vincent Jackson, 
the regular conductor of this department who joined 
the R. A. F. volunteer service “for the duration” has 
been promoted to the rank of flying officer. His many 
friends wish him “happy landings” and a speedy re- 
turn to civilian life). 
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BRAZILIANS MEET MISS MAGIC 
MARGIN.—Fred Figner, owner of the 
Casa Edison in Rio de Janeiro, Brazil, 
adapted the Magic Margin display of 
the Royal Typewriter Company, Inc., 
to his own window display design 
with good effect recently. Reproduc- 
ing Miss Magic Margin, Mr. Figner 
translated the Royal display copy 
from English to Portuguese and tied it 
in with a display of a Royal standard 
and portable, and then set off the 
whole with a dazzling lighting ar- 
rangement. 


oie © a 
OXFORD MANAGEMENT CONFERENCE HELD 
The forty-second annual Oxford Management Con- 
ference was held from April 5 to 8 in the Lady Mar- 
garet Hall, Oxford, England. The annual meeting is 
sponsored by the Confederation of Management Asso- 
ciations, of which the Office Management Association 
is a part. 
<< wenn 


OKLAHOMA CITY L. C. SMITH BRANCH TO MOVE 


Moving day for the Oklahoma branch of L. C. Smith 
& Corona Typewriters Inc., was scheduled for the last 
of April, when, according to W. B. Christian, manager, 

“lock, stock and barrel,” will be moved across the street 
from the location occupied for the past two years. 

New floor covering, oak fixtures and oak paneling 
have been installed in the new quarters being readied 


at 117 Northwest Second street, which is across the 
street from the old location at 120 Northwest First 
street.—_EVH 
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Into Two Big Pen Sales Opportunities! 


1. PEN INSPECTION WEEK 
aint BIGGEST MID-YEAR PROMOTION! 


WITHOUT CHARGE 





Tied in with Graduation, Sheaffer's discovery of 
Pen Inspection Week has proved to be one of 
the most successful promotions in pendom. Not 
only do pen and Skrip sales increase as much as 
anti ts wines me 600% for dealers who cooperate, but the in- 

crease in store traffic boosts sales in other de- 
F 4 E 3 —cards, posters and mat partments. It’s nationally advertised—with free 
service — nationally advertised. posters and cards for your store—all unmarked 
by Sheaffer—a GIFT to you! 


GET LINED UP NOW! 








fez in your PEN f 


nek Ee i CHECR «WELL CHECK «= WELL FLL 4 


THE POINT «=» THE FLOW «= THE FULLER omd with Sheege 








2. GRADUATION . . . the 
2nd CHRISTMAS IN PENDOM! 


The gift idea has captured America, and the 
figures prove that Sheaffer ensembles top the 
gift list. And this year’s Sheaffer Graduation 
plans, displays and advertising top anything else 
in past history! Some displays are free, some 
come free to you with attractive assortments — 
and there’s plenty of national advertising to put 
POWER behind them! All ads will run in 4 col- 
ors — special magazine and newspaper posi- 
tions. Inquire NOW, get set for bigger May- 
June sales. 


o ete... = 






Sweareers 






W. A. SHEAFFER PEN COMPANY 
Fort Madison, lowa, U. S. A. 


FRE E_o given with attractive 


assortments. 2- and 3-dimension cut- 
out, lighted and sculptured displays 
that BANG HOME the BUY-IDEA! i 338 
ME tiiriiekicuiitn | Sheaffer leads in Sales and Profit in the 


U. S. — and these are worth-while promo- 


tions to tie up with. Inquire! Get in on the 





fast turnover. 
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STEWART’S NEW MIMEOGRAPH DEPARTMENT 


Tantamount to a continuous demonstration of the 
capabilities of the modern duplicating machine, not 
oniy in terms of its use as a medium for preparation 
of material for dissemination but as a means of 
achieving economies of operation in the routine of 
ordinary business, is the new Mimeograph department 








THE M'MEOGRAPH AT STEWARTS.—Top: J. Henry Thompson, 
manager of the department, examining a copy of the February 
issue of the magazine Wings, the cover page of which featured 
a sketch of George Washington. Bottom: The new Mimeograph 
arrangement. The streamlined counter in the foreground pro- 
vides all of the necessary space for storage of parts, equip- 
ment, etc., with the display of new machines in line behind it. 
The counter is constructed of maple, finished with uncolored 
varnish. The counter top is covered with an inlay of linoleum. 
Desks of the department staff members are directly back of the 
display. The machine seen at the extreme background is the 
one used by the store for production of its various duplicated 
pieces. 


of the Stewart Office Supply Company, Dallas, Tex. 

The company makes practical use of a Mimeograph 
duplicator every business day. The machine is put to 
work for production of practically all of the forms of 
every sort used in the Stewart business. It also serves 
to produce letters used by the company for direct mail 
contacts; and one of its most important and effectual 
uses is in the production of the store’s monthly publi- 
cation, a small magazine titled “Wings.” 

It would be difficult to hit upon any device more 
effectual in demonstration of just what the duplicat- 
ing machine, as built today, is capable of than this 
publication. It is one given ample and considered 
study in preparation and production in order to invest 
it with a distinctive attractiveness which assures open- 
ing and examination by recipients. Each month 1,000 
copies of this publication go into the mails to carry 
the message of the service and equipment available 
the Stewart store 
The publication is bound in bond paper of high 
quality. Its cover design is worked out carefully, and 
is a demonstration of the color work possible on the 
new machines. The inside cover page is devoted to a 
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Mr. A. J. Walker, Speaking for 
Farnham Stationery & School Supply Co., Minneapolis, Minn. 


“Your FIXED-FLOATING SEAT is a 
Good Example of Sikes LEADERSHIP” 


"You said awhile ago that a Sikes dealership means 
leadership. That is particularly true in connection with 
executive posture chairs. The Sikes line of chairs 
stands at the top in sales appeal. 


"One of the reasons is the Sikes Fixed-Floating Seat. 
This feature alone has been the direct cause of our 
selling many high-priced executive chairs to men who 
are glad to pay for the freedom from fatigue and the 
generous all-day comfort your chairs provide." 


We know you mean all you say, Mr. Walker . . . your 
purchases prove it! And your experience is being 
duplicated by dealers in all parts of the country. 


Send for full particulars of the revolutionary Sikes Patented Fixed- 


Floating Seat and other features. Let us point the way to greater 


executive posture chair business. 


tHE, VJ RES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 1 
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Increase YOUR Sales 
with these 
Constant Repeat Items 


Sell Double-Top ez% 
FILE JACKETS 











THEY SU ST 
WONT BREAA 







TABS ARE THE 
TOUGHEST 




















Made in legal and letter sizes with 
1”, 142” and 2” expanding gussets. 


QUALITY-BUILT Double-Top File 
Jackets are the most economical and 
logical filing containers for grouped 
letters, legal files, orders, contracts 
and other bulky correspondence. 


You can be sure of a satisfied cus- 
tomer when you sell QUALITY PARK 
merchandise. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 


St. Paul, Minnesota 11-116 Merchandise Mart 
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graphic representation of strange facts relative to the 
field of stationery. 

In a recent issue, for example, this page was devoted 
to recital of the fact that sponges were first found 
useful by the Romans of the period of the Caesars; 
that the custom of using visiting cards was established 
ages ago by the wealthy potentates of India; that the 
cabinets of metal for the filing of letters were used 
by the ancient Romans, and that such cabinets have 
been removed, intact, from the ruins of the destroyed 
city of Pompeii. 

Each of these facts was illustrated with drawings 
which of themselves served strikingly to demonstrate 
the capacity of the duplicating machine in this field 
of work. 

Formerly located on the balcony of the store, the 
Mimeograph department was moved to first floor 
quarters. The display of duplicators is set off by a 
counter of the streamline variety. Three of the most 
modern machines stand back of it in unobstructed 
view. Each is mounted upon a modern stand, with 
drawer and cabinet space for all required accessories. 
The counter serves the dual purpose of setting off the 
machines in department-like arrangement, and fur- 
nishing abundant storage space for all parts required 
for accommodation of customers. 


Directly back from the display section is the ma- 
chine which is in actual use in the production of ma- 
terial of whatever sort for store use. This may be a 
form blank, or an issue of the monthly magazine. 
Thus the visitor to the store, if interested, may ob- 
serve first hand just what the myriad uses of such 
equipment are, and with what apparent ease excellent 
results can be accomplished. 

Adjacent to the production corner are the desks of 
the attendants in the department. In this manner 
there is achieved a sort of isolation for the department 
from the rest of the store, making possible a desirable 
atmosphere of quiet where the interested prospect 
may discuss fully his or her problem with a skilled 
attendant. 

“We are proud of our new arrangement of machines 
and our creation of so compact a department layout,” 
says Frank C. Mills, manager. “We make every pos- 
sible use of the Mimeograph duplicator in our own 
operations, and now the public is able to see just what 
we do and what any other user can do with one of 
the machines. Instead of telling what can be done, 
we have brought the doing itself right out where all 
who wish can see at their convenience.”—JDM 


—>-—__—_ 


WITTKOWSKI JOINS SMITH-CORONA 


J. J. McCormick, sales manager of the Corona divi- 
sion of L. C. Smith & Corona Typewriters, Inc., has 
announced the appointment of Carl A. Wittkowski as 
home office field representative. Mr. Wittkowski will 
cover a territory in which are the company’s Denver, 
Des Moines, Omaha, and Davenport branches, making 
his headquarters in the Des Moines branch. 

Mr. Wittkowski entered the employ of L. C. Smith 
& Brothers Typewriter Company in the service depart- 
ment of the Des Moines branch in 1916. The next year 
he was transferred to the Mason City sub-office as 
service supervisor. In 1917 he became a junior sales- 
man. In 1918 he enlisted in the United States Naval 
aviation service, and the following year re-entered the 
service department of the Des Moines branch, In 
1922 he became a salesman in the Des Moines branch 
country territory, and the following year became a 
city salesman in Des Moines. In the early part of 
1930 he was dealer contact man in the Des Moines 
branch and on June 1, 1930 became city salesman. 
He was acting manager of the Des Moines branch in 
1937 during the illness of Manager McCaughey. On 
January 1 he again became city salesman in Des 
Moines, acting in that capacity until the present time. 
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IF ITS & RECORD JOB 


ACME VISIBLE 
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For more than two decades Acme Visible Equipment has pro- 
vided executives with means for controlling their businesses in ac- 
tion—developing opportunities for added profit. 
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Acme has a type of equipment best suited for every record 
requirement. In each case it will multiply the value of the record 
and substantially reduce the clerical cost. 







Illustrated here are some of the different types of Acme Visible 
Record Equipment available. 







(1) Visible Pocket Equipment 
(2) Visible Card Equipment 
(3) Flexoline Indexing Equipment 







(4) Super Visible—the compact vertical visible equipment 
(5) Visible Card Books 
(6) Card Book Cabinet 
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ce This wide range of Visible Record Equipment puts Acme fran- | 
as chised dealers in position to meet every record situation developed fl 
e with their customers. With Acme's 25 years of Visible Systems | 


service, the Acme dealer can offer real constructive suggestions in 
connection with every record requirement. 
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Aeme Does Not Sell in Competition With Its Franchised Dealers 


ACME VISIBLE RECORDS, inc. 


122 SOUTH MICHIGAN AVENUE CHICAGO, ILLINOIS, U. S. A. 


WORLD’S LARGEST EXCLUSIVE MANUFACTURERS OF VISIBLE RECORD EQUIPMENT 








98 








thes Stiinta eevee 
ENJOY COOL LIGHT 
wit VAN DYKE 











VAN DYKE riuorescent 
WILL SELL this SUMMER-— 








e BECAUSE FLUORESCENT IS A “COOL” LIGHT 

@ Because business men and women may have work com- 
fort when the temperature soars. 

e@ Because management benefits from greater efficiency 
when workers are comfortable. 

e Because Fluorescent dissipates little of the benefits of 
AIR-CONDITIONING. 







“COOL” LIGHT 


For the executive and other desk 


workers 
$ 75 
Less Tube 1 2 


EXCLUSIVE FEATURE! This lamp 
with built-in switch for both A.C 
and D.C. current at $1.75 extra 
No. 1000-A 

Ideal for Offices, Merchandise 
display, Color Matching, Home 
use and wherever a wealth of 
glareless artificial daylight is im 
portant. 

Finished in Van Dyke Morocco 
Brown with solid bronze pen 
holder and ornaments 


MODEL 1000. 


COMFORT During Hot Weather for the sten 
ographer, artist, clerk and bench worker. 


No. 1275 “—7 


Less Tube, F.O.B. Chicago. For 15 watt Tube 


For the work desk, stenographer, bench and 
drafting board. Adjustable in height. The 
shade makes only one complete revolution 
thereby preventing twisting of wires. The 
clamp is positive, easily applied, and has a 
felt lining. Standard finish in baked Morocco 
Brown with baked Van Dyke ‘‘Colortone”’ 
reflector. Completely wired and ready to use 
with switch. 


No. 1276 


A.C. or — 
BOOST YOUR SUMMER SALES 
with Van Dyke Fluorescent 
The name Van Dyke means the ultimate in 
efficiency, engineering, beauty and salability. 
Van Dyke offers the most complete line of 
fluorescent in America. There's a unit for every 


commercial lighting need. Write for complete 
literature and dealer discounts. 


VAN DYKE INDUSTRIES 


2857 S. HALSTED ST. CHICAGO, ILL. 


For 20 watt 
D.C. 


lamp 
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MICHIGAN DESK EXPANDS SALES FORCE 
The appointment of three new salesmen to its staff 
was announced last month by the Michigan Desk 
Company, Grand Rapids, Mich. The three men are 

B. P. Field, Paul H. Johnson and L. H. Nordhouse. 
Mr. Field has been associated with the office furni- 









P. H. JOHNSON 


B. P. FIELD 


ture field for the past twenty-five years, during which 
he represented the Gunn Furniture Company, and is 
well-known to the trade throughout the eastern and 
central parts of the country, which he will cover in 
his new connection. 

Mr. Johnson has been selling to office furniture deal- 
ers for the past twenty years and was previously con- 
nected with the Gunn Furniture Company and also 





L. H. NORDHOUSE 


The Macey Company. He will cover Missouri, Okla- 
homa, Louisiana, Tennessee and Texas. 

Mr. Nordhouse takes over a territory he has covered 
for The Gunn Furniture Company for the past fifteen 
years. It consists of Kentucky, Indiana, Tennessee, 
Mississippi, Georgia, Alabama and Florida. 

-_—_——o 
PAGE TAKES COLUMBIA’S DETROIT BRANCH 


C. Kenneth Page last month was appointed manager 
of the Detroit branch of the Columbia Ribbon & Car- 
bon Manufacturing Company, Glen Cove, N. Y. Mr. 
Page, who previously worked out of the Boston branch, 
succeeds J. J. Siegrist, who has been acting manager 
of the branch since it was opened on January 1. The 
Detroit branch recently moved to larger quarters at 
155 West Congress street. 

eee 
MIKE BRYAN PROMOTES FOWLER 


Following his plan of “raising” his salesmen from 





the delivery force, Mike Bryan recently advanced to 
floor duty James Fowler, who has been on the delivery 
end for the past year, hustling out orders for the Mike 
Bryan Office Supplies establishment at 224-26 North- 
west Second street, Oklahoma City. 

The young Mr. 


Fowler, only a few years out of 
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Oke ANGULAR CELLULOID 
TAB GUIDES AND FOLDERS 


This splendid line of Oxford guides and folders 


will provide extra sales opportunities for Oxford 


dealers everywhere. The guides are made of 


black genuine pressboard, contrasting brilliantly 
with tabs in green, yellow. blue. orange, or clear 
celluloid. The folders. with the same color tabs 
available. are made of Durox tag, a sturdy 18 


point stock in a pleasing tan color. 


The angular tabs present the headings at just 
the right slant for easy reading in the file 
and note the round corners. the folders scored 
four times for one inch expansion, with full 
height front flap which gives complete cover- 
age to contents even at maximum folder 
expansion, 

Send today for samples and prices of these 


attractive items. 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn, N. Y. 


125 So. 8th St., St. Louis, Mo. 
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EXECUTIVE TYPE CHAIR 


Smartly styled, generous in size 
and durable. Designed for per- 


manent seating comfort. 


POSTURE TYPE CHAIR 


Correct sitting posture is easy. 
natural and comfortable. Pro- 
vides maximum support’ with 


easy adjustments. 





EVERY STEELCASE DEALER CAN PROFIT 


With the new Easyrest Lifelong Steel Chairs. complete outfitting 
programs are more readily planned and sold. New advancements in 
design, construction and utility are the keynote of these smartly 


styled modern chairs. 


This outstanding line of Executive and Posture type chairs com- 
bines genuine working comfort and efficiency with lasting beauty. 
Without a doubt the new Easyrest Chairs provide a real opportunity 


for increased sales and profits. 








LIFELONG STEEL 
CHAIRS 


® Non-Sag Chair Seats 


@ Electrically Welded 
Frames 













® Die-Formed Indestructible 
Bases 


® Ball Bearing Rubber Tread 
Casters 


® Genuine Leather 
Upholstery 


® Baked Enamel Finishes 


@ Reasonable in Price 


WRITE TODAY FOR THE FACTS! 


Our new illustrated folder gives complete 
details, sizes, specifications, ete., of the 
New EASYREST Lifelong Steel Chair line. 


A word from you will bring it. 
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METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICHIGAN 
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school, came originally from Texas, was engaged in 
delivery work, when he went to Milwaukee, Wis., in 
1938 and worked for six months as salesman for the 
Community Reading Club there. Returning to Okla- 


homa City he was connected for a while with the | 


Merchants’ Delivery Service, leaving his position there 
to train with the Mike Bryan organization —EVH 





A NEW SALES STIMULATOR FOR STATIONERS.—The Ameri- 
can Hair & Felt Company, Merchandise Mart, Chicago, has 
recently made available to dealers this colorful display card 
as a means of stimulating sales of the line of Kil-Klatter type- 
writer and office machine pads. A series of experiments have 
disclosed the fact that the pads, displayed beneath a machine 
on a counter attract the attention of customers to the point 
where questions are asked. But the display, because of its 
attractive appearance and the fact that the pad displayed with 
it is available for close inspection performs the same function 
without the necessity of taking up counter space with a type- 
writer. The display card is available to all dealers handling 
the Kil-Klatter pads. 


eo — 


HARDMAN JOINS ROYAL’S ROYTYPE DIVISION 
J. F. Vreeland, sales manager of the Roytype divi- 
sion of the Royal Typewriter Company, Inc., last month 
announced the appointment of J. R. Hardman as 
Roytype representative covering the states of New 





J. R. HARDMAN 


York, Massachusetts, Connecticut and Rhode Island, 
effective April 1, 1940. 

Mr. Hardman has been associated with the com- 
pany since 1927. His excellent record assures him 
success in his new position in the Roytype division. 


> 


ALTMANN OPENS NEW MARQUETTE STORE 

G. M. Altmann, sales agent at Marquette, Mich., for 
Underwood Elliott Fisher Company products, and con- 
nected with the industry since 1912, last month moved 
his establishment from 206-209 Nestor building to 122 
North Third street. 

Mr. Altmann’s career began in 
hired as a delivery boy for the Un 


1912 when he was 
derwood Typewriter 
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NO BULGE AT 
THE A sage 


Ce THERE ISA 
NON-SKID EDGE 
ON EACH COVER 








e Patented special method of SPRING BINDING 
permits pages to turn rapidly and easily, without 
tearing or catching. Books open flat... every 


page can be used from top line to bottom. 


e Patented NON-SKID EDGES on the covers 
keep the books standing upright at any angle 
convenient to better sight and comfortable posture. 


Non-Skid Easel Notebooks don’t creep or collapse. 


e Available in the three standard rulings in either 
eye-tint paper ruled in green, or white paper ruled 
in red... quality of paper suitable for pen or 


pencil notes. All books contain eighty leaves. 


Samples and price information will go 


forward promptly to interested dealers. 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street Chicago 
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37th Annual 


NATIONAL 
BUSINESS SHOW 


America’s Efficiency Exposition 


GRAND CENTRAL PALACE 


NEW YORK 
aa 


October 28 to November 2, Incl. 


IP. M. to 10 P. M. Daily 


The National Business Show is the 
open door through which business- 
men of the nation seek the means to 
greater executive efficiency. Through 
this door manufacturers of office ma- 
chines, equipment and systems find 
increased markets. Plan now to share 
the opportunities available when the 
doors of the 37th annual Show open 
on October 28, 1940. 


NATIONAL BUSINESS SHOW 


Frank E. Tupper, Manager e Phone Cortlandt 7-1392 


290 CHURCH ST. NEW YORK CITY 
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Company’s branch at Milwaukee, Wis. Three years 
later he was given charge of the firm’s service depart- 
ment at Madison, Wis., holding that job until being 
transferred to a similar position with the Duluth, 
Minn., office in 1920. In 1923 he entered the sales 
department and traveled northern Wisconsin out of 





THE ALTMANN STAFF AND STORE.—(L. to R.) G. M. Altmann, 

owner; Mrs. Altmann, secretary and bookkeeper; George Lind- 

holm, serviceman, and Leslie Erickson, manager of the service 
department. 


the Duluth office and in the same year was transferred 
to Marquette to cover the Upper Peninsula of Mich- 
igan. 

In 1933 he went into business for himself and at 
the same time Underwood Elliott Fisher appointed him 
sales agent for the Michigan peninsula. 

ace glia a 
DOUGLAS REORGANIZES STORE STAFF 

H. Dorsey Douglas Jr., vice-president in charge of 
city sales and of the retai! store, H. Dorsey Douglas, 
Inc., 123 Northwest First street, Oklahoma City, Okla., 
recently adjusted duties of other members of the store 
personnel to enable him to spend a large part of his 
time on the outside. 

For the past four years Mr. Douglas, Jr. has per- 
sonally supervised and managed the stationery and 
furniture departments from his executive desk on the 
first floor; and, while he still will buy and manage 
merchandise, additional executive duties were passed 
to the new store manager, Ed Bartlett. F. A. Reed, 
who has been shipping and receiving clerk for the 
past four years, was given an assistant in the shipping 
department, and was advanced to floor duty in the 
stationery department. He will still oversee shipping 
and receiving. 

Harry W. Duren, who was city salesman for the firm 
in 1938, and has been selling insurance for the past 
year, returned to take up duties at the order desk. 
EVH 

— 
BRANHAM’S IN NEW LOCATION 

The northwest corner of Third street and Broadway 
is the new location chosen by Branham’s, Inc., Okla- 
homa City, Okla., in the firm’s third major expansion 
in a five-year period 

Headed by Don L. Branham, the business has been 
located for the past five years in the 300 block on 
North Robinson avenue, with stationery, office sup- 
plies, typewriters, service department, and the firm’s 
business offices at 316-318; basement showrooms for 
office furniture and other equipment, across the street 
occupying space under 315-17-19 and 21. 

In the new location, which is the corner storeroom, 
ground floor of the Telephone building, and full base- 
ment, Branham’s will have seven large display win- 
dows and 1200 square feet more of floor space than 
at the old location, where only two windows were 
available for display. 

Mr. Branham is president of the Oklahoma City 
Stationers Association ——EVH 





eee 























































































































































































































MICHIGAN 





It’s a pleasure for 
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a dealer to display and offer this 
THE WEIS MANUFACTURING COMPANY 


line of f##s-STEEL card cabinets. 
They’re quality made and show it. 
Free advertising material and dis- 


As the weeks roll by the orders 
for #e#e-STEEL card cabinets 


play cards for dealer use. 


grow larger. 
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Your Salesmen 










can easily sell Duo Top folders in 
place of the single top kind if they 





will use our filing folder demon- 






strating set to show your customers. 
Selling the folder that is ‘‘Double 
Thick Where the Wear is Greatest” 


will net you more per sale. Sample 








Sets free for the asking. 
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Your Salesmen 


should have a Cell-U-Seal demon- 
strating set to show your customers 
the advantages of having indexes 
Cell-U-Sealed. Every time you sell 
a Cell-U-Seal index you will make 
more profit per sale than if you 
sold the plain tabbed kind. Let 
us send you Cell-U-Seal samples. 
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For the individual who has a cor- 
respondence file in or near his desk, 
there is nothing better or more 
satisfying to use than the long 
lasting pressboard folders with the 
expansion bottom. Talk Metal 
Tab Pressboard Folders to your 
customers. Sales will represent 


more profit per sale. 


THE WEIS MANUFACTURING COMPANY 


Was 


MONROE, MICHIGAN 
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ROYAL CHORISTERS WINS TROPHY 

The Royal Choristers, a group of fifty men and 
fifty women employes of the factory of the Royal 
Typewriter Company, Inc., at Hartford, Conn., were 
awarded a silver trophy recently by the judges of 
the Manufacturers Association of Hartford County 
for their outstanding performances given in the indus- 
trial radio program contest sponsored by the asso- 
ciation. 

In the series of weekly broadcasts from November 
of last year to February 4, 1940, the Royal Choristers 
competed with over 500 employes of nine other manu- 
facturing concerns. Sponsored by the association to 
promote better understanding between the public and 
the city of Hartford, these broadcasts created an un- 
usual amount of interest in New England. 

The Royal Choristers were further honored recently 
when they were asked to appear again on a broadcast 
in Hartford on the “Spreading New England Fame” 
program which was held in the famous Bushnell 
Memorial. The more than 3000 people who attended 
this program acclaimed the Royal choral group as the 
outstanding feature of the half-hour program. 

ee 
COLE HOME FROM HAVANA TRIP 

Ira Cole, vice-president and sales manager of Mit- 
tag & Volger, Inc., Park Ridge, N. J., returned home 
last month after a successful business trip to Havana, 
Cuba. Mr. Cole found business conditions showing a 
steady improvement and bearing every indication of 
a profitable year for American manufacturers. 
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BURKEHOLDER-SIMPSON 

Thomas J. Burkeholder, district representative for 
the Marchant Calculating Machine Company, San 
Antonio, Tex., and Miss Loessa Simpson were married 
on March 26 at the home of the bride’s parents. Fol- 
lowing a short honeymoon on the Texas coast, they 
have taken up their residence at 103 Fir street in San 
Antonio. The bride is a former member of Simpson 
sisters, a dance trio that has furnished entertainment 
at numerous functions in this vicinity, while the groom 
is a popular member of the young business set of this 
city BCR 





—_—_—— eo 
MELUM-SEYMOUR 
For the third time in two years Fred P. Seymour, 
vice-president of Horder’s, Inc., Chicago, escorted a 
daughter to the altar. The young lady is Bettie-Jean 
Seymour, who on April 6 became the bride of H. Wil- 
liam Melum in the First Congregational church, Oak 
Park, Ill. The bridegroom is the son of Mr. and Mrs. 


Helmer Melum of River Forest. 
Oe 


BALABAN -HOCK 


Nate Balaban, owner of the Service Office Supply | 


Company, Detroit, Mich., was married April 14 to Miss 
Bernice Hock, also of that city. Following the cere- 
mony, Mr. and Mrs. Balaban left for a trip to Bermuda. 








| - 2 « S' Oak 


MASTER LESH ARRIVES 

F. H. Lesh, head of an office machine and equip- 
ment company bearing his name at 2031 Shattuck 
avenue, Berkeley, Calif., is the proud father of a baby 
boy born to Mrs. Lesh on Friday, March 15. The young 
man has been named Phillip Chapman Lesh and news 
of his arrival was sent this journal by our good friend, 
Earl S. White, of the San Francisco branch of the 
Ames Supply Company, who reported the event under 
a heading of “Another Income Tax Exemption.” 
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HOTCHKISS 


Leads the Parade 
of the Pacemakers 


From the time, back in the nineties— 
when the Hotchkiss Model No. 1 was 
the only successful stapler made, 
Hotchkiss machines have led the pa- 
rade of the Pacemakers. 


Each important development in the art 
of fastening and tacking things with 
staples has been pioneered by Hotch- 
kiss. 


Hotchkiss still leads today! 


The Hotchkiss Zephyr Model 101A—judged by 
any standard—sets the pace for the rest. 





Exclusive, patented features assure dealers who 
sell the Zephyr of continued customer approval, 
satisfaction and, best of all, repeat business. It 
is the best-looking—easiest acting machine you 
can sell them. The time-saving, patented, fast- 
front-loading feature, which positively prevents 
overloading, makes it a world beater. 


At the new low list price of only $4.50 the Zepyhr 
is breaking sales records. Are you in the Parade 
—or are you watching the Pacemakers go by 
. . » Wire your order if you need fast ship- 
ments on the Zephyr. 





Show the Zephyr on this hand- 
some foil counter display. It will 
make sales for you. 


HOTCHKISS 


NORWALK, CONNECTICUT 


“Pioneers in all that’s best in Stapling” 
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JASPER CHAIR CO. 
SCHOOL CHAIRS 


PER CHA; 
eS 


cg 


YASpER. ino 





IN SCHOOLS 


for 
Classroom, 
Cafeteria, 
Library, 
Laboratory, 
Etc. 


Correct Posture School Chairs 


JASPER CHAIR CO. school chairs in- 
clude seating equipment for schools, 
libraries, colleges and universities, 
scientifically constructed for comfort 
and lasting service. The use of first- 
quality materials and unique metal 
corner bracing give exceptional 
strength and fine appearance. Many 
types are illustrated in our school 
chair catalog. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 
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SOUTHWEST TRAVELERS NOTES 





By Fred Fenne, Correspondent 





The fourteenth annual meeting of the club was held 
at the Roosevelt hotel in New Orleans on March 25 to 
coincide with the ninth regional convention. New offi- 
cers of the club elected for the coming year were: 
James D. Pryor, president; Jack Mathews, first vice- 
president; Roy Evans, second vice-president; Fred 
Deutsch, third vice-president; William Gigliotti, fourth 
vice-president; Fred Fenne, fifth vice-president; Tom 
McClure, secretary; R. C. Gage, treasurer. 

* + * 

The club did its share towards entertaining dele- 
gates to the ninth regional meeting. There was a 
dance held on Monday night and the House of Friend- 
ship operated continuously with Tom Riley in charge. 

* - 7 

Rodney C. Wakefield, president of the club in 1938, 
passed away after a brief illness and leaves behind a 
large number of friends in the club who offer their 
sincere condolences to the family. 

2 x * 

On April 1 an executive meeting was held at Horace 
Hamilton’s office and final plans made to complete a 
new club roster. 

+ * * 

It’s a girl in the happy home of Roy Evans and the 
father is too delirious to give details as to when and 
where. 


* ” = 


Dan McDougall and Ed. Cooper, officers of the Mid- 
west and Northwest Travelers Clubs, were in attend- 
ance at the New Orleans meeting. 


* * * 


If you have a swelled head, tell Bill Smith about it 
he has a sure cure! 


x * * 


A greeting and welcome is extended to all new mem- 
bers, many of whom also belong to the Southern Club. 
* * ” 

In case you haven’t heard, R. C. “Dick” Gage is now 
a proud grandfather. 

* * 2 

We offer congratulations for the fine work done by 
our friends, the officers of the ninth district, particu- 
larly to G. T. Buchanan as governor. And hats off to 
all the New Orleans dealers who entertained us so 
royally and who planned such a fine program. 

» ” * 

Some new stationers in our district include the New- 
lin Office Supply Company, Wichita Falls, Tex., and 
the Edwin Flato Company, Corpus Christi, Tex. 

7 * * 

R. E. Bryan, Inc., Tyler, Tex., has been purchased 
by Earl Story and Johnny Wright, owners of the Story- 
Wright Printing Company. 

oo * = 

The Standard Office Supply Company of Dallas has 

opened a branch store in Palestine, Tex. 
* * = 

Tom Conneely is now with the Bennett Printing 
Company, Dallas stationers. 

* - * 

Several sales managers have recently made trips 
through our territory, including Ted Caswell, of F. S. 
Webster Company; Bob Woods of Esterbrook Pen 
Manufacturing Company; J. H. Rhodes of Parker Pen 
Company, and Ed. Keeling of Art Metal Construction 


Company. 


© — TE? 
GLASGOW TAKES TERRITORY FOR ROYAL 
William A. Metzger, sales manager of the portable 
division of the Royal Typewriter Company, Inc., has 
announced the appointment of John W. Glasgow as 
portable fieldman covering the states of Maryland, 
Virginia and the District of Columbia. 
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GOLDEN ANNIVERSARY OF EATON’S BERKSHIRE TYPEWRITER PAPERS 













NIGTOS 






EATON’S BERKSHIRE TYPEWRITER PAPERS 
CQ SN, HAVE REACHED THEIR ~ 0 ~_1D 
GOLDEN ANNIVERSARY 


Instead of talking about ourselves 


WE SALUTE YOU, MR. DEALER: 






JO AUYVSHFAINNY 



















YOU have been a vital factor in the half-a-hundred years of 
honor and success that Berkshire Typewriter Papers have 
enjoyed. 


PAPER FOR EVERY TYPEWRITER USE 






A 











YOU have conveyed your appreciation of Berkshire quality to 
your customers, ever-widening your circle of satisfied clients. 













have had the keen business sense to know that a sound 
profit, made on a dependable product of recognized merit 
and leadership produces the most profits in the true analysis 
of a permanent business. 








Without you and your loyal business friendship Eaton might 
have made “the better mousetrap” but never reached its 
present-day leadership in the vast and competitive com- 
mercial stationery field! 









SHddVd HYHA4LIUMAGdAL AYIHSAHAG S.NOLYVG 





MR. DEALER, WE SALUTE YOU, AND WE MAKE YOU A PLEDGE 









In the next fifty years, as in the brilliant ones behind us, we will 
continue to offer you the finest quality Typewriter Papers that experi- 
ence, craftsmanship, modern equipment and rigid manufacturing 
standards can produce. 













We will offer these to you at honest-value prices, to give you the 
honest profit that you deserve. 





We will protect our mutual business standing with none but fair- 
play methods, and the constant give-and-take partnership that exists 
in all happy business relationships. 







We will stay young in ideas, while old in experience, so that the 
changing demands of a changing world may be met in our common 
triumph! 








EATON’S BERKSHIRE TYPEWRITER PAPERS 


ASSACHUSETTS 


FOR FIFTY YEARS—THE RIGHT PAPER FOR EVERY TYPEWRITER NEED 


GOLDEN ANNIVERSARY OF EATON’S BERKSHIRE TYPEWRITER PAPERS 
4SN WAaLIUMaAdAL AYFZADT YOd WddVd VY 






GOLDEN ANNIVERSARY OF EATON’S BERKSHIRE TYPEWRITER PAPERS 1890-1940 
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CURMANCO 
Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Distrib- 
utes the papers of your daily work. 
Sloping Trays Catch and Hold the 
papers. NO CORNER POSTS TO 
DODGE. Can't Scratch the Desk. 
Bottom does not count as a tray. 
Olive Green Art Steel. 


No. 103. Letter Size, Olive Green ad $4.00 





Stationery Rack 


Holds Letter Heads, Second Sheets, 
Copy Paper, Carbon and Forms. 
Has both short and long enve- 
lopes, trays inch apart and enve- 
lopes 3 in. Finish Olive Green 
with rubber feet. 


No. 108. Letter Size, 834 x 9 x 11'/2 - ..... $4.00 





Sorting Tray 


For ready reference. Opens like a 
book. Instant contact with 1-31, 
A-Z, Monthly, or Tab Indexes. 

< Corrugated bottom. Rubber feet. 
No. 115. Letter Size, Without Index, Olive Green_.$2.50 


No. 116. Legal Size, Without Index, Olive Green... 3.00 





Correspondence Separator 

A HANDY MEANS OF CLASSIFY- 
ING Correspondence, Price Lists or 
Catalogs for Immediate Reference. 
Not Adjustable. Special Sizes 
Made to Order. Many firms have 
simplified sorting routine by pur- 
chasing special Separators with 4” 
to 12” partitions and from four to 
thirty pockets. Olive Green Art 
Steel. 


No. 105. Letter Size, 5 Pocket, 154” Wide... $3.00 





Stationery Separator 


Insert for desk drawer. Holds let- 
ae ‘er heads, carbon, and copy paper. 
Saves time, space and stationery. 


No. 310. Letter Size, Olive Green... stttstit.. C32. 


Pigeon Hole File 


The Advantages of Having All 
Forms or Pads in One Convenient 
Rack are Obvious. For Office or 
Shipping Room. Special Require- 
ments may call for Special Sizes. 
Any Size may be Made to Order 
Olive Green Art Steel. 


No. 106—6 Pockets, 1134x6!/,x834. Ship. wt., 8 lbs...$3.50 
No. 107—12 Pockets, 113,x12!/>x83,. Ship. wt.. 16 Ib. 6.50 








QUALITY TIME AND LABOR SAVERS 
BUILD STEADY PROFIT 


Currier Manufacturing Co. 


N. W. Terminal Minneapolis, Minn., U. S. A. 
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THE TYPEWRITER IN CHAMPIONSHIP STRIDE 

The Seattle business and business education world 
recently viewed a speed marvel on. the typewriter. 
Sponsored by L. A. Weitz, branch manager at Seattle 
of the Underwood Elliott Fisher Company, a series of 
championship typewriting demonstrations brought the 
latest speed tests before enthusiastic high school 
classes, students of business and commercial colleges 
and pupils of secretarial schools, to say nothing of the 
many business executives witnessing what the modern 
typewriter can accomplish. 

To them the speed artist brought a real “Message 
of the Machine,” and exhibited possibilities hidden 
from the average typist or lady secretary no matter 
how light her touch. 

Star performer in the Puget Sound metropolis was 
Miss Grace Phelan, world’s amateur champion typist, 
who had been previously featured at the New York 
World’s Fair, and who typed 133 net five-stroke words 
per minute for half an hour to win her title as type- 
writer queen. 

In performing the latter feat Miss Phelan struck 
20,453 keys, or an average of eleven and a half keys 
a second for 1800 seconds. The girl with the world’s 
fastest typing fingers hails from Etna, Pa., and was 
graduated from the Duquesne University in Pitts- 
burgh, Pa., before achieving renown in the typewriter 
world. 

During her recent visit to the Pacific Northwest 
considerable typing interest was rife in Seattle, since 
that city is the home of the Dvorak modified key- 
board and of Dr. August Dvorak who, under a Carnegie 
grant, is carrying forward expert instruction in typing 
with large classes on typewriters equipped with his 
simplified arrangement of the keyboard at the Uni- 
versity of Washington where he is a college professor. 

So college students and members of the typing 
classes of the school of commerce of the University of 
Washington, as well as high school and secretarial 
students rallied to the demonstrations, held on various 
days in different parts of Seattle—since Miss Phelan 
on a series of days went from school to school to 
demonstrate not only her great skill but the response 
of the typewriter she employed—the machine that was 
the chief co-operator in her amazing bursts of speed 
and demonstrations of dexterity. 

The young woman typist was guest of the Seattle 
Chamber of Commerce at one of its weekly luncheons, 
as well as of the Seattle Commodity Club, where she 
won fresh laurels for her triumphant typing and abil- 
ity to make her business machine whiz through words 
as executives, gathered around the luncheon table, 
had never seen their own secretaries perform.—CML 

——————= > —____—_ 
BAGGETT COMBINES TWO FIRMS 

J. E. Baggett, who has operated the Baggett En- 
graving Company in Oklahoma City for the past ten 
years, and who last June purchased the thirty-year- 
old business of Venable’s, books, gifts and office sup- 
plies, located at 222 West First street, recently com- 
bined the two businesses in a single establishment at 
119 Northwest Second street, with the Baggett- 
McDowell Cap and Gown Company, in which he is 
also interested, occupying the second floor. 

Formerly identified with the teaching profession, 
Mr. Baggett purchased the engraving business of John 
Lundberg in 1930, then located, as now, in the 100 
block on West Second street. Later the business was 
moved to 216 North Broadway, and the Baggett- 
McDowell Cap and Gown Company, established on 
the second floor, there. 

Mrs. Baggett, actively associated with her husband 
in the engraving business, and who has managed the 
gift and stationery store since it was acquired, con- 
tinues to have active charge of this part of the busi- 
ness, which occupies the front fifty feet of the new 
building. French blue, which predominates in the 


color scheme, lines the gift cabinets, and is repeated 
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WRITE FOR THIS Yew Tanta CATALOG 


2W Neva-Clog J-60 Stapling Plier 


TEMPORARY PERMANENT 
FASTENING FASTENING 
































Disiny ways to Fasten things together 


NEVA-CLOG PRODUCTS. INC... BRIDGEPORT, CONN. 





MODEL J-30 STAPLING PLIER $3.00 FULL OF INTERESTING FACTS. WRITE FOR YOUR COPY. 





MODEL B-100 STAPLING PLIER $5.00 


g | 5 aigateot NEVACLOG PRODUCTS, Inc. 


Sales Manager BRIDGEPORT. CONN. 
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QUALITY 


that you can 










touch... 

test... 

compare... 
and prove 


is built into 





Leather Upholstered Chairs 


Here you have wide variety of impressive design, 
sturdy, conscientious craftsmanship, famous for 
years among office furniture salesmen and users, 
with definite standards of materials and finish. 


Genuine leather upholstery superbly tailored 
affording an interesting selection of colors and 
grades, solid American walnut and birch woods 
with Collier-Keyworth irons on all pedestal 
chairs, assure quality of materials and parts. In 
the process of long experience and careful study, 
many details of production have been stepped 
up to add value. 





In addition to the leather upholstered chairs, 
we make a great line of all wood executive office 
chairs in solid American walnut, quartered oak, 
plain oak and birch, also posture chairs, tablet 
and jury base chairs, stools, etc. See our catalog 
or get in touch with our nearest representative. 


He will be glad to assist in your sales problem. 
No. 846 


JASPER CHAIR COMPANY 


JASPER, INDIANA 
REPRESENTATIVES 
Geo. A. Litchfield, Sales Mgr 
S. H. McDonald (West R. J. Freeman (Eastern) FE. W. Thomas (Southwest W. H. Brown (Chicago-Midwest) James S. Fowls (Southern) 


405 Orpheum Bldg 505 Fifth Ave 3004 Mountain Ave., Apt. 2 6708 Glenwood Ave., Chicago 3414 Euclid Heights Blvd 
Seattle, Wash. New York, N. Y Birmingham, Ala. (Phone ROGers Park 3644) Cleveland, Ohio 
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in the mottled linoleum floor covering, and in other 
shelf and wall trimming details. 

Offices are on a mezzanine floor, and the mechanical 
end of the engraving business occupies the rear two- 
thirds of the building —EVH 


——_____. 9 


SHEAFFER PEN SALES INCREASE OVER MILLION 


In a letter accompanying a financial statement sent 
to stockholders, C. R. Sheaffer, president of the W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, last 
month reported total sales, domestic and foreign, in- 
creased over a million dollars for the year. The letter, 
sent out with the statement, which is reported else- 
where in this issue, reads in part: 

“This company’s promotional activities have been 
devoted mostly to the domestic field and it is in the 
United States that we have made the most headway. 
The management does not feel that foreign business 
has been neglected. However, only such foreign busi- 
ness has been accepted as could be handled profitably. 


“Over the past year the company has spent consid- 
erable money in aiding its dealers to improve their 
display equipment. Our profits, as a result, have not 
shown the increase that might be expected from such 
a substantial improvement in sales. We consider this 
money well spent and believe the expenditure will be 
of substantial help to future sales.” 


Commenting on taxes, Mr. Sheaffer points out that 
the company paid in direct federal, state and local 
taxes an amount equal to 34.9 per cent of net earnings 
or $226.48 per employe. Taxes amounted to 54.2 per 
cent of the amount paid stockholders in dividends. 


Commenting on profit-sharing, Mr. Sheaffer said, 
“More people worked more hours than during the pre- 
vious year. The policy of sharing profits has been 
maintained on the basis on which it was started a 
number of years ago. The amount received by em- 
ployes, as well as officers and key men, depends upon 
the dividends paid stockholders. The percentage of 
our gross income paid to employes has continued on a 
consistent basis varying only slightly from year to 
year. This indicates that stockholders and employes 
are receiving a fair division. It is true that the W. A. 
Sheaffer Pen Company pays its employes a larger 
percentage of its gross income than do most com- 
panies. To this policy and other forward-looking em- 
ployment policies can be attributed the high quality 
of workmanship attained by the Company.” 

Mr. Sheaffer also stated that business since March 
1, 1940, is showing a substantial increase compared to 
a year ago. 

o— eC 


GOES PRODUCES PRESIDENTIAL BOOKLET 

An interesting presidential election booklet, made 
for use of firms wishing to place their advertising 
messages in the homes of customers and prospects, has 
recently been produced by the Goes Lithographing 
Company, 42 West Sixty-first street, Chicago, and 
53 Park place, New York City. 

The story, entitled “The Election of Our President,” 
traces the evolution of elections from 1789 to the pres- 
ent time. It tells of the changes that have been made 
in the method of electing our presidents, when the 
changes were made and why they were necessary. 
There is a table showing by elections the number of 
states participating, the candidates, their party affilia- 
tions and the popular and electoral vote received by 
each. 

An interesting biographical sketch presents twenty- 
two facts concerning each president. There is a two- 
page chart in full color giving the electoral vote by 
states since 1804. Six color maps show the result of 
recent elections and there is a graph in color showing 
party lines in congress since 1901. 
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A Hit... 


PLAY BALL with “Premier Factory Rebuilts’ and 
“Factory Reconditioned’’ Remingtons and Noiseless. 
TEAM UP with world’s finest factory remanufactured 
machines that cost no more than ordinary rebuilts. 


AWMCO leads in the race for outstanding values for 
typewriter dealers, with the famed ‘Premier’ and ‘’Fac- 
tory Reconditioned.” Each of these typewriters rival 
NEW machines in appearance «ind performance. 


PREMIER 
FACTORY 
REBUILT 
REMINGTONS 





Every typewriter has a factory seal and is guaranteed 
by the manufacturer and by AWMCO. A DOUBLE 
GUARANTEE that means you can Sell ‘em and For- 
get ‘em. 

With the new low prices on FACTORY REBUILT 
and RECONDITIONED NOISELESS MACHINES can you 
afford to buy roughs???? A-N-D pay the price for neces- 
sary new parts and labor, and hope to turn out a ma- 
chine comparable to a Factory Unit. Will your custom- 
ers be satisfied? Write today for more information, it'll 
pay you dividends. 


MONARCH ADDERS 


Investigate the profit 
possibilities of a MON- 
ARCH ADDING MA- 
CHINE dealership. Our 
dealers, under their 
Franchisesand AWMCO 
deferred payment plan, 
are reaping real re- 
wards. Your territory 
may be open? 





American Writing Machine Company 
115-17 WORTH STREET NEW YORK, N. Y. 


Branches in Principal Cities 
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MAIL THIS COUPON 





THE SHAW-WALKER CO. 
Muskegon, Michigan 


Please have your representative show us why 
we can do more business with the Shaw-Walker 


8,000-item franchise. 


Firm Name 














‘e “Built Like a 





No OTHER dealer franchise offers you these six 
necessary profit-producing elements. 

(1) — The best known trade-mark. Accepted by 
users as the seal of quality. 

(2) — 8,000 office items. Some in as many as seven 
grades to overcome all types of price competition. 

(3) — The OFFICE GUIDE, a 430-page Junior Sales- 
man that simplifies your selling job. 

(4) — Enormous franchise includes Fire-Files and 
many other fast-selling repeat items that can be pur- 
chased only from a Shaw-Walker dealer. 


(5) —A constant flow of resultful sales helps, bul- 
letins, window displays, etc. 

(6) — Simplified inventories — less office work — 
quantity discounts — because you can obtain all 


requirements from this enormous single source of supply. 










Skyscraper” 


5. Two Exclusive Franc 


ee eee 


. “Built Like a 
wee Skyscraper” 





SHAW-WALKER offers you an exclusive Loose-Leaf 
Franchise covering over 4,000 items — not only staple 
goods but also exclusive non-competitive specialties! 

In staple goods you get all types of Post Binders, 
Standard Punched Sheets, Indexes, etc. 

In specialties you get a complete line that you alone 
can sell! 

Kalamazoo-Type Thong Binders and Forms for hun- 
dreds of uses . .. “Figure Facts” Kopi-Spot 
Public Utility Equipment .. . new popular priced Book- 
keeping Outfits . . . these and dozens of other exclusive 
items assure you increased sales, now and in the future 

. on an exclusive franchise basis. 


Mail the coupon. Learn about the tremendous demand j 
for Shaw-Walker specialties that speed up and simplify MAIL THIS COUPON 


record keeping. Find out why many shrewd dealers 


are switching to Shaw-Walker! as ie 
. Master-Craft Division 
THE SHAW-WALKER CO. 
Kalamazoo, Mich. 
Tell me how the exclusive Shaw-Walker 

Franchise on staple Loose-Leaf Goods and non- 
competitive specialties makes possible more busi- 
ness and opens up profitable new markets. 


Firm Name 
By 
City 
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Bassick 


RUBBER CUSHION SLIDES 












FOR METAL CHAIRS 


FOR WOODEN CHAIRS, 
AND EQUIPMENT 


TABLES, ETC. 


net 
























FLOOR PROTECTION | 
EQUIPMENT TO It 


STANDARD 
CASTER 
SOCKETS 


FOR STEEL 
TUBULAR 

CHAIRS 
AND 
FURNITURE 








You'll find it easier to sell BASSICK—the 
outstanding line of quality products 
for office equipment dealers. Write for 














complete catalog and information. 













CASTERS, : , NOMAR RESTS 


SZ 
,| Cx j! 
DRIVE-ON AND SOCKET ® «sa % 
TYPES SPREAD OUT THE 


WEIGHT AND PROTECT 
FLOORS 


“DIAMOND- 
ARROW” BALL BEARING—THE 
ACCEPTED STANDARD OF QUALITY 
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SMITH COMPANY IN NEW HOME 

J. Andrew Smith Company, business equipment and 
office furniture, which opened for business in San 
Antonio, Tex., in October, 1935, has moved to larger 
and more centralized quarters at 421 Main avenue. 
This is the second move to larger quarters the firm 
has made during its short life, and is indicative of the 
consistent increase in business that has been enjoyed. 

J. Andrew Smith, head of the business, has been 
associated with the business equipment and furniture 
field since 1921, when he started as a salesman for a 
furniture firm in Memphis, Tenn. Following service 
with several Memphis firms, he went to San Antonio 








THE NEW HOME OF THE J. ANDREW SMITH COMPANY.— 
(Top) General view of the interior and (lower) interior pictured 
from the store’s display window. 


in 1928, as manager of the business furniture depart- 
ment of Stowers Furniture Company, a position he 
held until entering business for himself. 

In his new location, Mr. Smith has a store that will 
give added display space, that extends through the 
block to North Flores street, and which is more con- 
venient. Since he is zone chairman and vice president 
of the local Lions’ club, the formal opening was at- 
tended by hundreds of local business leaders. 

An addition to the business is a line of all makes 
of new and used typewriters. 

Occupying space at the same location are L. J. 
Ferguson, district representative for the United Auto- 
graphic Register Company, and J. Vernon Emery, 
district representative for Bostitch Sales Company. 

J. Andrew Smith Company represents Shelbyville 
Desk Company, Myrtle Desk Company, W. H. Gunlocke 
Chair Company, The Troy Sunshade Company, and 
Corry-Jamestown Manufacturing Corporation.—BCR 
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STEWART MODERNIZES DALLAS STORE 


Modernity has been marching at double quick time 
through the spacious plant of the Stewart Office Sup- 
ply Company, in downtown Dallas, Tex., and with the 
arrival of spring the work was completed 

All executive offices of the company, some of which 
were formerly housed on the first floor, now have 
removed to rebuilt quarters on the balcony, thus mak- 
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POSTURE CHAIRS 
/ 


THE NEW “300” SERIES 


e NEAT 

e STURDY 

e COMFORTABLE 
e ATTRACTIVE 


No. 300 
ARM SWIVEL CHAIR 
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No. 325 
ARM SIDE CHAIR 





No. 375 
SIDE CHAIR 





SOLD 
BY DEALERS ONLY 


No. 350 
SWIVEL CHAIR 


These chairs are right up to the minute in design, 
comfort and price. The No. 300 and No. 350 are 
equipped with Bassick Flotilt lrons and Ball Bearing 
Casters. Built of Tubular Steel with all joints neatly 
welded. Wide choice of colors of upholstery and 
enamels. Seats of resilient rubberized pads. Write 
today for full particulars. 


Sturgis Posture Chair Company 
STURGIS, MICHIGAN 
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stock ACCO 


THE COMPLETE LINE FOR 


COMPLETE CUSTOMER SERVICE. 


ACCO 
FASTENERS 


in all capaci- 
ties are avail- 
able for all 
commercial 
and school 
j punchings. 
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ACCO 
PUNCHES 


are unsurpassed in 
quality and workman. 
ship. Designed for 
use with Acco Fast- 
eners. 
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= Made forall sheet sizes. 
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ACCOBIND 
FOLDERS 


of genuine pressboard are 
the last word in filing pro- 
tection. 


Write for Catalog. Your 
Jobber Stocks Acco. 


AC tc oO 


PRODUCTS, ine. 


39th Ave. & 24th St., Long Island City, N.Y. 
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ing available all first floor space for merchandise dis- 
play. 

Fluorescent lighting has been installed throughout 
the executive offices for benefit of heads of the com- 
pany and their employes. 

The new offices are lighted with ceiling tubes which 
face against a painted surface of flat white, in which 
all walls likewise have been finished. Private offices 
have been built for heads of the company and its 
cashier, while the bookkeeping department occupies 
an open area reaching across the left side of the 
balcony. 

The modernization program includes installation of 
an air conditioning plant which will service the entire 
store building. The improvement was entirely com- 
pleted early in April—JDM 


DOUGLAS PROMOTES BARTLETT 


Ed Bartlett, for the past three years floor salesman 
in the stationery department of H. Dorsey Douglas, 
Inc., has been named manager of the stationery store, 
position formerly held by Charles C. McDaniel, who 
resigned recently to join the Newlin Office Supply in 
Wichita Falls, Tex. 

Originally from Idabel, Okla., where he attended 





ED. BARTLETT 





grade and high schools, Mr. Bartlett was graduated 
from the University of Oklahoma in 1936, and spent 
the year following with the army reserve officers’ 
training corps in Texas. 

He joined the stationery department of the Douglas 
company in September, 1937, and has assisted with 
the buying for the past year and a half. 

Married last June, he and Mrs. Bartlett live at 1315 
Northwest Tenth street.—EVH 

ae nen = 
FORM FIRM TO HANDLE MULTIPOST PRODUCTS 

Ulrich J. Sauer and C. C. Cuzzort last month formed 
a partnership and leased quarters at 215 West Walnut 
street, Louisville, Ky., and will handle the distribu- 
tion of products of the Multipost Company in an 
extensive territory. The men plan to establish agencies 
in all cities, maintaining headquarters in Louisville 
and will also assume the local agency for The Ohmer 
Register Company. Mr. Sauer was previously connected 
with Remington Rand, Inc., and the Underwood Elliott 
Fisher Company, and Mr. Cuzzort was previously with 
UEF, The National Cash Register Company and for 
three years was southern district manager for the 
Victor Adding Machine Company. 

oe  —— 
BATES “BREVITIES” 10 YEARS OLD 

“Bates Brevities,’” house organ of the Bates Manu- 
facturing Company, 30 Vesey street, New York City, 
and Orange, N. J., last month reached its tenth birth- 
day. The booklet is edited to interest dealers and 
their salesmen and is one of the best known periodicals 
of its kind in the industry. 
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RT METAL “work flow” selling tools 
give the Art Metal dealer's sales- 
man all the material he needs to open 
the door to work-flow desk sales in 
almost any office. 


First—he has the two most complete 
lines of desks on the market, The Airline 
and The Mainliner, with their completely 
detailed and handsomely illustrated 
catalogs. 


Second—he has the latest Service Bul- 
letin on “Personal Desk Efficiency,” one 
that will open the eyes of any desk 
stuffer. Also, the ‘‘space-saver’ demon- 


The ‘Amuwe 
TO INCREASING DESK SALES 


strations on 55” Mainliners and 50”’ and 
55” Airline Desks with the Fold-O-Way 
Typewriter Device. 


Backing this all up are the Art Metal 
Desk layout charts which show the proper 
work flow’ desk arrangement for all the 
principal executive and clerical positions. 


This is the line-up that’s bound to help 
Art Metal dealers sell more desks and 
do it the logical and easy way. 


Grasp this opportunity to sell more 
desks. If you are not already an Art 
Metal dealer write Agency Division, Art 
Metal Construction Co., Jamestown, N. Y. 


CONSTANTLY IN TOUCH WITH IMPROVED OFFICE METHODS 
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@ PERFECT COPIES 


Anyone can get perfect copies with the Hilco 
Streamliner Automatic. 


@ EASY OPERATION 


Anyone can operate the Hilco — easily, swiftly, 
economically. It’s built for amateur operation. 


@ PATENTED PROTECTION AGAINST 
SMUDGED SHEETS — 


Here’s the big news! An automatic flip-up keeps 
the rubber roller from coming in contact with the 
ink roller if a sheet fails to go through correctly 
No smudged copies — no ink soaked roller. 


@ NEW STREAMLINED MODEL — 


The latest in duplicator designing. With gleaming 5 O With Cabinet 
chromium trim. S $] g 50 


@ AND A PRICE SO LOW ... raf 
STREAMLINER-— Additional 


That it out-distances all competition. Write for cata ; ; ; 
Retail Price F.O.B. Chicago 


log and information. 


THE HILCO CORPORATION 


MERCHANDISE MART CHICAGO 
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PASSED AWAY 


W. T. REEDER 

William T. Reeder, widely known stationer and book- 
seller of the Pittsburgh district, died at his home, 803 
Lincoln place, Beaver Falls, Pa., on March 4. 

A son of David M. and Eliza Woolley Reeder, he was 
born in Lenawee County, Mich., on January 22, 1868. 
Following a public school and business college educa- 
tion, he became a bookkeeper. Later, he entered the 
book and stationery store owned by a brother-in-law, 
G. Roscoe Swift, and remained there for fourteen 
years, gradually assuming full charge of all details, 
and accumulating the varied experiences that were to 
stand him in good stead in later life. 

Upon leaving Michigan, Mr. Reeder spent some time 
in South Bend, Ind.; managing a book and stationery 
store for the Tribune Printing Company of that city. 

In 1902 he went to Beaver Falls and opened a small 
store of his own on Seventh avenue. He was immedi- 
ately successful, and his establishment soon became 
one of the community’s finest stores. For the past sev- 
eral years his business has been located in the Masonic 





temple building, Twelfth street, Beaver Falls—ATW 
le ole ole 
« ry a 


J. H. CONLON 
James H. Conlon, for many years connected in vari- 
ous capacities with The General Fireproofing Com- 
pany and latterly with the Pittsburgh, Pa., branch 
office, died in the Pennsylvania city on February 26. 


Born at Portsmouth, N. H., on August 28, 1874, Mr. | 


Conlon attended Dartmouth college and joined Gen- 





THE LATE J. H. CONLON 


manager. He 
became 


district 
1927 when he 


Fireproofing in 1917 as 
that position until 


eral 
served in 


connected with the Allsteel Equipment Company, at | 
j ‘ 


that time GF dealer in Pittsburgh. In 1930 The Gen- 
eral Fireproofing Company established a Pittsburgh 
branch and Mr. Conlon again joined the organization. 


Mr. Conlon is survived by his widow, Mrs. Louise 
Conlon, and a son, John. 
ol< ple ol< 
4 4 4 


C. F. SWAYZE 
Charles F. Swayze, for twenty-five 
sentative for the Dorsey company, Dallas, Tex., was 
killed last month in a motor car accident allegedly 
caused by the reckless driving of an intoxicated youth 
of twenty. Mr. Swayze, was seventy-five, had 
driven a motor car 800,000 miles without an accident, 
and had worn out twelve automobiles in achieving that 
record 
The accident occurred on a Texas 1way a short 
distance from Mr. Swayze’s home in Pittsburg, Tex., 


years Sales repre- 


wno 


hig} 
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where he had lived for nearly a half century. It took 
place as a sheriff was speeding down the highway 
seeking the driver, who had previously been twice 


Every Office Needs 
a Bates Perforator 


Lengthened hardened 
steel plunger replaces 
balls. 







New improved 
gauge lock secures 
gauge in any posi- 
tion. 

Extra large res- 
evoir for waste 


punchings. 


Just make a point of showing a Bates Perforator 
to more of your customers—you'll be surprised 
to find how easily you can build up your sales 
on this quality item. 

Explain the two new improvements — the 
hardened steel plunger that makes its action so 
easy; and the new gauge lock that provides 
frictional as well as positive locking in any de- 
sired position. 

We know from our records that the sale of 
Bates Perforators is growing very fast; and we 
know that the dealers who are pushing this item 
are finding it a fine profitable source of new 
business. Keep a Bates Perforator on the counter 
where you will always have it handy to show 
people. It’s an item that sells itself on sight. At 
$1.50 list it is an outstanding value. 


Bates 


QUALITY PRODUCTS 


THE BATES MFG. CO., Orange, N. J. + 





New York Office: 30 Vesey St. 
Bates File Fasteners 
Bates Indexes 

Bates List Finders 


Bates Numbering Machine: 
Bates Staple rs 
Bates Mun-Kee Stamp Pads 


Bates Eyelets 
Bates Eyeleters 
Bates Ink, etc. 
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@ Here's a combination that 
keeps sales climbing for office appliance dealers 
Attractive merchandise... attractively priced . . 
backed up with merchandising cooperation that ex- 
tends all the way from consistent national adver- 
tising to striking, colorful point-of-sale business 
stimulators like the Steelart Cabinet PRICE TAG 
illustrated above. Get all the facts on Steelart Cab- 
inets, Shelving, Folding Chairs... and the added 
sales we re helping dealers pile up. 


PROSPECTS EVERYWHERE 


Offices, stores, clubs, churches, service sta- 
tions are just a few sales fields for Lyon Chairs 
that dealers are working profitably. Get in 
line for the cream of the chair business in 
your community by pushing the Lyon Line. 


LYON 





OFFICE 
EQUIPMENT 


LYON METAL PRODUCTS, INCORPORATED 





LYON METAL PRODUCTS, INCORPORATED 

| 2805 River Street, Aurora, Illinois 

Send full particulars on Steelart Sales Builders and Lyo 
| Merchandising Helps 


EE ES ne 


Address__ 
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reported driving wildly and endangering the lives of 
other motorists. 

Mr. Swayze, a native Texan, was born in Titus 
county, East Texas, in 1865. He entered business in 
that section as a young man, and after nineteen years 


| joined the Dorsey company staff as its East Texas rep- 
| resentative. He was the father of seven children, four 


| Sundein, 


of whom survive. 

High tribute was paid Mr. Swayze by members of 
the executive staff of the Dorsey company. “He was,” 
said Emile J. Louis, “a man who rated the highest 
with the banking fraternity throughout his district, 
and who was the friend of every county official.” 

Funeral services for Mr. Swayze were held in Pitts- 
burg where he had been a member of the Methodist 
church board for thirty-five years—JDM 

+ ok - 
H. T. McBRIEN 

Harry T. McBrien, manager of the Chicago offices 
of Underwood Elliott Fisher Company, died April 5 in 
Fla., according to word received by this 
journal at the time of going to press. 

Mr. McBrien, who was forty-seven, had been with 
the company for many years. He was active in reli- 
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gious and fraternal organizations and was formerly 
treasurer of the Catholic Club of New York. He was a 
member of the Knights of Columbus. 

Survivors are his wife, Mrs. Grace McBrien; a son, 
John; two sisters, Alice and Edna, and two brothers, 
Edmund and Christopher McBrien. 

+ 
T. L. STASSFORTH 

Theodore L. Stassforth, partner-founder of the 
Grimes-Stassforth Stationery Company, died last 
month at his Los Angeles home, 316 North Rossmore 
avenue. He was seventy-three years of age and had 
not been connected with the firm bearing his name 


since 1903. 


A native Californian, Stassforth had lived in 


Mr. 


| Los Angeles since boyhood, going to that city with his 


parents from San Jose, where he was born. He is sur- 
vived by his widow, Mrs. Dagmar H. Stassforth, a son, 
Howard P. Stassforth, and two grandchildren. 


G. W. KLOCKSON 


George W. Klockson, vice-president of the Roth 
Office Equipment Company, Dayton, Ohio, and a well- 
known sportsman, died last month following an illness 
of several months. He was fifty years of age and had 
been suffering from a heart ailment for a long time. 

Born in Springfield, Ill., Mr. Klockson went to Day- 
ton twenty-three years ago and shortly afterwards 
became associated with the Roth company. At the 


time of his death he was also secretary of Roth, Inc., 
Springfield, and secretary of the Roehm & Roehm 
Company, Dayton. He was considered one of the lead- 
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PROTECTS THE LYPS 


Only Spirals have the GROOVED RIM. This exclusive 
feature eliminates the ‘‘sharp edge’’ and opens new 
avenues for cone cup sales. It's easy to keep old cus- 
tomers and make new ones with the NEW Spirals. They 
have a smoother, softer drinking surface and once 
used they're always preferred. 

Trojan Heavyweight Cups are made of super-white 
specially treated stock. Heavier, firmer and whiter, 
they have a wide practical top and a deep, indented 
bottom to prevent accidental tipping. Strong one-piece 
construction makes Trojans leak-proof. 

Send for complete information on Spiral-Trojan dis- 
tributor franchise. Also details of unusual merchan- 


dising program for new distributors. 
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+f)| PAPER CONTAINER MANUFACTURING COMPANY 


QUALITY PRODUCTS 


1752-60 EAST 75th STREET, CHICAGO, ILL. 





Ee ee ae ee eee 

















OFFICE APPLIANCES 


mY WOULD PICK THIS DESK 


AT first glance your eyes tell you this executive desk is 
built for you—from its scientifically right Neutra-Tone Gray 
Finish to its System-planned interior. 

Here at last, you'll agree, is a really restful finish that 
matches the best in office architecture. Open the drawers 
and you'll discover what we mean by ‘‘System-Planning.” 

See the Style-Master Steel Desk at your Franchised ‘‘Y and 
E’’ Dealer or write for complete catalog of 75 models for 
every one from executive to junior clerk. 
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*A warm, soft, neu- 
tral gray finish, with 
scientifically correct 
reflection factor. 








YAWMAN AND ERBE MFG. COMPANY 


1040 JAY STREET e ROCHESTER, N. Y. 





WHEN’ you sell ““Y and E”’ Neutra-Tone Gray Style-Master Steel desk buyer needs data control The above advertisement 
Desks, you sell more than a desk. You sell modernization— Men files, card records, folders, guides, appears in the May 6th 
like you have repeatedly proved that it leads to a much larget eu still further increasing your issue of Time. 

total sale, for business now buys complete color harmony. profit margin. 

Three desk grades—Executive, Associate, and Suspension Agents and dealers in all parts of the country are reporting a 
fit exactly the needs of every office worker from president to phenomenal increase in ““Y and E” desk sales—due to forceful 
junior clerk. ““Y and E’’ Color Harmonized Files, Tables, Chairs, national advertising—backed by a complete campaign of hard- 
Book-cases, Telephone Stands, etc., complete the modernized hitting dealer helps. This is just one more proof of the value of 


office . . . step up working efficiency. But that’s not all-—each the ““Y and E” Franchise. 


Ge "FOREMOST FOR SIXTY YEARS” (64. 
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ing athletic officials in the city and was first vice- 
president of the American Bowling Congress and sec- 
retary of the City Bowling Association. He was also 
prominently identified with golfing circles. 


Mr. Klockson was a member of the Blue lodge of 
Masons, the Scottish Rite, the Shrine and the Arabic 
Club. Surviving him are the widow, the former Eloise 
Roehm, and the mother, Mrs. Harry Klockson of 
Springfield, Ill. 

+ - 
MARSHALL HOTCHKISS 


Marshall Hotchkiss, secretary-treasurer of Marshall 
& Bruce Company, Nashville, Tenn., wholesale office 
supply, book manufacturers and printers, died on 
March 28 at his home, Howell Place, Belle Meade, after 
an extended illness. He was in his sixty-seventh year. 
A native of Hartford, Conn., he went to Nashville 
about forty years ago and became associated with the 
firm. Andrew Marshall, one of the founders, was his 
uncle. For years he traveled the southern states, later 
was sales manager, and in 1914 was made secretary- 
treasurer. He was active in church and civic circles 
and greatly esteemed by a wide circle of friends. His 
widow, son and daughter survive-—CG 

+ + - 
G. S. GREENE 

George S. Greene, associated in an advisory capacity 
since 1936 with the Business Equipment & Service 
Company, Elmira, N. Y., died March 15 at his home, 
225 Lynwood avenue, Elmira Heights, N. Y. Prior to 
joining the above named organization Mr. Greene was 
connected with the executive offices of the Eclipse 
Machine Company, also of Elmira. He is survived by 
a son who is owner of the Business Equipment & Serv- 
ice Company. 

+ i 


J. S. WILEY 
James Somerville Wiley, president of the Berlin & 

Jones Company, Inc., envelope manufacturers of New 
York City, died March 24 at his Easton, Conn., home. 
He was in his fifty-second year. A native of New York 
City, Mr. Wiley was in the Ordnance department dur- 
ing the war. He is survived by his widow, one son 
and daughter. 

+ 


HERBERT J. FRANK 


Herbert J. Frank, Chicago manager for the Shelby | 


Salesbook Company, was the victim of an automobile 
accident Monday evening, April 1. He is survived by 
a son, Herbert J., Jr.; a daughter, Charlotte Anne; a 
brother, Edwin G., and two sisters, Helen M. and 
Lucille K. Frank. 
+ + + 
H. A. RINCKE 

H. A. Rincke, advertising manager for the American 
Writing Machine Company, 115 Worth street, New 
York, N. Y., died April 3 at the age of fifty-five. He 
had been connected with his company for the past 
thirty years and was well-known in the field. Inter- 
ment was at Caldwell, N. J. 


tk 
H. H. HERR 


Herbert H. Herr, owner of Ream’s, Lancaster, Pa., 
died March 28 at the age of forty-nine years after 
an illness of more than twelve months’ duration. A 
native of Philadelphia, Mr. Herr graduated from the 
Central high school and became associated with the 
Dennison Manufacturing Company, Framingham, 
Mass., until 1919 when he acquired an interest in the 
stationery business of Butler’s, Inc., Wilmington, Del. 

In 1924 Charles Ream retired from active business 
and Mr. Herr purchased the Ream organization, mov- 


ing to the present location, 54 North Queen street, | 
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DAY AFTER DAY 
WEEK AFTER WEEK 
MONTH AFTER MONTH 
YEAR AFTER YEAR 


DEALERS EVERYWHERE ARE 


\aa ERING 


AS 


SELLING SHIPMAN-WARD 
RECONDITIONED TYPEWRITERS 


\ 








Try a few S-W thoroughly reconditioned ma- 
chines and prove to yourself how easily they 
sell—and stay sold! 


PLATENS «+ «+ PARTS 
MACHINES 


S-W is also headquarters for genuine replace- 
ment parts for all makes of typewriters at 
manufacturers prices. We also stock adding 
machine parts. 


Have you tried the new Superfine Testing 
Platen for bolstering sales? Four densities of 
hardness on one platen—a real money maker 
for you. 


Write today for price lists, dis- 


counts and complete information 


SHIPMAN-WARD 
MFG. CO. 


325 N. Wells St. 
CHICAGO 


“The Dealers’ Quality Supply House” 





Consolidated buying on Adding & 
Calculating Machines, Typewriters, 
Parts and Platens saves you money 





SHIPMAN WARD 
and time. An Exclusive S-W MFG CO. CHICAGO 
Service. 
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Copies Anything- 
drawn, printed or 
typed-- 

in few seconds. 
Market: 


This new equipment meets a Accounting Ofices, 
thousand “copy” problems... 
Prints by direct contact on 
special paper —no dark room 
needed. Takes place of expen- 
sive photo-copying equipment 
in most cases. Copies docu- 


Patent Attorneys, 
Engineering Depts., 
Hospitals, 
Advertising Agencies, 
Payroll Depts., 


etc., etc. 











ments or papers up to legal size 
...-Can be operated by any 
clerk ... Meets a definite need 







in every office. 


Olticelelticecm ae telcce & 
Write TODAY for complete 


descriptive literature and sales 





proposition. 


FOTOCOPIST CORPORATION OF AMERICA 
FIRST CENTRAL TOWER BLDG. 
AKRON, OHIO 
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five years later. At the same time he extended the 
business to include office furniture and gifts. 

Mr. Herr took an active part in the civic life of 
Lancaster, was president of the Chamber of Commerce 
in 1938, and worked wholeheartedly for anything that 
pertained to the advancement of the community and 
sound business principles. 

The business will be continued under the old name 
of Ream’s, under the ownership of Mr. Herr’s widow, 


Mrs. Edith B. Herr. 
—_——_—= oe 





KEEPING INDIANAPOLIS CORRY-JAMESTOWN-CONSCIOUS. 
—The office equipment and supplies store of The Bramwood 
Press, Indianapolis, Ind., is the local exclusive agent for the 
Corry-Jamestown Manufacturing Corporation and spends a 
great deal of time and effort in displaying the “Steel Age” line 
of office furniture and equipment manufactured by that com- 
pany. (Top) General view of the Bramwood store and (lower) 
a close-up of a window which featured the Corry-Jamestown 
equipment. G. J. Bramwood is president of the Bramwood Press. 
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PROBLEM OF STORING PERMANENT SCHOOL 

RECORDS SOLVED BY A-S-E DS FILES 
Every school is confronted with the problem of stor- 
ing permanent and inactive records. Permanent stu- 
dent record cards, teachers’ reports, students’ health 
reports, etc., are not frequently referred to, but never- 
theless, must be instantly available when needed. This 
problem of dead storage is adequately met by DS files, 
manufactured by All-Steel-Equip Company, Inc., of 
Aurora, II. 

DS files are low cost, completely enclosed steel filing 
cases. Easy sliding steel drawers may be labeled; and 
can be easily pulled out or withdrawn from their cases 
for quick reference to contents. 

DS files make considerable savings in storage space 
over the old “bundle and shelf” way. The problems of 
dust and dirt, damaged and illegible records are no 
longer present when DS files are used. DS files can be 
stacked high to the ceiling with perfect safety, thus 
saving valuable floor space. They are built strong to 
withstand the weight of high stacks. A-S-E DS files 
have an improved stacking device that makes tipping 
impossible. A positive engagement at all four corners 
of each case prevents any slipping or sliding. Cases in 
adjacent stacks are securely locked together with 
simple “U” clips. 

DS files are made in many sizes to fit individual 
forms. For further information, write the All-Steel- 
Equip Company, Inc., of Aurora, Il. 
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YOU PROFIT BETTER 
WITH A BETTER TAPE! 


The reasons are clear. Tex- 
cel, the pressure sensitive 


transparent adhesive tape is 
preferred because... 








MOISTENING 


seats saci 7 ® Ash clean edge—no di al 
ADHERES INSTANTLY vara edge—no diagon 


tears. 
MADE IN U.S.A e@ Adheres instantly without moist- 
INDUSTRIAL TAPE chit 


CORPORATION 


NEW BRUNSWICK, NJ 


@ It is strong—and holds tight. 


® Clear transparency. 


® Accurate winding means less tele- 





scoping. 


Texcel’s many uses in industries, offices, stores, homes, 
libraries, drafting rooms, art departments, schools, etc., © Backed by a guarantee. 
make it a popular money-maker. Push this accepted 
tape for increased sales and satisfied customers. 


THE PERFECT TIE-UP | 
A Dispenser and Texcel Tape are a natural combination. i 


For Commercial and Office Use. 


No. 1—Commercial Use—Holds 2592” rolls. 
No. 2—Office Use—Holds 1296” and 792” rolls. 


FEATURE 


Texcel 10c roll—without cutter. 

Texcel 25c roll with double duty cutter. Texcel Tape greatly magnified. Note 
‘ ; sharp, clean edge which means no 

In attractive counter display boxes. | diagonal tears. Always uniform: 








Complete range of popular sizes. Price schedules on request. 


INDUSTRIAL TAPE CORPORATION 


CHICAGO, ILL. +» NEW BRUNSWICK,.N. J. + SAN FRANCISCO, CAL. 
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SMARTLY STYLED IN STEEL 





Harter Steel Chairs, for fir 
offices, and Harter Self-Fit 


ting Posture Chairs are + 


A 





their eas 
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Co-operation Gets Results 
In Selling Harter Chairs 


hensive showing in the steel chair field. 


Working with dealers — offering practical 
support—is a time tried policy with us. This 
policy, plus the outstanding quality of Harter 
Steel Chairs and Harter Posture Chairs, make 
the line highly desirable from “standpoint of 


sales and profits. 


Here is the kind of dealer support we are 
offering right now. First: Harter Dealers 
have a complete line of smart steel chairs and 
self-fitting posture chairs to present — not 


simply a few models, but the most compre- 


Second: They are backed by national adver- 
tising—a strong campaign now running in 
leading business publications. Third, the basic 
theme of this message: An organization that 


believes in and practices dealer co-operation. 


Special Note: If you are not a Harter dealer 
perhaps you would like to know more about 
the Harter line and the Harter way of doing 
things. If so we will be glad to give you com- 


plete details—write us on your own letterhead. 


THE HARTER CORPORATION « STURGIS, MICHIGAN 


‘HARTER - 
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TANGORA TEACHES TOWNSEND TYPEWRITER _, 
TEST 
When Albert Tangora, champion speed typist, who 
holds the record of 141 net words a minute, stopped 
at Indiana’s state capitol recently, Governor M. C. 
Townsend looked in the door for a moment and 
became so interested in Mr. Tangora’s demonstration 








WHOOPS, GOVERNOR, BE CAREFUL!—While a bunch of 

pretty girls look on and marvel at the lack of dexterity, Gov- 

ernor Townsend of Indiana tries out a Royal typewriter as | 
Albert Tangora guides his hands. 






of speed typing that he asked him to give him a GLIDER 
lesson on the Royal the typing champion always uses. ; 

An interested group of stenographers looked on and $250 
thoroughly enjoyed the lesson. Mr. Tangora’s amazing 
demonstrations of typing skill never fail to impress : mf iia 
his audience. = 
GLIDER AND SCOUT 
BASES SWING BACK 
FOR TACKING 


> 


GUERTLER TO EXPAND OPERATIONS 


P. E. C. Guertler, who for the past five years has OVE a 
operated the Victor Adding Machine Sales and Service REFER 
Company, 310-311 Cotton Exchange building, Okla- MILLION o 
homa City, recently organized the Guertler Office Ma- 
chines Company, to operate from the same business 
address. 

The Guertler Office Machines Company, it is planned, 
will eventually handle business machines of all types, 
including particularly lines in which the average 
dealer does not specialize, such as perforating ma- 
chines, check cancellers, autographic cash registers, 





World-wide preference, 
reveals the inherent quali- 
ties of ACE STAPLING 
MACHINES—their sturdy, 
all-steel construction and 
ia precision workmanship. 





ACE Lifetime Stapling Sat- 
isfaction is creating popu- 
lar universal demand. 


¥ j Great increases in dealers 
; sales reflect their profitable ” 
. handling. ae 
4 Write for Dealer - oe 
Sales Stimulators 


ACE STAPLE REMOVER © 
P. E. C. GUERTLER descr ig: A necessary tool 


ACE FASTENER CORPORATION 


3415 NW. Ashland Ave., Chicago 


Mr. Guertler, who is now looking for additional lines Makers of 
that will fit in with this type of business, plans to! aS" se- a ee 2 2 2 i rn a 












, iy 


- 
coin meters, stamp dispensers, addressing machines, | 
as well as bookkeeping machines, adding machines, 
calculators, typewriters, etc 




















> 


SOF°P Tua 


T RACKET, 


This Counter Display of 


IL-KLATTER 


THE SCIENTIFIC TYPEWRITER PAD 
will bring you new sales 
and additional profits! 


Set one or two of these smartly packaged type- 
writer pads on the counter and you'll quickly 
make new sales and friends! KIL-KLATTER is 
the fastest selling typewriter pad because it 
REALLY deadens noise and absorbs the shocks 
of typing. Made of Genuine OZITE All-Hair, 
stays springy for a lifetime. Non-slip bottom. 
Machine legs won't dig into specially treated top. 
11 x 13 in., fits all typewriters and many other 
office machines. 








Free Helps for Dealers " 
7 Retails at 
With orders for a dozen or 
more, we'll send you FREE a 
colorful display card (shown Cc 
above) and a reasonable quan- Fits All 


tity of 2-color mail enclosures, 


: : ; Typewriters 
imprinted with your name, 











letterhead for a FREE SAMPLE PAD! 





FOR DEALERS ONLY: Pin this coupon to your 





AMERICAN HAIR & FELT COMPANY 
Dept. D5, Merchandise Mart, Chicago 


Send Free sample of KIL-KLATTER Typewriter 


Pad and information about prices and discounts. 


FIRM 


ADDRESS...... - es paler 


aoe ol 
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assign at least two product groups to a salesman. 
With factory trained mechanics in the service de- 

partment already servicing and rebuilding used Bur- 

roughs bookkeeping machines and all other makes of 


| business machines, Mr. Guertler plans to service all 


lines eventually handled. 
Long active in Oklahoma City business circles, Mr. 


| Guertler will continue the exclusive Victor agency on 
| the No. 500 heavy-duty machines, in Oklahoma City 


and vicinity—EVH 
SS ee 
PACIFIC NORTHWEST NOTES 
Owen G. Bayless, the 1940 president of the National 
Stationers Association, and vice-president of Lowman 
& Hanford Company at Seattle, returned to Puget 
Sound last month after he and Mrs. Bayless had taken 


| a cross-country trip to attend six regional conven- 
| tions of stationers in different parts of the nation, 


and participate in their deliberations and view the 
state of the country at first-hand. They stopped at 
the Hollywood Beach hotel, Hollywood, Fla., during 
their first convention, went on to Atlanta, Ga., to 
visit, and attend their second convention in New 
Orleans, thence to Joplin, Mo.; with a wide western 
swing to Los Angeles for their fourth; San Francisco 
for their fifth, and Home, Sweet Home, in Seattle, for 


| their sixth,—the Northwest Stationers meet, — last 


month. 
. * * 


The picture salon of Lowman & Hanford Company 
of Seattle, drew appreciative art lovers last month to 
the one-woman show of Mrs. Isabel McCann of Seattle, 


' who had hung her oils and water colors in the art 


gallery of the pioneer stationery house. 
*~ * * 
John W. Graham, head of the large stationery house 
in Spokane, Wash., of that name, recently celebrated 
his eightieth birthday anniversary in Los Angeles, 


| Calif. An unusual feature of this year’s birthday was 
| its coincidence with Easter,—the first time in his life 
| that the veteran stationer of the Pacific Northwest 
' celebrated the two occasions simultaneously. He has 


returned from his California sojourn. 

Opening in Centralia, Wash., this Spring, as that 
city’s newest combination office equipment and church 
supply business, was the Federated Church & Office 
Supply Company, having Robert Brister as manager, 
with a well diversified typewriter, stationery, and office 
equipment layout as well as church supply stock. 
Bright new quarters for this unique store were opened 
at 320 North Tower avenue. To the complete line-up 
of office equipment has been added a full line of 
church material, for church-goers as well as office 
workers. The various supplies for churches and min- 


| isters include Bibles and Christian books as well as 


typewriters, duplicating machines and supplies for 
sending church meeting notices, adding machines, 
filing cabinets, cash drawers, bookkeeping supplies, 
general stationery, pens and pencils—CML 
= - 

N. Y. FAIR TO INTEREST STATIONERY INDUSTRY 

The World’s Fair of 1940 in New York itself goes on 
display come May 11 and the opening of the Fair. 

In the west wing of the Business Machines and 
Insurance building at the Fair, sections of the office 
management department of the Fair will be in actual 


| operation for the benefit of business men and laymen 


alike. 

“This display,” said Katherine B. Gray, office man- 
ager, “is designed to perform the dual function of 
meeting the heavy service demands of the Fair Cor- 
poration, as well as to allow the Fair visitors a ‘behind- 
the-scenes’ view of an office equipped with latest model 
business machines and the most modern of time- 
saving devices.” 

Fair personnel, in uniform, will man the exhibit 
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ASE Aurora | 


FILES 


There are four full 
lines to meet the 
requirements of 
all your custom- 
ers. . 








r\\3 Dead Storage 
FILES 
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DS FILES « STORAGE & WARDROBE CABINETS 
DESKS & TABLES « LOCKERS 












TABLES 


Two complete lines — 
modern and 
convention- 
al designs, 
built in all 
popular sizes 





All-Steel-Equip Company, Inc. 


605 John St., Aurora, IIl. 


Mail complete information about A-S-E 

Aurora Files DS Files [] Cabinets 
Desks and Tables. 

Name 

Address 

City State 
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PRONTO “His” 















Saves 60% of filing cost... 


Store all your inactive records in Pronto Storage 
Files and use your steel equipment over and over 
again. These low cost PRONTO files are just what 
you have been looking for! You can now keep your 
records clean, orderly and easily accessible. 


Records Easily Located... 


When PRONTO files are used your records are 
always at your finger tips. ... No need of juggling 
heavy cartons or bundles. PRONTO’S sliding draw- 
ers glide smoothly and the bottom drawer is as 
easy to get at as the one on top. 


Saves Floor Space... 


PRONTO files are constructed so that you can 
interlock them into solid batteries and stack them 
as high as the ceiling, saving valuable floor space. 
Additional files can be added when necessary. 


. 

Sturdy Construction... 

So that PRONTOS will stand the abuse all storage 
files receive, they are constructed of the highest 
quality 275-pound test corrugated fibre board and 
reinforced with steel not only on the shell but the 
four corners of the drawers as well. PRONTO files 
are delivered flat. They can be set up in a jiffy 
without the use of tools, 


“Front Office’’ Appearance 
PRONTO files can be kept in the front office. They 


harmonize with your regular steel equipment. 
PRONTOS have an all steel drawer front finished 
in Olive Green and yet cost no more than 
ordinary corrugated storage files. 





















































FREE! 


) 2 front stackers furnished 





with each file at no ad- 


ATOR RI RTS SO PLE BE 


ditional charge. 


SUGGEST PRONTO Storage Files to every customer you con- 
tact — one of the 35 Sizes is bound to be “just what the doctor 


ordered —and your sales and profits will leap ahead. 


PRONTO FILE CORPORATION .''s00 4". 
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while trained commentators describe the scope of the 
various services. These will include the mail, steno- 
graphic, duplicating, proof-reading and addressing 
sections, and one unit of the accounting department. 

Some of the companies acting as sponsors are Ad- 
dressograph-Multigraph Corporation; Bates Manufac- 
turing Company; Better Packages, Inc.; A. B. Dick 
Company; Ditto, Inc.; Eagle Pencil Company; Gregory 


Fount-O-Ink Company; Hammermill Paper Company; | 
International Business Machines Corporation; Strath- 


more Paper Company; U. S. Gypsum Company; and 
Yale & Towne Manufacturing Company, Remington 
Rand, Inc., and the Shaw-Walker Company. 

Response of manufacturers of business machines to 
the plan, said Miss Gray, “indicates this type of acti- 
vated exhibit, with personnel actually at work with 
business machines, meets a long-felt need. In this 
exhibit, the nerve center of the corporation will be 
on display.” 

The exhibit will be designed and equipped as a 
model layout for a business office. Acoustical walls 
and ceiling have been provided, and all intricate office 
operation will be explained for visitors. A stenographic 
service for business executives is contemplated for the 
exhibit. 


2 


MANGHAM JOINS MANLY COMPANY 
H. “Hugh” Mangham, who has been connected with 


the stationery business for more than twenty-one | 


years, is new floor manager for the Manly Office Sup- 
ply Company, 117 Northwest First street, Oklahoma 
City, Okla. 

Formerly buyer and salesman for the Schiff-Mayer 
Company, 112 West Main street, his only other busi- 


ness connection, Mr. Mangham succeeds Byron Smith, | 





H. HUGH MANGHAM 


who recently moved to Fort Worth, Tex., to engage 
in the ribbon and carbon business there. 

Obtaining his first job with the Schiff-Mayer Com- 
pany in November, 1918, Mr. Mangham remained with 
that firm continuously for twenty-one years and three 
months. Working in various capacities inside and out- 


side, he practically grew up with the Schiff-Mayer | 


institution, which was organized about 1915. 

Mr. Mangham takes to his new position thorough 
experience and a practical knowledge of all phases 
of the business, gained through years of industry, 
application and faithfulness to his employer—EVH 

ee ee 


UTILITY SUPPLY TO OPEN SECOND LOOP STORE 

Premises for the second unit in its proposed chain 
of Chicago Loop stores was leased last month by the 
Hub Division of the Utility Supply Company, Chicago. 


The store will be located at 300 North Michigan avenue, | 


at the corner of Water street 

The announcement was made by W. L. “Bill” 
Schuster, sales manager of the Utility Supply Com- 
pany, who reported that the store will incorporate 
many features hitherto untried by his company. As 


are in 


CONSTANT 
DEMAND 


Your customers always need 


paper fasteners. When you sell 


them the Vail Line you are sure 
they are getting the ultimate the 


market affords. 


VAIL uses the finest wire and 
metals to make fasteners that will 
vive complete user satisfaction 
for every paper fastening re- 


| 
| quirement. 


Packaging is Modern—in boxes 
that make attractive displays and 


help you sell. 


Assure yourself of constant repeat 


sales by featuring VAIL Paper 


| Clips, Pins, Brass Fasteners, Sta- 
ples and Thumb Tacks NOW!! 


VAIL 


MANUFACTURING 


COMPANY 


900 E. 95th St. Chicago, IIl. 
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A bigger discount gives 
you a bigger margin 


The 
Roberts 


“AQ” 


The Roberts “49"—the world’s 
largest selling numbering machine 
—is the result of years of study and 
appreciation of the dealer's require- 
ments for a popular priced, general- 
use numbering machine. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 





The 
Roberts 


“@ 5” 


The Roberts Model ‘95,” at $13.00 
list will fill more exacting number- 
ing requirements. It is the lowest 
priced, dial set machine with five 
actions, consecutive, duplicate, trip- 
licate, quadruplicate and repeat. A 
popular machine in larger offices. 





The 
Roberts 


bé 37” 


The Roberts Model "37" at $7.50 
list is the most popular consecu- 
tive lever numbering machine 
sold. Ideal for use where irregu- 
lar quantities of consecutive num- 
bers are required. 





Send for prices, discounts and descriptive circulars 
The “Big Six,” a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 
Western Distributor 


LOUIS MELIND CO. 
362 W. Chicago Ave. 
CHICAGO, ILL. 


593 Market St. 
SAN FRANCISCO 
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part of these it will carry a large and diversified stock 
of social stationery as a means of catering to the 
retail business of this busy Chicago district. There 
will also be an unusually big office furniture display 
department for which proper provisions have been 
made. 

The new store will provide 3000 square feet of space 
on the Michigan avenue level, with a similar amount 
in a subway store beneath the street level. It is in 
this latter portion of the establishment that the furni- 
ture display will be maintained. 

The Utility Supply Company opened the first unit 
of its proposed Hub chain on North Wells street, some 
months ago, the event being reported in a previous 
issue Of OFFICE APPLIANCES. 

I 


OFFICE FURNITURE OF TOMORROW 


The Sakhnoffsky-designed office furniture recently 
introduced by the W. H. Gunlocke Chair Company, 
Wayland, N. Y., is the result of years of research in 
the field of commercial application of streamlined 
principles. 

After becoming the authority on streamlining mov- 
ing vehicles, Count Alexis de Sakhnoffsky turned his 
attention towards non-moving products which sur- 
round us, and with which we have to be constantly 
confronted. His theory is that our eye is becoming 
more and more accustomed to the speedy lines of cars, 





A. DE SAKHNOFFSKY 


trains and planes—the pure modern shapes of sky- 
scrapers, etc. And conventional outlines of traditional 
furniture strike a discordant note. 

We have adjusted ourselves much too long to our 
furnishings. It is about time that furnishings be ad- 
justed to our new tastes and styles. Anxious to blend 
the decorations and furnishings of an office to the 
motif of the modern buildings, he made a determined 
attempt to produce seats which borrow details from 
cars and planes, davenports with smooth flowing lines. 
Arm rests seem to grow out of the back and melt into 
the base. Concave and convex lines follow the details 
of human anatomy and allow for greater comfort. 

Long famous for his characteristic style, which has 
become a national institution through the prominence 
given to it on the pages of “Esquire” magazine, Count 
Sakhnoffsky struck a happy compromise between. the 
conventional styleless office furniture and the extreme 
modernistic attempts by the radicals which never 
reached production volume. 

His theory was always that the busy executive has 
to have as his environment an office in which every- 
thing is so judiciously blended that his eye is at no 
time distracted by individual pieces, beautiful as they 
may be. The newest office buildings are modern to 
the extreme even in the design of window sashes, door 
knobs, telephones. The lighting is indirect, the win- 
dows are shielded by venetian blinds, even the view 
is up-to-date, including other skyscrapers, modern 
cars, etc. And still until now one had to have custom- 
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‘where you need it 
... when you need it”’ 
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The new Victor full-duty portable add- 
ing machines are the talk of the in- 
dustry! Weighing only nine pounds, 
steady as a rock, magnificently engi- 
neered by Victor, they have the inborn 
quality that has made the famous Victor 
Electrics leaders in the field for twenty- 
two years. Check these Victor “firsts” 
... then look for pedigreed performance 
in these revolutionary new Victor 
portables. 

Victor was first with light, strong 
sheet-metal cases instead of cast metal; 
first with “press action” printing instead 
of pile-driver hammering: first with a 
standard adding machine selling at $100. 
In the new portables, Victor is first with 
a modern plastic case; first in reducing 
working parts nearly one-half; first with 
a choice of full or ten-key keyboard . . . 
first with a practical, standard portable 
adding machine for little more than the 
cost of a portable typewriter! 

See the new Victors! Three capacities: 
9,999.99 at $47.50; 99,999.99 at $55.00; 
9,999,999.99 at $70.00—each totaling 
and printing ten times keyboard ca- 
pacity. Mail the coupon for information 
about a remarkable sales-building op- 
portunity. 





ra TWINS! Choice of 10-key or full 


u5 3 keyboard, same capacities and 
Wht 2 prices, means added volume. 
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FAULTLESs 
G@ Complele Fone " | ll Frem Policy 


Thumbs Down 
/ on Direct Selling ... 


4 


For FORTY YEARS the name Stationers Loose Leaf 
Company has meant just what it was intended to 
mean the day it was adopted . . . a company de- 
voted to the business of serving Stationers in the 
development of loose leaf equipment. 


















FAULTLESS “S-O” RING BINDER 


With the name was born a unique concept of busi- 
ness relationships. This concept recognized the 
importance of the dealer and put the manufacturer 
at his service. The complete line was part of this 
policy of service to Stationers and so was the leader- 
ship in design. Among other features introduced by 
Faultless are the Flexi-Post Binder, the Ring Type 
Visible Binder and more recently. . . the Slide Oper- 
ating Ring Book with the Automatic Sheet Lifter. 


The Policy of No-Direct-Selling was adopted in the 
beginning, as part of the original concept, because 
no business built to serve Stationers could go into 


ALUMINUM SHEET HOLDERS competition with them. 










Stationers in every section are invited 
to request a complete Catalog. 







FLEXI-POST 
BINDERS 


EXCELLO POST 
BINDERS 








FAULTLESS 
VISIBLE RECORD BINDERS 
ON MULTIPLE UNIT STAND 


STATIONERS LOOSE LEAF COMPANY 


MILWAUKEE 


NEW YORK 524 NORTH BROADWAY CHICAGO 
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built furniture to create an ensemble which is modern 
and pleasant. Conscious of that situation, the W. H. 
Gunlocke Chair Company was very receptive to the 
ideas of Count Sakhnoffsky and this new line of furni- 
ture is the result of their cooperation during the sum- 
mer and fall of 1939. 

Born in the south of Russia, of wealthy family, Count 
Sakhnoffsky was obliged to leave the country shortly 
after the revolution. After studying engineering in 
Switzerland, he traveled extensively and tried his hand 
with success at designing a great variety of products. 
His specialty, however, became automobiles, and in 
1928 the American manufacturers arranged to bring 
him to this country. Almost immediately he was able 
to impose his personal designs, and his influence on 
the design in this country has been felt in a number 
of industries. His contributions which are on the 
market now include kitchen utensils, radios, trucks, 
cars, boats, clothes, toys, bicycles and furniture. 


—- + 
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M. & V. WINDOW BRINGS SPRING.—Mittag & Volger, Inc., is 
putting its dealers one jump ahead of Spring by shipping the 
above display ensemble for stationery store windows. Made 
to fit perfectly into the dealer's Spring and Summer promotional 
work, the display features smart originality and plenty of color 
in the novel backdrop and center panel. Merely a supple- 
mentary arrangement of dummy packages is necessary to 
complete an attractive and unusual window. The company 
will furnish additional details on application. 
er ae 

DORFF WINS MEDAL IN “BEST LETTER” CONTEST 

Henry Dorff, of the L. E. Waterman Company, 
Newark, N. J., last month was announced as one of 
twenty winners of gold medals for writing the best 
business letter of the year. The event is known as the 
All-America contest and is staged annually by a de- 
partment of The Dartnell Corporation, 4660 Ravens- 
wood avenue, Chicago, known as the Dartnell Service. 
Each year thousands of business letters are submitted 
and subjected to a rigid examination by a jury of 
executives and letter experts. Among the other win- 
ners this year were a Wisconsin public utility, a paper 
manufacturer, a rubber manufacturer and two oil com- 
panies. 


l 
} 
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———+ = . 
ELISHA WATERMAN SEEKS TO DISSOLVE 
COMPANY 
Following his resignation as executive vice-president 
of the organization, Elisha Waterman last month filed 
suit in the New York Supreme court asking dissolution 
of the L. E. Waterman Company, pioneer fountain pen 
manufacturers. At the time of going to press it was 
understood that other officials of the Waterman organ- 
ization were preparing an answer to several allegations 
contained in Mr. Waterman’s suit, which also demands 
an accounting of company funds over a long period 
of time. 








DARNELL 


Office Chair 


CASTERS 


DARNELL 


Noiseless 


GLIDES 


Complete Customer 


SATISFACTION 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition. 


Sell this Popular Line 
GET SET FOR Extra Profits! 


OWeg- 


FOR THE 
ASKING! 


DARNELL CORPORATION, LTD. 
BOX 4027, STA. B, LONG BEACH, CALIF. 
36 N. CLINTON, CHICAGO — 24 E. 22nd, NEW YORK 
DARNELL CORP. OF CANADA, LTD., TORONTO. ONT.. CAN, 














138 




















FILING 








Maybe YOU are 


missing something 


Pause a moment! Would it be to your advan- 
tage to buy from a house who sells through 
dealers ONLY—to buy a line which has been 
carefully designed for dealers—to sell a line 
which is made right and priced right to meet 
all competition? The GUSSCO complete line 
of filing supplies is that kind of a line. 


Maybe you are missing something if you are 
not handling GUSSCO! Many hundred GUSSCO 


dealers think so. Write for samples and prices. 





TRADEMARK 


RANSFILE FILES 


TRANSFILE FILES are a real opportunity for 
dealers to furnish record accessibility to all 


their customers at remarkably low cost. Made 
of corrugated board, steel reinforced they 


have an amazing resistance to wear and tear. 


Dealers find TRANSFILE FILES are money mak- 
ers for them all year ‘round. You will find 
prospects wherever records are kept. Get a 


sample to examine now. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET * NEW YORK, N. Y. 


SUPPLIES 
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Calendar of Industry 
Activities 


Chronological Arrangement of Major 
Events For Easy Reference 


May 6, 7 and 8. N. S. A. sixth regional meeting, 
Hotel Faust, Rockford, Ill. (Governor) Oscar Modene, 
Marshall-Jackson Company, Chicago, Il. 


« » 


May 10 and 11. N.S. A. fifth regional meeting, Hotel 
Lincoln, Indianapolis, Ind. (Governor) C. W. Leonard, 
Leonard & Company, Detroit, Mich. 


« » 


June 14 and 15. N.S. A. third regional meeting, 
Claridge hotel, Atlantic City, N. J. (Governor) R. L. 
Thomas, Lucas Brothers, Inc., Baltimore, Maryland. 


« » 


June 21 and 22. N. S. A. first regional meeting, 
Statler hotel, Boston, Mass. (Governor) Rhys Llewel- 
lyn, R. H. Llewellyn Company, Manchester, N. H. 


« » 


July 22, 23 and 24. National Typewriter & office Ma- 
chine Dealers Association annual convention, Book 
Cadillac hotel, Detroit, Mich. (President) John Loser, 
Noiseless Typewriter Company, New York, N. Y. 


« » 


September 23 to 26. National Stationers Association 
annual convention, Palmer House, Chicago. (General 
Manager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 

ic i 
NEW PACKAGING FOR KAHN’S “HAIRLINE” LEADS 


The sales appeal of modern plastics has been util- 
ized to good advantage in the new package designed 
as a container for “Hairline” pencil leads, a product 
of David Kahn, Inc., North Bergen, N. J. The package 
is listed as the No. 374 “Hairline” in the Kahn 1940 
line. 

Each tube contains six leads for use in Kahn-made 
“Hairline” thin lead mechanical pencils and other 
makes of mechanical pencils using extra thin leads. 
The tubes, which retail at five cents each, are available 
mounted on attractive display cards for counter use. 
— > -—____ 

LEONARD ERECTING NEW BUILDING 

Leonard & Company, Detroit, Mich., last month 
moved into temporary quarters at 7317 Woodward 
avenue, where it will remain while a new fireproof 
building is being erected at its former location, 3100 
West Grand boulevard. The company has been located 
at this address for the past fifteen years and ex- 
pects to enter the new structure in the early Fall. 





—— 
INDUSTRIAL PROGRESS PROGRAM TO INCLUDE 
STATIONERS 


Eight awards, involving a total of $3200 in prizes, 
are available to members of the office equipment in- 
dustry in the Industrial Progress Program sponsored 
by the James F. Lincoln Arc Welding Foundation de- 
scribed in the March issue of Office Appliances. 
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New York City 
| Park Ave. 


Chicago, Ill. 
666 Lake Shore Drive 


PEER, 


Amer. Furniture Mart 


Pittsburgh, Pa. 
1005 Liberty Ave. 


Los Angeles, Cal. 
2155 E. 7th St. 


Miami, Fla. 
609 N. Miami Ave 


S OBSOLESCENCE robbing your customers of 
office efficiency? 


Show them how to increase the output of produc- 
tive hours—stop losses due to mid-afternoon fatigue 
—turn so called “overhead” into a profitable invest- 
ment by the use of Troy Metal Business Furniture. 


Attractive alike to user and visitor—easy to keep 
clean and of sturdy construction that insures long 
life. Troy all-steel desks styled to harmonize with 
chromium plated chairs, settees and tables. A com- 
plete, modern office ensemble. 


Write for catalog 401—full particulars and prices. 


THE TROY SUNSHADE CO. 
Dept. P-259 TROY, OHIO 
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I"’She called me at five... said she was 
only half finished with a lot of houre-work 
last month’s 


her boss needs in a hurry 


all their 


percentage of sales increases for 


bran hes. 








® The Remington Rand Print- 
ing Calculator is in thousands of 
offices today because it has out- 
moded all other calculating ma- 
chines. And. .. if you’ ve not been 
able to afford an adding machine 
and a calculator, here’s the in- 
vention that gives you the best 


features of both .. . at little more 





than adding machine cost. It’s 


divides automaticalh 


the only machine in the world that adds, subtracts, multiplies, 


and gives you a permanent, printed, 


machine-accurate record the frst time you run the figures. See it 


at work, on your work. For free demonstration, phone your 








working 


sec VMiarve now, 


2 | can 


out those percentaye 


just 


problems with a cal- 


culating machine, doing each one twice 


and then copying the answer from dials 


It used to be the same thing with me 





nearest Remington Rand office today. 


Remington Rand Inc. 
BUFFALO, NEW YORK 


IN CANADA BAY STREET, TORONTO 
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World's Largest Makers of Adding & Bookkeeping Machines 





not 


Dut any more 





_ . . + . 
“B | haven’t had to work late one single night since we 


1) ] 
new frinting Calculator 


vot our 


problems it divides automatically, you know 


prints everything on the tape gives me 


permanent to copy from, or to hle for reference 


It just eats up percentage 


something 





4 Flashback to Marge’ office . . Maree’ bo 
And it 


Calculators 





Systems and Equipment 





““Sorry to keep you so late, but it will never happen again. 
[ learned something today at Jim Robinson’s office. He’s 
replaced every last calculating machine with new Printing 


, be 
I’m doing the same thing tomorrow. 
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GF TO BUILD NEW WAREHOUSE 


A large warehouse for storing steel will be con- 
structed by The General Fireproofing Company at its 
Logan avenue plant in Youngstown, Ohio, at a cost of 
$150,000. Contract for the new warehouse building has 
been awarded to Gilmore, Carmichael & Olson, of 
Cleveland. Work has been started and the expansion 
will be completed by July 1. The warehouse building 
will provide about 45,000 square feet of additional 


space for storing supplies of steel for making desks, | 


shelving, filing cabinets, and other steel office furni- 
ture. The new building will be of brick, steel, and sheet 
metal construction, on plans prepared by Howard Burt 
of the company’s engineering department. The new 
structure was made necessary by the steady flow of 
orders to the company, in addition to the large backlog 
of orders January 1, said George C. Brainard, General 
Fireproofing president.—AK 


— —<—>-—_——. 





NEW DIXON RITE-RITE DISPLAY OFFERED DEALERS.—This 
illuminated display case for the Dixon Rite-Rite Threadline 
lead has been made available to dealers by the Rite-Rite 
Manufacturing Company, Chicago. The case is a small, com- 
pact unit having as its front an edge-lighted glass panel with 
sand-blasted lettering, giving the copy a glowing effect attrac- 
tive and eye-arresting. The entire case is of highly polished 
blonde wood set off at the top with a narrow walnut strip. 
The sides are gracefully arched and paneled. Small enough 
for counter use, the case was designed to deliver an illuminated 
message and at the same time supply ample lead storage. 
Dealers interested in obtaining the case can obtain full par- 
ticulars by writing to the company at 1501 West Polk street, 

Chicago. 

*—- + 


FINCH & McCULLOUCH MAKES TERRITORIAL 
CHANGES 

The following territorial changes in its sales staff 
has been announced by Finch & McCullouch, manu- 
facturers of the “Memory Masterpieces” line of cal- 
endars, Aurora, IIl. 

Philip Mohan will call on dealers in the states of 
Iowa, Nebraska, Kansas, Missouri and southern Minne- 
sota, and J. B. “Jim” Stites will cover Arkansas, 
Louisiana and Texas in addition to his regular terri- 
tory which includes Mississippi, Alabama, Florida, 
Georgia, North Carolina, South Carolina, Tennessee 
and Virginia. 

——— oe 
DELL TAKES CHICAGO AREA FOR SOUTHWORTH 


Last month Garry E. Dell was transferred from the 
New England territory to Chicago by the Southworth 
Company, West Springfield, Mass., to fill the vacancy 
created by the resignation of Herbert J. Walsh. Mr. 
Dell, now established in the company’s offices at 564 
West Monroe street. first became affiliated with the 
Southworth organization on January 1, 1940. His 
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“BEST FASTENER 
we have ever used!” 


—writes Colorado's first Swingline user. 





According to our guarantee records, the first 
Swingline Speed Fastener in Colorado was pur- 
chased in May. 1937, three years ago, by a busi- 
ness organization. We wrote to this firm and 
asked about the stapler—““You have had a 
Swingline longer than anyone else in Colorado. 
What mechanical improvements would you now 
suggest?” Their answer, written on the bottom 
of our letter. is reproduced below. It speaks for 


itself, 


hA ped forn oad Conk. ‘Lown tad 











No. 3, $3.50 TOT, $1.50 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd. Long Island City, N. Y. 
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Lila? 
METHODS COMPANY 


Forest Park Ilinois 
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initial entry into the commercial stationery field was 
about eight years ago as a member of the sales staff 
of the F. S. Webster Company. Three years later he 
joined the Acco organization, a connection he main- 
tained until he went with Southworth. In all his 
connections he covered the New England territory 
until his recent transfer to Chicago. Paul Cheney, 


Southworth sales manager, journeyed to Chicago to 
introduce him to the trade in the Middle West. 
ee one Aa 





HOUSTON BOY WINS CORONA TYPEWRITER.—Odin Wilson, 
twelve-year-old Houston (Tex.) schoolboy, became the proud- 
est kid in the Lone Star state when he was awarded a new 
Corona Speedline Standard typewriter for winning the Hous- 


| ton Junior Chamber of Commerce Americanism poster contest. 


(L. to R.) James Chilliman, Jr., director of the Houston Museum 

of Fine Arts; Odin Wilson, the winner; Miss Maurine Day, the 

boy’s art teacher at the James Hogg Junior High school, and 

W. B. Ellis, of the All-Makes Typewriter Exchange, who donated 
the prize. 


—_>.———— 

NEW KAHN LINE FOR 1940 ANNOUNCED 
A large new line of Wearever fountain pens and 
pencils containing both standard and 
Hairline leads has been announced by David Kahn, 
Inc., North Bergen, N. J. The announcement was 
made to coincide with the firm’s opening of its new 
showroom in Room 410, 200 Fifth avenue, New York 
City. 

The 1940 line is complete. It features new designs, 
the Kahn quality and a full selection of models for 
every writing purpose. Included are items ranging 
in retail price from ten cents to $1.50, and the Wear- 
ever De Luxe at $1.00 is featured. 

The new showroom is equipped with the entire Kahn 
output of pens and pencils and assures the conveni- 
ence of visitors by providing double the space avail- 
able in the former showroom. 

———-7 <= —__—_ 
BENASSI BUYS ST. LOUIS. BUSINESS 

Arthur C. Benassi last month announced the pur- 
chase by him of the St. Louis (Mo.) Typewriter Ex- 
change, 718 Pine street, a business which has been in 
continuous operation for the past fifty-five years. The 
firm will carry a complete line of typewriters and add- 
ing machines for sales and rentals and will maintain 
an efficient repair and service department. 

Mr. Benassi has had long experience in the type- 
writer and office machine business and for the past 
twelve years was connected with the St. Louis branch 


| of the American Writing Machine Company. 
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WAYLAND, N.Y. 
n available to our 


Complete information available dealers on May |Oth.- 
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The L. M. BICKETT COMPANY announces two new types of seat cushions 


CrosVent chair & Airvent chair 


Cushion 


Cushion 


Ventilated by means of the patented Respirator principles covered by U. S. Patent No. 2,025,712. 


> 


Front Rear 


Side view showing cups and connecting tubes 


CROS VENT CHAIR CUSHIONS 


are similar in construction to the regular Respirator Cushion with the 
exception that they are ’ thicker and are completely covered with up 
holstering material. As the name indicates, ventilating tubes extend 
from side to side--open at both sides—-and to provide for free passage 
of air both in and out of cushion the side edges are concave, and the 
side covers, which fit loosely on the sides, have eleven ” grommets 
through which air passes 

The top surface has a tufted upholstered effect which greatly enhances 
the appearance. The bottom of the cushion is covered with cloth treated 
to provide an effective gripping surface which prevents slipping and 
holds the cushion in position on the chair. 


Cover Materials 


Corduroy, Velour, Mohair, Biccotex, Velvalura 
Furnished in three iypes 


Type 16CV_ 16” wide, 14 deep $4.00 
Type 18CV 18” wide, 1612” deep 00 
Type 19CV 19” wide, 17 deep 6.00 





>CI 


The L. M. Bickett Company specializes in the manufacture of seating 


equipment and regular type Respirator Cushions first placed on the 
market in 1933 created a new standard and the demand has continually 
increased until today they are used in all parts of the world 

A Respirator Cushion is recommended as a scientific seating device 
possessing as great a degree of resiliency as required by the human 
body, protecting and supporting pelvic and thigh bones by eliminating 
strain and unnatural alignments 








a 


Cross section of Airvent chair cushion 


AIRVENT CHAIR CUSHIONS 


are 214” thick. Ventilated by means of forty-three 1/2” cups in seven 
rows which are connected by '/2” diameter tubes extending through the 
cushion from front to rear and at the ends of each tube grommets are 
placed in the cover material. These tubes permit air to enter and 
escape as cushion is compressed or expands after being compressed. 
Airvent Chair Cushions are completely upholstered with the exception 
of the bottom in which there is a 10” square opening in the center. 
The sponge rubber exposed by this opening provides a gripping surface 
which holds the cushion in position on the chair. 
If desired the cover can be removed for dry cleaning, or replacement if 
damaged. 
Cover Materials 
Corduroy, Velour, Mohair, Biccotex, Velvalura 
Furnished in two types only 


Type 18AV_ 18” wide, 16 deep $7.50 
Type 19AV_ 19” wide, 17 deep 8.50 





The Spine-Protex feature will be furnished only in the regular style of 
Respirator Cushions and will not be incorporated in CrosVent and 
Airvent cushions. 


Spine-Protex Respirator Cushions represent a type of seat cushion which 
is of great benefit to persons suffering from spinal or rectal afflictions 
and the use of this cushion can be a contributing factor to continued 
good health and will greatly add to the comfort of the user 


A study of the bone structure of the human body will clearly demon- 
strate why beneficial results are secured by using Spine-Protex Cushions 


L. M. Bickett Company, Watertown, Wis., U. S. A. 
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ADDITIONS TO MAVERICK-CLARKE STAFF 

Scott J. King, formerly associated with the Hill 
Printing and Stationery Company of Waco, has joined 
the sales staff of Maverick-Clarke Litho. Company, 
San Antonio, Tex., as a territorial salesman. Mr. King 
has many friends and acquaintances in the stationery 
and business equipment field who will be interested in 
learning of his new connection. 

George B. Vizard, formerly district manager in 
charge of the duplicating division of a large firm in 
San Antonio, is now manager of the business machine 
department of Maverick-Clarke Litho. Company, spe- 
cializing on duplicating machines and supplies—BCR 


8 @ eS 





PETITION SIGNED WITH SIX-FOOT TICONDEROGA PENCIL. 
—A Joseph Dixon Crucible Company Ticonderoga pencil. 
measuring six feet in length, recently played a prominent role 
in a ca-paian to take the world premiere of the film, “Edison 
—The Man” to West Orange, N. J., where the famous inventor 
spent a iarye part of his life. With the mighty pencil Thomas 
Edison Sloane, shown above, who is a grandson of the in- 
ventor, signed his name to the petition which bore 30,000 others 
including that of Mrs. Edison, the inventor's widow. The 
petition was later flown to Culver City, Calif., and presented 
to John W. Consodine, Jr., Metro-Goldwyn-Mayer producer of 
the movie. 


— © ee 


YAGER HOME FROM LONG TRIP 

Harry Yager, vice-president and sales manager of 
David Kahn, Inc., North Bergen, N. J., last month re- 
turned home from a lengthy trip to the Pacific Coast 
during which he covered practically the entire country. 

“I was distinctly impressed with the good feeling 
generally expressed toward the business outlook,” Mr. 
Yager said. “I found splendid acceptance of the Wear- 
ever line in every city I visited and most dealers are 
looking forward to a very good year. Employment is 
off only slightly from last fall’s peak, payrolls are 
high and the stationer is beginning to feel the force 
of returning prosperity. We expect 1940 to be the best 


year since 1929.” 
oc ie 5 


ALLIED N. Y. QUARTERS ENLARGED 

The Allied Carbon & Ribbon Manufacturing Cor- 
poration, 165 Duane street, New York City, has added 
50 per cent more floor space to the present quarters. 
The additional space was made necessary by constant 
increase in business with an attendant need for larger 
stocks of raw materials and new mechanical equip- 
ment. 
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THE WILLIAM AND MARY SUITE 





Now Available From Stock 
SLOANE 
EXECUTIVE SUITES 








NEVER BEFORE this year has Sloane sold executive 


furniture of this type except to order. 


TODAY, you have a wide range of periods...every one 


an authentic design developed and made by Sloane’s 


own expe 
ALL THE charactcrist 


custom-made pieces are in these suite 


rt workmen, 


ic Sloane extras you assoc iate with | 


. For example: 


the new Permo-Weld panels proofed against check- 


ing, climate, warping, age. Fine woods, distinguished ie 


hardware, 


Sloane quality all the way through. 


PUT SLOANE PRESTIGE behind your business. Ask for 


details about handling this new line of office furniture. 


Lllustrated: Sloane 


’s William and Mary executive suite. 


Desk, $308; filing t, $201; swivel chair, $110; 


armcnall 


$104; uir, $86.50 


i for our literature, prices, and details on 


protected dealer policy. 


Wholesale Office Furniture Division 


ws} Sloane 


575 FIFTH AVENUE + NEW YORE 
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UHL STEEL * 


Posture 
Chair 


WITH 


WOOD SEAT 


AND 


WOOD BACK REST 









No. 8500-17 
Many DEALERS are making a nice PROFIT, 


selling these chairs. 


And they sell readily because they are the lowest priced 
Steel Posture Chairs on the market. Rotary seat with 
height adjustment. Back rest is also adjustable. 
Easy-swivel, fiber casters. Rigid construction. Excel- 


lent finish. 


UHL REMOVABLE 
UPHOLSTERY 





This is the really up- 
to-date method of fur- 
nishing upholstered 


chairs. Does not destroy 





the Posture feature. 
Made of best grade of 
Artificial Spanish Grain 
Leather in a pleasing brown shade. It is pulled 
on like a glove. No tacks. Positively non-shifting. 


ASK FOR CATALOG 


THE TOLEDO METAL FURNITURE CO. 
1694 Hastings Street Toledo, Ohio 
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(Continued from page 81) 
Cove, L. I., N. Y.; Dictaphone Corporation, New York 
City; Joseph Dixon Crucible Company, Jersey City, 
N. J.; Eagle Pencil Company, New York City; Eberhard 
Faber Pencil Company, Brooklyn, N. Y.; Ediphone divi- 
sion, Thomas A. Edison, Inc., Orange, N. J.; The Globe- 
Wernicke Co., Cincinnati; National Blank Book Com- 
pany, Holyoke, Mass.; National Vulcanized Fibre 
Company, Wilmington, Del.; Oxford Filing Supply 
Company, Brooklyn, N. Y.; Royal Metal Manufacturing 
Company, Chicago; Royal Typewriter Company, Inc., 
New York City; Standard Register Company, Dayton, 
Ohio; Underwood Elliott Fisher Company, New York 
City. 
—>-<-—____ 


N. Y¥. STATIONERS OPEN GOLF SEASON 

The New York Stationers Golf Association has in- 
augurated its 1940 season and has announced the fol- 
lowing series of tournaments and the hosts for the 
day: 

May 7, Mountain Ridge country club, Julius Kahn; 
May 21, Wheatley Hills golf club, Bob Brundage; June 
4, Richmond County country club, Fred Huber; June 
20, Ridgewood Country Club, Herman Price; July 9, 
Metropolis Golf Club, Percy Elias; July 23, Glen Oaks, 
Joe Epstein; August 6, Pelham Golf Club, J. C. Musser; 
August 20, Knickerbocker Golf Club, Eberhard Faber; 
September 10 (ladies’ day) Westchester Country Club, 
E. T. MacIntyre; October 1, Hackensack Golf Club, 
Louis Tavernier; October 15, Yountakah Golf Club, 


Ray Urmston. 
ES 


CANADIAN C. M. T. A. TO MEET 


The first international credit congress of the 
Canadian Credit Men’s Trust Association will be held 
on May 19 to 23 at the Royal York hotel, Toronto. 
Coincident with the congress there will be held the 
forty-fifth annual meeting of the National Association 
of Credit Men. 

Industry and business groups will participate in 
events of both organizations, among them being repre- 
sentatives of the stationery and the school and office 
supply industries. It is expected that 2500 delegates 
from Canada and the United States will be in attend- 
ance when the convention and the congress open. 


— —>e—____—_ 


OFFICE EQUIPMENT MEN DISPLAY AT ROTARY 
SHOW IN CHICAGO 


Ten companies well known in the office equipment, 
machines and supplies field, maintained display booths 
at a Rotary Business Exposition held at the Sherman 
hotel in Chicago from April 9 to 12. 

The show, sponsored by the Rotary Club of Chicago, 
was held in the mezzanine exhibition hall of the hotel 
and included displays of many industries. Among the 
office equipment field firms which exhibited their 
products were the following: 

Chicago Venetian Blind Company, J. Edward Naud, 
division manager of the Germain Products Corpora- 
tion, a subsidiary of the Chicago organization, in 
charge; Horder’s, Inc., Fred Seymour in charge; L. C. 
Smith & Corona Typewriters, Inc., H. W. Foley in 
charge; Edwin C. Barnes & Bros., Edwin C. Barnes 
in charge; Tallman, Robbins & Company, George 
Morris in charge; Burroughs Adding Machine Com- 
pany; Multigraph Sales Agency, Jack Kahn in charge: 
Addressograph Sales Agency; Art Metal Construction 
Company, Ray Cooper in charge; Marchant Calculat- 
ing Machine Company; Hedman Manufacturing Com- 
pany, Herbert R. Hedman in charge. 


—--- 


OKLAHOMA SMITH-CORONA DEALERS MEET 


Around twenty L. C. Smith & Corona dealers and 
salesmen attended a meeting in Oklahoma City March 
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WHEN YOUR CUSTOMER 
WANTS QUALITY. 


KNOCKOUT FOR . 
CASE-HARDENED 
LOCK FIELD ASSEMBLY FLOATING ROLLER 


*SOLID BRONZE BATTERY HOLES 
LABEL HOLDER 
BALL BEARING 
GUIDE ROLLER 


BALL BEARING 
ROLLERS 


PLAIN BEARING 
STRESS ROLCER 
* SOLID BRONZE £ 
PULL ROD KNOB 
AND THUMB-LATCH / 5 
ad ” p< > ROD GUIDE 
HOLE 


FULL DEPTH 
DIVIDING SHELVES 





ROSS-BRACE 
SET ELECTRO-WELDED 
SAL REINFORCEMENTS 


SMOOTH £ l 
PLATE WITH 


Leelee 


1 


HOSE who know the economy of buying filing equipment 

on the basis of the trouble free service it will deliver, find 
a real buy in the Steel Age 6200 Line. It has what it takes for 
years of day in... day out hard usage. Built in four heights 

. two depths. . . with styles to meet practically every filing 
requirement, it gives your customer more actual service for 
his money. Satin White Metal Hardware optional on all 
models. Write for details. 


Jamestown 


te Cm tm bm 
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CORRY-JAMESFOWN MFG. CORP. . . G3 RY, PENNA. 


os 
EXPORT ADDRESS: 1008 CHESTER -AVE., SEV ELAND, OHIO 








“Believe it or not,” 
says BILLY NEWCOMBE 





PEERLESS—IMPERIAL Plant 
Superintendent Honored on 
40th Anniversary .... . 


Noon. The roar of the giant power presses in the Peerless Key- 
Imperial plant abated to a murmur, then stopped. The gang 
crowded around Billy Newcombe, pumped his hand, slapped him 
on the back. It was Billy's 40th anniversary with the company. 
Billy gulped and beamed. ‘Forty years ago today,” he said, 
"| got off a horse car and went to work with the old cushion 
typewriter key company. We did everything by hand those days. 
It was almost a year later when an ordinary wash wringer gave 
us the idea for our first automatic ribbon machine. A month 
later we made our first automatic carbon machine—patterned 
after a wall paper machine." 


He looked around at the massive modern equipment and grinned. 
“I've certainly seen changes—glad that | had a hand in making 
PEERLESS keys and IMPERIAL ribbons and carbons the quality 
products they are today." 







~ Passing Up 


QUANTITY 
ORDERS! 


Which is better?—a $1 profit on a single order or a nickel 
profit on 500 orders? Are you letting the ‘'quantity"’ busi- 
ness get away from You? Let PEERLESS-IMPERIAL show 
you how you can get the juicy profits from large-scale purchases. If you 
have such connections write us full details and we will positively show you how 
you can break into this highly profitable field. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factorv: 409 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA. Manufacturers with the dealers’ viewpoint 
BRANCHES 

New York City, 321 Broadway Chicago, 19 South Wells St 

Detroit, 803 American Radiator Building Los Angeles, 827 S. Main St 








OFFICE APPLIANCES 


23, sponsored by the Oklahoma branch of L. C. Smith 
& Corona Typewriters, Inc. 

Besides sales and advertising plans, new L. C. Smith 
and Corona models were discussed, and each point 
given individual consideration. 

Dealers and salesmen attended from all of Oklahoma 
and western Arkansas, territory covered by the Okla- 
homa branch. W. B. Christian, branch manager, con- 
ducted the meeting.—EVH 
o_—- 2 

PENN-MAR-VA ELECTION SET FOR JUNE 13 

Held to coincide with the third regional meeting 
of the National Stationers Association, the annual 
election of officers of the Penn-Mar-Va Travelers Club 
will take place on the evening of June 13, to be fol- 
‘owed the next night by the club’s “Penn-Mar-Va 
Night” at the Claridge hotel, Atlantic City, N. J. In 
addition the organization will take an active part in 
the third regional convention, which will be reported 
‘n full in the July issue. 

oo 
DREIBAND ADDRESSES SQUARE CLUB 

Alexander Dreiband, assistant district attorney of 
New York City, was the principal speaker at a meeting 
of the Stationers Square Club of Greater New York, 
held April 18 at the Governor Clinton hotel. Mr. Drei- 
band told his listeners an interesting story of crime 
prevention and racket busting. 

—-><-.—____- 

BALTIMORE STATIONERS TO MEET MAY 17 

The annual meeting and dinner of the Baltimore 
Stationers Association will be held May 17 at the Lord 
Baltimore hotel. A committee appointed for the occa- 
sion promises the appearance of an interesting speaker 
and a program of entertainment which will eclipse 
those of all previous meetings. 

a ee 
N. ¥. FILING ASSOCIATION TO ELECT OFFICERS 

The annual election of officers and business meeting 
of the Filing Association of New York will be held at 
the Central Club for Nurses, 132 East Forty-fifth street, 
New York City, on May 13. In addition to the election 
there will be an address by W. H. Chamberlain of the 
Filing Supply Manufacturing Company. 

oo te 8 ———— 

MONTGOMERY TO HEAD OREGON RETAILERS 

At a joint session of the Oregon Retailers’ Asso- 
ciation and the School of Business Administration of 
the University of Oregon, held at Eugene, Richard 
Montgomery, assistant manager of the J. K. Gill Com- 
pany, Portland, Ore., was elected president for the 
next year of the retail organization —ATW 
—- 

TYPING MARATHON WILL BE PART OF 
CANADIAN EXHIBITION 

Despite unsettled conditions brought about by the 
present war, the Canadian National Exhibition will 
again feature an international typewriting marathon 
when the show opens on August 23. 

—_—- ——- 
CONNECTICUT VALLEY STATIONERS MEET 

A fine turnout marked a meeting of the Connecticut 
Valley Stationers Association held April 16 at the 
Richey’s restaurant, New Haven. The speaker of the 
evening was Lincoln D. Smith, Southern New England 
Telephone Company, who exhibited the company’s new 
movie, “Mr. X.” 

















—————_—=>0—____- 
MINNESOTA STATIONERS DISCUSS 
ORGANIZATION 
Following the St. Paul regional meeting, the Minne- 
sota stationers held a special session to discuss the 
advisability of forming a state organization. Monte 


Pearson of Adams Book Store, Rochester, was chosen 
temporary chairman to communicate with other deal- 
ers, get their expressions on the subject, and perhaps 
call another meeting within thirty or sixty days. 
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—In INVINCIBLE 
Concealed Safes 








! DESK 
ee Hig H 


Every office needs the extra pro- 
tection of concealed safes. And 
dealers everywhere are cashing 
in on INVINCIBLE Concealed 
Safe Units—because they are 
available in just the right com- 
bination of files to meet every 
need. Desk heights for execu- 
tives and professional men—also 


counter heights and standard 


file heights for offices—three steps to plus profits Lines—including the popular No. 1600 Line. 
in sales to both new and old customers. It's a Grade “C™ line at a utility price with 

Stock one or more of these concealed safe exclusive features that step up your sales! Write 
combinations along with other Invincible File for full details and prices! 


MODERNAIRE MATCHED BUSINESS FURNITURE 


When you add Invincible Modernaire Desks INVINCIBLE Line with files in all types, sizes 
and Tables to your line “you put yourself way and combinations you're sure to “click” on the 
out front in sales and profit opportunities. Their needs of every type of customer. Write at once 
beauty and design attract new prospects. New gm 


. re ai for full particulars—learn how to cash in on 
convenience. construction, and performance fea- 


tures really clinch sales fast! the advantages of pushing the COMPLETE 


And remember—when you push the entire Invincible Line! 
INVINCIBLE METAL FURNITURE CO. 
2605 Franklin Street Manitowoc, Wisconsin 


Eastern Warehouse: 401 Broad Street, Philadelphia 
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Addressing with the 
Elliott Addresserette 
is 8 times faster than 
hand addressing. 





Does beautiful work, 
equal to largest ad- 
dressers. 


Sturdily built. Simple 
—nothing to get out of 
order. 


Green crinkle enamel 
finish and chrome. 
Red plastic handle. 


Closest comparable 
equipment sells at 
more than four times 
as much. 


Will mean to mechan- 
ical addressing what 
the portable meant to 
typewriting. 











Dealers for the Elliott Addresserette 


—a $17.50 addressing machine for 
home or small office use. 





H x H ” IS A REAL OPPORTUNITY to get an agency 


for a new product which supplies a real need in an undeveloped 
market. 

The Elliott Addresserette fills a long-felt want for a really low-priced 
addressing machine for lodges, clubs, associations, churches, organ- 
izations, small stores and offices that must do addressing periodically 
to regular lists of names and want to save time and the labor and 
bother of hand or typewriter addressing. 

It uses the new Elliott Junior 12” x 3” Address Cards which retail 
at 80c a hundred, blank; or $2.00 a hundred with names and addresses 
stencilled in, ready to use. 

The Addresserette is small, light, easily portable. It is so simple a 
child can operate it. Prints addresses that are clean, clear reproduc- 
tions of typewriter type; work is equal in quality to highest priced 
machine. 

Address Cards are typewriteable—quickly typed on any standard 
typewriter. Changes and additions to a list are only a few minutes’ 
work. 

Complete Addresserette outfit, including addressing machine, type- 
writer clip and moistener (for use in stencillizing Address Cards), 
bottle of ink and 200 blank Address Cards, can be sold for $21.60. 

Write for our special proposition to rated dealers. Liberal discounts 
make this a very profitable item to handle and push. 


THE ELLIOTT ADDRESSING MACHINE COMPANY 
144 Albany St. Cambridge, Mass. 
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IMPORTANCE OF OFFICE EQUIPMENT TO THE 
FEDERAL GOVERNMENT 


(Continued from page 16) 


the work that could be done by the average man in 
three days, working eight hours each day. How this 
performance would have amazed the efficient business 
soul of Alexander Hamilton, the Treasury’s first secre- 
tary, and how it would have tickled his great opponent, 
the inventive Thomas Jefferson! 

The Purchasing Agency which, theoretically, buys 
all office supplies for all civil sections of the Federal 
Government, is part of the Treasury. The President 
gave it sweeping powers by Executive Order last year. 
These Executive Orders have been defined as limited 
only by the willingness of the citizen to abstain from 
challenging them in the Courts. Actually, the different 
Government departments and agencies still do their 
own buying. It is a prerogative they guard jealously. 
Even Mr. Roosevelt’s will has not yet been able to 
brush it aside. The Post Office Department buys for 
itself and for other agencies through its twelve re- 
gional offices and through post offices in large cities. 
The PWA has purchasing agents in each state. The 
Commerce Department has its own buying agencies 
scattered widely around the nation. The various bu- 
reaus and units that head up in the powerful Depart- 
ment of Agriculture purchase in practically every 
county of every state. The Indian Bureau buys wher- 
ever it has a local office or a reservation agency. The 
Army purchases at its regional headquarters and 
wherever it has a post. Practically every ship and 
every shore station of the Navy has its own purchasing 
machinery. There are, in fact, between 5,000 and 6,000 
Federal officials, representing all agencies of Govern- 
ment, scattered around the United States, Alaska, 
Hawaii, Puerto Rico, the Virgin Islands and the Pan- 
ama Canal, who buy, among other things, supplies and 
appliances for offices. 

In the Capital much of the buying of supplies and 
appliances for many civil agencies and departments 
is done by the Procurement Division of the Treasury. 
Often the Procurement Division advertises for bids 
and the agencies do their own buying. It is almost a 
universal practice, when any agency or department 
discards furniture or office equipment to send it to 
the warehouse called the Procurement Pool. When 
another office hastily needs furniture or equipment 
and it is short of funds it draws what it needs from 
this Pool. Sometimes the things are reconditioned; 
generally they are not. A catalogue of supplies normally 
available in the Pool makes a fair index of what you 
find in Government offices. There are machine posting 
trays, box type trays, safety desk cabinets, duplicating 
machine type, typewriters with forty-two keys and 
eighty-four characters, forty-four keys and eighty- 
eight characters, forty-six keys and ninety-two char- 
acters; typewriters with speed-stroke, typewriters 
streamlined and non-glare, typewriters visible or front 
stroke visible; silent typewriters and noiseless type- 
writers; portable and non-portable typewriters. And 
there are typewriter covers; pencil sharpener cutters; 
distributors; classifying or organizing files; desk files, 
multiple folders; stenographers’ notebook holders; 
copyholder line-finders; paper fastener attaching ma- 
chines; Addressographs; other addressing machines; 
typesetting and type-adjusting machines; electric 
writing machines; addressing machine plates; time 
recorder racks; time recorders; cash registers; time- 
clock stamps; duplicating machines; embossing ma- 
chines; envelope opening machines; erasing machines; 
folding machines; payroll machines; sealing machines; 
shaving machines; transcribing machines; accounting 
and posting machines; billing machines; cashiers’ and 
change-making machines; check cutting and sorting 
machines, hand and electric; check signing and dating 
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Whore Profit or 
You With... 


COLUMBIA LINE 


STANDARD GRADE 


APEX LINE 


COMMERCIAL GRADE 


COLONIAL LINE 


UTILITY GRADE 


ATLAS LINE 


NON-SUSPENSION GRADE 


WIDE SECTIONS 
HALF SECTIONS 
SHORT LINE 
CARD INDEX 


BANK EQUIPMENT 
STEEL DESKS 
STEEL CHAIRS 
STEEL SAFES 


CUSTOM BUILT EQUIPMENT 


— «<2 


COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING 








PHILADELPHIA, PA. 


EE GET EE TINT” + 
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machines; composing machines; computing machines; 
dictating machines; duplicating machine blankets; 
CCHOULS CAY paper bond filing cases; paper bond storage cases; 
J transfer cases; dictating machine cylinders; various 

} types of files; addressing machine plates; copyhold- 
| the porfect w ers; trimming machines; envelope and label moisten- 
“ ay ers; machine and typewriter pads; dictionary stands; 

; a summary boards; extension trays; desks; posture 
to 12 stencils! chairs; other chairs; waste baskets; Mimeographs; 
pPArLsowi. . staplers; rubber stamps; pencils; pens; ink; inkwells; 
carbon paper; stencil duplicators; mats; rugs; mir- 

rors; drinking glasses; blotter pads; steel filing cabi- 


ATLAS STENCIL FILES | °° secon: 


NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 





provide 


@ Immediate Accessibility i 
. Byers Office Equipment Company of Davenport dis- 
e Complete Indexing played at the National Cost Accountants Association 

; H business show which was held at the Hotel Fort Arm- 
@ Preservation of Stencils strong on April 11, 12 and 13 and Everett Byers, presi- 
dent of the above firm, reports a very successful show, 
which resulted in some fine business for his company. 
During this show, The General Fireproofing Company 
line of steel files, chairs and desks were shown, along 
with Acme visible record system. Lyle Nelson was in 
charge of the General Fireproofing display and Bob 
Pinney held sway at the Acme stand 

* ~ - 

Jay Parrott was among the County Supply travel- 
ers working in the eastern section of the state of Iowa 
during the middle of April, while Ed Dawson, Ossie 
Solem and Bob Parrott were seen at about this time 
covering the east central section of the state. Another 
reported as having been spotted in the northeastern 
part of the tallcorn state was Tommy O'Toole. 

* * * 

E. Mortimer Hansen, the durable Dane, has done a 
fine job assisting Governor Art Grayston in the 
arduous work of getting ready for the seventh regional 
meeting held at the Hotel St. Paul on April 19 and 20. 

Sterley Jerue, Herb Fall, Floyd Kongsvik, Jim Par- 
rott, Willis Mohn and many others among the sta- 
tioners and travelers gave unselfishly of their time 
and efforts to make this one of the most successful 
meetings in the history of the seventh regional district, 
and Art has asked this column to express his thanks 
for the generous assistance given him in making a fine 
success of this meeting. 






















Medel No. 300 
Capacity 300 Stencils 
22” high—12”" wide— 


22” long 


$94.50 


Slightly higher 
West of Rockies 


Locks provided at 
| slight additional cost 


Iwo other models 
No. 50—50 stencils Vv 
No. 750—750 stencils 





Ball Bearing Casters 
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SELL & COMPANY REORGANIZED 


A new firm under the name of Sell, Inc., has been 
incorporated to take over the business of the E. H. Sell 
SAV ES MONEY! & Sumas 35 East Gay street, Columbus, Ohio, one 
of the city’s oldest dealers in the stationery supply 
SESS EE a and office furniture field. The change will in no way 

affect the operating policy of the business. The same 

1. Takes guess-work out of future printed re- employes and substantially the same officers will be 
named by the new company as served the former cor- 
5 ; poration. Sell, Inc., will have a capital structure of 
2. Saves the ‘cost of re-cutting expensive 250 shares of no par common stock, its incorporators 

stencils. being W. S. Cowan, an attorney, and associates in his 
office. Officers of E. H. Sell & Company, which was 
ordered dissolved about a month ago by vote of direc- 


Patent applied for 


SCHOOLS and BUSINESS will save the cost of Atlas 


quirements. 


- 


3. Conserves floor space and greatly reduces 


handling time. z : 
—a tors and stockholders, were: Edwin H. Sell, president; 
[his is School Month—Capitalize on school require- J. M. Sell, vice-president, and Ono E. Earnshaw, secre- 
i ments, tary-treasurer.—AK 
\ few exclusive territories still available. Write for ee 
details. ACCO CHICAGO BRANCH MOVES 


The Chicago branch of Acco Products, Inc., Long 
Island City, N. Y., last month moved into new quarters 


The ATLAS DUPLICATOR SUPPLY CO, Inc. at Room 403, Monadnock building, 53 West Jackson 
501-511 Western Reserve Bidg. CLEVELAND, OHIO boulevard, where the new telephone number is Wabash 
2343. The move was completed on April 6. 
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eW LL Lrown Papers 


marimum Serviceability af lower cost 


Demand for non-permanent papers able 
to stand hard handling met by extra 
wear-resistant ledgers and bonds... . 


FORWARD Yvon Zedge 


100% NEW RAG CUTTINGS. Strong; perfectly balanced; flawless 
writing, erasing, and re-writing qualities; L. L. Brown’s smooth yet 
glareless finish; greater serviceability than its grade indicates. This 
paper is unequalled for non-permanent records which must withstand 
hard use. 


FORWARD ond 


100% NEW RAG CUTTINGS. Crisp, clear, cockled, and _ perfectly 
formed, this tub-sized, air-dried paper unites exceptional strength, 
beauty, and impressiveness — is ideal for stationery and for documents 
which must defy hard use yet need not last permanently. 


ESCORT rand Machine Pein 


50% NEW RAG CUTTINGS. A unique, dual-purpose paper; equally 
and ideally suited to ledger and machine posting needs; perfect surface 
for all methods of recording, ruling, printing; absolute uniformity; 
6 colors; extensive range of sizes and weights. 


EOCORT Bond 


50% NEW RAG CUTTINGS. Flawless writing, erasing, printing, 
ruling properties; a special finish which makes it equally adaptable for 
stationery, records, and forms; tub-sized, air-dried; 4 inviting colors 
and unusual serviceability for a paper of its grade. 


and 


Use these Other L. L. Brown Papers for Other Needs 
Ra Rag 


L. L. Brown’s Linen Ledger. 100% Greylock Linen Ledger, Hinged. . .85% 
Advance Linen Ledger....... 100% L. L. Brown’s Linen} 100% 
Resistall Linen Ledgerf........ 100% Advance Bondt 100% 
L. L, Brown's Pied... 0000s 85% Resistall Index ye 100% 


Greylock Linen Ledger.......... 85% tEnvelopes to match fHydroil Process 


LL. DROWN PAPERS 


Ledgers, Linen ny and. Ioonds. 


PERMANENT e DURABLE ad DEPENDABLE 


lL. L. Brown Paper Company, Adams, Massachusetts 


ee 


wey sR 


. Sew 





Y. )U know the unchallenged 
of L. L. Brown 
papers. Since 1849, L. L. 
Brown’s Linen Ledger has been 
outstanding in its resistance to 
hard wear ...in perfect printing, 
ruling, and writing... in uni- 
formity, economy, satisfaction . . 
in permanence. 


Supe riority 


The same skill and experience 
that have into perfecting 
LL. L. Brown’s Linen Ledger and 
other famous L. L. Brown 
papers are governing the 
production of four new papers — 


gone 


now 


er priced, general utility ledgers 
and bonds reaching a market 
never before covered by lines 
carrying the L. L. Brown guar- 
antee of superior strength and 
durability. 

FORWARD and ESCORT 
have the traditional L. L. Brown 
plu qualities, but they’re dower 
in cost... they give your bids 
a competitive edge by letting 


you suggest L.L. Brown papers. 


Profit with these lower-cost, 
super-service grades for every- 
day use . ask your regular 


merchant today for sam- 


paper 


ples of FORWARD and ES- 
CORT, or write to the L. L. 
Brown Paper Co., Adams, Mass. 


we 
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Three Complete Lines of Filing Uprights 


a 
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Thirty Seven Card Cabinets 


Steady Sales mean Utility Cabinets 
Substantial Profits! 


And a complete stock of ASCO steel 
office equipment assures steady sales 
Card Cases for and re-orders. 

Every Size Card 

Here are just a few of the nearly 1000 
ASCO items used by schools and insti- 
tutions thruout the country—they have 
to buy them from someone—why not 
you? 
Check up on the number of ASCO 
money-makers you now stock and then 
Tidy Desk study the Art Steel catalog for new 
sources of Sales and Profit with the 
“Complete Line of Office Equipment in 
Steel.”’ 


Let's 


Go Ad 





Box Files 








Letter Trays Office Boxes 





Transfer Cases Typewriter Tables Short Depth Files 





ART STEEL CO., INC., 300 E. 145th St., New York, N. Y. 
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* 
BASIC FUNCTIONS OF A WHOLESALE 
COMMERCIAL STATIONER 


(Continued from page 21) 


Secondly, it has made the public doubly critical of 
the merchant who sells shoddy merchandise. 

Therefore, more than ever, the wholesaler and the 
retailer must become real “Doctors of Merchandise.” 
It is the obligation of the wholesaler first and the 
retailer second to weed out and eliminate from his dis- 
tribution those products that do not give the final 
purchaser his dollar’s worth. The consumer’s satis- 
faction must be genuine and lasting, more particularly 


back of the product, his policies and capacity to ren- 
der such required services, assumes importance. 

The basic obligation of the manufacturer is to fur- 
nish you with good merchandise with a fair margin 
of profit to both you and the trade. On top of that, 


155 


2 BIG 


ADVANTAGES 


CEN- TR- KOTED 


on products requiring service, so the manufacturer | 


it is to his own interest to publicize his product to the | 


public as extensively as he can without interfering 
with his profit, the wholesaler’s profit and the profit 
of the trade. 

There will be times when a wholesaler has to choose 
between a smaller profit on a real good product and a 
big profit on a poor product; and he should pick the 
good product. It will be a rare instance, however, 
when he must sacrifice a great deal of his profit. And 


if it is necessary to eliminate entirely a good product | 


because it doesn’t carry the profit, he ought to elimi- 
nate that class of product rather than choose an infe- 
rior one. 


It is our opinion that the time is fast approaching 
when the legitimate wholesaler will sometimes have to 
say: “Your product is not worth the money and we 
can’t sell it.” 
to say: “You have a good product, extensively adver- 


There are also times when you will have | 


tised, but you have not left proper profit in it for our- | 


selves or the trade.” The time is certainly going to 
come when the wholesaler will not take on every class 
of merchandise, simply because it sells. He'll refuse 
because it does not allow him a fair margin of profit, 
or because it does not give the final buyer, who fur- 
nished the money for us all, his proper values. 


“No business is out just to do volume, but out to | 
make money and build the future of that business. | 
The wholesaler had better pass some business over to 


competitors and do a real job on those items that they 
do decide to handle effectively.” 


The wholesaler’s problem, of course, is magnified by | 


the large number of items he would sell even with 
careful selection, and the demands of business make it 
pretty difficult for a wholesaler selling this large num- 
ber of items to devote the proper merchandising effort 


to each item. The answer lies, however, in the fact | 


that the wholesaler handles the same items of too 


many different manufacturers and his salesmen can’t | 


constructively merchandise an item if they handle and 
sell without preference a half dozen different makes 
of any product. 

The service nature of the wholesale business would 
make it impossible for him to confine his distribution 
to one manufacturer’s make of many products; but it 
would not be impossible for him to choose the out- 
standing line in each class of merchandise and recom- 
mend it unhesitatingly, stock it more extensively, mer- 
chandise it actively, and do everything to support that 
line in his sales to the trade, and in helping the trade 
merchandise it to the public. This last effort, helping 
the trade merchandise it to the public, is a service and 


CARBON PAPER 


{ —ONE-HALF INCH —NON-CURLING ... 

LONGER THAN because Cen-Tr- 
ORDINARY KINDS!  Koted is uncoated along 
Cen-Tr-Koted Measures ipo6 edges, and thus in- 


IZ j : 1 
8 2 inches wide by 13% sures finer, cleaner car- 
inches long instead of 


the usual 8%-by-13! bon copies. Prove its 
This extra half-inch superiority to your sat- 
isfaction! 


speeds work! 


Cen-Tr-Koted Carbon Paper is made with 
special-formula ink for longer life. Rigidly 
inspected at factory for perfect uniformity. 











Send for our helpful booklet “Car- 
bon Paper Facts.” It will be sent 
to you free on request and will 
give you many informative facts 
on Carbon Paper. 











An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


GRAND PRIZE 
‘CARBONS and RIBBONS 


“PACIFIC CARBON & RIBBON MFG. CO. 


time-taking effort that is nevertheless becoming more 


necessary if the independent merchant is to survive 
and if the wholesale trade is to grow as it can grow 
with constructive merchandising effort. 


The selecting of the products to push is a difficult | 


and hazardous undertaking. The inclination might be 


J. FRANCIS O’CONNOR, PRES. 
Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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NON-TIPPING 

















Model 23-AAX 


There's a profit for you in Ideal non- 
tipping safety. Ideal stands properly 
safeguard expensive business ma- 
chines with quick, easy portability. 

The Ideal line gives you the right 
stand for every office need—light, 
medium, or heavy duty. A stock of 
Ideal stands now will bring you a 
quick profit, and substantial repeat 
business. 

Write for complete catalog, price 
list, and dealers’ discounts. We sell 
only through dealers. 


SHERMAN-MANSON MFG. COMPANY 


625 South Kolmar Avenue . Chicago, Illinois 


IDEAL 


STANDS AND STOOLS | 
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to choose a product, both for the wholesale and the 
retail dealer, that gives both a long profit, but gives 
the customer short value. In almost every line, how- 
ever, whether discounts are standardized or not, the 
choice can be made; and made very clearly and finally, 
if the wholesaler is willing to do it. 

If the wholesaler is building his business to stand 
through the years, he must select products of quality 
manufacture. The making of profits should not be the 
only consideration, and one should be careful that it 
does not lead him astray from building a solid line. 
The reputation of the merchandise sold either makes 
or breaks the seller’s reputation in the market he 
serves. 

The quality of the product and the protection offered 
the wholesaler and the trade from unfair competition 
are important factors in making the decision. 

Follow this through to its logical conclusion. What 
does it do for the wholesaler’s own organization? It 
puts him in the position of rendering a service that 
will become indispensable to the manufacturer. The 
wholesaler who will adopt the plan of unhesitatingly 
handling the product he thinks is best of every line of 
merchandise for the retail trade, following that plan 
steadfastly and using the merchandising ideas and the 
suggestions of the manufacturer for promoting its 
sales, will build up the quality of his organization. He 
will become a merchandising unit that will be sought 
after by manufacturers who will realize they are get- 
ting something besides storage space. It’s the hard 
way to build a business, but when the wholesaler gets 
it, he HAS something. 


i eo—me ee | 
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njort Printing and Stationer 





FEATURING CARTER PRODUCTS.—The Comfort Printing & 
Stationery Company, St. Louis, Mo., recently displayed this 
attractive window which featured inks, carbons, ribbons and 
adhesives of The Carter's Ink Company. The center of the 
display was occupied by a natural color Crinoline Girl display, 
a reproduction of Carter's ribbon paper box. 
Oe ee © 


DEMENT ATTENDS DICTAPHONE ACHIEVEMENT 
CLUB MEETING AT NEW ORLEANS 

John F. Dement, export manager of Dictaphone Cor- 
poration, Bridgeport, Conn., attended the annual con- 
vention of the Dictaphone Achievement Club held by 
the Dictaphone Corporation in New Orleans, La., on 
April 4, 5, and 6. 

From New Orleans Mr. Dement went to Mexico City, 
Mexico, for a visit with the Dictaphone distributors, 
H. Steele & Company, spending about three weeks 
there. 

a oe 
LOTZ MOVES PRINTING PLANT 

The printing plant of Charles F. Lotz Printers- 
Stationers, Cincinnati, has been moved from 6203 
Madison road to new quarters at 3950 Brotherton road, 
just west of Erie avenue. Considerable additional 
space is provided at the new address and will enable 
the company to give quicker service to its customers 
in the Cincinnati district. 
































MODERN BUSINESS NEEDS HAVE 
CREATED A VAST MARKET FOR 
G/W STEEL OFFICE EQUIPMENT 


Stee ewer Teetres 3 lhere are many opportunities to sell Globe-Wernicke steel 
WE office equipment that enables people to do more and better 

— work with less effort, keeps routine operating smoothly, 
saves time and money. Here is the most complete line avail- 
able from one source of supply. Many of these products have 
exclusive features of great benefit to users. 


In Globe-Wernicke steel office equipment are found the 
same dependable quality and fine craftsmanship that have 
made this company a leader in its field for 
more than fifty years. Globe-Wernicke mer- ', 

chandise is sold only by dealers who make * * 
all the retail profit on each sale. 
Write for catalog, prices and details 
of our proposition which offers a road 
- to business success free from unsound 
a practices and unfair competition. 
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Both desk height and GLOBE-WERNICKE products are sold VISIBLE RECORDS 


4-drawer SUB bate fo-Vebbal-h4-te- ta: through dealers . . . the most complete line These see. many sled snl aes 
of G W visible record equipment 
for every record-keeping need 





available. available from one source of supply. 








~. . STEEL HORIZONTAL 
" ; SECTIONS 
STORAGE CABINETS Horizontal sections are widely STEEL SHELVING 


Telephone Ptd- bate! has top These well-made storage or used for filing records also There are many applications for 










. wardrobe cabinets solve many by engineers and architects Globe-Wernicke steel shelving .. . 
fo} e) padbdates E bate! large fofod aa ol. baits storage problems and are avail- Stock units permit many use- easy to install... can be adapted to 
able in several styles and sizes. ful combinations. individual needs. 


ment at the bottom. 





Globe-Wernicke 


Oarellslarelemmelalce 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
a Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
Service and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 
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WARNER BROS. . . The World’s Largest Motion Picture Studio . 
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Chooses THE WORLD'S Gasdest. 
rowing ADDING MACHINE... 


.as in the case of War 


proper machine to the job 
for similarly well known 
concerns throughout the 
country... among our th 
sands of users are... 


PACIFIC COAST BORAX CO 
POSTAL TELEGRAPH & CABLE CO 
THE NEW YORKER HOTEL 
INTERBORO RAPID TRANSIT CO 
DAIRYMEN'S LEAGUE 
CONTINENTAL BAKING CO 

NEW YORK DAILY NEWS 
MACFADDEN PUBLICATIONS, INC. 
AMERICAN CAN COMPANY 
ELECTROLUX INCORPORATED 
GENERAL MOTORS ACCEPT. CORP 
T. EATON & COMPANY 


R. C. Allen with over 
68 models is daily fitting the 
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ouU- 





THE POPULAR MODEL “'950"’ 
7 Column Electric with Sub- 





traction and 5'2 inch mov- 
able carriage 


For Details and New Illustrated Catalogue Write 


ALLEN CALCULATORS INC.- 22 EAST 40 ST., NLY. 
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NEW MACHINES AND DEVICES 
(Continued from page 65) 


ically by customer’s name by the driver prior to put- 
ting package on the truck. 

Receipt of adjusting memorandums by the adjust- 
ing division from the delivery division is a record 
of actual delivery and provides a file for immediate 
reference. Customer’s inquiries relative to delivery, 
requests for duplicating order or exchanging merchan- 
dise are referred to this file. The handling of tele- 
phone inquiries is expedited as a separate ticket is 
on file of every “send” transaction showing date, sec- 
tion, salesperson’s number, cash, charge or C.O.D. 
transaction, buyer’s name and delivery name and ad- 
dress. The adjusting memorandum on file can be 
matched with the customer’s memorandum enclosed 
with merchandise for verification. 

Manufacturers interested in the Nu-Way sales check 
are invited to communicate with the inventor at Room 
1034 at the above address. 


a 


GENERAL CEMENT’S SCRATCH REMOVER 
The General Cement Manufacturing Company, 
Rockford, Ill., has recently announced a new scratch 
remover under the name of Skratch Stik which is said 
to entirely remove scratch marks from furniture by 


Pi stth 
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THE “SKRATCH STIK” SCRATCH REMOVER 


a simple application. According to the manufacturers 
it is necessary only to rub the Skratch Stik over fur- 
niture scratches to make them immediately disappear. 
It is packaged in an attractive permanent container 
which includes directions for using. Skratch Stik 
retails for thirty-five cents and is available to the 
dealer with an attractive merchandising unit which 
holds twelve of the sticks. 


——— > 


THE OZALID MODEL “A” WHITEPRINT MACHINE 


The Ozalid Corporation, 354 Fourth avenue, New 
York City, has recently introduced the Ozalid model 
“A” automatic high speed whiteprint machine which 
employs a new quartz envelope high pressure mercury 
vapor lamp, providing a fast printing speed, ranging 
up to 20 linear feet per minute, and assures uniform 
distribution over the entire printing surface. This 
lamp, guaranteed for 1000 hours, is new to the re- 
production industry, and has been designed and manu- 
factured especially for this machine. 

The machine is available in two sizes for production 
of prints up to and including 42- and 54-inch widths. 
An ingenious device automatically separates the print 
from the original after exposure The original is 
returned to the operator in front of the machine, 
while the exposed print is automatically conveyed to 
the developing unit, where, after dry development, 








Protection 


EILIN 


SAFES ARE 
ESSENTIAL FOR 


SCHOOL RECORDS 








Mr. Dealer: 


Every school in your community has vital student 
records which should by law or moral obligations 
be protected in a safe. 

Right now is the best time to cultivate this market 
for the ensuing year. 


@ 38 Meilink Sizes 
@ 3 Grades of Protection 
@ "Tailor Made" Interiors 


@ Factory Sales Assistance 


LET MEILINK HELP YOU TO 
GREATER PROFITS 


WRITE TODAY FOR CATALOG 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 


NEW YORK CHICAGO 
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it is discharged at the rear of the machine ready for 
immediate use. 

A variable transformer in the primary circuit per- 
mits a variation of intensity of the high pressure mer- 
cury vapor lamp from full brilliancy to 60 per cent of 
light without loss of energy. This dimming arrange- 
ment allows the operator to select the desired in- 







EXECUTIVE 
OFFICE 
CHAIRS 


No. 9551-AC 


Pecan—walnut, 
autumn and 
mahogany finishes. 





THE MODEL A WHITEPRINT MACHINE 


tensity, and permits continuous and uniform produc- 
tion of prints, despite variations in tracings. 

The high pressure mercury vapor lamp is cooled by 
an alternating air blast, which passes through the 
space between the revolving contact cylinder and the 
fixed cylinder surrounding the quartz envelope high 
pressure mercury vapor lamp. By alternating the 
cooling air stream, high temperature between the left 
and right side of the contact cylinders are avoided. 
A small, metered quantity of cooling air is also allowed 
to enter and pass through the inner cylinder and 
over the quartz tube; thus, the temperature of this 
lamp is maintained within a relatively small range. 
This temperature control is essential for this type of 


The Murphy catalog illus- 
trates many styles of genuine 
leather upholstered chairs and 
even greater variety of all 
wood executive designs to- 
gether with posture type see- 
retarial chairs beth plain and 
upholstered 


light 

Positive printing and dry developing are syn- 
chronized, and both of these operations are brought 
together in a streamlined, compact, easy-to-operate 
machine, which is new in design, construction and 
performance. 

*—-? —— 
INTRODUCING THE SPEED-O-SCOPE 

The Speed-O-Print Corporation, 153 North Michigan 
avenue, Chicago, has recently introduced to the busi- 
ness equipment trade its new Speed-O-Scope, a device 









Vo. 9263 


Pecan—walnut finish. 





MURPHY CHAIR COMPANY OO —" 


INCORPORATED 
made to simplify accurate tracing of lines, drawings, 


OWENSBORO KENTUCKY  _ illustrations, cartoons and forms. 
The Speed-O-Scope is made of one-piece bakelite 
phenolic material that allows no variation and is 
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guaranteed not to warp or bend. The illumination 
from within the scope is diffused for visibility without 
glare or eyestrain. Louver ventilators keep the stencil 
at an even temperature at all times and typewriter 
scales on top and sides facilitate accurate stencil 
cutting. 

The scope is finished in ebony black with red trim 
and is equipped with chromium-plated T-square, tri- 
angle, stencil clamps, writing plate, stylus, movable 
light fixture, stencil cutting instruction manual and 
we!l for holding accessories. 





NEW NATIONAL BRIEF CASE ITEM.—The National Brief Case 
Manufacturing Company, 512-532 South Peoria street, Chicago, 
has recently announced the Executive brief bag which is pic- 
tured above. Its principal feature is a modern adaptation com- 
bining the efficiency and utility of the strap brief case with 
the modern convenience of easy access of the strapless model. 
It is also equipped with a unique and thief-proof combination 
lock. Further particulars will be furnished by the company on 
request. 


+ 


NEW MESSAGE HOLDER BY JOYCE COMPANY 

The Edward J. Joyce Filing Company, 56 West Wash- 
ington street, Chicago, has recently announced a new 
and improved message holder for the office desk which 
has been given the trade name of the Utility. It is a 











THE UTILITY MESSAGE HOLDER IN USE 
device whereby orders, telegrams and other papers are 
held together in full view of the user 
retaining clip fastened to the top of a met 
tened into a metal base 

The Utility message holder grasps as Many as SIX 


use of a 


through 
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MURPHY 


SCHOOL 
TABLET 
CHAIRS 





oak 


seat and back— 


Quartered 


hard maple arm 
— steam bent 


back 


posts. 


Five full size 
stretchers in 
base form book 


or hat rack. 


Glides on all feet 
make fer quiet 
movement and 
reduce wear on 


floor. 





No. 5086 








Letters and arrows on the above illustration indicate points of reinforce- 
ment and especial strength making these chairs exceptionally sturdy, 
substantial and longlived Full details of each point are included in 


our catalog, which also describes our well made, moderate cost line of 


teachers and juvenile chairs 


MURPHY CHAIR COMPANY 


INCORPORATED 
OWENSBORO KENTUCKY 
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This Is the Case 
That Sells So Well 

















FOR 
REAL 
PROFIT 


ORDER 
YOUR 
STOCK No. 720 
COMBINATION 
NOW MEN’S BRIEF CASE AND 


SAMPLE CARRYING CASE 


Comes in brown and black smooth 
top grain cowhide. Size 16”x13” 
with three pockets. Collapsible cen 
ter pocket. Has 7-inch expanding bottom. 
Case is built with frame and lock-style with 
easy carrying post handle. Can also be had 
in british Tan or in Suntan Aniline Russet. 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 
New Address in New York 10 East 34th St. 
New Address in Los Angeles 1709 W. 8th St. 











NUCRAFT Wasrtesasxers 


OUTSTANDING SELLING FEATURES MAKE 
THEM TODAY'S “BEST BUYS” 


@® Moulded Rubber Corners prevent marring. 
®@ Die-formed, rattle-proof metal bottom. 
@ Panels 3 ply construction, completely framed in. 


@® Made in genuine Walnut, Mahogany, quartered 
White Oak,and Maple. Inside and out. 


@ Filled finish with Royalty Lacquer. 
Write for cireular giving liberal dealers discounts and 
describing our other office equipment items. 


Designed to 
match any 













desk! 


$4.00 


LIST 


NUCRAFT 


Furniture Products 
18 Goodrich St., SW., Grand Rapids, Mich. 
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or eight sheets at a time and is featured by a patented 
feature which permits the instant withdrawal of one 
sheet without disturbing or dislodging those remain- 
ing. It is particularly useful on information desks, 
shipping and mailing rooms or any other place where- 
in messages are used constantly. 

The device is finished in statue bronze with phos- 
phor bronze springs and has a black crackle enamel 
base equipped with a bottom of felt. It is 11144 inches 
high with a base of 35g inches and retails for one 


dollar. 
Se 


PAPER CONTAINER CO. ADDS NEW CUP TO LINE 


The Paper Container Manufacturing Company, 
1752-56 East Seventy-fifth street, Chicago, has an- 
nounced to the trade the addition to its line of a one- 
piece, flat bottom paper cup which has been given the 
trade name of the Trojan Heavyweight. The company, 
which manufactures a complete line of office size 
drinking cups, described the Trojan Heavyweight as 
featuring a wide, practical top and a deep, indented 











THE TROJAN HEAVYWEIGHT CUP 


bottom, the latter to prevent tipping over. The white 
basic stock of which the cup is made is extra heavy, 
and is specially processed to increase its moisture- 
resisting qualities and the cup’s firmness. 
o— et 
NEW TYPEWRITER JUSTIFIER ANNOUNCED 

A new typewriter justifying device which may be 

attached to any kind or make of typewriter has been 








THE TYPEWRITER MARGIN JUSTIFIER (FRONT AND REAR 
VIEWS) 


announced to the office machine trade by Anthony T. 
Balint, 1130 Parker avenue, Detroit, Mich. 

The principal feature of the device, which is named 
the Automatic Unlimited Margin Justifier, is the fact 
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p A real opportunity to 
handle the big, fast-selling 


me Line 







lt helps you to procure new additional business—gains for you new 
customers—and instills in those customers’ minds a confidence in all 
the products you sell. Royalchrome makes possible selling these new 
customers many other items that you handle and your old customers, 
too, will have a keen appreciation of its style, lasting qualities, attrac- 
A Few of the New Sales Outlets tiveness and practicability. Every establishment and institution in your 


That Royalchrome Makes Available territory is a prospect for this finest of chromium plated furniture— 
for the rest room—recreation room—reception room—cafeteria— 


1. Every professional and business office. 
2. Every retail establishment. display room floors, and all places where meetings are held—and when 
3. Every industrial organization. you sell them Royalchrome originally, they will insist upon the same 
4. Every institution (heapitats, schools, colleges). high standard of quality and workmanship thereafter. 
5. Every municipality and the State Purchasing 

Department. Large 84-page catalog in color to sell from—ask for it. 


6. Every club, lodge, hotel or amusement place. 


ROYAL METAL MFG. COMPANY 
Royal 187 N. Michigan Avenue, Dept. B, CHICAGO 


“petal Furniture Since ‘97 New York Los Angeles Toronto 


There's profit in the Royalchrome line! 
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that it can be attached and successfully operated on 
any existing typewriter, regardless of model or make, 
without altering the original set-up. It is easily in- 
stalled on the premises of the customer without any 
workshop operation. 

Its effect has practically no limitations. Not only 
a squared column of two inches or less but any desired 
shape of text-contour, with a variation of the length 
within a single standard spacing step (for example, 
elliptical or circular text) can be produced by any 
typist without any special composing skill. 

Patent rights are fully protected in the United States 
and abroad. The final model, as illustrated, has been 
developed in Switzerland and the Swiss company de- 
sires to contact manufacturers and distributors in 
America. Further details will be furnished by Mr. 
Balint on request. 

—-¢ 
WASTE BASKET LINE BY NUCRAFT 

Nucraft Furniture Products, 18 Goodrich street, 
S. W., Grand Rapids, Mich., has announced a new line 
of office waste baskets available in a number of genu- 
ine woods and marked by several improvements. 

Trade-named the Nucraft, the basket can be had in 
walnut, mahogany, quartered oak and maple. Exclu- 
sive features claimed by the manufacturer are as 
follows: 

A die-formed, rattle-proof steel bottom, moulded 
rubber corners to prevent marring, panels, completely 





THE NUCRAFT WASTE BASKET 


framed in, of three-ply construction. Attractively de- 
signed, the basket is of sturdy construction and be- 
cause of the number of finishes available can be pur- 
chased to match any type of office suite. There are 
two models, the Nos. 20 and 40, which measure 11} 
by 111% by 1234 and 13 by 13 by 14% inches respec- 
tively. 

Further particulars or illustrated literature is avail- 
able to the dealer on request. 

ee aoe 
PHILLIPS PROCESS IN LARGER QUARTERS 

Quite a feat was accomplished by Lee Phillips and 
the staff of the Phillips Process Company, Rochester, 
N. Y., last month when they successfully moved the 
organization into larger quarters and managed to keep 
orders filled without delay. The company recently 
found larger and better equipped quarters a necessity 
and located the type of premises needed in their pres- 
ent building at 194 Mill street, so there is no change 
of address. The firm manufactures Clear Print type- 
writer ribbons, carbon papers and wood stamp pads, 
which are shipped to dealers in every section of the 
United States and to many countries abroad 
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Your Customers 
are 


Posture-Conscious 


and here's a 
chair that 
makes PROFITABLE 


SALES 


Here’s a posture chair for most any requirement. 
Its solidly constructed for comfort and durability. 
In addition to slat back style shown here, it is also 
available with upholstered seat and slat back, with 
saddle seat and upholstered panel back or full up- 
holstered back. Write for details and prices today! 


High Point Bending & Chair 
Company 
North Carolina 


No. 7814 





Siler City 














IN POPULAR PREFERENCE AMONG EXECUTIVES 


JACKSON Chippendale 


THREE THOUSAND GRADE OFFICE DESK 


Faithfully executed in the manner of Thomas Chippendale, 
this fine desk is available in genuine walnut and in genu- 
ine mahogany, beautifully matched for grain and figure. 
It is built in four sizes—72, 66, 60 and 48 inch and each 
is fitted with eight drawers affording ample filing and 
storage space 


The fine lines, beautiful veneers and dull rubbed finish 
make an impressive appearance. Tables, phone cabinet 
and stand, waste basket and costumer are made up to 
match. Two or three of these fine desks in your display 
will work wonders in accelerating your office turniture 
business. Let us send catalog and details. 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 
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TUBULAR Coin WRAPPERS 


Stationers! It's your Line. Exclusively] 


“Steel-Strong” Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 

Currency Bags Manual Coin Counters 

Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 








THE C.L.DOWNEY CO. - cincinnati o. 











Chair No. 7800CC 
Sofa to Match 


BRIGHT 


craftsmen and stylists have produced a line 
of leather furniture which attracts the eye 

" of every buyer. In a wide variety of styles 
exemplifying the period as well as modern 
trends the BRIGHT Line is made to sell—and 
it does because it is priced to meet the 
average pocketbook. Here is your chance 
to make some money. Write today. 


BRIGHT CHAIR CO. 


127-133 BLEECKER ST., NEW YORK, N. Y. 
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The Business Show Exhibits 


(Continued from page 59) 


LINGUAPHONE INSTITUTE, New York, N. Y., dem- 
onstrated home-study methods of learning twenty- 
seven languages, from English to Chinese, and the 
organization’s method of teaching. Carl Remy in 
charge. 

MACEY COMPANY, Grand Rapids, Mich.—(See Ma- 
cey-Morris Company.) 

MACEY-MORRIS COMPANY, Boston, Mass.—A dis- 
play of office furniture handled by this company: 
Persian rugs, by Balian & Co., Inc.; leather upholstered 
furniture by Ehr'ich Upholstery Works; metal posture 
chairs by Fritz-Cross Company; desk and floor lamps 
by Herco Art Manufacturing Company, Inc.; commer- 
cial desks in wood by Hoosier Desk Company; office 
chairs in wood by Jasper Chair Company; executive 
office suites by Stow-Davis Furniture Company. In 
charge was J. S. Skillings. 

MARCHANT CALCULATING MACHINE COMPANY, 
Oakland, Calif., and Boston, Mass.—On display were a 
number of styles and sizes of Marchant calculators 
with the new Self-set decimal system. C. G. Peterson, 
district manager, Boston agency, was in charge. 


MONROE CALCULATING MACHINE COMPANY, 
INC., Orange, N. J., and Boston, Mass.—Models of the 
many types of business machines manufactured by 
Monroe, including calculators, adding-listing, account- 
ing and bookkeeping machines, check-writers and 
signers. W. L. Montgomery, assistant division man- 
ager, and J. D. West, Boston district manager, were in 
charge. L. Forbes, division manager, was present dur- 
ing the week. 

BERT M. MORRIS COMPANY.—(See Thorp & Mar- 
tin Company.) 

MULTIGRAPH SALES AGENCY, Boston, Mass.— (See 
Addressograph-Multigraph Corporation.) 

MULTISTAMP COMPANY, Norfolk, Va.—(See Beau- 
dette & Company.) 

NATIONAL BLANK BOOK COMPANY, Holyoke, 
Mass., and Boston, Mass.—Products displayed included 
the new Feature loose leaf, bound book, visible records 
and machine bookkeeping equipment. Brewster Towne, 
Albert E. Farr and James P. Davidson in charge. 

NATIONAL POSTAL METER COMPANY, New York, 
N. Y., and Boston, Mass.—A display of postage meter- 
ing machines, featuring model 50, a hand-operated 
Omni Meter capable of printing any denomination 
from 4c to $9.99!12 with one impression. John J. 
Galvin, Boston manager, was in charge. Bert Parks, 
general superintendent of agencies, and S. J. Belle-Isle, 
Eastern division manager, were in attendance during 
the show. 

NEW ENGLAND TELEPHONE & TELEGRAPH COM- 
PANY, Boston, Mass.—A demonstration outfit enabled 
visitors to hear their own individual telephone voices. 
A talking picture emphasized the desirability of pleas- 
ant telephone voices. F. A. Barrett was in charge. 

OFFICE, THE, New York, N. Y., described the service 
of the magazine. W. G. Singleton in charge. 

OFFICE APPLIANCE COMPANY, THE, Chicago, IIl., 
and New York, N. Y., explained OFrFrice APPLIANCEs, the 
news and technical trade journal of the office equip- 
ment industry, and its service to readers. C. H. Everly, 
Eastern manager, was in charge, assisted by G. C. 
Wheeler. 

OXFORD FILING SUPPLY COMPANY, Brooklyn, 
N. Y.—(See Thorp & Martin Company.) Charles Rey- 
nell, from the home office, was in charge. 

PARKER PEN COMPANY, THE, Janesville, Wis.— 
(See Thorp & Martin Company.) C. H. Trevor, New 
England manager, was in charge. 

POSTAGE METER COMPANY, THE, Stamford, 
Conn., and Boston, Mass., exhibited the complete line 
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This New Electric Automatic Feed 


. BIDS 
D-44 heads the Ditto liquid dupli- 

cator line. Ditto also offers a com- wen 
NOTICES \ 


plete line of gelatin duplicators. 
















Ditto D-44. 
Muktyplies. Office People 


@ To make the present office force 40% more effective 
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is the same as hiring 40% more people—and that is 


exactly what Ditto does. 


oy Ayr > » F a E E ! ictual samples 
<>*ECARTOONS ig of accounting forms, bulletins, 
¥ t << order and billing sets in use today, 
“oe and revealing literature for 


management. Use the coupon! 


BILLS. OF MATERIAL {CCOUNTANTS: Get "The 
New Trend in Accounting— 


a 
Order-billing.”’ Authoritative, 





Business moves on written or typed forms, and the 
bright, legible Ditto-made forms save man-hours, cut 
human error, speed the job, magically. In accounting, 
order-billing, payroll and production alone, the cer- 


tified saving ranges from 20 to 60G 





And the new Ditto D-44 with automatic electric Oa. ern 
feed is the ace duplicator. 300 or more bright copies . Brrr 
from one typed, written or drawn original .. . 70 MATERIAL COSTS 
copies a minute . . . without type or stencil . . . on ro ae ee 


any stock ...in 1 to 4 contrasty colors at once. That's DITTO. lex 


performance! (Old duplicators, any make, are worth 2286 W. Harrison St., Chicago 


Gentlemen: Without obligation please send me: 


cash on a trade-in.) Neve 1.44 fn 
{ } ew -4¢ ‘ata. 


But you must see the work and examine the Ditto ( )“A New Trend in Accounting—Order-Billing. 


Methods to realize Ditto’s usefulness. Use coupon 
Vi Name 


for idea-literature, and actual forms in use today. 


COME 6 2606 v ccusacssbesnbvereséatasansia 


They have pointed the way to personal opportunity 
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| ( ) Arrange a Ditto demonstration for me. 
l 
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for many executives! | 
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YOU CAN'T BEAT QUALITY 
Seventeen reasons why you should sell the Macey line. 
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| THE MACEY COMPANY 


GRAND RAPIDS, MICHIGAN 
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of Postage Meter machines, including latest models. | 


In charge was Charles W. Jenks, Boston branch man- 
ager. Frank A. Nuttal, director, sales training, and 
Elwood M. Davis, Eastern division manager, were also 
present. 

POSTINDEX COMPANY, Division of Art Metal Con- 
struction Co., Jamestown, N. Y., and Boston, Mass., 
displayed the complete line of Postindex visible record 
systems and equipment. 

REX-O-GRAPH, INC., Milwaukee, Wis.—(See Beau- 
dette & Company.) 

ROYAL TYPEWRITER COMPANY, INC., New York, 
N. Y., and Boston, Mass.—The greater part of this dis- 
play was devoted to the Royal standard typewriter. 
In addition to the regular all-purpose model, wide car- 
riage models and machines fitted with special attach- 


ments were featured. The new Royal Magic Margin | 


portable was shown in a special section of the exhibit. 
Another section of the display was given over to the 
complete Roytype line of ribbons, carbon paper and 
attachments. District Manager H. J. Closson was in 
charge. W. H. Beckwith, advertising manager, was 
also present. 

SPEED PRODUCTS COMPANY, Long Island City, 
N. Y.—(See Thorp & Martin Company.) Lewis Foster, 
New England representative, was in charge. 

SPENCERIAN PEN COMPANY, New York, N. Y. 
(See Thorp & Martin Company.) 

STANDARD REGISTER COMPANY, THE, Dayton, 
Ohio, and Boston, Mass., displayed and demonstrated 
the Standard form separator and the Standard Uni- 
system. Included in the exhibit were equipment and 
specimen forms which constitute a representative col- 
lection illustrating the many applications of forms and 
accessories for typewriters, billing, accounting, tabu- 
lating and addressing machines, Teletypewriters and 
Standard autographic registers. C. O. Smith, regional 
manager with headquarters in Boston, was in charge. 

STOW-DAVIS FURNITURE COMPANY, Grand Rap- 
ids, Mich.—(See Macey-Morris Company.) 

THORP & MARTIN COMPANY, Boston, Mass.—A 
display of products distributed by this company as 
follows: Berkshire typewriter papers by Eaton Paper 
Corporation; Morriset pen desk sets by Bert M. Morris 
Company; Oxford files and filing supplies by Oxford 
Filing Supply Company; Parker pens by Parker Pen 
Company; Speed fasteners by Speed Products Com- 
pany; Spencerian pens by Spencerian Pen Company. 
Each separate display had a man in charge under the 
general management of R. P. Todd. 

UNDERWOOD ELLIOTT FISHER COMPANY, New 
York, N. Y., and Boston, Mass.—Underwood Master and 
noiseless typewriters, portables, Sundstrand and 
Elliott-Fisher accounting machines were on display. 
Also showed the Underwood Sunstrand adding-figuring 
machine; the UEF lines of carbons, ribbons and office 
supplies, and the justifying device on the Underwood 
office typewriter. C. H. Prentice, manager, Boston of- 
fice, was in charge. During the week William F. 
Arnold, general sales manager; Alfred Jensen, sales 
manager of accounting machine division; G. W. Spahr, 
manager engineering department, General Research 
Laboratory, and C. W. H. Ruprecht, advertising man- 
ager, were seen. 

WALTHAM SALESBOOK COMPANY, Waltham, 
Mass.—On exhibit were salesbooks and forms. In 
charge of Robert Cutting, assistant advertising man- 
ager. Paul Wheeler, advertising manager, was seen 
frequently. 

WILSON-JONES COMPANY, Chicago, Ill.—(See 
Thorp & Martin Company.) 


Business Show Guest Book 





A 
Mrs. H. B. Adams, R. H. Llewellyn Milton C lich Process 
Company, Manchester, N. H Company, N 
William F. Arnold, Underwood Elli Frank Arthur Corporation 
ott Fisher Company, New York Direct t Boston, 


City Mass 


169 











No. 2004 Desk—74”x42” 


The Superlative Elegance 
of the Georgian Period 


in Genuine American Walnut. 


. . +. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


].K. Rishel 


Furniture Company 


WILLIAMSPORT, PA. 








Write today for fully 
illustrated catalog 














a UE SONS DE SRC aE 


BOSTON is a mighty good name when 
quoting on your local school bid; a 


ON real friend to the dealer by satisfying 


BOSTO a 5 the school purchaser. Quote on mod- 


ern BOSTONS, the only pencil sharp- 
and 


eners with SPEED CUTTERS—6 extra 
give your 
Schools 
the Best 


cutting edges on each machine 


extra cost to the schools. 


Manufactured by 


C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 





Send for latest catalog of sharpeners and 
famous SPEEDBALL products. 






This BOSTON No. 4 is 
the original Self-Feed- 
er at a popular price. 


Many Boston models 
from which to choose. 
Win with a winner. 


BOSTON 


PENCIL SHARPENERS 








Sell a Steel Posture Chair 





That is ideal for school 
use—typing and busi- 
ness machines Depart- 


men's. 


Sturdily built to take 
the wear and tear 
that the school chair 
is subjected to—At 
prices that are right. 
Adjustments are 
quickly and easily 
made without use of 


tools. 


DEALERS: 


Write for new litera- 


ture and price list. 





Chair No. 01 





THE FRITZ-CROSS COMPANY 


ST. PAUL, MINN. 


304 E. 4TH ST. 



















Harold Bugbee, Walter B. Snow, 
Boston, Mass. 


Cc 
Joe Calley, Art Metal Construction 
Company, Boston, Mass. 
Marie L. Carney, Boston, Mass. 
Vida K. Carney, Dorchester, Mass 
Edward S. Churnick, Daco Card & 
Index Company, Boston, Mass. 
C. H. Cobb, Filing Equipment Bu- 
reau, Inc., Boston, Mass. 
David Cooper, Daco Card & Index 
Company, Boston, Mass. 
Paul G. Crider, Snyder & Crider, 
York, Pa. 
H. B. Crosby, Thorp & Martin 
Company, Boston, Mass, 
D 


R. N. Davidson, International Busi- 
ness Machines Corr, New York 
City 

W. J. Driscoll, The Carter’s Ink 
Company, Cambridge, Mass. 


George Farrell, L. C. Smith & 
Corona Typewriters Inc., Boston, 
Mass. 

I. G. Foster, Arthur C, Arnold, Inc., 
Providence, R. I. 

H. R. Frisbie, Roberts Office Supply 
Company, Portland, Maine. 

G 
Edward Gordon, Narcus_ Bros., 
Worcester, Mass. 


H 
Hossfield, Underwood 


George L. 
Elliott Fisher Company, New 
York City. 


Alfred Jensen, Underwood Elliottt 
Fisher Company, New York City. 


K 
| A. W. Kellogg, A. W. Kellogg Com- 





pany, Waltham, Mass. 
Arthur King, Ward’s Stationers, 
Boston, Mass. 


L 
A. E. Lambert, The C. E. Sheppard 
Company, Boston, Mass. 
Dorothy E. Lavers, Oak Park, III. 
Charles W. Lipman, George B. 
Graff Company, Cambridge, Mass 
R. H. Llewellyn, Jr., R. H. Liewllyn 
Company, Manchester, N. H. 
Stanley Llewellyn, R. H. Llewellyn 
Company, Manchester, N. H. 
M 


Paul Major, R. H. Llewellyn Com 
pany, Manchester, N. H. 
C. L. Minton, Underwood Elliott 
Fisher Company, Hartford, Conn 
N 


Mr. & Mrs. W. P. Nichols, Weis 
Manufacturing Company, Monroe, 
Mich 
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W. J. Niles, International Business 
Machines Corp., Rochester, N. Y. 


oO 
William Oliver, Eaton Paper Cor- 
poration, Pittsfield, Mass. 


Pp 

Samuel Palley, Worcester, Mass. 

Howard M. Palmer, The General 
Fireproofing Company, Boston, 
Mass. 

Lionel G. H. Palmer, The General 
Fireproofing Company, Boston, 

ass, 

Joseph E. Patterson, Underwood 
Elliott Fisher Company, Boston, 
Mass. 

Charles Arthur Powers, Boston, 

ass. 


Ernest A. Raphael, Boston, Mass. 

A. F. Rebhan, Blake & Rebhan 
Company, Boston, Mass. 

J. F. Rollins, Roberts Office Supply 
Company, Lewiston, Me. 

C. W. H. Ruprecht, Underwood 
Elliott Fisher Company, New 
York City. 

H. R. Russell, Rite Line Corpora- 
tion, New York City. 


S 

George B. Samuel, L. C. Smith & 
Corona Typewriters Inc., Boston, 
Mass. 

Tom Sheridan, Clear Print Products 
Company, New York City. 

R. E. Shortill, Roberts Office Supply 
Company, Lewiston, Me. 

P. Stanford Snyder, Snyder & Cri- 
der, York, Pa. 

A. J. Sottung, Byron Weston Com- 
pany, Dalton, Mass. 

H. R. Spooner, Arthur C. Arnold, 
Inc., Providence, R. I. 

W. J. Strachan, Business Supply 
Company, Fort Williams, Ont., 
Can. 


yy 

Tim Thrift, The Elliott Company, 
Cambridge, Mass. 

R. P. Todd, Thorp & Martin Com- 
pany, Boston, Mass. 

Frank E. Tupper, National Business 
Show Company, New York City. 

John B. Tupper, Hunter Electro- 
Copyist, Inc., New York City. 


WwW 
Walter R. Washburn, American Au- 
tomatic Typewriter Company, 
Boston, Mass. 
. J. Worth, Esterbrook Pen Man- 
ufacturing Company, Needham, 
Mass. 


QO 


—_-- 
SOUTHERN NEWS NOTES 

R. B. Camp, formerly with the Carithers-Wallace- 
Courtenay Company, Atlanta, Ga., has resigned to open 
an office supply business of his own at 103 Walton 
street, N.W. Associated with him are Eugene Burk, 
formerly manager of the stationery department of the 
Bennett Printing and Stamp Company; T. C. Ellis and 
R. B. Goodman. The firm is handling a complete line 
of wooden and steel equipment as well as stationery 
and office supplies. 

* * ” 

Friends of James G. Holmes, with the Columbia 
Office Supply Company, Columbia, S. C., will be glad to 
learn that he has almost recovered from a recent 
illness. 

W. Guy Jones, manager of the Jacksonville (Fla.) 
branch of the Dictaphone Corporation, was a recent 
visitor in New Orleans, La., where he attended the 
annual meeting of the Dictaphone Achievement Club. 

JHR 


ee = 
BROWN ISSUES SAMPLE BOOK ON ESCORT 
LEDGER 


A new sample book covering its line of Escort Ledger 
paper is being issued to the trade by the L. L. Brown 
Paper Company, Adams, Mass. Made from fifty per 
cent new rag cuttings, the Escort Ledger is stocked in 
five weights and six colors in addition to white. The 
paper is equally adapted to use both as a ledger and 
for machine posting purposes. Copies of the sample 


book are available to dealers on request. 
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HERE'S A SOLID, SUBSTANTIAL DESK 
FOR SCHOOL EXECUTIVES’ OFFICES 


MAY, 194( 


MANAGING a modern school system is It is not surprising, therefore, that 
much like operating a _ big business. Imperial’s solid, substantial Noe. 961-M 
Purchases of new equipment for both are Desk, which is a favorite with many big 
based on three considerations: corporations, should also prove highly 
(1) Economy in original purchase popular for school executives’ offices. 
price and ultimate cost-per-year; (2) Handsome and well-built, this desk is 
sturdy construction from high-grade ma- priced so low as to meet with the hearty 
terials, and (3) long, satisfactory service. approval of budget-minded school boards. 


Write today for full information. 


a ae 





Imperial builds a complete 
line of teachers’ desks and 
tables that have, for many 
years, been the popular choice 
of school boards and officials. 
They’re built right for long 
life and trouble-free service 
—and priced right for prac- 
tical economy. Write for a 
copy of the Imperial Teach- 
ers’ Desk folder. 








No. 961-M Flat Top Desk. 
60” x 34” x 30%” high. 
This series includes 5 flat 
top desks, 6 tables, 4 type- 
writer desks, a_ telephone 


tpi DESK CO. . i Evansviliis, Sitch: 


“You too will find 


















Uks for details of our co-operative plan 


MITTAG & VOLCGER, Inc. Park Ridge New Jersey 
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— goes the rubber type ‘ Sree HES 
into the slot Sits the rib in the dot 
P — ~oes the slot into 
. the holder 


VARI-LINE 
PRINTING KIT 


All outstanding advancements to increase the 
adaptability, usefulness, and ease of setting 
rubber type have been incorporated in this 
new kil. Cer 
00 With it, the user not only sets up his “copy” exactly as — | the sots ore “snepped’ 
he wants it—but actually “sets up” the holder—spacing | into any desired position 
the lines in any way desired—or removing the slots entirely 
Complete and preserving the type set-ups for future use. 
Outhet Type furnished in the kit is Swiftset grooved—which 
“snaps” into place in the ribbed slots in only one way 
the right way. Names, ete., may be centered perfectly after being set—simply 
by sliding the type line to the proper position in the slot. 
All necessary equipment is included in the Vari-Line Printing Kit. Extra aecces- 
sories such as different faces and sizes of type from the 400 piece font already 
furnished in the set; extra slots; picture printing dies; colored ink pads, etc., 


are available at nominal costs, and can be readily sold with the initial order for a Tews 
Vari-Line Kit or later. — 


Write for complete literature and prices 
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THE SUPERIOR TYPE CO. — BB2stiwe) ssn. me 


sizes and faces of type 
1800 W. Larchmont Ave., Chicago, Ill. 268 Market Street, San Francisco, Calif. 
Eastern Distributor: R. A. STEWART & CO., Inc., 80 Duane St., New York City. 


AUTOMOBILE CK) 
nice venhe at BALANCED ACTION 
CHAIR IRONS 


OFFICE CHAIR 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 


provide the utmost in comfort. A COMPLETE LINE OF OFFICE 

POSTURE AND STOOL IRONS 

EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 


a6 Uf ——— - % CATALOGUE ON REQUEST 
PATENTED wih Ye. ON 
a | 
=) “Collier- Keyworth Co. 
Gardner, Mass., U. S. A. 
TE TIN SS 
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EIGHTH DISTRICT MEETING 
(Continued from page 69) 


idea further, he urged the stationers “not to sell your 
National Association short.” 

In a talk on “Is Everything Under Control?” C. H. 
Malody of Chicago,‘Ill., assistant sales manager of the 
Associated Stationers Supply Company, discussed and 
described a new method of accounting for keeping 
track of items handled by stationers. 

Colonel W. Homer Kelly of Wichita, Kas., vice-presi- 
dent and sales manager of the Western Lithograph 
Company, added a unique touch to the proceedings 
prior to making his scheduled address on “Does It Pay 
to Advertise?” First he took off his shoes; then his 
coat; then his vest. He made no reference to them 
until after the address, but the rapt attention of his 
audience clinched his “it pays to advertise” theme. 

In that connection, he called attention to the fact 
that a man’s natural curiosity is aroused by what he 
can see, what he can hear, what he can feel and what 
he desires. A firm which expects to obtain results from 
advertising, he added, must have financial stability, 
must have something to sell, must have a story to tell 
which is true, must have an efficient sales organization 
and must have a product exactly as advertised. 

The final talk on the morning program was one on 
“Professionalizing” by Tom Quickel of the Hutchinson 
(Kas.) Office Supply & Printing Company, who dis- 
cussed the sale of certain types of office equipment. 
In that connection, he pointed out that stationers 
really are the business doctors. and play an important 
role as such. 

A motion picture, “Two Cents Worth of Difference,” 
shown by L. M. Brown, sales manager of the Eberhard 
Faber Pencil Company, marked the opening of the 
afternoon business session. Then followed a talk on 
“Specialty Selling” by John Ford, Jr., secretary of the 
Peterson Lithographing & Printing Company of 
Omaha, Neb. 

Mr. Ford told the stationers that a specialty is some- 
thing unusual, and that men who sell specialties must 
be trained in selling the unusual. He discussed the 
selection of specialties for sale, pointing out that “a 
specialty is what gets you in the door,” and adding 
that it serves an interesting and profitable place in 
the stationer’s business. 

Paul E. Burbank of Pittsfield, Mass., vice-president 
of the Eaton Paper Corporation, gave an interesting 
account of his recent 21,000-mile plane trip over South 
America in his talk on “If It Can Be Sold in South 
America It Can Be Sold Here.” 


South American Opportunities 


He told stationers of the enormous quantity of air 
mail carried in South America, pointing out that 
eighty-five per cent of the paper and envelopes sold 
in South America are sold by stationers. South Ameri- 
can women, he said, are particularly active in building 
up the quantity of air mail. He called attention to 
that fact in urging. stationers to make special efforts 


to have merchandise in their stores which would 
appeal to women. 
Mr. Burbank, incidentally, formerly was a U. S. 


naval flier and, in his talk, discussed the vast air net- 
work established by Pan-American Airways in South 
America. 

A highlight of the closing business session was an 
address, “Rambling,” by Owen G. Bayless of Seattle, 
Wash., national president of the stationers, who re- 
ceived a tumultuous welcome from the assembled dele- 
gates. He discussed the work of the National Associa- 
tion; outlined methods of dramatizing commonplace 
commodities, and described the work of training out- 
side salesmen. 

The final address was given by jovial Charles P. 
Garvin of Washington, D. C., secretary and general 
manager of the National Association, whose subject 
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An Undefeated Leader! 


Year in an far back as the St. Johns 
[fable Co. records go, the No. 24 office table has 
topped the list in it I of fast moving office 
tables. Its isual record can be attributed to the 
happy com 4 iesign, construction and 





functional design, of exception- 
; made of specially 
Golden Finish, also 
ced for volume and 


price. Of simple 
ally durable construction 

selected Plain Oak, Office 
School Brown Finish. It is pri 


profitable markup. Its companion table, the St 
Johns No. 25 office table, is of the same design 
and construction and is made of Solid Northern 
Michigan Hard Maple Walnut or Mahogany 


has duplicated the remark- 
f the No. 24 office table 


finish. This table 
able sales performance 


Write fo: the new St. Johns catalog showing this and 
many other distinctive tables in the St. Johns line. 














ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 


AUTOMATIC. ....... Same 


MULTIPLE-SLIDING 


DESK TRAYS 


e SPEED SORTING 
e@ SAVE SPACE 
e CONCEAL CONTENTS 


FURNISHED IN FOUR BEAUTIFUL FINISHES 


DEALERS: THis IS ONE OF THE 
AUTOMATIC “OFFICE CONVENIENCES” 
THAT YOUR CUSTOMERS WILL 
APPRECIATE—AND IS PRICED LOW! 


AUTOMATIC FILE & INDEX CO. 


DEPT. A-27, 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 
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EXECUTIVE MODEL No. 532 


DISCRIMINATING BUYERS CHOOSE 


DO/MORE 


SERVICE MINDED DEALERS SELL THEM 
BOTH PARTIES PROFIT 
€ * ® 


YOUR TERRITORY MAY BE AVAILABLE 
WRITE FOR INFORMATION 


DOMORE CHAIR COMPANY, INC. 


501 FRANKLIN STREET ELKHART, INDIANA 

















Another 
MICHIGAN DESH Creation 


Available in 
all Sizes 

ask for price 
list. 





No. 7060 Gen. Walnat or All Qr. Oak 


HEAVY REINFORCED STEEL top with brown or green 
linoleum surface and heavy lumber rim. This top WILI 
NOT SAG when desk is loaded and requires no knee 
space panel or special construction for support 
GUARANTEEING full complete efficiency derived from 
the four leg construction. 

MICHIGAN cross filing, non-sticking drawers and 100% 
available drawer interiors. 

Back vieu 
with deflec- 
tor panel in- 
stalled. Full 
knee space 

inset back 
panel avail- 
able in any 


size. 


| MICHIGAN DESK Company 


GRAND RAPIDS. MICHIGAN 

















OFFICE APPLIANCES 


was “How’s Business With You—and the Rest of 
U.S. A.?” 

Mr. Garvin took advantage of the opportunity to 
sum up highlights of the various addresses, and also 
gave some pertinent advice of his own. 

The prime duty of stationers, he declared, is to fur- 
nish the tools of business, likening the stationers also 
to the men “who furnish the gasoline that makes the 
business engine run.” Stationers also should take cog- 
nizance of the fact that “it’s not how much business 
you do, but how much money you have left at the end 
of the year that counts,” he added. 


Describes Vast Output 


Quoting a few facts and figures, he told the station- 
ers that $25,000,000 worth of fountain pens are sold in 
this country annually; that $30,000,000 worth of print- 
ing is sold; that $10,000,000 worth of typewriter rib- 
bons and carbon paper is purchased, and that 4,500,000 
gross of lead pencils are used. 

He concluded by telling stationers who “think some- 
thing is wrong with your business” to “look yourself 
over first and see if something isn’t wrong with you.” 

The general manager expressed gratification that 
the 1940 convention had been such a success, and 
praised members of the local committee on arrange- 
ments. He pointed out that the attendance was even 
larger than in some prior years. 

Wa!ter Ruedy of St. Louis, the retiring governor, 
presided at the business sessions, and the delegates 
were welcomed by Frank M. Evans, president of the 
Joplin Chamber of Commerce 


The Banquet 


An elaborate banquet was staged the first night of 
the convention on the Connor hotel roof in connection 
with an entertainment program, including a Monte 
Carlo feature sponsored by the travelers club. Matt 
Dillon, president of the club, presided as toastmaster. 

The Joplin arrangements committee included Mark 
W. Farrar of the Joplin Printing Company, general 
chairman; Gerry Manning and his son, Jack; R. C. 
Moore of Kansas City, secretary of the travelers club, 
and Mrs. T. W. Osterloh, chairman of the ladies’ enter- 
tainment committee. Mr. Osterloh was in charge of 
arrangements for golf, and Ernest Brickey and Charles 
J. Wells were in charge of arrangements for the tours. 
Fred D. Pitt was in charge of the reception and pro- 
gram committee of the travelers club, and W. B. 
Bohart was chairman of the House of Friendship 
committee for the club 

On a par with the regional convention from a view- 
point of enthusiasm and action was the annual meet- 
ing of the Midwest Travelers Club which held its gath- 
ering on March 29, and elected the following officers 
to govern the next term: 

President, A. F. Sengbusch; first vice-president, D. A. 
MacDougall; second vice-president, Art Pfister; secre- 
tary-treasurer, Fred Pitt; corresponding secretary, 
E. J. Mitchell, and auditor, A. R. Waterbury. 

Following a reading of reports and the minutes of 
the April 28, 1939, meeting, President Harold Graves 
gave the floor to Vice-President Matt Dillon who re- 
quested a vote of thanks be given the convention 
committees for their fine work done on behalf of the 
regional district meeting. These committees were com- 
posed of the following: 

House of Friendship and entertainment: W. B. 
Bohart, chairman; A. F. Sengbusch, E. J. Mitchell, 
P. C. Masterson, D. A. MacDougall, H. J. Walsh, A. R. 
Waterbury. 

Reception and Program: Fred D. Pitt, chairman; Art 
Pfister, Herb. Beckman, J. H. Ellis, T. H. Hanson. 

Ladies: Mrs. T. W. Osterloh, chairman; Mrs. Paul 
Baird, Mrs. D. A. MacDougall, Mrs. A. F. Sengbusch, 
Mrs. E. J. Mitchell and Mrs. T. H. Hanson. 
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The new AICO Deal No. 1 is a good 
deal for any Stationer to ask for. A 
beautiful black metal counter dis- 
play unit free to AICO dealers with 
the purchase of only 3 dozen cel- 
luloid envelopes at the regular 
price of twenty-five cents each list 
subject to regular dealers dis- 
counts. 

Order this FREE new deal today. 
The supply is limited. Ask for Deal 
Number One. 











G. J. Aigner Company 


503 South Jefferson St., Chicago 














$1.40 added to your gross 
when you sell a Burns Goose- 


$6.00 more on your books 
when you sell a Burns Bracket 





neck Lamp. Lamp. 

S2UIDUNVNNUUNUUOUUUUOUUUUOANUEAYOOUAUEU ATE 

= DO THESE ITEMS FIGURE = 

= IN YOUR PROFIT PICTURE? = __— $1.00 to $5.50 in 
= Sar Ierceae = Burns Standard Copy- 
STUIUNNIIINNNIIUINNNNUUINNNNUUUONONNUUOOUANUUOONATOOOONAUTOTOAEAUOEDAT TDA coh, tapes ond dette 





TELEPHONE BRACKETS 


$12.50in your cash 
register when you 
sell a Burns New 
DeLuxe Copyholder. 
Has latest features, 
including remote 
control line guide. 


URIS 


$5.00 to $8.50 in the till when 
you sell a Burns Telephone Brac- 





type telephones. 


COPYHOLDERS * GOOSENECK LAMPS 


ket. Models for dial and manual 


large sheets. 
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American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago 


CHAIR & DESK PADS 














of 
3 


~ SS yk Se eee 


| 
| 
| 
' 





176 OFFICE APPLIANCES 





The Ansul Chemical Co., of Marinette, Wisc. recently equipped with Leopold Furniture, 
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craftsman-built, at Burlington, lowa. Installation by Office Supply Co. of Menominee, Mich. 














HALF A CENTURY 


Serving the Dealer 


Years devoted to the manufacture of Inked Ribbons and Carbon Papers 
exclusively have developed 


THE COMPLETE LINE 
Inked Ribbons—Carbon Papers—Roll edge of the dealers’ problems and re- 
quirements by a manufacturer who 
SOLICITS DEALER BUSINESS ONLY. 
There is prestige and profit in STORMS 


A dealers’ line made with a wide knowl- _ products. 


Carbons for every known device and in 


a complete range of price and quality. 


Write today for our N-1 price scale and our special offer on ribbons or carbons 
under your private labels. 


H. M. STORMS COMPANY 


Manufacturers of “THE COMPLETE LINE” 
961 GRAND AVENUE BROOKLYN, NEW YORK 
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TENTH REGIONAL MEETING 
(Continued from page 71) 


Mr. Garvin, resumed the chair to give credit to Chuck 
Bellamy for putting over the convention so well and 
to others who contributed much to its success. 


Five excellent addresses were given on the second 
day. One was a comparison of inside and outside sell- 
ing costs by L. R. Kendrick of Kendrick-Bellamy Com- 
pany, Denver. Another was “Lighting,” by Harold T. 
Rankin of Public Service Company of Colorado. A 
third was “If It Can Be Sold in South America It Can 
Be Sold Here,” by Paul E. Burbank. The others were 
“How to Meet Mail Order and Chain Store Competi- 
tion,” by George A. Thompson of Kistler Stationery 
Company, Denver, and “The Manufacturer and the 
Retailer’s Salesman,” by J. S. Sprott, president of The 
Globe-Wernicke Co. All had practical sales and man- 
agement ideas. 

Mr. Kendrick stated that the cost of salesmen is 
greater than all other overhead expenses. Commenting 
on agitation for lower distributing costs, he stated that 
you cannot hammer down either production or dis- 
tribution without bad economic results. He gave his 
cost of inside salesmen at six to ten per cent of sales, 
street salesmen eight to fourteen per cent, road men 
twelve to eighteen per cent. The goal, he said, should 
be low cost sales but not low cost salesmen. Frequently 
high priced salesmen are low cost producers. Sales 
meetings, he said, are good investments. They should 
be held regularly, but not at times when salesmen 
should be making calls. As a plan for payment he sug- 
gested a drawing account plus a percentage of the 
profits. 


Mr. Rankin stated that store lighting should be 
properly balanced. The lighting should not attract 
attention away from the merchandise. The show win- 
dow, he said, should have motion, color, and a spot- 
light for the particular equipment to be stressed. Office 
lighting should not interfere with the work by shad- 
ows, glare or other means. The desk light should not 
be too strong compared to the overhead light. 

An interesting part of Mr. Rankin’s talk was a dem- 
onstration of fluorescent tubes. Fluorescence, he said, 
probably will be the leading source of light in the 
future. The desk fixture should be located at the left 
side of the desk. He exhibited also the new type of 
Polaroid which illumines a greater area than the 
earlier model and is free from glare. 


Air Mail Papers 


Mr. Burbank’s talk had to do with papers for fine 
stationery requirements, and air mail in particular. 
In the cities he visited on his recent trip through 
South America by air he found that stationers con- 
trolled eighty-five to ninety per cent of the paper 
business. Giving some figures on air travel and air 
mail, he explained the profit possibilities which air 
mail presented for the sale of distinctive stationery. 
He showed advertisements inserted in women’s maga- 
zines by makers of fine papers to create new interest. 
He recommended that stationers cater to women, for 
they purchase most of correspondence papers and once 
in the stationery store are prospects for pens, pencils, 
memo books and other merchandise the stationer sells. 

In preparation for his talk George Thompson did 
some chain store shopping. For exhibits he had a desk 
top full of chain store stationery items at prices sta- 
tioners cannot meet. Out of thirty-seven chain store 
departments he found that twenty-two per cent sold 
goods also sold in stationery stores. He quoted figures 
showing large increases in sales last year by leading 
chain and mail order houses. He also had evidence of 
a more favorable public attitude toward chains. Sta- 
tioners, he said, are better off without many of the 
small sales which now go to chains. He objected to 


| 
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JUST OUT! NEW OFFICE APPLIANCE! 
UTILITY MESSAGE HOLDER 


What Every Office Needs! 


This new amazing invention sought by 





offices everywhere—a safeguard against 


GM Hadiy Todor losing or overlooking of any important 


lichila 2 Tae 

se $M | orders, telegrams, shipping instructions 
' on 
i “ee or any other messages from any desk or 
a 


table. “GRASPS” as many as 6 or 8 


sheets at once yet a single sheet can be 


inserted instantly and withdrawn as 
quickly without disturbing any other 
message. 


PATENT PENDING 


“UTILITY” IN 
ACTUAL USE 


Makes Messages Easy to Read 


switchboard operators, stenog- 
makes reading notes perfect. 


for secretaries, 
(holds notebooks 


Excellent 


| 
| 
| 


rapners 


several in each office. 





Gives messages the proper reading angle. 
FINISHED—-ADDS DIGNITY TO ANY OFFICE. 
Inquire Today! Be First! 


Low $1.00 retail price makes sales easy, you can sell 
Write for free description circular 


and wholesale price list giving quantity prices. 


EDWARD J. JOYCE FILING CO. 


EXCLUSIVE DISTRIBUTORS U. S. A. AND CANADA 


56 W. Washington Street 


BEAUTIFULLY 


Chicago, III. 











EX-O-graph 


offers 


FAST 


SALES — HIGH PROFITS 


to DEALERS on this New 






SELL 
REX-O-Graph Duplicators for you . 


Extra Value features alone 
Extra Value reflected in modern, 
streamlined design, in speedy, eco 
nomical Copymaking—in greater ver- 
satility and utility—in sturdy, simple 
construction and operation. 


MODEL FH 
HAND FEED 


Only *75° 


F.O.B. Milwaukee 


Hand Feed 
SPIRIT 
TYPE 


DUPLICATOR 


. . » For SCHOOLS and 
OFFICES... 


Just tell YOUR customers about the 
easy, fast, feeding, automatic print- 


ing, counting and stacking .. . the 
5-second starting’ .. . the EXCLU- 
SIVE 100% Roller Moistener .. . and 


the fact that ONLY REX-O-Graph 
offers one forward turn per copy— 
a time and labor-saving feature. 
These and many other REX-O-Graph 
features provide selling advantages 
that mean profit to you. 


Get your story of this rich market 
opportunity provided by the complete 
REX-O-Graph Line of Automatic and 
Hand-Feed Fluid Type and Gelatin 
Duplicators and Supplies. Fine terri- 
tories still open. 


REX-O-Graph, Inc. 
3727 N. PALMER STREET, MILWAUKEE, WISCONSIN 
Cable Address: REXO, Milwaukee—All Codes 
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ONE rane 


ABOUT YOU 
WE ALWAYS 
REMEMBER— 


* In our business of 
making erasers we try 


to keep one thing up- 

permost in our minds—that YOU are the man who 
must sell our erasers and YOU are in business TO 
MAKE MONEY. 

That is why Weldon Roberts never compromises on quality—why 
we advertise nationally—-why we have a four-square proposition— 
why we make so much fuss about satisfying YOUR customers. 

“Ensemble” (Weldon Roberts Eraser No. 930) is a good example 
of our effort to give you fast selling erasers that will please your 
customers. It’s a combination—soft pink pencil rubber joined to 
soft gray ink rubber. It does a lot of work and does it well! 


Send for trial order or write 
for our ore catalog NOW. 


— o 


) 
Ensemble 9. 30 / WELDON 
Weldon Rove: ROBERTS 






Made in Newer 





U.S. A. 


Correct Mistakes in Any Language 








GROAL2 RUBBER CO. 
Newark, N. J. 





PICK UP EXTRA PROFITS 
with CLEVELAND Baskets and Barrels 


This outstanding line of baskets has proven most popular 
for both school and office use. Attractive in appearance 
and sturdily built, first sales are easily made with repeat 


orders readily following. 


CLEVELAND Baskets and 
Barrels are made in all pop- 
ular school and office sizes. 
Finished in olive green, wal- 
nut and mahogany. 





These baskets are priced 
right to sell faster. Our dis- 
counts assure dealers of 


worthwhile profits. 


Write today for more in- 
formation about this good 





looking, long lasting line. 


The CLEVELAND CONTAINER Co. 


1428-38 W. 37th STREET CHICAGO, ILLINOIS 
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the practices of some manufacturers who sell so 
cheaply to chains that they in turn sell below the sta- 
tioners’ cost. He showed mail order catalogues, too, 
with stationery articles listed below stationers’ cost 
prices. His recommendation was courage and intensive 
training such as the direct sellers’ salesmen receive. 
For examples he mentioned several local direct sales- 
men who were doing big sales jobs. The humor in his 


| presentation got his points over to the accompaniment 


of hearty laughter. 

In his opening remarks Mr. Sprott stated that un- 
usual problems bring real development. We have un- 
usual problems now, he stated. The manufacturer has 
the desire to cooperate with the dealer in every way 


| possible. The salesman should be trained in what busi- 


ness really is. He can talk intelligently on subjects of 


| interest to his customer and will be a better salesman 


for the additional knowledge. The price problem is 
making business men out of our salesmen. He called 
price cutting the result of a lack of business training. 
He expressed no fear for the future of the industry. 
He suggested that we came too close to being sellers 
of commodities, whereas all should be purveyors of 
specialties. 

Following Mr. Sprott came the election, the choice 
of city for next year and adjournment. 


Travelers Elect Officers 


The Rocky Mountain Travelers held a business meet- 
ing and election April 2, with President J. P. Ober- 
hauser in charge. Officers for the new year are as fol- 
lows: president, Alan Shields of Rust Craft, Inc.; vice 
president, Roy E. Wells, Art Metal Construction Com- 
pany; secretary-treasurer, Chuck Kendrick, Kendrick- 


| Bellamy Company; editor, Glen Barclay, W. H. Kistler 
| Stationery Company. 


a 


NEAVES NAMED WREN STORE MANAGER 
Norris Neaves, who has been connected with the sta- 


| tionery business in Oklahoma City for the past eight 
| years, was recently named store manager for House 


of Wren, First street and Broadway. 
A graduate of Oklahoma City schools, Mr. Neaves 








~ NORRIS NEAVES 


carried a paper route and worked on bicycle delivery 
jobs while going to school. 

In 1932 he took his first full time job—with the 
Western Bank & Office Supply Company, working, first, 
on bicycle delivery, and a little later on truck delivery. 
He was soon advanced to inside work, serving in vari- 


| ous capacities, as bookkeeper, stock clerk, cost clerk, 
| on the order desk and on floor sales —EVH 


—__—4# — —— 


DENNING BROS. IN LARGER QUARTERS 
Denning Bros., Inc., distributors of Mimeograph 
brand products for A. B. Dick Company in Chatta- 
nooga, Tenn., and twenty-eight counties, have moved 


| into larger quarters at 113 West Sixth street. The 
' organization was formerly at 19 East Sixth street. 
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To help YO| increase your sales of HIGGINS American Drawing Inks 


effective selling messages such as this advertisement appear regularly in Pencil Points, Professional 
Art Magazine, School Arts, Art Instruction, Industrial Arts, Scholastic and The Artist, 
plus specialized advertising in the student engineering papers of 40 leading universities from 
coast to coast. For 60 years architects, artists, engineers and draftsmen have insisted on Higgins. 
Keep up your stocks— place your order today, or write us for name of nearest distributor. 





Higgins American Drawing Inks — The National 
standards for convenience and better craftsman- 
ship through uniformity, even flow and true color 


0 RARE > ae 













Sixty years ago Higgins introduced the 
American Waterproof India Ink which architects, engineers, 
draftsmen and artists have ever since found indispensable. 
Its opacity and non-fading, non-smudging qualities are re- 
quired for accuracy in blue-prints or other reproduction, as 
well as resistance to temperature, weather and constant 
handling of the original. 

In addition to the Waterproof and Soluble Blacks, Higgins 
comes in 17 lucid waterproof colors including White and 
Neutral Tint. All colors mix freely with each other and with 
Black and are equally adaptable to drawing-pen, brush or 
air-brush techniques. 

Specify Higgins on your next order and ask your dealer 
for one of the new Color Wheels showing Higgins Inks 
actually applied on drawing paper. 





Federal Building, New York World’s Fair, 1940. 
Howard L. Cheney, Architect and Designer. 


| HIGGINS CHAS. M. HIGGINS & CO., INC. 
| 271 NINTH STREET, BROOKLYN, N. Y. 








We have been offering a 5812 inch five 
drawer letter file offering:—perfect guide 
visibility—27 inches clear filing depth—1012 
clearance—dguide rods. Side locking follower 


blocks and many other attractive features. 


Here's a reproduction of an advertisement 
which appeared in this periodical in MAY, 
1936. Since that time satisfied customers 
have given our dealers many repeat orders for 


these efficient space saving units. 
Made in Four Grades 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH & HASBROOK STS. 
PHILADELPHIA PENNA. 





All 28” Deep, Equipped with Guide Rods 
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| DUPLICATING INKS 

i by CANODE 

1F erg 
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\ ‘ Premium Ink is a high grade Bulletin Ink fills the need for a 

| black ink which dries quickly, jet black ink used by Schools 

| gives pérfect results with a and others who want a moder- 

| minimum of penetration into the buen icaieon ate priced ink. Excellent results 
paper. The finest of inks for BLACK are assured at a minimum of ex- 

first class stencil duplicating Gn pense. 

iW work. es 

T. 

i 


iy MR. DEALER—You will want to get acquainted with this con- 
stant repeat line of inks which show a handsome profit the 


1 year ‘round. 


| i A Sample 1 Yours. — . 
for the ashing ! 


INK SPECIALTIES CO., tne, ce: s 
INTERSTATE METAL EQUIPMENT 


Here's merchandise that appeals. Each piece shown here 
combines those three essential selling factors—UTILITY, 
BEAUTY, LOW PRICE. That's why office supply dealers 
are “Going To Town” with The Interstate Line. 
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ALL 
PURPOSE 
METAL 
STAND 
2614,” High 
Top Open 
114x341,” 
Sides Down 
14x18” 
Height 261,” 








No. 2740 This all metal chair folds 
up compactly. Has up- 
holstered seat and back. 


Very serviceable in every : 
e All metal construction 











a 

4 

| 

hj " 

i All steel desk. Has “101” panna os 

uses around the office SEND FOR OUR ‘Sa 
; Rigidly built. Top, 16”x e e 

; 24”. Height, 30”. NEW CATALOG e Large working surface 

ia @ Ideal stand for office 

ia devices 

i INTERSTATE METAL PRODUCTS CO. no vain 
} 4401-4459 OGDEN AVE. CHICAGO, ILLINOIS grain 
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ELEVENTH REGIONAL MEETING 
(Continued from page 76) 

ties for office furniture dealers and salesmen. Mr. 
Sprott and Mr. Rockwell also participated in the sales 
institute. Another member of the troupe, R. A. Jonas, 
Jr., presented an illustrated talk on “The Dealer’s Own 
Filing System,” which he repeated at the request of 
Mr. Bayless at the sales meeting. 


Tuesley Opens Meeting 


The convention was called to order by G. Prescott 
Tuesley, of Yakima Printing and Binding Company, 
Yakima, Wash., vice-president of the Pacific Northwest 
Stationers Association. After the singing of one verse 
of America, Adjutant Roderic Durham of the Salvation 
Army led in prayer. He was followed by Mayor Arthur 
B. Langlie, who welcomed the visitors to Seattle. Learn 
to cooperate, he said. Lack of cooperation brings de- 
struction. Consider our objective. It must be for the 
good of the whole. It must be intelligently construc- 
tive. He made an excellent impression. Mr. Bayless in 
his response said he was in complete agreement with 


his friend the mayor in the application of his ideas | 


to the stationery trade. 

Mr. Bayless went on to say that he was happy to be 
home again. He appreciated the fine fellowship he 
encountered and particularly that of the Northwest. 
Pet peeves, he said, must be laid aside. Harmony is 
the best of all institutions. Changing his theme to 
advertising, he urged that manufacturers direct read- 
ers to stationers in their national advertising. Nor did 
he care to be listed in this advertising with other types 
of retailers such as department and chain stores. Busi- 
ness, he said, would stop if all stationers shut up shop. 
We must make business better. We should do our job 
so well as to leave no loophole for the department store 
or chain store to take away the stationer’s volume. Our 
field is hardly scratched. He stated that manufactur- 
ers should create consumer demand for product and 
trade names. He suggested dealers ask manufacturers 
of principal lines to advertise. For Christmas business 
he recommended that manufacturers of ordinary 
staple merchandise widen their market by putting 
goods in gift packages. His own company, he stated, 
profited by rewrapping goods for Christmas sale. He 
suggested that stationers now ask manufacturers to 
get packaging ready for the next Christmas season. 
It will increase the stationer’s opportunity. 

Mr. Garvin introduced the troupe and then said 
we are modest about what NSA is doing. Our big job 
is to sell the industry to the public. We must take 
what we have and make more out of it rather than try 
to buck some one who already is well established. No 
association, he said, can work out problems of indi- 
vidual members. The association has no moral right 
to dictate to its members. We get ideas from all and 
use the best of them. He produced a chart showing 
clearly the bad effects of discounts on stationers’ 
profits. He told of possibilities to stationers in air 
conditioning, fans, ribbons and carbons, loose leaf— 
first sold direct, cameras, communication systems, 
duplicators, greeting cards, maps, letterheads for busi- 
nesses and business men, lamps, posture seating and 
other products for office use. 

Even the luncheon period was utilized. Emmett G. 
Lenihan, a prominent attorney, gave an excellent ad- 
dress on “The Ethics of Business and the Law.” He 
illustrated the reasons for common public and business 
services, also the obligations and rights of companies 
and individuals cooperating in present day society. 
The standard of ethics and morals, he said, is the law 
of reason. 

Women Good Stationery Buyers 


The remainder of the day was occupied by NSA 
speakers. Mr. Burbank elaborated on his South Amer- 
ican trip. Speaking of writing papers, he told of the 
change in the appeal from the masculine to the femi- 
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PM TELLING YOU 


I'm telling you, this is one swell 
family to be with. Of course, I'm 
a bit prejudiced, having been 
around for several years; but be- 
anything 


wrong with Trussell ring books, 


lieve me, if there's 


then I've got the lowdown. 


Here’s How 


We use the highest grade leathers and imitation leath- 


ers because they wear better. Have you any idea how 


much hand work goes into every Trussell boek, even the 


cheapest ones? Did you know that we're tough in inspect- 
ing every part and the completed book? That the design 


of our ring mechanisms is unique and practical? 


Am I Proud? 


Folks who know will tell you that you can’t get all 
They'll 
also agree that Trussell makes the best ring books in the 
old U. 


back for more—because Trussell books have S. A. (sales 


these extra good features in other ringhbooks. 
S. A. Trussell’s a name that makes people come 


appeal). 

Now for one last plug for Mult-O—that’s our latest 
Have you seen it? There's 
It has two flat 

There's a new 


brainstorm; and it’s a honey. 
a free sample at the factory for you. 

rings to the inch, so paper can’t tear out. 
Cushion Edge that's honest-to-goodness streamlined. The 
cleverly designed levers really stay locked, and open eas- 
If you want one of those samples, 


MANUFACTURING CO., 


ily with two fingers. 
just write THE TRUSSELL 
Dept. A, Poughkeepsie, N. Y. 





Take Away Their 
“OFFICE 
BROADCASTING 
SYSTEM”? 

Not a chance—once they‘ve tried it! 


Because AMPLICALL pays for itself rapidly in saving of costly 
time and confusion, it sells easily and stays sold. If you call 
on business houses, your open eyes and ears will reveal the very 
evidence needed to sell it. Catalog on request. The Webster 
Co., Sec. MY-54, 5622 Bloomingdale Ave., Chicago. 


WEBOTER-CHICAGO 
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“Gratfco Products Build Business” 


naffcr 


Vise CLIPS 


a Customers who prefer a better paper 
clip are steady repeat buyers of this 
outstanding Graffco product. Vise 
Clips answer the demand for a thin, 
flat clip that does not bulge or bulk 
up in a mailing envelope. 






Unique double grip holds papers 
firmly and neatly. Durably made of 
non-rusting spring steel. Three sizes 
hold from 2 to 60 papers. 








Kling Klips serve efficiently where a 
flat clip is wanted for light duty. 


a 
KLING KLIP 


Write us for detailed information. 


GEORGE B. GRAFF COMPANY 


64 WASHBURN AVE. CAMBRIDGE, MASS. 








BENTSON 
“600” Line 


Many features to help you 
sell more files—plus— 


EXTRA CAPACITY —28!/, inches 
deep outside—27 clear filing inches 


in every drawer. 





SOLID CONSTRUCTION and beau- 
tiful lacquer finish in olive green, 


mahogany or walnut. 


LOW COST—a real value which gives 


a fine margin in selling. 


VARIETY OF SIZES—made in five, 
four, three, two and one drawer 
heights, in letter, legal and standard 
card sizes and also special sizes. 


CRADLE-TYPE SUSPENSION 
SLIDES—Ten Rollers to Each Drawer. 


WRITE TODAY—for complete de- 


tails and catalog. 


THE BENTSON MFG. CO. 


AURORA, ILLINOIS 
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nine with good results. Women buy most of the cor- 
respondence paper. When they are brought into the 
store they buy other articles as well. Women are not 
interested in any paper just because it is light weight, 
but nevertheless are buying light weight or sheer 
papers for personal correspondence, air mail or other- 
wise. 

Mr. Caswell said too many windows are not changed 
often enough. One prominent stationer he referred to 
who did not change his window in a month. By way 


| of contrast he told of another who changed windows 
| weekly according to a carefully prepared plan worked 
| out well in advance and with gratifying results. He 


believes in price marked merchandise and in spotlight- 
ing featured articles. No telephone interruptions were 
allowed in another store when salesmen were waiting 
on customers. A lot of attention, he remarked, should 
be paid to store procedure. For illustrations he told 
of stores where customers were permitted to roam 
around several minutes before they were waited upon. 
He told also of the store in Jackson, Miss., described 
in March OFFICE APPLIANCES aS an example of the right 
way to do it. 

Mr. Sprott was not so much in favor of salesmen 


| going out to tell how our products are constructed, 
| but found it much more helpful to show the utility of 


| that our men are tools of business. 


Eliminate from our minds any thought 


the product. 
We are a group 


| whose job is to see that business operates more effi- 


| ciently. 
and too little on service. 


There is too much talk on price, he stated, 
He stated that it is now 


| . : P 
| necessary to give attention to many things formerly 


|; not thought important to business. 





Salesmen should 
be able to show the effects different acts have on 
business. It is important to get business fundamentals 
over to the entire organization. 

The second day started with Mr. Rockwell’s talk on 
color and design. After portraying the increased profit 
possibilities presented he said that more men of higher 
vision are needed in the industry. If a salesman is 
thinking in terms of twenty dollars a week, he is not 
in fit condition to sell a fifty dollar desk. This, Mr. 
Rockwell stated, is a steel age. Steel is accepted and 
we cannot go against the stream. Good salesmen are 
needed to make the most of the potential volume. 
His address was followed by a discussion in which Mr. 
Garvin joined on how to make it possible for dealers 
to pay good men what they are worth. 

Following Mr. Rockwell, Mr. Jonas gave his talk on 
“The Dealer’s Own Filing System,” reported in the 
story of the Los Angeles meeting. Because it was so 
interesting and practical he was asked to repeat it the 
next day, a new experience in NSA gatherings. 


Second Luncheon-Meeting 


The presiding officer at the second luncheon was 
D. C. Wax, of D. C. Wax Equipment House, Portland, 
Ore. He introduced Dr. L. Wendell Fifield, a minister 
of the gospel who spoke on “What’s the Matter with 
Business?” More and more, he said, the intangibles 
are being recognized in business. They are vital to 
the success of the enterprise. Success depends as 
much on conservation of intangibles as tangibles. The 
credit system is founded on faith, courage, wisdom and 
good will. During our bank troubles, he remarked, the 
physical properties were not changed. With confidence 
and courage broken, business was broken. We are 
living in a world of interdependence. When the morale 


| of a community begins to slip business begins to get 


bad. Seek to cooperate with those institutions that 
make for a better city, better state, better world. He 
referred to three C’s. First was Conviction. Have a 
real belief in the importance of what you are doing. 


The comeback spirit will keep business good. We 


must have honest convictions we are doing the right 
thing. Courage was second. The difference between 
defeat and victory often is solely a matter of courage. 
The third was Cooperation. Without it the other two 
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IF YOURE NOT USING 
YOU RE MISSING OUT 





A most effective private office combination—The fine new JOHNSON 
Chief Pos-Chair (No. 1737), and the beautifully figured 72-inch walnut 
CLEMCO Fifteen Group Desk (No. 15-172W). 


JOHNSON CHAIR CO. 
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THE AMOLA PLAN— 
ON A Smart Sales Idea 


WHAT IT IS: A simple, effective plan that catches 
the attention of practical business men who 
want the comfort, style, and long-life durability 
built into JOHNSON Chairs. 

WHAT IT DOES: It brings business by creating 
DRAMATIC INTEREST in the tough, ductile 
AMOLA Steel—developed for knee-action springs, 
gears, axles, and other vital parts of Chrysler 
cars. AMOLA is AN EXCLUSIVE FEATURE in 
the new JOHNSON "PerfecTilT” Chair Iron Com- 
pression Springs. It definitely solves the tilting 
action problem of revolving chairs. 

MARKET? Strong, because every office furniture 
dealer has customers who will buy nothing but 
JOHNSON Chairs when they are shown their 
superior features. ‘JOHNSON Chairs in one office 
will sell JOHNSON Chairs in another.” 


WRITE FOR COMPLETE INFORMATION. We 
will send you a sample AMOLA Razor Blade 
Folder—the customer attention-getter that prompts 
buying action. Other helpful sales material, too. 


World’s Largest Manufacturer of 
Commercial Chairs. Est. 1868 


4401-4531 W. North Ave. Chicago, Ill. 








No. 39-STW 
38 x 28” 





STATIONARY PLATFORM 





ALMA DESK COMPANY Nonri carotina 


TYPEWRITER DESK.... 


. from the Alma Utility Series— 
Sturdy and rigid—cuts down 
noise and wear. Also made in 
double pedestal style No. 5l- 
STW, 50x28. The ALMA Utility 
Series offers a complete line 
of strongly made, practical 
plain oak desks at the lowest 


prices. 
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ANNOUNCING 


In answer to the ever growing and constant demand 


of the American School Trade we are pleased to an- 
nounce the addition of a line of “up-to-the-minute” 
School Furniture designed and built in accord with 
modern educational standards. This line embodies 
only our well proven methods of construction. Mate- 
rials are of the finest available. The design is new, 
stressing neatness and practicability. A complete stock 


in our warehouses at all times will give assurance of 





A LINE OF MODERN SCHOOL FURNITURE 





| prompt service. 





























HU CATALOG NOW ON PRESS. WRITE FOR YOUR COPY TODAY aU! 






































| INDIANA 


DESK COMPANY 1 





i JASPER. 


INDIANA he 














Count the Bank of England Chairs in 
any office You'll find this comfortable, attractive office 


chair at most executive desks—either in the conventional style or 
with turned posts and fluted base as shown here. Made in solid 
walnut and birch—fitted with Fletilt Chair Control. 


S32 }+! —- ieat 











For quality and price, 
this New Indiana number 
is outstanding. Many deal- 
ers having ordered two for 
display, found 
profitable busi- 
mess ensuing. 
See our cata- 
log 






No. 501 


New Indiana 
Chair Co. 


Jasper, 
Indiana 




















FOR TYPEWRITER BILLING 


With Continuous Forms 
HANO 
CARBON PACKET 


NO CARBON HANDLING 





The Hano Carbon Packet 
will work in any typewriter. 
There is nothing to attach 
and the entire packet and 
carbon holder weighs less 
than two ounces. It may be 
threaded through any type- 
writer with the ease of your 
regular letterhead, and re- 























moved as quickly. 














HANO 
LITHOGRAPHED 
CONTINUOUS FORMS 

CENTRAL 


WESTERN & SOUTHERN 
DEALERS WANTED 


PHILIP HANO COMPANY, Inc. 


HOLYOKE, MASS. 
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are inadequate. We should work together, share to- 
gether, build together. 


Next came Information Please, conducted by MTYr. | 


Garvin and his troupadours. Besides members of the 
troupe the ten judges included Richard Montgomery 
of J. K. Gill Company, Portland; W. J. Ortel of Shaw 
& Borden Company, Spokane; J. S. Ball, Kilham 
Printing & Stationery Company, Portland; Norm Cun- 
ningham, Arch W. Cunningham Company, Boise, 
Idaho; “Babe” Needham, Needham’s, Salem, Ore., and 
Harry Nasberg, of Coos Bay Stationery Company, 
Marshfield, Ore. This feature inspired extended dis- 
cussions which might have lasted until evening if time 


had permitted. It was halted for the election of 
officers. 
Mr. Tuesley was promoted from vice-president to 


president and will be the governor of the district. Mr. 
Ball and Al Holmes of Seattle Office Equipment Com- 
pany were elected vice-presidents, and Ralph B. Ortel 
of Shaw & Borden Company was chosen secretary- 
treasurer. Spokane was selected for next year’s con- 
vention. 

The annual banquet was held in the evening. There 
were no speeches, but Mr. Bayless introduced the new 
officers and their wives and Mr. Garvin introduced the 
troupe. Mr. Bayless gave particular credit to Don 
Stewart, executive secretary of the association, for 
much of the work in arranging the program, also to 
others who gave freely of their time. 

The ladies were well entertained. A committee in- 
cluding Mrs. John L. Bird and Mrs. Thomas M. Pelley 
provided luncheon and trips to points of unusual 
interest. 

Four of the five who founded the association thirty- 
one years were present: J. S. Ball; Will Ortel; Row- 
land Waltz, of John W. Graham Company, Spokane, 
and George Miller of Lowman & Hanford Company. 


J 








The fifth, Harry Opie, of Pioneer, Inc., Tacoma, passed | 


away not long ago. 


The Sales Institute 

Many of the dealers’ salesmen attended the sales 
institute which took all of the third day. Outside 
speakers were E. B. Arnett, of Ernst & Ernst, and 
Herbert Washington, past president of Purchasing 
Agents Association of Washington. Industry speakers 
were Mr. Sprott, Mr. Rockwell, Mr. Jonas and Mr. 
Garvin. R. L. Hellenthal presided. 

Mr. Arnett stated that government, local, state and 
federal, had put a stop to simple bookkeeping systems. 
Better and more detailed records are necessary. For- 
merly, he said, no change was made less than five 
cents, in Alaska, nothing under a quarter. Now in 





Washington it is one-fifth of a cent, indicating the | 


narrowing margin of profit. The perfect 


salesman | 


should have legal talent, be an engineer, an account- | 


ant and then after all a salesman. The accountant 
also must to some extent be an engineer and a lawyer. 
There are substitute services for legal talent. The 
NSA serves in that capacity for its members in inter- 
preting requirements of new laws. 
said, of each customer with a complete set of his 
accounting forms. Study them carefully. Find two 
companies doing a similar volume of business, one 
with more extensive office set-up than the other. You 
may find that one needs short cuts, simplified forms, 
something to reduce expense of doing business. You 
will have an opportunity to do a very constructive 
job. If your file of forms is up-to-date, you have.a 
great opportunity to serve your customer, save him 
money and build up the account. 

A large part of his business education, Mr. Washing- 
ton said, came from salesmen. His first experience 
with a salesman, he said, was distasteful. The sales- 
man was tricky. A salesman should keep him informed 
as a buyer as to who he is, his company and the com- 
pany’s products. He told about the salesman who 
visited, talked about the weather, sports, third term, 
nothing about his firm nor product, and finally asked, 


Build up a file, he | 


POR <6 0.6 
Office and School Reports, Catalogs, 
Price Lists, Sales Manuals, Ete. 

An ideal and inexpensive method of binding looseleaf 
sheets. Barkley Embossed Report Folders are made of a tough 
leatherette stock in a variety of attractive colors to accom- 
modate from 1 to 50 sheets. 

Equipped with the Barkley Fastener they form a neat and 
compact binding for either standard 2 or 3 hole punching. 









SEND NOW ... For samples and com- 
plete details on our introductory offer 
including this novel display stand 
which has already proven a real sales 
producer. 
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The Master Printer Kit, illustrated above, consists of an 
adjustable drawing board, self-locking T-square, large 
bottle of Master Printer Black Drawing Ink, Lettering 
Guide and Pen. 

It’s an item of many uses, and having a selection of 
more than 60 different lettering guides, suitable styles 
can be selected to fit the various needs for making price 
tags, show cards, announcements, lettering names on 
diplomas, certificates, lettering stamp pages, making 
titles on negatives, lettering blue prints, making layouts, 
movie film titles, lettering master copies for the multi- 
graph duplicator, etc. 


A supply of circulars and your dealer’s discount sheet 
will be mailed upon request. 


THE TECHNYGRAPH 


TECHNY, ILL. 
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Now Is The Time 


to put in bids on school business 
The “Precise” Line Is Complete 
7 sizes from 612” to 2412” 


The “Precise’’ Line of Trimming Boards has many patented 
features such as adjustable paper guides for easy trim- 
ming—two rulers at top and bottom for perfect alignment 
removable blades (on 3 larger models). 

Other outstanding features make this the finest line of 
trimming boards you can offer your customers. 

Many Schools and Boards of Education have adopted 
“Precise” Trimming Boards, get your share of this business, 


Now!! 








Investigate this profit-making line today 
prices and dealers’ discounts gladly sent. 


AMERICAN PHOTO LABORATORIES 


28 N. Loomis St., Chicago, Ill. 

















YOUR PROFITABLE STAPLE 
REPEAT BUSINESS WITH 







ITS ALL YOURS BECAUSE 
FASTENERS 

USE ONLY IMPROVED 

PATENTED STAPLES. 


A MARKWELL STAPLER AND 
STAPLES FOR EVERY PURPOSE 


ATTRACTIVE DISPLAYS, LEAFLETS, 
MATS, ELECTROS AND OTHER 
SALES HELPS P4ee TO AUTHOR 
IZED MARKWELL DEALERS 






Distributed through 
select authorized 


Markwell, dealers 


: t 


MARKWELL MEG. Cine. new" vork. nv 





















| plete knowledge of the product. 
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“Nothing in my line today?” Mr. Washington agreed, 
nothing. He did not know what the man had to sell. 
An insurance salesman retained the status of assuming 
Mr. Washington remembered him, but unobtrusively 
placed between them a small leather case on which 
was neatly and attractively embossed his name and 
his company’s name. He does not like salesmen who 
talk too much. Once he wanted an office machine 
which cost about $1000. He was ready to place the 
order, but the salesman kept talking and kept on 
until he compared his product with that of a com- 
petitive machine Mr. Washington did not know. He 
bought the competitive equipment. Canned sales talks 
he dislikes. For the salesman who is proud of his 
job and shows it he has profound admiration. 


Sprott on Advertising 

Advertising was Mr. Sprott’s topic. Anyone who 
operates a business, he said, can do a good job of 
advertising. The smallest operator can do effective 
advertising in the arrangement of goods on his shelves. 
Advertising should stimulate interest in the goods to 
be sold. It should be consistent; not feature quality 
one day and price the next. Leaflets, letters, windows, 
directories, interior displays, newspapers were sug- 
gested; with direct mail most effective in his opinion 
and store and window displays next. Manufacturers’ 
helps should be used judiciously. A good mailing list, 
he stated, was especially important. It must be kept 
correct at all times. Advertising should coordinate 
with salesman’s efforts. Advertising should be selec- 
tive, so that particular products will be advertised only 
to prospective users. Human interest in advertising he 
advanced as a fundamental requirement. A good 
slogan helps. The best letters he has received are not 
what we ordinarily think of as letters. The man who 
writes just talks to you. The salesman should adver- 
tise himself. It is necessary for everybody in business 
to extend his activities. The salesman can become 
well known in his community. Boy Scouts need lead- 
ers. Welfare organizations and chambers of com- 
merce need workers. But do not go into that work, 
he said, unless you expect to render a service. 

Talking on the “Psychology of Selling,” Mr. Rock- 
well said a man to enter the selling profession should 
have youth, ambition, loyalty and enthusiasm. In 
selling as in golf, if certain essentials are overlooked 
the man is mediocre. There is no foundation for the 
statement that salesmen are born. Some of the best 
producers he found started as stock or errand boys. 
One of the principal requirements offered was a com- 
The average man, 
he said, greatly underestimates himself. The salesman 
must have poise and an interest in others. The more 
facts you can give a customer the better you can win 
his confidence. New accounts are vital to replace those 
that are lost. There is no man more in demand than 
the one who is well informed, has a good vocabulary 


| and is at ease at all times. 


Mr. Jonas at this point repeated his illustrated talk 
from the day before, “The Dealer’s Own Filing System.” 
In the afternoon the Eberhard Faber talking picture 
was shown to a packed ballroom. Then Mr. Garvin 
gave his vivid presentation of completely equipping a 
desk, with Mr. Burbank again producing the props. 


| This skit is an excellent serving of sales education and 


| among those who knew the correct answers. 


entertainment combined. 

The wind-up of the institute was a quiz program 
in which good hard money was distributed lavishly 
D. D. 
Stewart, executive secretary of the association, was 
Professor Quiz. Three assistants with microphones 
mingled with the audience. These men wore car- 
penters aprons with a generous supply of cash in the 
nail pockets. Clues were given from which the per- 
sons selected were to give the name of some stationery 
product and the name of the manufacturer. Each 
person who answered correctly was given from three 
to six silver dollars. 
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The PULPIT is a combination 
merchandise display and 
stock cabinet that was origi- 
nated by Speed - O : Print to 
| produce increased sales... 





| and... extra profits for 
| Speed-O-Print dealers every- 
where. 


It has an eye-appealing, bril- 
liantly illuminated glass en- 
closed front panel that dis- 
plays Speed-O-Print products, 
invites purchase, and stimu- 
lates buying. And the conven- 
ient and roomy shelved cab- 
inet in the back facilitates 
instant selling of any item in 
the line. 


Because the Speed-O-Print 
PULPIT does a remarkable 
job of point-of-sale advertis- 
ing and point-of-sale selling 
it has increased dealer sales 
and profits in a most surpris- 
ing manner. 
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Put a Speed-O-Print PUL- 
PIT in your store. It will 
increase your duplicator 
supply sales and profits — 
quickly, just as it has for 
so many other dealers. 
Write at once for details on 
how you can get one — 
without one cent of extra 
cost. 
















Speed-O-Print products are 
now the finest packaged 
line of duplicating supplies 
on the market. Each item 
is individually contained 
in its own colorful carton 
—giving complete descrip- 
tion, stock number, and 
price. That's why any one 
can sell them. 
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SEVENTH DISTRICT HOLDS FINE MEETING AT 
ST. PAUL 


(Continued from page 78) 


Mr. Hampton then spoke on “Facing the Future with 
Facts,” the substance of his talk having largely to do 
with benefits derived from regional meetings. 


Mr. Hampton Travels 

During his two years as president Mr. Hampton was 
away from his business thirty-two weeks. He found 
that those were the best two years he ever had had. 
He picked up ideas at different places that helped to 
make his business better. He would see how plans 
used in other business would benefit his own. If he 
gets just one idea and puts it to work successfully, it 
pays the cost of his trip; if two or more, the trip pays 
a profit. If business is going away to other types of 
distributors, the fault is with the manufacturers of 
the goods. Most complaints against dealers are 
against those who are selling Selected lines. The ten- 
dency of those dealers is to restrict the number of lines 
carried. New lines, he said, are bidding for the sta- 
tioner’s time. They will crowd out some older ones 
because salesmen cannot carry too Many. Neither can 
they spend too much time on non-profitable items. 
Manufacturers know the dealer offers the cheapest 
method of distribution. He told of a dealer who when 
asked “How’s business?” said that it was twenty per 





TALKING OVER THE SITUATION AT ST. PAUL.—(L to R) 

Regional Governor Art Grayston, Charles P. Garvin, NSA gen- 

eral manager; Harold J. Hampton, past president, NSA; Sterley 
Jerue, chairman, arrangement committee. 


cent more than it will be next year. The explanation 
was that he was going to drop unprofitable lines and 
concentrate on those on which he can make money. 
He told of valuable services from the headquarters of 
NSA. He told how a question went to Washington 
headquarters, was sent out to members and that 
answers came from dealers all over the country who 
had a solution to that particular problem. 

A point he emphasized strongly was that no limit 
should be set on a salesman’s earnings. Otherwise the 
employer forces him into business as a competitor. 
Perpetual inventory was recommended on the ground 
that although it cost more than stock count it is worth 
it. If it saves for your customers, it will save for you 
Most price cutting by dealers, he observed, was by 
those who are slow in pay. 

Speaking of sales meetings, Mr. Hampton said not to 
talk construction; instead, show what the product will 
do, where it is used and who uses it. Concentrate on 
how to make sales. He told of the dealer who in- 
creased his business in systems after starting to use 
them in his own office. He told of using a visible price 
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—America’s fastest- 


moving cone-shape cup 

PROM the start Vee Cups 
have set new records for 

sales-features and sales 

growth. 

e The double-wrapped triple- 

rigid feature (at no extra cost) 

put Vee Cups in a new class 

all their own. 

e The self-dispensing package 





opened up a vast market among 
y small consumers. 
e The business-like, all-metal dis- 
penser is the greatest entering 
wedge to new accounts ever given 
the paper cup salesman. 
e Surely you have felt the pull of 
the Vee Cup proposition. Now is 
the time to team up with the pace 
setter. 


Ask for the streamlined sales plan. 


UNIVERSAL PAPER PRODUCTS CO. 
1104-F S. Wabash Ave., Chicago, Ill. 


Also manufacturers of ‘“Jumbo’’ Vee Cups. with 
50%, greater capacity than standard size. 


























Sanymetal "Streamlined" Costumers are 
equipped with a scientifically designed base 
which enables them to remain upright—even 
when a 150-lb. weight is hung on one side. 
Hence, there's no danger of them toppling 
over and disrupting office routine. 


Sanymetal ‘'Streamlined’’ Costumers are 
gracefully molded so as to harmonize with 
today's streamlined furniture. They have no 
sharp corners to snag the clothing and irritate 
the user. Furthermore, they will neither warp 
nor wobble! 


Sanymetal 'Streamlined’’ Costumers are un- 
excelled for appearance, convenience, prac- 
ticality, utility and long-life ... are always 
in good taste. Attractively finished in Ma- 
hogany, Walnut or Oak grains. Also avail- 
able in Green, Gray, and White Enamel. 
Write today for Discount Schedule and full 
details. 


List Prices f.0.b Cleveland, Ohio 


Green or Gray $10.00 
Mahogany, Walnut or Oak 11.00 
White Enamel | 








THE SANYMETAL PRODUCTS COMPANY, INC. 


1681 URBANA ROAD 


CLEVELAND, OHIO 
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ALL PURPOSE 


Meetel table on wuetis 


GUARANTEED 


@ To hold over 300 ib. 
















@ Made of 22 and 14 gauge 
steel. 
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@ BAKED enamel finish 
green, brown, white 


@ Business Getter. 


hm ane Apia 


@ Satisfaction. 


Backed by a giant advertising 
campaign that will help you sell, 
you can feature this little metal 
table in your spring new busi- 
ness campaign. 

But don't wait . . . send for 
[" complete information NOW 
: and see for yourself why this 
metal stand is the outstanding 
dealer sensation of the year. 


WRITE OR WIRE 


Sree ers ener 


FOREN mers 


1 FOR COMPLETE DETAILS AND PRICES 


t STANDARD OFFICE PRODUCTS CO. 


‘330 SOUTH WELLS ST. 
ILLINOIS 


i 
F CHICAGO 
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MODERN! 


Cesco Dealers enjoy the advantage 
of being able to offer a modernized 
line of Record Keeping Equipment 
—a line that is constantly being im- 
proved and revised to meet up-to- 
the-minute conditions. They have 


Pie At on 





at their disposal an organization of 
40 years standing. 


SEND FOR CATALOG G 


and details of Exclusive Agency 
proposition. 


k THE C.E. SHEPPARD CO. 


i 4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N-Y. 
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book system installed at substantial cost which doubled 
the volume in that product in a year. 

Keep a record, he recommended, of what groups of 
merchandise could produce profit. For his own he 
found first was loose leaf, second, blank papers, third, 
ribbons and carbons, fourth, filing equipment. The 
dealers must sell merchandise that is consumed. The 
profitable lines, he said, change in relative importance. 

Mr. Hampton’s talk was enthusiastically received. 
He finished the first morning’s program, after which 
luncheon was served. 


Dealer Session in Afternoon 

Most of the first afternoon was given over to dis- 
cussions of important subjects which were reserved 
for dealers only. This was preceded, however, with the 
Eberhard Faber talking picture “Two Cents Worth of 
Difference,’ shown by L. S. Brown, sales manager, be- 
fore the combined group of dealers and manufacturers’ 
representatives. H. S. Fall of Japs-Olson Company, 
Minneapolis, presided at the dealers’ meeting. M. D. 
Hasty of Sengbusch Self-Closing Inkstand Company, 
headed a meeting of the Northwest Travelers Club 
which was held in a room nearby. 

At the banquet held that evening Charles M. Regan 
served as toastmaster. He has served in similar 
capacity before the stationery trade in the Northwest 
on several occasions. Governor Art Grayston, Charlie 
Garvin and several others were called upon for brief 
remarks. Members of the various committees, officers 
of the national association both past and present, and 
officers of the travelers club were introduced. 

The program for the second day opened with a talk 
on “Unemployment Taxes,’ by a well informed em- 
ploye of the State of Minnesota. Visitors both from 
Minnesota and from outside participated in the discus- 
sion which followed. 

Mr. Walker spoke next on “Are We Keeping Up with 
the Times?’ Opportunities for progress, he stated, 
are aS Many now as at any time. He told of new com- 
petition and particularly that of chain stores. The 
chain store, he said, competes with all business in 
articles less than a dollar. He does not look upon 
chain store competition as the most important prob- 
lem of store management. The answer to that prob- 
lem, he remarked, is to be able to deliver to the con- 
sumer what the consumer wants. The majority of 
people, he stated, are price minded. Price is important 
to any buyer. Business which made the greatest 
progress in the last decade are concerns selling low 
priced merchandise. He told of increased activity in 
chain stores. Stationery departments are enlarged. 
They show Many more stationery items than ever 
before. Their efforts in our field are not restricted to 
school supplies as formerly. This new competitor, 
he said, has made much more effort to get our busi- 
ness than we have made to hold it. Now, he Stated, 
he features many low priced articles. Instead of 
keeping low priced goods out of sight he has a “budget” 
department organized to compete with the chain store. 
He got up a special window and passed around the 
meeting a photograph showing how it was arranged. 
It carried in large letters the statement “Save 162/3 
per cent on five to thirty-five cent items in dozen lots.” 
The stationer, he said, has not achieved his success by 
cash and carry items but by rendering a definite 
service to business. 

Proper Application of Office Furniture 

Mr. Valleau’s talk had to do with organization and 
promotion of an office furniture department. Our 
duty, he said, is to apply the products we sell to office 
needs. Information about the product should come 
from the manufacturers, preferably with just one 
subject discussed at a meeting. Sometimes we are so 
close to our business our customers do not know many 
of the items we have that they need. Always it is 
good to have some new items to show the buyer. 
Standardization of buying, he said, is a necessity. In 
selling a desk, always give consideration to the chair 
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PROFIT 


With These 
SCHOOL 
LEADERS 


Get set NOW to cash 
in on the big school 
demand for brief cases 
and ring binders! Stock 
Doppeit’s smartly styled, fast-selling numbers! hey meet the 
enthusiastic approval of students everywhere. The sturdy ring 
binder, model 613, above, has three 1” rings for standard punch- 
ing, or two 1” rings 6” center. It has two leather pockets and 
is neatly lined. There's a brief case or ring binder for every pur- 
pose and every purse in Doppelt’s big line. Stock it now and 
get your share of the rich day-in and day-out profits. 








BRIEF CASES and RING BINDERS by DOPPELT 


LES AVY 41 ZN. Orleans 
(# 7A oo _CHICAGO__ 
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STAINLESS STEEL FILE SIGNALS 


A TYPE FOR EVERY MODERN FILING NEED 


Please pass 











these points 
along 
to your 


salesmen! 


Will not rust or discolor 

Non-chip, non-fade enamels 

Twelve different colors 

Easily attached—won't “skid” 

Can't catch other sheets 

Add practically no bulk 

“Window” types have high visibility 


Signals for all modern filing needs No. 2V—The New 
Low Tab Signal 


SAMPLE CARDS FREE: HOW MANY? 








THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN 


“ONE HUNDRED PERCENT DEALER PROTECTION” 





JASPER 
SEATING 
COMPANY 


presents 


A New Series 
of Upholstered 
Office 
Chairs 


IN IMITATION 
LEATHER 


This interesting group of smart designs enables the office 
furniture dealer to provide his trade the solid comfort and 
appearance distinction of upholstered office chairs in good 
value and moderate cost, equal in quality to our fine line of 
all wood office chairs. Full details on request. 


Jasper Seating Company 


JASPER, INDIANA 
REPRESENTATIVES 
CHICAGO: L. H. Farber, 529 So. Wabash Ave. Phone: Webster 3217 





W YORK: Office Furniture Warehouse Co., 573 Broadway 














FILM STENCIL 





In fact, the greate: st contribution to stenc iling since stenciling 
began! |\t is the strean ij method that anticipated your 
stencil problems and set t to solve them for you. That is why you 
should investigate Tempo Film before you stock another stencil. It is 
the only stenc that elin sfes mopletely type-f ng, type-cleaning 
teouts and r r-Sw } And, the only | stenc that gives you 
Or, try Tempo Film 
Use convenient coupon. 


“MILO HARDING COMPANY 


Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa. 
General Office-Factory: 432 W. Pico Bivd., Los Angeles, Cal. 


MAIL TODAY FOR AN EARLY START 
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HERE'S THE 
ANSWER 


TO THE OLD 
BUGBEAR OF 
SOGGY 
STAMP PADS 






All Weather 
WOOD BLOCK STAMP PAD 


Positively the same in any weather 


FULTON 





SPECIALTY CO. 
FACTORY, ELIZABETH, N. J. 


Sales Office: 200 Fifth Avenue, New York City 


Pacific Coast Representative: 0. H. DAVISON & CO., 788 Mission St., San Francisco 

















HERE is a difference in roll labels, 
too. That's why many users ask for 


Superdex Roll Labels by name. Made : 
by a special method developed by a 


WARSHAW, Superdex Roll Labels al- 


ways part evenly—always look neat — 
del Th i df GOLDENROD 
and clean. They are well gummed for CHERRY 
quick permanent application. Auto- SALMON 
matic machinery insures uniformity. GREEN 
Prices are attractive. Quality is ex- ogg 
cellent. WHITE 


Write now for sample and prices! 


THE WARSHAW MFG. CO.,_ Inc. 


1 MAIN STREET, BROOKLYN, N. Y. 





GUIDES INDEX CARDS FOLDERS 
PROTEX MENDING GUMMED 
STICKONS TAPE INDEX TABS 
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A REAL PROMOTIONAL 
STAND for Alert Dealers! 









paTiMTsO STEEL 





Saver 


Of 
Steps 
UTILITABLES 


Feature this new all 
purpose stand for of- 
fice or home use and 





Height 26” 
Top 18x 14” 

Colors: Mahogany, Olive 
Green and Walnut. 
Shipped K. D. in carton 





you will pick up many new customers. 
Write for our very low prices and dealers discounts today. 


Gaylo Wanufactwung (o., Inc. 





820 NORTH MICHIGAN AVENUE « CHICAGO 











For MORE 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts 
that many identified with office 
equipment can use to advan- 
tage. It is a common meeting 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 


20 North Wacker Drive Chicago, U.S.A. 
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to go with it. Desks should be displayed with the 
accessories that go on them. The buyer, he said, is 
impatient. The person who meets him must be 
informed and ready to be of real help to the store 
visitor. Equipment, he said, should be sold on a basis 
of normal profit. If old equipment must be taken in 
as part payment, the dealer should pay only a rea- 
sonable price. Anyone, he said, who carries office 
furniture should be required to carry stock. The 
dealer, he said, must be allowed to operate without 
outside price control. 

One of the best talks of the meeting came rather 
late in the program. It was Mr. Irvine’s talk on 
“Leadership in Your Business.” The business man 
who would be leader, he stated, must have the confi- 
dence and respect of his employes, which requires 
complete knowledge of the business in all its depart- 
ments. You must know before you can teach. Com- 
plete cooperation of the staff, he went on to say, means 
smooth operation, mutual progress and success for 
both firm and employes. The leader must be able to 
obtain the utmost utility of the members of the 
organization. He must know their inherent or poten- 








tial ability. To know what is in the minds of our | 


employes is one of our most difficult problems. One 
must be very broad-minded. We must use tact and 
good judgment in applying corrective measures. Dem- 
ocratic measures are much better than the autocratic 
type. To be a real leader one must have the same 
knowledge of his employes as he has of his merchan- 
dise. It is what you know rather than what you have 
or who you are that counts. We must instill in the 
minds of our employes the habit of bringing in new 
ideas. He told of a large store which changed from 
loss to profit by employing an expert in human 
relations. 

Know your customer, he added. Every buyer must 
be handled differently. Be regular in your calls and 
always have some special item to present. Today’s 
conditions require correct thinking by management 
and employes alike. Creative selling presents an 
unlimited market. 

Mr. Burbank gave an interesting talk on his South 
American experiences and showed possibilities in this 
country for the sale of fine correspondence papers. 


The stationer, he said, provides the largest outlet for | 
social stationery. He gave figures showing enormous | 


increases in air mail and consequent enlarged oppor- 
tunities for retail stationers in store business. Most 
of us, he said, have been using a masculine approach 
in paper sales, not realizing that most social stationery 
is bought by women. He told of national advertising 
with changed appeal to the feminine which has pro- 
duced excellent results. 


——————— 
NORTHWEST TRAVELERS ELECT 


The annual meeting of the Northwest Travelers Club 


was held April 19 at the Saint Paul hotel, St. Paul, 
during the annual gathering of the seventh district 
NSA. Several matters were discussed, the wind-up of 
the session being the annual election of officers. H. Ed. 
Cooper of McMillan Book Company moved up from 
first vice-president to president, succeeding M. D. 
Hasty of Sengbusch Self-Closing Inkstand Company. 
Ed. Conlon of Rockwell-Barnes Company became first 


vice-president, and Karl Castle of Weis Manufacturing | 


Company was elected second vice-president. Bill 
Smith of Ace Fastener Corporation, and Roy Clarke 
of F. S. Webster Company were re-elected auditor and 
secretary-treasurer respectively. 


et - 
JACK HOWE WITH NATIONAL IN SAN FRANCISCO | 


Jack E. Howe, who for many years was with Latsch 


Brothers, Lincoln, Nebr., has recently become associ- | 


ated with Harry Spurlock, western manager for Na- 


tional Blank Book Company. An office and display 


room has been opened at 747-749 Rialto building, San 
Francisco. Mr. Spurlock reports that Mr. Howe is giv- 
ing a good account of himself in his new connection. 





LIZE POSTAL 
SCALES 


eens 






Self-computing dials for 
all mail matter includ- 
ing parcel post by 
zones. Simply read the 
dial and affix the post- 
age. 


Oi Finished in attractive 
ational, Ss. 
“Columbian.”’ 2/; Ibs. Gnd durable Gold or 
rescent,”’ | lb. 
Green Bronze. 





Dealers supplied by 
leading Wholesale 
Stationers. 








Catalog of complete line 





a upon reguest. 
———— 
“STANDARD” / Member of 
2 Ibs. & 4 Ibs. National Stationers Association 





PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET CHICAGO, ILI 














RAVEN 


AND 


NATI | N A L Carbon Papers 


Lines of 











Lines of DicTAToR SILK 
Typewriter AND 


Ribbons SUPREME 


Use the “Bueki’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 
1458-68 East 55th St., Cleveland, Ohio 
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REASONS WHY 
" IBBONS 


a e 
1. Sharpness of outline 
2. Superior stamina 
3. Color permanence 
4. Non-smearing ink 
5. Erasability 
These, Mr. Dealer, are the outstanding reasons why thousands of 
typists are using "'U. S." ribbons . . . and why they will continue to 
do so... for satisfied customers stay sold. 


Invest a minute in writing for details on the ''U. S."' line of ribbons 
and carbons. . . it's a money-maker! 


U. S. Typewriter it Ribbon Mfg. Co. 


va..' Ne fy 
Filbert at Tenth St. +” 44)" Philadelphia, Pa. 


Established 1895 








“Andy Units of STEEL” 


Every Style and Size of 
STEEL SPECIALTY 





Blue Print Cases 
Made in_ two 
grades. Standard 
Line is of highest 
quality construc- 
tion with hood at 
back of each 
drawer and 
weighted hinged 
flap at front. Utility Line is 
built for service at an economical price. 

Available in many sizes and drawer combinations. 





Typewriter Tables 

All metal stand for many office 
uses. Well made throughout. 
Top 18” x 14’—2614” high. 
Finish in olive green. Shipped 
K. D. The stand is priced 
right and will sell rapidly at 
a good profit. 

Write today for literature on our 
complete line of steel products for 
the office at the right price. 


ANDERSON-HICKEY CO., INC. 
GENEVA, ILLINOIS 
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TYPEWRITERS 


Columbus, Ohio.—(Carl E. Robbins, who has been stationed at Wash 
ington, D. C., for the past few months specializing in government ac- 
counting and sales promotion, has returned to the local office of the 
Underwood Elliott Fisher Company.—AK 





Hattiesburg, Miss.—Opening of a new business under the name of the 
Hub City Typewriter Exchange has been announced by Gordon Banister 
who has established his organization at 115 East Front street, The store 
contains a complete line of office supplies and is the agency for the 
Royal typewriter and the R. C. Allen calculator. Mr. Banister recently 
opened the McComb Stationery Company in McComb. 


Oklahoma City, Okla._frank V. Stevens is new city salesman recently 
1dded by the Ok!xhoma branch of L. C. Smith & Corona Typewriters Inc., 
120 Northwest First street, sharing territory covered by L. 8. Kelsey for 
the past two years, Mr. Stevens will work part of Oklahoma City and sur- 
rounding area.—EVH 

Oklahoma City, Okla.._Ray Lockney, formerly of Kansas City, Mo., has 
succeeded Charles M. Fiske as salesman for the Royal Typewriter Com- 
pany, In local office EVH 








Tulsa, Okla.—Fred Young, formerly in the portable sales division of 
Remington Rand, Inc., 26 Northwest First street, Oklahoma City, was 
recently transferred to the local office here as portable supervisor in the 
Tulsa territory At the same time it was announced that O. O. Day, 
for the past year manager of retail sales in the portable division, has 
been transferred into the city territory in Oklahoma City, and Fred 
Cummings, formerly of Shreveport, La., and Dallas, Tex., succeeds him 
as manager of the retail portable sales.—EVH 








OTHER MACHINES 


Baltimore, Md.—-E. W. Clede, formerly representing the Marchant Cal 
culating Machine Company at Oklahoma City, Okla., has been transferred 
to this city as district sales agent for the same company. Mr. Clede, 
who has many years of experience in the calculating machine field, has 
opened his office at 504 Park avenue 

Cleveland, Ohio.—The National Cash Register Company has leased a 
three-story and basement building at 2112 Euclid avenue for ten years 
at $75,000 rental, with option for a five-year renewal AK 





Columbus, Ohio..-The United Dictating Machine Service Company, for 
merly located at 74 East Gay street, has moved to 7144 East Gay street. 
In addition to its Columbus establishment the company also maintains an 
office in Cincinnati, with Clyde Rocklyn in charge._-AK 


Montreal, Canada.—The International Business Machines Corporation, 
Ltd., 36 King street, East, Toronto, has secured a site on Beaver Hall Hill 
here for the erection of a modern office building. The new structure 
will be three stories high, of steel and concrete, and will house the gen 
eral offices, service department and show rooms of the company. At 
present the local branch is located at 643 Craig street, West. It is 
expected that the new building will be completed by the end of summer 

WAM 


Oklahoma City, Okla.— Miss Arnetta Woofter is new secretary to R. A 
Peebles. manager of the local branch office of the Monroe Calculating 
Machine Company, 104 Northwest Third street Miss Woofter succeeds 
Miss Virgie Johnson—EVH 

Toledo, Ohio.—-The city has purchased an electric accounting machine 
for the water division from The National Cash Register Company, Dayton 
for $1187.50; and a graphotype from the Addressograph Sales Company 


for $918.90.—AK 
Toledo, Ohio.—William B. Taylor, manager of the local office of the 
Dictaphone Corporation, attended the innual convention of the Dicta 
phone Achievement Club in New Orleans for maintaining a high selling 
iverage AK 





Pam st a eS 


Oklahoma City, Okla.—Show windows of the D. W. Collins Desk Com 
pany, 204 Northwest Second street, were remodeled recently. Platforms 
were built in the two windows on each side of the entrance, raising the 
flooring to window bottom level. A wood panel background was arranged 
to form walls sufficiently high for an office setting. One window is de 
voted to the display of executive office furniture and the other to office 
supplies. Displays are changed twice a week.—EV 





Youngstown, Ohio...The board of education has approved the following 
contracts for furniture for new schools being built in the PWA improve- 
ment program: 1000 chairs from James & Weaver, Inc., for $1760, and 
865 chairs from the Consolidated Supply Company for $1538; and sewing 
room furniture, including cabinets, trays, and wardrobes, from the Ham 


ilton Manufacturing Company, at a cost of $3123.97 





STATIONERY 


Altoona, Pa.—The McCartney's Stationery Store, located at 1107 Elev 
enth avenue recently celebrated its forty-seventh anniversary, during 
which the owner and members of the staff played hosts to a number of 
visitor ind well-wishers rhe business is owned by H. W. McCartney 





Berkeley, Cal.—The Sather Gate Book Shop, because the University of 
California has taken over the block in which they were located, near 
Sather Gate to the university grounds, has taken a location farther 
down the street, at 28385 Telegraph avenue, and the new quarters are 
being placed in shape for their purposes. Special fixtures have been 
built for the use of the stationery department. This move marks the 
twenty-fifth anniversary of the shop.—SS 


Bristow, Okla.—Wendell Gotschall, formerly connected with the Perry 
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Under 
Weight 


Indication 





"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 
No. 84 illustrated above is of 1 lb. capacity by “% 


ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
2714 W. 2ist Street 
CHICAGO ILLINOIS 




















We give-you 


SERVICE! 








MEYER & WENTHE we. 


30 $. fofferson St, Chicage, Vel 
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No. 823 


Quality Plus Eye Appeal 


You will get both in MASHEK CASES. 
Whether Zip Binders with Rings or 
without Rings—the wide assortment of 
latest styles and features appeal to 
both student and executive. 


Investigate for Profitable Sales 


FRANK MJASHEK co: CO 


NEW YORK OFFICE: Harold Atwood, 280 Broadway 
"If it's made with Leather MASHEK makes it Better” 




















A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 
Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—at a speed of 75 envelopes per minute, 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Model SM at 
$150. This model is the finest machine of its kind. Seals 350 envelopes 
a minute. 


We also manufacture: 

4 Models LETTER OPENERS, 
2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 

4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various denominations of stamps. 

ALL machines shipped on approval—no obligation. 


DEALERS—Write for booklet and get dealer proposition. 
MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 
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“KEILTAN’ 


Let the Sun Work for You! 


Old Sol can open the door to big, new profits for you 
this summer! Just tell your customers how Chicago 
*Alumilite Venetian Blinds make hot offices up to 10° 
cooler and you'll close many profitable sales. These 
blinds are sweeping the market with their exclusive 
advantages. Never need scrubbing or refinishing. Slats 
can’t warp. Unharmed by any climate. Write today for 
facts and protected dealer plan. 
*Patented process owned by Aluminum Company 
of America. 


CHICAGO VENETIAN BLIND CO. 


Michigan Ave. at 39th St. Chicago, Ill. 


World's Largest Custom Blind Manufacturers. 














Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U, 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 





Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 








No Tools Needed—Finger Tip Adjustments—No Bolts—Screws—Nuts 
Chair 


for 


Every 





Seated 
Worker 


Exclusive Dealers Wanted—Limited Territories Available 
CRAMER POSTURE CHAIR COMPANY 


1210-18 Campbell Street, Kansas City, Missouri 


Fastest Growing Chair Factory in U.S.A. 
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No 315 


Executive 
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Samson tab 
Dealers for ove? 


1 
° 
Write for Samson Catai 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 

















300 new 1TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 





items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 





If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. i 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 





can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete detail 
ALLEN & COMPANY 


DEPT. m 
q 11-13-15 Vamdewater St., 
5 New York, N. Y. 











































WORLD'S FAST- 
EST SORTERS 
now available 
with steel parti- 
tions and steel 
bases. 













Made in 
Various Sizes 
to take care of 
practically every 
sorting need 


A thought for your prospective customers 
CUT SORTING EXPENSE INCREASE EFFICIENCY 
with ULRICH SORTERS 


Be the first to introduce this hot item! 


ULRICH PLANFILING EQUIPMENT CO. 
Jamestown, N. Y. 





| Fill out coupon 
| MAIL TODAY 


Ulrich Planfiling Eauipment Co 
Jamestown Y 


Gentiemen 


° Please send me information on the Utrich World's Fastest 
Sorters 
QUICK SALES and My Name 


GOOD PROFIT Name of Company | 

| FOR YOU with 
ULRICH office } 
equipment. 


Street Address 


City State 
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adding + billing + 
bookkeeping + 
calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 
Rough and Rebuilt. Write for Latest Price List. 


Reliable TYPEWRITER & ADDING MACHINE CORP. 





303 W. MONROE ST. CHICAGO, ILL. 











SPEED-MO STAMP PADS 


for the best of impressions 


This unique sponge rubber 
pad keeps stamps clean, and 
inks them fully and smoothly 
for perfect impressions. Out- 
wears. outperforms any other 
pad. Models for every use. 
Write for attractive dealer 


offer. 
RIVET-O MFG. CO. 


86 Jason St., ORANGE, MASS. 
or Louis Melind Co., Western Rep:. 
362 W. Chicago Ave., Chicago, III. 
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Typewriter Ribbons 
and Carbons 
The Cedo business grows 
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underscores of Codo ex- Make your own tests at our 
cellence. expense. Write us 

CODO MANUFACTURING CORP. 
S09 S. Franklin St., Chicago 270 Lafayette St New York 


Factory: Coraopolis, Penna 
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x e POSTURE 
om orlaire CHAIRS 
“ORTHOFORM” BACK SUPPORT 


. . . Body Conforming . . . Auto- 
matic Reclining Action. 


“AIRFOAM” CUSHION 212” 
THICK with Rolled Edges Flanged 
to Form Bumper all around SEAT. 


RUBBER BUMPERS... A great 
protection to SHOES and DESKS. 


Exclusive Sales Rights to Alert Dealers 


SHEPHERD CHAIR COMPANY 


3100 CARROLL AVE. CHICAGO, ILL. 





QO44444444444444444 44444464 4564646 +bb bb oD 





em 
b4 
$ 
3 
4 
- 
7 
3 
f 
a 
eo 
i 




















OFFICE APPLIANCES 


CEL-U-DEX 
Jost 


ROTECTORS 


PAT. PENDING 
















* TRANSPARENT « FLEXIBLE 
* REINFORCED EYELETS 
* WATER PROOF 














he 


ADAMS. 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 





PATENTED 


ae pi mn ap and fumble to find the place where 
ae the ring opens, if it’s an Adams ring. } 
Eight Sizes Here is the simplest, quickest-operat- 


ing and most satisfactory ring ever 
invented for perforated sheets or 
No. 00, % in. No. 2, 1% in. binders of all sorts. Allows binder or 


Inside Diameters: 







| No. 0, % in. No. 3,2 In. sheets y A flat Mer open — 

| No. 01,1 in. No. 4, 2% In. point. e enlarge joint, nicely 

Ne. 1.1%) Ne6S i rounded and smoothed, keeps ring 

Pe Fo AIS Te, FO " right side up in position to be in- 
Come alse boxed assorted stantly unlocked. 

in seven sizes. Order through your wholesaler. We also 









1 manufacture inexpensive loose leaf metals 


| Henry T. Adams Mig. Co. $61, 5% Shia: 4. | 












Chicago, Illinois 





INVENTORY SPECIALS 


on our complete stock of 10,000 Used 
Business Machines 


Here’s your chance to buy from one of the choicest stocks 
in the country—at prices you may never see again. 
We have what you need. See J. S. Morse first. 


Write for our special inventory 
bulletins Nos. 40-1T and 40-1AM 


ms we 55 Mone Fegan Co 


©" Wholesale. and. Crore. 





296 BROADWAY 


Sorring the Trade Cntr 25 tfears! eae eee ae 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write Simply tip y 


for details nowl = ed 


Meilicke. Systems, Inc. chidsse, ti; 
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REPLACEMENT PARTS 


For Adding, Bookkeeping and Calculating 
Machines. Keytops. 
NEW CATALOG No. 6 with pictures of 
over 400 parts 


MECHANICAL INFORMATION 


Write: W. J. McCormack, formerly of 
Burroughs Service, 16 Years 


CLOYES GEAR WORKS 


17214 Roseland Rd. Cleveland, Ohio 
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" LINE THAT WILL SHow 






A nationally used adhesive 


wun IGG me 2 
mounting ned, Clea — Pr TAR | Besgqgest 


shrink or wrinkle paper. aioe 
—> - 


Sold in sizes from tubes to five 
gallon drums. - 


Stocked by leading Jobbers every- qp & 
=(ele oh 












where. Write for Dealers’ List No. 


i. 
_— 


BESZ=TEST 
PAPER EMENT 


AND ACCESSORIES 
UNION RUBBER E ASBESTOS (Co. 


NTON N 


TRY A Clear Prunt 


Typewriter Ribbon 





See how ink travels in fabric, like oil in a wick. 
Worn spots re-inked—yet doesn’t feather or 
spread on paper. 


Write for FREE Sample 


HILLUIPS PROCESS CO. Inc. 


194 Mill Street Rochester, N.Y. 
L. A. Phillips, President 
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CLEANING ACTION 


Your customers receive quick, 
horough cleaning action from 
Clarotype, plus a dauber that lasts 
Sell Clarotype and you will in- 


rease your type cleaner sales. It 


makes your customers § regular 


users, Up-to-date merchandisers 
are pushing Clarotype because it 
s the most profitable year-round 
type cleaner on the market. Order 
today from your jobber or direct 
from The Clarotype Co., Ine., 


16-F Hudson St., New York City. 


CLAR- OF D 4 id - 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 











SUPERSINE Sofls on Sight! 


A Revolutionary Metal Sign with RAISED LETTERS— 
Patented process on Alumilited Aluminum. 


WR.H.ARMITACE 


Advantages of Supersine | Unlimited Prospects 

1. LOW COST i 1. DESK NAME PLATES 

2. PERFECT LEGIBILITY 2. OFFICE SIGNS 

3. DURABILITY 3. BUILDING & SPECIAL SIGNS 


Generous dealer discount—Write for details 


SUPERSINE COMPANY ..:‘... 


200 MURRAY STREET FORT WAYNE, INDIANA 

















“Eee - B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 133 W. 23rd St., N. Y. 
Cado Card Holder @ Niagara Paper Clips @ Deluxe Thumb 








Tacks @ Klutch Board Clips and Binders 














Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 





Write for our interesting 


Speed Key Mfg. Co. Sse 





322 Columbus Place 
BROOKLYN, N. Y. 




























A REAL VALUE at °29%%. 


You can sell many of these Man- 
agerial Files at this low price. 
Some real features make this file 
an outstanding value. It has an 
“elevating” top drawer—ball-bear- 
ing rollers on lower drawer—desk 
high—made entirely of steel, elec- 
trically welded throughout—easily 
moved about. 

WRITE TODAY for Dealers Dis- 
counts and complete information 
on our other steel products. 


Northwest Metal Products Co. 


1337 E. MASON ST., GREEN BAY, WIS. 
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zm Grippit LT uBEs 


Grippit’s package fits the hand, is easy to see on a Cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
clean. . . Grippit never wrinkles paper . . . It is Peelable, 
Waterproof, Transparent, Stainless, Non-inflammable . . . Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 


OFFICE APPLIANCES 








TWIRLIT 


4 GENUINE IMPROVEMENT for all pa 
per punching including magazines, straw ar 
binder’s board, leather, etc. At one opera 
t punches any quantity from one 
eets of paper (a half inch thickness 
cl e of one, two or three drillhead units 






and four hole sizes, 4, 9/32, 11 

and 13/32 inches. A Winning Spe- 
cialty for Stationers. Order your 
lemonstre‘or TWIRLIT and receive 


folder with full details 


Mitchell Binder Co. z: 


108 BOWER AVE. HAGERSTOWN, MD. 











With 
Ribbons 
and 
Carbon 
Papers 





It’s so easy to acquire the habit of keeping the same old 
line in “stock.” 


You can “‘sell’’ Allied prod- 
ucts with the greatest of ease 
—and make bigger profits, 
too. 


For information and Quick CARSON & RIBBON mPFC CORR 
Action Telegraph NOW at ~dgs DUANE STREET 
our expense. NEW YORK, N. Y. 














ROLLING UP PROFITS FOR YOU 


A 4 f i No. 2479 Double Ball Bearing Caster is in 
/ use in most of the country’s leading indus- 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
rotection equipment shown. Write for Cata- 
be and facts about this profit-earning line. 
FAULTLESS CASTER CORPORATION 
Evansville, Indiana , 































(above) Fauleless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(left) Fauleless quiet Cushion Chair 
G are mounted in live rubber. 





TRADE MARK BIG USA 


CELLULOID 


INDEX TABS_ 


ao 4 = | : 
HIGHEST QUALITY 


OF MATERIALS, 
WORKMANSHIP 
AND PACKAGING 


THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA NEW YORK 





POSTAL SCALE 


®Speed up the 4:00 o'clock rush 
in the mailing department with a 
Hanson quick action postal scale 
Instant reading on the self com- 


puting dial with Hairline Accuracy. 
No beams or weights to adjust 
Savings on correct postage will 
pay for this scale in a short time. 
More Sales with Hanson Scales. 


Ask your jobber for Bulletin No. 5 





HANSON SCALE C0. *‘cricoce. tn 





The First Traveling Salesman 


undoubtedly looked like this—checked 
suit, high hat and all! He was a pi- 
oneer in the field of distribution. 


The little book in his hand is one of 
BEACH’S ag) att 

“Common Sense” 
TRAVELERS’ EXPENSE BOOKS ; 
































also a pioneer—in the field of com- 
plete, easy and efficient record keeping. 

It is the original and best Travelers’ 
Expense Book, and the one your cus- 
tomers will ask for. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit, Mich. 

















Map and 
Pian 
Steel Units 


In every draught- 
ing room or of- 
fice where maps 
and plans are 
handled, there is 
a source of 
profitable  busi- 
ness with B-M 
Map and Plan 
Units. A com- 
plete assortment 
of sizes. 


Write for infor- 
mation. 


Browne-Morse Company 
Muskegon, Michigan 
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if ie ro Typewriter 
ee Ribbons 





Carbon 
Paper 


Have been earning profits 


for dealers for nearly 








forty years. 


Why not let them help you too? 


CROWN RIBBON & CARBON MFG. CO. 


782 St. Paul St. Rochester, N. Y. 


NUMBERING MACHINES 


Model @ 3 Movement 


Model > Lever 
Movement 


Model €J) 9 Movement 


WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


Op. 


s 


Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
























Stanley R. Bristow 
24 Central Ave.West Orange.N.J. 





Build Visible Sales 
With These 


Guaranteed Rebuilts 


When your customer cannot afford 
a new unit, remember that our 
16,000 square feet of floor space 
houses a tremendous stock of re- 
built, refinished and guaranteed 


VISIBLE RECORD 
EQUIPMENT and 
OFFICE MACHINES icke and other vis- 
ible systems in cabi- 


UNIVERSAL OFFICE | nets, panels ond book 


REBUILT, REFINISHED 
GUARANTEED 


Kardex, Acme, Post 
Index, Globe Wern- 





EQUIPMENT CoO., INC Calculators 
? Comptometers 

“The House That Confidence Built” Addressographs 
561 Broadway New York City Multigraphs 


Dictating Machines 
Mimeographs 








Cable—"“Uniquip”—New York 
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Student Cases 


in a wide variety of styles and 
leathers. Attractively priced 
with features having eye appeal. 


Write for 
Catalog! 


The Leather Goods Trade 
No. 317 Prefer VARAT MADE 


MURRAY VARHRAT COMPANY 


27 S. MARKET ST. CHICAGO, ILL. 
SAN FRANCISCO OF FICE—833 MARKET ST. 





















Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
/ holders; bill-fold envelopes; stamp containers, etc. 

o\ Made of acetate (flame resistant) transparent cel- 
—=—— lulose. We build to fit your particular need. Write 
us for details. 


“ee > Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 












INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices. 


CARD 


Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED i919 











You Can BOOST 
Waste RashetPROFITS 
with VUL-COT 


VUL-COTS give you steady waste basket sales 
because they are well known. They are asked 
for by name. Made of durable, lightweight, 


hard fibre, VUL-COTS are fully guaranteed for 
five years. They are available in a wide range 
of handsome styles, finishes and colors to 
match furniture and room decorations. You 
can take pride in offering VUL-COT baskets 
to your customers, for VUL-COTS are the 
waste baskets used by leading businesses. 

Write today for complete descriptive literature 
and discounts, 


NATIONAL VULCANIZED FIBRE CO. 


WILMINGTON, DEL 





AWARE 
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PASS BOOKS—= 


AND POCKET CHECK CASES 





Unlimited Sales Opportunity! 


UTILITY ACCOUNT FILE 


ACCOUNT FILES 


List 
TY FILE COMPLETE 
an 4’'x6" 






I 
Vv ’ 2! . . ° 

hea $1.50 Printers, Stationers and Lithographers! 
PERFECTION FILE COM 

PLETE WITH 500—4”"x9” Wn . . “ 

STATEMENTS : oss sQEO They are made for you exclusively—any size order— 
4x6 STATEMENTS ~ We a ‘ 5 . ? 

ED STATEMENTS nese any specifications—shipped under your label. 

Per Thousand . $1.60 












SELDOM UNDERSOLD 
complete line of Account Files 
See Our Loose Leaf Memos 
Write for Attractive Discounts 


Modern Account System Co. 
AUBURN, INDIANA 


Write for Net Prices on Your Next Inquiry 


NATIONAL PASSBOOK & SUPPLY CO. 
CLEVELAND, OHIO 


ALL GOODS MANUFACTURED FOR STATIONERS. PRINTERS AND 
LITHOGRAPHERS EXCLUSIVELY! 

























Call for more Sales Maps and 
Millions of Additional. . . 







EXPANDING 


‘ov? PROBLEM ince, ‘MARKETS 
STENCIL PAPER MOORE Maystacks 


Manufacturers, wholesalers, 
brokers, shippers...all use sales FREE DISPLAY 
maps...an immense market in 

itself. Buttodaythere’sanother, Compact, Conve- 
the vast and growing war-map 
market. Profit from both. 
Feature MOORE Maptacks. 
Nationally advertised. Display 
the attractive cabinet. Supplied 
FREE by your jobber with order 
for 5000 assorted MOORE 
Maptacks. Write him today. 


CARBON PAPER? 


An all-including service and consultaton on 
Processes, Improvements, Development, Re- 
search, is available. 


JOHN G. BILLINGS 


8368 Romaine Street Hollywood, Calif. 


nient, Fine Looking 


MOORE PUSH-PIN CO. 
113 BERKLEY STREET, PHILA., PA. 


Original Makers of PUSH-PINS, 
PUSHLESS HANGERS & MAPTACKS Z 
























MANUFACTURERS OF THE MOST 
COMPLETE LINE OF MARKING 
DEVICES IN AMERICA 


The JUSTRITE LINE 


STEEL EQUIPMENT 


5000 Priced to Give Quick Sales 








COMBINATIONS 
We are one source of supply Pi H " 
that can furnish daters, ; — | 17 igeon ores 
numberers, time stamps and r? ei pin? cy 0 ei Ciel 
other marking devices from a ‘ ECO: Ops : F wy JUST ANNOUNCED 
stock at three important vt bia) IL3 000 Built with Standard Parts 
centers ... assuring prompt VE it COS a2 ae 











service. Send for Catalog 








25” Dee 
L Oo U I S M E # I N D Cc Oo . And Price Sheets Liberal Dealer Eg 
2 haegaaeaiaaainaiescincid EFFICIENCY EQUIPMENT CO., INC. 


39 Cortlandt Street 593 Market Street F e 
NEW YORK CITY SAN FRANCISCO 360 W. Superior St., Chicago, Ill. 




















TRU-RITE ALLEN & WALES 


“INKED RIBBONS» 
CARBON PAPERS ADDING MACHINE 


TRIED, TESTED AND APPROVED 


Write For Samples and Prices CORPORATION 
INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 


444 Madison Avenue NEW YORK CITY 
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Are You 


| 
] 
| 
| 














| interested in | 
trade doings in | 


= 


a 


| j 181 ST. PAUL STREET, ROCHESTER, MEW YORK | 
BRITAT | DAISY WIRE LETTER TRAYS 


i | 

















* 
| Made of No. 16 wire. Rubber Feet. 
| Top rim of No. 12 wire. se «= oo or more in 
If so, there is only one way of keeping | Finished in green lacquer. Stinging wet. "oa gross 100 
Size 10 x 14 x 3 inches. mae 
| abreast of the times and that is by the | Manutactured by 
| | The Massillon Wire Basket Co. 


regular monthly receipt and perusal | 


of the 


MASSILLON, OHIO 


Sales Ammunition! 


| H | New York City - It's as far in advance of the old fashioned call- 
HI Ric! gh sn 7 ing card, as the cartridge from powder and ball. 
1 u 
| Chatfleld & Woods Ce The stationer who insists that his printer or 
} 
| 














engraver uses Wiggins Book Form Card Stock on 


| Cincinnati 
The Chatfield Paper € the business card orders from him, is loading up 
1 | | Detroit with sure fire sales. For these, in a Compact 
| ] Seaman-Patrick Paper Co Binder, never fail to hit the bull's eye of 
} Grand Rapids appeal. 
| Carpenter Paper Co on . 
| Tell your printer or engraver to contact any 
| uston se pape > P : 
| 8 a. Ce.. Im of these paper merchants 


for samples and prices, or 





Tobey . In write us direct. 


—a monthly journal for the Stationery | 


| | and Allied Trade whose editorial pages The JohnB. Wi G G | N 


1162 Fullerton Avenue, Chicago 


are unique for news, instruction, orig- 


/ Book Form Cards Compact Binders 


inality and general interest. : ee 


= SEND US THIS COUPON '| DR SCAT 
x 


To the Proprietors THE BRITISH STATIONER. 

















9 Fryston Ave., 
Croyden, Surrey, ENGLAND A QUALITY PRODUCT 
Send to the address below FREE SPECIMEN COPY of ‘The Will preserve rubber platens— 
British Stationer’’ for examination. . 
cleans type—polishes and protects 
the enamel and nickel on type- 
Name writers. 
(Please attach your business card or letter-head) 
Stationers and Typewriter P. 
Dealers from Coast to Coast 


Address sell Dr. Scat. 








Manufactured By 


DR. SCAT CHEMICAL CO. ssercner 


D 
na 178 North Franklin St., Chicago, Illinois 
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Back of the Royal Portable, and backing up 
every Royal dealer, is Royal’s advertising. Fines 
Sound, aggressive ; creating customer-interest 
and acceptance, it is the spade-work that 
brings prospects to your store. Tie to it, inten- 
sify its results... Use Royal promotions and 
sales helps! Feature the New MAGIC Margin 
Royal Portable... THE FRONT LINE for 


profits and prestige .. . Link to Leadership! 


NtW MAGIC Margin RU 


*Trade-mark, Reg. U. S. Pat. OF. 














APPLIANCES 





OFFICE 








+ Of Home-sized TyPewrite, 





\ 


Al Portable 


Copyright, 1940, Royal Typewriter Company, Inc 





















Vteede 5 Mew. 
Cont Be Bout / | 


F te these five new Lettergraphs on any point—Price... Value. . Utility . . . Perform- 

ance .. Appearance—and we believe you can't help but agree that they are the 
outstanding duplicator values in the field today. Just think of being able to get full legal size, 
inside-inked rotary stencil duplicators at these amazing low prices! Among these five new 
models you are sure to find one that is tailor-made for any installation or price requirement. 


Through careful forethought, most of the parts of these new models are interchangeable. 
Thus it is possible for a customer to later add an automatic feed to the hand feed models, an 
automatically inked cylinder to the hand inked models, etc., etc. They feature quality 
construction such as cast aluminum side frames, heavy gauge steel parts, attractive finishes 
and an abundance of gleaming plated parts. All are sold complete with initial supplies! 
























HAND-FED LETTERGRAPHS ~* 


‘p 
85 Moe J 


te 
© HAND Wn NG 





mopEL©&® ¢ 
« uromaric FEEP 
© wana INKING 








i Myr ell, 
LOW-PRICED LETTERGRAPHS 





moD ae 
© yTomATic det peleAsE 
c inKIN 6 















QUALITY FEATURES | 


@ ADJUSTABLE FEED ARM 
Automatic Feed models have new cast arm 


allowing feed to . 
we sarly conteted tar leodianwancar oaaee 


@ HOOK-ON RECEIVING TRAY 
pees 1 —_- on hooks _ 
that 


‘qe 
end of table or cabins of this, 
machine requires much less table space. 


© POSITIVE CYLINDER BRAKE 
ot Boge <i B- —— brake has no 


Gancrthases seule easily. O Gee umcieh dome 


@ UNIVERSAL BUTTON BAR 
Newly designed, takes either slot or but- 
tonhole pun stencils. Adjustable, sten- 

cil may be tilted if copy isn't straight. 


@ ACCESSORIES 

Open C mg Automatically-in |. 

inder; Figure Counter; ctomalic 
‘Att somal for converting hand-feed 

models; Lettergraph Cabinet. 


© INTERCHANGEABLE CYLINDERS 
Crltaions wickly removed or changed 
removing hoor pos inserts. Thus cnlinder 
for different bg ore or Automatic-inked 
cylinder can be changed at will. 


ie SELF-INKING 


CYLINDER 
Patented Inner Cham- 
ber holds ink supply 
until needed. To re-ink, 
simply turn the drum 
prs sp: releasing ink 
a ated 
aden, ates Fett, 
Simple and Efficient. 










THE HEYER CORPORATION » CHICAGO, ILL., ESTABLISHED | 








UNIVERSAL 
595° yr 










THE NEW AND COMPLETE LINE OF 
UNDERWOOD PORTABLES 


ONTINUING the Underwood policy 
C of “Dealers First,” there are impor- 
nase tant changes in the complete line of 
ast Underwood Portables to enable you to 
profitably offer ‘‘a model to satisfy every 
writing need...at a price to please every 
essere: oa purse”. 


If you are not now se//ing the complete 


Underwood Portable line, write for full 
Made by the 
Typewriter Leader 
of the World 


information. 


DEALERS FIRST 





In the Underwood Portable sales policy 

the Dealer a/ways comes first. Underwood 

Portables are sold “over the counter”’ 

IT’S BUILT IN- through authorized Underwood Port- 
v able Dealers. 


4 





All Underwood promotional activ- 
ity is designed to send customers into 


the Dealer’s store. 


Portable Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY Ue 


Typewriters * Accounting Machines * Adding Machines 
Carbon Paper, Ribbons and Other Supplies 


ONE PARK AVENUE, NEW YORK, N. Y. 


Sales and Service Everywhere 





EXCLUSIVELY 
UNDERWOOD 











THE 


The 
Con 
“Sal 


tion- 


Dray 








